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Every movement has its icon. 


The new BMW X5. 
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WHAT ARE YOU MADE OF? 


TAG HEUER BOUTIQUES 


CHANDIGARH: TAJ, SHOP NO. 5, 6543145; CHENNAI: ITC PARK SHERATON & TOWERS, 42110113: JAIPUR: MGF METROPOLITAN MALL, 511 
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26604359; NEW DELHI: L-21, CONNAUGHT PLACE, 9871198885; N-4, CONNAUGHT PLACE, 41523254: M-54, GK-1, 46528520; 16 A, KHAN MAF 
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BUSINESS TODAY 16TH ANNIVERSARY ISSUE 


From the Editor-in-Chief 


LEADER, NAPOLEON BONAPARTE ONCE SAID, 

is a dealer in hope. He couldn’t have 

been more accurate. Leaders are the ones 

who envision great things and lead others 

to achieving them. They are the ones 
who, by appealing to a greater cause, bring vastly dif- 
ferent people with often conflicting objectives to 
work together towards a common goal, and they 
are the ones who, when everyone else is lost, seem to 
know the right direction. 

We are the world’s largest democracy and also one 
of the poorest nations. Great leaders can transform a 
country as we have seen in many countries. In India, 
17 years of leadership of Jawaharlal Nehru kept the 
Imdian Union together, although it led us to the so- 
ciafist path, which we would regret later. Democracy 
is a messy business and quite often throws up leaders 
who are short-sighted, opportunistic, poor managers 
and sometimes just plain ignoramuses. India has had 
more than its fair share of them. Sadly, as coalition 
politics seems here to stay, the prospects of India 
getting a bold visionary leadership are getting dimmer. 
Mercifully, in the other walks of life, India has been 
spared this famine of leadership. In recent times, 
leaders have emerged in areas such as business, arts, 
entertainment and the social sector. 

Therefore, when it came to choosing a theme for 
Business Today’s 16th anniversary issue, it seemed ap- 
propriate to focus on leadership, specifically young 
leaders. For one, India is both figuratively and liter- 
ally a young nation. More than half our popula- 
tion is below the age of 25. For another, it is a 
much more confident generation that is leading 
India to unprecedented heights. Who would have 
thought, for instance, that two of America’s best- 
known companies, PepsiCo and Citigroup, would one 
day be led by Indians? 

In the pages that follow, you will find in-depth pro- 
files of 21 young but extraordinary men and women 
who we think could shape India’s destiny this century. 
To identify these 21 leaders, all 45 years of age or be- 
low, we tapped industry watchers, besides the Aspen 
Institute’s India office. The final list is as diverse as it 
is impressive. On the one hand, we have the poster 
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boys of global India Inc. Aditya Mittal of ArcelorMittal 
(he still holds an Indian passport) and Kumar Mangalam 
Birla, and on the other, we have a relatively unknown 
IIT and University of Massachusetts graduate Harish 
Hande, who is fighting incredible odds to take low- 
cost solar-powered electricity to India’s villages. 

Each of the 21 young leaders we have profiled has 
something going for him or her. It could be that, de- 
spite their relative youth, they have pioneered certain 
businesses, are smarter than most of their peers, are 
driven, or are simply dogged. Most of them, though, 
seem to have all those qualities. In a country like 
India, which faces myriad challenges in almost all 
walks of life, a few good men and women won’t be 
enough. We need hundreds and thousands of others 
to become leaders in their respective fields. Here’s 
hoping that the stories of these 21 exemplary people 
do the job of inspiring all other young Indians. Wish 
you a happy 2008. 
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AROON PURIE 
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India needs bright and dedicated leaders to take 
It forward. That's a no-brainer. But who among 
the many young achievers in business, arts 
sports, cinema and society are most likely to 
emerge as the faces of India in their chosen 
fields? We bring you a list of 21 people 45 or 
under who we think fit that bill. Read about 
them, and also the prescriptions offered by some 
of India's leading thinkers on what needs to be 
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PROFILES: 21 YOUNG LEADERS 


SANJEEV BIKHCHANDANI 
India's most successful net entrepreneur has 
many more tricks up his sleeve. 


KUMAR MANGALAM BIRLA 
He is the flag bearer of the Birla name, and 
also a commodities czar on the rise. 


ASHISH DHAWAN 

He has got investors who love him, a team 
that has stayed put, and a marketplace 
that's red-hot. Things couldn't be better for 
'Indian' private equity's poster boy, but not if 
you asked him. 


VINEET JAIN 


He is surely, and finally, coming into his own. 


He's taking the Old Lady of Boribunder to 
places she's never seen before. 


102 ADITYA MITTAL 





At 31, he already helps run the world's 
biggest steel empire. But his best 
is yet to come. 





110 VIKRAM OBEROI 
The heir to the Oberoi Group wants 
to set the global benchmark in 
luxury hospitality. Few think he 
won't succeed. 


114. RATUL PURI 
He has shown what he could do 
with CDs, but his biggest bet yet 
is on solar power. 


124. SANGITA REDDY 
She is writing the precise prognosis 
for her business. 


132 GLENN SALDHANA 
He wants to make Glenmark 
Pharma one of the very few innova- 
tion-driven Indian MNCs. 


140 JIGNESH SHAH 
He is using technology to deliver 
the benefits of globalisation 
to the masses. 
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(AND BT MORE) 
A selection of the best stories 
If the year gone by that appeared in 
was a belter, 2008 BT and BT More. 
promises to be 
another party, — D6 COLOUR ME BROWN 
although not as wild. If Indians have arrived on the global 
stage, why can't Indian companies? 
| 6 THE POWER OF 21 
Events that rocked the business world—or, 60 GOOD GAME, BUT 
just made head honchos NO GOAL 
sit up and take notice. Bollywood rolled out the hits, but the 


turkeys were on display as well. 


34 THE BIGGEST NEWSMAKERS OF 2007 69 


Vijay Mallya acquired Air Deccan, Arun Sarin SHOLAY REDUX 

dialled into India, K.P. Singh launched The year gone by had it all— 
India's biggest IPO and Subhash Chandra's emotion, drama, action, and 
ICL hit a six. a bit of tragedy too. 
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confirmed. 
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C O LUMN S e INDIA'S LEADERSHIP CHALLENGES 


228 MUKESH AMBANI 
The ability to formulate a shared vision of the 
world is the most vital attribute of a global leader. 





KUMAR MANGALAM BIRLA 
Our youth leaders must establish themselves as ` 
ideating leaders rather than iconic leaders. 





SUNIL BHARTI MITTAL 
Growth has to be inclusive if it is to have any 
meaning at all. 


N.R. NARAYANA MURTHY 
Inclusive growth is possible if we accept we 
have problems and become open to new ideas. 


AZIM PREM JI 

Our schools must stop making children accept 
assumptions and opinions as facts and start 
inspiring independent thought. 





A.PJ. ABDUL KALAM 
Besides being a visionary, a leader must be able 
to explore uncharted territories. 





RAJAT GUPTA 
Access to affordable healthcare and awareness of 
healthy behaviours must be the pillars of reform. 


ANU AGA 

The mindset that makes Indian women 
accept subordinate roles is the biggest 
hurdle in their empowerment. 





PAVAN VARMA 


The appropriation of our cultural space will 
require a deep knowledge of our past. 
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WHEN VISION GOES BEYOND THE OBVIOUS, 
THE RESULT IS ALWAYS CLASSIC. 
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150 VIKRAM AKULA 
By giving small loans to poor people, this 
entrepreneur is transforming rural India like 
never before. 


160 MUKTI DUTTA 
She has successfully empowered 
women in Uttarakhand's hill district. 


| БӨ HARISH HANDE 
He is lighting up villages, and inspiring 
entrepreneurs on the bottom rung. 


| / O ARVIND KEJRIWAL 
He wants to upend the governance system 
so that power returns to where it belongs: 
the people. 


| 82 NACHIKET MOR 
He gave up a dream career at ICICI Bank to 
make a difference to the lives of the poor. 


] 90 RAMESH RAMANATHAN 


He is a tireless champion of urban reforms. 


FOR THE 215! CENTURY 
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196 KIRAN DESAI 
She won the Man Booker Prize 
in 2006 and is, arguably, the 
most talented author of her 
generation. 


2 OO M.S. DHONI 
He is already a big star, but 
he’s got plenty more of cricket 
ahead of him. 


2 OA KARAN JOHAR 
Johar is staking his claim as 
Bollywood's youngest showman. 


210 PRASOON JOSHI 
Indian advertising ‘Cannes’ do 
it, thanks to Prasoon Joshi 
who is leading the charge 
all the way. 


2 | & SHAH RUKH KHAN 
SRK rules the entertainment 
industry. 
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A Gaze into the 





Crystal Ball 


If the year gone by was a belter, 2008 promises to be 
another party, although not as wild. CLIFFORD ALVARES 


I ALL HAPPENED IN 2007. INDIA INC. RECORDED 
a second year of 9 per cent plus GDP growth 
rate, cross-border acquisitions grew bigger 
and mult-billion dollar stock offerings saw the 
light of day as public issues 

of DLF and ICICI Bank 



















sailed through. Backed bv a strong domestic growth 
and robust inflows, the stock market leaped to an all- 
time high—the bellwether Sensex surged 38.99 per 
cent this calendar year. But will India Inc.'s rising op- 
timism and its business confidence rub off positively 
on 2008? 
The year 2007 marked the second straight vear of 
9 per cent plus GDP growth rate for the market. 
Investments in new capacities and infrastructure 
have surged to an all-time high. 
Manufacturing, mining and con- 
struction have all seen robust 
growth rates. But the vear 2008 
could SCC a lag effect of the 
higher interest, currency ap- 
preciation and a slow- 
ing global demand 
playing catch up 
with the econ- 
omy. Growth 
rates are ex- 
pected tO come 
off from the 
highs of 9.4 per 
cent plus to a 
more sombre 8- 
8.5 per cent the 
next year. 
592 2, ( onsumpton 
Sophos demand, 
Ашна 
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though robust, is slowing down due to the increase in 
interest rates. And as fears of a us slowdown are 
likely to rub off on the Indian economy. 

According to Fidelity International, a global in- 
vestment management major, the outlook for global 
equity markets is mixed, as easy credit conditions 
tighten. But Fidelity says Asia will remain buoyant on 
the back of continuing economic growth. The trick 
would be to look beyond the benchmark indices and 
keep an eye out for specific stocks. Fidelity also sug- 
gests that "diversification away from leveraged mar- 
kets will be key to good returns in 2008". According 
to Michael Gordon, Head of Investment Strategy at 
Fidelity International, 2008 “could be one of the 
most interesting years for equity markets this decade". 
At least two of the three pillars that have propped up 
the equity bull markets of the West since March 
2003—leverage, consumer spending and corporate 
earnings—could be missing in 2008. 


Fears, however, of a hard land- 


Notwithstanding 


increased to record levels and chances are they will 
stay steady, even as raw material and input costs re- 
main low. Domestic consumption is steady and point- 
ing up, and investment-led increase in capacities and 
infrastructure has never been higher. Says Seshadri Sen, 
Associate Director (Research), Macquarie India: 
“India will continue to log good growth, the worst of 
the tightness is over." 

But the big question is will foreign investors 
continue to pour in the dollars? Last year's record in- 
flows of more than $10 billion propelled the market 
into a new orbit—that of 20,000. But towards the 
fag-end of the year, foreigners turned negative and 
withdrew $1.15 billion from Indian shores. With the 
dollar strengthening lately, foreign investors have 
shifted a bit of their portfolio back to dollar as- 
sets. But despite the recent pullout, capital flows into 
the stock market are set to record another strong 
year. Foreigners continue to be en- 
amoured of the India growth story. 


ing ar ted. India i | 2 Th ital flow si healthy. 
miu Nn the s» ee the economic slow- Indiá пег a pum: dapib 4 
in case there's either a recession down, corporate finance its infrastructure spending, 
there or a global slowdown, or India is on track to there's a positive differential in in- 
both. India's favourable demogra- maintain a stead terest rates. The number of for- 


phy along with its high savings 


and investment rate and the ris- profit gro 


ing corporate productivity stack 

the odds in favour of a steady growth in the Indian 
economy. India's economy is also less export-driven 
as compared to some other emerging economies. 
And the investment-led growth in capacities and 
infrastructure is bang on track. 

Notwithstanding the economic slowdown, cor- 
porate India is on track to maintain a steady profit 
growth in 2008. However, the last four years' record 
profit growth of 30 per cent plus is unlikely to ma- 
terialise next year as a rising base effect and the lag ef- 
fect of the rising interest rates catch up. Profit growth 
could moderate to 18-20 per cent, though the un- 
derlying earnings momentum is as strong. “The do- 
mestic economy is strong," says C. Jayaram, Executive 
Director, Kotak Mahindra Bank. “There’s no reason 
why domestic companies will disappoint." 

The factors that will keep earnings on track such 
as interest rates, commodity prices and increasing 
consumption are still playing out in favour of India 
[nc. Interest rates, market analysts contend, has 
peaked out. The Reserve Bank of India has been 
tightening interest rates for much of 2007, but analysts 
contend that the hard part is over. Commodity prices 


. eign institutional investors increased 
in to 1,213, up from 993 the last 
year. If anything, the stock mar- 
kets should see another great year of foreign fund 
flows. Says Sen: “I would think that foreign in- 
flows in 2008 will be better.” 

Yet, by some accounts, the prevailing mood on 
D-Street is of caution due to the global weakness in eq- 
uities. The Sensex is currently trading at a price- 
earnings ratio of 22 on expected 2007-08 earnings 
and, going by historical valuation yardsticks, it does 
not appear cheap. Not only are the stocks trading on 
the higher side, an earnings moderation can make the 
markets look more expensive. To top it, globally 
the risk appetite of staying in the stock market is 
coming off. Says Jayaram: “Stock markets aren’t go- 
ing to be anywhere as good as they were in 2007. 
Global equities are going through a weak phase.” 

While the immediate prospects don’t look prom- 
ising, the year should eventually turn out well for 
the stock markets, if not better. Brokerage houses 
have assigned higher year-end targets to the Sensex. 
HSBC India has a year-end target of 23,000 and 
Sen reckons that the market could touch the 24,000 
mark. From current levels, that's still a promising 
20-25 per cent return. 
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The Power of 


Events that rocked the business 
world—or just made head 

honchos sit up and take notice. 
CLIFFORD ALVARES AND MAHESH NAYAK 


Getting tough: SEB! chief 
M. Damodaran 





P-Note Clampdown 

OWARDS THE LAST WEEK OF OCTOBER 2007, MARKET REGULATOR 

Securities and Exchange Board of India announced new regu- 
lations on participatory notes (PNs). SEBI asked sub-account of Fils— 
both corporate and proprietary—to wind up P-Notes for investing 
in derivatives within 18 months. The sub-accounts of Fils that have 
sent a letter of intent to register as an FII needn’t wind up their ex- 
isting positions. It also restricted Fils issuing offshore derivative in- 
struments (ODIs). If the notional value of PNs outstanding is more than 
40 per cent, Fils can continue with their current exposure but they 
can issue fresh PNs only against cancellation or redemption. Fils with 
a notional value of PNs outstanding (excluding derivatives) as a 
percentage of their assets under custody (Auc) of less than 40 per cent 
shall be allowed to issue further ODIs at an incremental rate of 5 per 
cent of their AUC in India. 
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Out Goes ULCRA 

FIER DEFERRING FROM ONE 
A session to another, 
the Maharashtra government on 
November 29, 2007, finally 
scrapped a law that controls urban 
land holdings, potentially freeing 
up large tracts in Mumbai and 
around Maharashtra for housing 
and construction. This move is ex- 
pected to free around 36,000 
hectares of land in the state for de- 
velopment, including some 5,200 
hectares in Mumbai. The Urban 
Land Ceiling and Regulation Act 
has hampered the growth of real 
estate development in Mumbai. 


Making room: For more vertical growth 
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LOOK BEFORE 
YOU LEAP. 
BUT DO LEAP. 


Don't let risks stop your export business 
from going further. ECGC gives you the confidence 
to challenge the limits of achievement. 





KD 


You focus on exports. We cover the risks. 
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Export Credit Guarantee Corporation of India Ltd. 
(A Government of India Enterprise ) 
Express Towers, 10th Floor, Nariman Point, Mumbai 400 021, India. 


Tel: (022) 6659 0500-10 * Fax: (022) 6659 0517 * Toll-free: 1-800-224500 * e-mail: mg@ecgc.in * Visit us at: www.ecgc.in 


Mumbai: (022) 26571993 * Chennai: (044) 28491017 * Bangalore: (080) 25582576 
e Kolkata: (033) 22822218 * Delhi: (011) 41506409 
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Get that Certificate 

HE SECURITIES AND EXCHANGE BOARD OF INDIA HAS MADE IT MANDATORY 

for all market intermediaries to obtain a qualifying certificate from the 
regulator going forward. The certification programme hopes to cover 
stockbroking firms, stock dealers, foreign institutional investors, mutual fund 
managers, portfolio managers, and those who are involved with the dis- 
tribution or marketing of equity-related products. As of now, only mutual 
fund distributors and stock dealers and brokers undergo a certification pro- 
gramme, designed by the Association of Mutual Funds in India (AMED 
and the two exchanges (NSE and BSE), respectively. However, from now on, 
everyone that deals or interacts with investors and his money will have to 
pass the certification programme that will be valid for three years and, there- 
after, revalidate the certificate once in every three years. 


Market Intermediaries Celebrate Another Record 



















2007 ^ 2005 











~ 2528 181 1,046,744 
+ 970,522 473,126 
1,557,659 573,618 
~ 364,675 119,117 
| 465,339 114,223 
84.909 32,781 
! 26,687 14,579 
-* Up to November, $min Се: Morgan Stanley 





HIS HAS BEEN THE FOURTH SUCCESSIVE BUMPER YEAR FOR MARKET INTER- 
р Trading volumes jumped а whopping 65 per cent year-on- 
year and the dollar value of trading has more than quadrupled in four years, 
thanks in part to the big increase in share prices. Institutional trading 
volumes increased more than 80 per cent y-o-y with their share in total trad- 
ing rising by 3 percentage points to 26 per cent. It has been another stellar 
year for Indian equities; India is expected to finish the year as the third best 
emerging market. Mid-caps and small-caps regained their edge over large 
caps, though the bulk of this has happened in the closing stages of the year. 
India's relative gains versus emerging markets have also been concen- 
trated in the last quarter. Nine out of the 10 MSCI sectors produced positive 
returns. Utilities and energy were the best performing sectors. 


More AMCs Enter India 


NUMBER OF NEW MUTUAL FUNDS OPENED SHOP, WITH JP MORGAN ASSET 

Management Company and AIG Global АМС launching new funds. 
Besides, the Shinsei Mutual Fund, Japan and the Korean Mirae Asset 
Management along with domestic entity Bharti АХА Mutual Fund have 
flagged off operations. UBS acquired Standard Chartered Mutual Fund for 
Rs 659 crore, Dutch-based Robeco Groep Nv picked up a 49 per cent stake 
in Canbank MF and Us-based hedge fund Eton Park bought a 4.8 per cent 
stake for Rs 501 crore in Reliance Capital Asset Management. 
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TCS Wins Biggest 
Deal from Nielsen 


N OCTOBER 2007, TATA 

Consultancy Services 
(TCS) won a $1.2-billion 
contract from Nielsen 
Company (the world’s 
leading provider of con- 
sumer and media informa- 
tion services). The mile- 
stone deal is the biggest 
deal ever won by an Indian 
Ir company. The deal an- 
nounced by TCS is bigger 
than the $1-billion deal an- 
nounced last year by Pune- 
based Tech Mahindra, a 
tech services provider to 
telecom customers, and BT 
Group Plc., for a period 
of five years. Under the 10- 
year agreement, TCS will 
assume responsibility for 
important IT and opera- 
tional processes and help 
Nielsen integrate and cen- 
tralise multiple systems, 
technologies and processes 
on а global scale. TCS also 
will assume responsibility 
for certain finance and hu- 
man resource business 
processes, which will be 
executed on new BPO plat- 
forms built by Tcs. 


A milestone: TCS's S. Ramadorai 
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SEBI Allows Funds to Short Sell 

N MARCH 22, 2007, THE MARKET REGULATOR AT 
Q its board meeting allowed short selling by both 
domestic and foreign institutional investors. This 
would allow mutual funds to sell stocks that are 
not owned by the funds in the hope of buying them 
later at a lower price and borrow and lend securities. 
In December 2007, the regulator, to kick start the 
corporate bond market, allowed companies to raise funds by issuing junk 
bonds or those bonds below investment grade through public or rights 
issue. These bonds are usually issued by corporates that do not have any 
option of raising money from the market and bear high risk as they carry 
below investment grade rating, thus increasing the risk of losing money. 
These bonds are usually purchased for speculative purposes, as it works 
on the principal of high risk, high return. 





Subprime Spoils the Party 

ENDING IN THE US HOUSING MARKET TO PEOPLE WITH POOR CREDIT PROFILES 

took the wind out of Wall Street that resulted in money being sucked 
out of markets worldwide. The collapse in the us subprime market, which 
is larger than the Indian economy, also didn't spare the Indian market that 
saw nearly $2 billion being pulled out by riis in July-August 2007. But the 
money returned in the next month, as Fils didn't find any other destination 
to park their funds. Many hedge funds went bust due to the us subprime cri- 
sis, with many losing their jobs. Since July 2007, world's biggest banks and 
securities firms—Citigroup, Morgan Stanley, Merrill Lynch, UBS, Bank 
of America, Bear Stearns, Lehman Brothers and JPMorgan Chase—have writ- 
ten off more than $54 billion due to the subprime market collapse. 


Fils Keep the Tap Open 

NDIA DOMINATED THE SECONDARY MARKET EMERGING MARKET FLOWS AS FIIS 
| perae more than $16.5 billion (till December 15, 2007) into Indian 
equities. This was way ahead of other emerging markets like Turkey 
($4.85 billion), Indonesia ($3.1 billion), Thailand (2.1 billion), Brazil 
(outflow of $3.3 billion), Korea 
(outflow of $26.7 billion) and 
Taiwan ($1 billion). On September 
у india, have been robust 24, 2007, rit flows crossed its pre- 

2007* 2006 2005 vious all-time high of $10.98 bil- 
Turkey 4858 1.131 4.083 lion in 2005. As on December 17, 
Korea -26,740 -12,172 -4133 2007, Fits bought equities over $17.7 
Taiwan 1,040 — 17345 21970 billion in the cash market and $360 


Philippines 1552 — 720 416 million in the derivatives segment. 


Indonesia 3,140 1.908 -1732 Trading volumes also increased with 


Brazil -3,345 812 2485 cash segment recording volumes of 
india 16555 8039 10985 364,675 million, compared to 


Thailand 216 1942 977 202,299 million in 2006. Volumes 
Total -781 19726 19726 generated in the derivative segment 


| stood at 465,339 million compared 
we M ÎÎ with 249,140 million in 2006. 





INDIA STANDS OUT 
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Looking outwards: Ravi & Sashi Ruia 


India Inc. Crosses 
the Border 


ХА ACTIVITY HAS MOVED A 
M notch as Indian conglom- 
erates trained their eyes on over- 
seas companies. According to 
Grant Thornton, the total num- 
ber of M&A deals announced dur- 
ing 2007 (till December 15) stands 
at 661 with a total announced 
value of $51.17 billion as against 
480 deals with a total announced 
value of $20.30 billion in 2006. Of 
the total 661 deals, 348 were 
cross-border deals valued at $48.34 


billion. Of these, 240 were outbound deals with a total value of $32.73 
billion. In 2007, the average M&A deal value was $77.42 million, while 
the average value of cross-border deals was $139 million, which was sig- 
nificantly higher as compared to average value of domestic deals at $9 mil- 
lion. Tata-Corus, Hindalco-Novelis, Suzlon-Repower and the Ruia- 
promoted Essar Steel Holdings-Algoma deals accounted for over 65 per 
cent of total cross-border outbound M&a deals during 2007. 






On the Boil 


OLD AND OIL, THE 

hottest commo- 
dities, surged to an 
all-time high. Brent 
crude on the NYMEX 
touched a high of 
$99.29 per barrel on 
November 21, 2007, 
just a shade short of 
the three-figure mark 
of $100 a barrel. 
However, oil prices 
have since cooled to 
around $90 a barrel. 
Demand for oil, par- 



















beginning of the year. 
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ticularly from countries like India and China, has kept prices 
buoyant for most of the year. Oil prices have more than quadru- 
pled since 2002 and are currently up nearly 40 per cent since the 


On November 7, 2007, gold touched a high of $835.20 per 
troy ounce as investors hedged against a weakening dollar. The pre- 
cious metal touched a 28-year high as investors worried about the credit 
market turmoil. Gold is currently hovering at $797 a troy ounce. 








Hollywood Meets 
Bol Wood 


HE HINDI FILM INDUSTRY IN 
Т saw a defining mo- 
ment with the large Hollywood 
Studios now eyeing the industry 
to co-produce Hindi films. The 
beginning was made with Sony 
Pictures Entertainment's Indian 
arm, SPE Films India. $РЕ Films 
co-produced its first mainstream 
Hindi cinema Saawartya with 
Sanjay Leela Bhansali Films 
with a budget of approximately 
Rs 40 crore. Thereafter, stu- 
dios like Walt Disney, Warner 
Brothers and even the media 
giant Viacom announced their 
plans for India. While Walt 
Disney will be co-producing an 
animation film Roadside Romeo 
with Yash Chopra's Yashraj 
Films, Warner Brothers has an- 
nounced its co-production deal 
with Nikhil Advani's Orion 
Pictures to make a mainstream 
Hindi film called Made in 
China, starring Akshay Kumar 
and Deepika Padukone. Viacom 
initially made an entry into 
India through Paramount 
Pictures, which distributed Para- 
mount and Universal Pictures 
and Dreamworks films. Then it 
made a foray into TV with its 
flagship channel MTV and slowly 
grew the TV stable to vH1 and 
Nickelodeon. More recently, 
to have a larger presence in TV 
and other areas of media and 
entertainment, Viacom entered 
into a joint venture with one of 
India's leading media con- 
glomerates, TV18. 
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Two roads diverged 


and I took the one less travelled by 


ED 


and that has made all the diff 





The Audi A6. Follow your own rules. 


Ihe philosophy of Vorsprung durch Technik dictates ап Featuring innovations like quattro, Audi's legendary all 
ongoing Quest to provide süperior automotive Solutions wheel drive, Audi's unique Multi-Media Interface (MMI) 
Ihis makes it impossible to follow the status quo. The enabling absolute contro! at the touch of a single button 
Audi A6 exemplifies this spirit. From it's leading exterior and four-zone climate control, it seems logical that the 
design, to the high quality luxurious interior, the bound Audi A6 was voted India's Import Car of the Year 2006. 
aries have been pushed to produce an exceptional 

vehicle to exceed all expectations. The Audi A6. Follow your own rules. 


Vorsprung durch Technik 
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A New High 


5 THE YEAR BEGAN, THE STOCK MARKET STARTED OFF LEISURELY, MEAN- 

dering sideways till early August. But the momentum picked up later 200 
in the year as foreign investors started to pour in record sums as the us dol- 
lar weakened. On December 13, 2007, the BsE Sensex notched a record all- 
time high of 20,498.11. For the fifth straight calendar year, the Indian stock 
markets ended with double-digit gains—up 38.99 per cent. The action, un- 
like last year, was not limited to the large-cap stocks. Mid- and small-cap 
companies also surged as investors looked for growth stocks away from the 
frontliners. Of late, the bellwether Sensex has turned wobbly as foreign in- 1000 
vestors have pulled out, but market observers attribute that to part profit 
booking. All eyes are now on the next year. 





PE Comes to 
the Party 
RIVATE EQUITY INVESTMENTS 
have increased the past year. 
According to Grant Thornton, 
the PE deals have witnessed a 
118 per cent jump during 2007 
(till December 15). The total 
number of private equity deals 
announced during 2007 stands 
at 386 deals with a total 
announced value of $ 17.14 
billion as against 302. deals with 
an announced value of $7.86 
billion in 2006 and 124 deals 
with ans announced value of 
$2.03 billion in 2005. The 
average deal value has increased 
from $26.02 million during 
2006 to $44.42 million in 
2007. Last year, 48 deals and 
77 deals were over $100 mil- 
lion and $50 million, respec- 
tively, as against 11 deals and 
29 deals of over $100 million 
and $50 million, respectively, in 
2006. Temasek Holdings 
acquired a 5 per cent stake in 
Bharti Airtel for $1.9 billion, 
which marks it as the biggest 
private equity investment in 
2007 that accounted for 11 per 
cent of the total PE investment 
in 2007. 
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Upwardly Mobile 


19,162.57 


Jan. 2, 2007 
Nl BSE Sensex 


Dac. 20, 2007 
Source: CMIE 


Ultra Mega Power Projects Take Off 
T AMBITIOUS ULTRA "PU F 


mega power projects ik ا‎ 
took shape this year as the 
government awarded the 
contract for Mundra to Tata 
Power, while the Sasan and 
Krihnapatam projects have 
been awarded to Reliance 
Power. Initially, the Sasan 
project was awarded to the 
Lanco Group, but their bid 
was disqualified and subse- 
quently, it was awarded to 
Reliance Power. The gov- 
ernment has decided to de- 
velop 10 ultra mega power 
projects through private sec- 
tor participation to meet the growing demand for power. These proj- 
ects are expected to be commissioned during the 12th Plan period 
(2012-17) and will have a minimum capacity of 4,000 mw each. The 
tariff-based competitive bidding process should soon see more power 
projects seeing the light of day. 





еі 






Let there be light: Reliance Power's Ambani 


Rupee Touches Record High 

OR THE CURRENCY MARKETS, 2007 WILL GO DOWN AS A RECORD YEAR 

as the rupee notched the highest ever gains as it surged to 39.31 per 
dollar. Sustained and robust capital flows and the general weakness in 
the dollar against major currencies worldwide were the main reasons 
for the rupee's strength. The rupee surged by around 12 per cent against 
the greenback so far in the year. Currently, the rupee is trading at 
around Rs 39.54 to the us dollar. Burgeoning foreign exchange reserves 
that crossed the $273-billion mark on the back of rising foreign in- 
vestments contributed to the rupee's strength. But while importers have 
reasons to smile, it's the exporters who are a worried lot. 
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The Oberoi Udaivilas, Udaipur 


Rated the Best Hotel in the World by Travel + Leisure in the 2007 Readers’ Poll 





^ 
WELCOME TO THE WORLDS BEST 
Oberoi Hotels & Resorts welcome you to the finest experiences at some of the best hotels in the world. 

Travel + Leisure, USA, World's Best Awards, Readers’ Poll 2007 Condé Nast Traveler, USA, Readers' Choice Awards 2007 

The Oberoi Udaivilas, Udaipur, India The Ре ja, Bangkok nati 107 T 

inaita Sabi Sand/Kruaer hàteau Les Craver 2. The Oberoi Udaivilas, Udaipur, India 

National Park, South Атса Reims, Franci 3. The Oberoi Vanyavilas, 

The Oriental, Bangkok итобу Bay, a Rosewood Ranthambhore, India 
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The Milestone, Londor Gresham Palace apes! 6. The Oberoi Amarvilas, Agra, India 

Ral | nu try | 

Sat it t \ 

ао San 

Mandari nena 


ү 6a 5 He ri ruada, mawa 

. The Oberoi Amarvilas, Agra, India © 
™ The Oberoi Rajvilas, Jaipur, India - 
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Obert Hotels & Resorts 


For reservations call us toll free 1 800 11 2030 
e-mail: reservations Q eih-india.com or visit us at: www.oberoihotels.com 
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Airlines Fly Together 

N A BID TO CONTROL COSTS AND ALSO IMPROVE 
| pean share, major airlines merged this year. 
The most prominent buyout that splashed news- 
paper headlines was done by the flamboyant 
Vijay Mallya. His UB Group picked up a 26 per 
cent stake in Air Deccan for Rs 550 crore on June 
1, 2007, marking the third airline acquisition this 
year. Reports suggest that Kingfisher and Air 
Deccan are set to merge beginning early next 
year. Earlier in the year, Jet Airways completed 
the buyout of Air Sahara, which was rechris- 
tened Jet Lite, in April 2007. And public sector 
carriers Air-India and Indian (Airlines) were for- 
mally merged on August 24, 2007, after the 
Ministry of Company Affairs gave its formal 
approval. The new airlines will operate under a 
new company—National Aviation Company of India—and will fly under 
the brand name ‘Air India’. Now the airline market has three major 
players—the Kingfisher-Deccan combine, Jet Airways and Jet Lite, and Air 
India—controlling over 80 per cent of the market. 





Good times: Air 
Deccan's G.R. Gopinath 


GDP on Track 


HE SECOND FASTEST GROWING ECONOMY CONTINUES TO MAINTAIN ITS 
jr momentum in the first half of this year. For the fiscal year 
2006-07, the GDP growth clocked an astounding 9.4 per cent growth due 
to a strengthening of the domestic economy and the rising spending 
power of its denizens. The Indian economy clocked the 9 per cent 
plus growth for the second consecutive year running. For the first half 
of fiscal year 2007-08, the Indian economy is holding steady with a GDP 
growth of 9.1 per cent. Sustained manufacturing activity and increasing 
construction and financing businesses have added to the growth mo- 
mentum. Other sectors like ship building, tourism and telecommuni- 
cations are showing great potential with heavy investments. This growth 
juggernaut is unlikely to slow down. 


Big-Ticket IPOs 


EALTY MAJOR DLF CAME OUT WITH INDIA'S 

biggest IPO that raised Rs 9,200 crore in 
the domestic market. This saw the total 
equity issuances in the primary market rising 
to Rs 32,500 crore, compared to Rs 21,000 
crore in 2006. This doesn't include follow- 
on offerings by ICICI Bank that garnered 
close to Rs 9,000 crore from the domestic 
market. Eighty-eight new companies listed 
on the domestic bourses in 2007 as com- 
pared to 66 companies in 2006. Many of the 
newly-listed companies have given fantastic 
returns to their investors. 


Value for money: ICICI 
Bank's Kamath 
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a 67 per cent stake in 
Hutchison Essar Telecom. 
for $10.8 billion. That deal 

marked the first big billion- 
dollar acquisition in India 
and it also set a higher 


benchmark for valuing tele- 


com companies in India. 
Among the other multi-mil- 
lion dollar purchases іп- 
cluded the 51 per cent ac- 
quisition of Sesa Goa by 
Vedanta Resources, UK, - 
owned by metal. man Anil 
the steel baron, bas been 
scouting for acquisitions in 
India. Mittal Investments 
picked. up a 49 per cent 
stake in Guru Gobind 
Singh Refineries (GSSRL- 
HPCL’s Bhatinda Refinery) 
for. $711.11 million. 

les real estate i invest - 


гаар NEE the 
largest foreign direct in- - 
vestment in real estate ur 
brought in $500 million. 
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Fujitsu General 
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Save power. Save space. 
Bring home next generation air conditioning. 












$ Single DC-Inverter Scroll 
Compressor gives you maximum 
power savings! Compact outdoor 
unit saves space 


Comes with an eco-friendly 
R4100 Refrigerant 

Hos o capacity range of 6 HP 
Has a 15096 indoor unit 
connectable capacity ~ up to 
8 rooms con be connected to 
a single outdoor unit! 
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Presenting the General Airstage S & V series — beautify your homes and offices. Check out its advantages: GENERAL 
* Capacity range of 8 to 42 HP e High System Efficiency with COP 3.1 and 3.2 « Maximum Connectable Q 
Indoor Capacity — 16 to 48 rooms, with an outdoor capacity of 130% to 150%. Choose from 45 models ATR CONDITIONERS 


* Refrigerant — R22, R407c & R410o e High Efficiency DC-Inverter Compressor * Easy ond flexible 
installation « Long piping « Operates even at 52°C • Available in cooling and heat pump models. The: ELIT ENG MDC 





Corporate Office: ETA GENERAL PRIVATE LIMITED, Chennai: 28297627-30 Regional Offices: New Delhi: 41010011, Mumbai: 26865334-37, Kolkata. 22836508 
Branch Office: Ahmedabad: 26743260, Bangalore: 41802300, Bhubaneshwar: 9861226968, Chandigarh: 5087288-90, Hyderabad: 66323530, Indore: 9893078731, 
Jaipur: 3966080, Kochi: 4010638, Nagpur: 9371177785, Pune: 26051310, Surat: 9898089591, Vijayawada: 9849157606 www.generalindia.com email: info@etageneral.com 
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At DSP Merrill Lynch's Global Private Client, we are more of a partner 
to our clients. We combine investment advisory services with 
SAE BEI E AE RR customized financial solutions to cover all aspects of your wealth. So 


ЭЭ: о, ЖУ ЖАЛ your future just doesn't happen - it gets built from generation to 
ion. DSP Merrill L 's GI | Pri li i i 

BEST PRIVATE ереену a CC 

ЗАА] PARTNERING YOU BEYOND SUCCESS 











Mumbai: +91 22 66328384; Delhi: +91 11 43579525; Chennai: +91 44 43911702; Bangalore: +91 80 41231226; Kolkata: +91 33 4003 4423. SEBI RER 
Nos. Stock Broking: BSE- INB/INF 011259232, NSE- INB/INF231259236, OTC- INB201259232: Underwriter: INU000000605: Merchant Banke 
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e Professional Investment Advisory 

* Wealth Consolidation 

* Access to Global Investments DSP 

e Financial Planning M ill L h 
e Trust Planning* erri ync 


* Trusteeship services offered by DSPML Trust Services Limited t L 0 B A L J R | VAT E C L | E N T 


881000002236, Portfolio Manager: PM/INP 000000589, Depository Participant: IN-DP-NSDL-223-2001. Registered Address: DSP Merrill Lynch Limited, 


afatlal Centre, 10th Floor, Nariman Point, Mumbai — 400 021. Tel.: (91-22) 6632 8000. Fax: (91-22) 2282 1827. Website address: www.dspmlonline.com 
1385.2007 
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Vijay Mallya acquired Air Deccan, Arun Sarin 


dialled into India, K.P. Singh launched 
India's biggest IPO. 


R.K. Pachauri | Nobel Peace Prize 


RAJENDRA PACHAURI, HEAD OF THE UNITED NATIONS CLIMATE 
Panel (IPCC), and his team have won a much-deserved recognition for 
long and arduous work, making every Indian proud. The award— 
the 7th Nobel claimed by any Indian to date—is jointly shared by for- 
mer US Vice President Al Gore. IPCC is the top authority on global 
warming, comprising more than 2,000 leading climate change sci- 
entists and experts. Pachauri (67), born in Nainital, started his 
working life as a mechanical engineer 
who built diesel railway engines, 
before moving on to study en- 
ergy and economics. He be- 
lieves that he is well-placed 
to combat environmental 
damage posed by rapid 
industrialisation. He 
is very concerned 
about India and 
other developing 
economies which 
will be hit hardest 
by climate change. 
An avid cricket buff, 
Pachauri is also the 
Director General of The 
Energy and Resources 
Institute (TERI). 
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Vijay Mallya 
Whyte & Mackay Acquisition 


IT'S BEEN A YEAR OF TAKEOVERS FOR 
the liquor baron and airlines 
supremo. The much-publicised 
marriage between Mars and 
Venus—Mallya-controlled Kingf- 
isher Airlines and Capt Gopinath’s 
Air Deccan—pits the former in di- 
rect competition with another 
Indian giant, Chairman of Jet 
Airways, Naresh Goyal. In May, 
Mallya (52) bought a 26 per cent 
stake in the low-cost carrier Air 
Deccan for Rs 550 crore. Later, 
he increased his stake to 46 per 
cent and rejigged the tariff structure 
to turn around the bleeding air- 
line. In another major acquisition of 
the year, Mallya took over yet an- 
other liquor giant—Glasgow-based 
163-year-old Whyte & Mackay— 
from its Chairman Vivian 
Immerman and other investors for 
$1.18 billion. The acquisition made 
Mallya the second-largest spirits 
manufacturer in the world. 


Dell recommends Windows Vista” Home Premium. 
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Arun Sarin | Vodafone 
Acquires Hutch 


IT WAS PERHAPS THE MOST TALKED ABOUT 
deal in the country. Vodafone, the 
world's largest telecom company, taking 
over Hutchison Telecom International's 
67 per cent stake in Hutch Essar joint- 
venture for $11.1 billion makes it the 
king-sized deal of the year. For Arun 
Sarin, Chief Executive, Vodafone, 
it was a dream come true. 
Getting a foothold in India—the 
world’s fastest growing mobile 
telecom market—was something Ж 
Vodafone needed to do to consoli- 
date its position in Asia. Recently, 
Sarin (53) said Vodafone Essar plans to increase its market share from the 
current 17 per cent to around 25 per cent over the next five years. Such 
growth plans depend on the launch of services in other regions of the coun- 
try for which additional spectrum is yet to be allocated. It is to be seen 
whether Vodafone's billion-dollar gamble pays off as the average revenue 
per user (of mobile phones) in India is lowest in the region. 


Mukesh Ambani | Richie Rich 









IN LATE OCTOBER, THE MORE PRE-EMPTIVE OF OUR 
media had suggested Mukesh Ambani, 
р, Chairman and Managing Director, RIL, riding 
^ an unprecedented bull run, had become the 
A richest man in the world. The claim was 
AA rebuffed the very next day, but the writing 
rZ on the wall was clear. The market cap of 
^ A MEA Reliance flagship RIL, where Mukesh (50) 

| | has a 48 per cent stake, has surged 83 

À percent to over a staggering Rs 4,00,000 
crore in the past year. Already, the 
Ambanis (including younger brother 
Anil) are the richest family anywhere. 
With the Ambani brothers’ net worth 
pegged at Rs 3,76,000 crore, they have 
displaced Wal-Mart scions, the Walton 
family. Mukesh continues to make waves on 
the retail front, too. Fittingly, in Fortune’s 
billionaire list for 2007, Mukesh 
Ambani came at #14, from #56 
a year ago. 
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Subhash Chandra 
Big League 


SUBHASH CHANDRA'S RUN-INS 
with the BCCI for cricket 
rights is old news. In 2007, 
however, the jousting took 
on a whole new dimension 
when Chandra (56) an- 
nounced plans to launch his 
own Indian Cricket League. 
The concept—six cities, in- 
ternational marquee names, 
and a 20:20 format—must 
have seemed like a sure 
recipe for success. But, the 
board struck back with its 
own Indian Premier League 
and weaned away some of 
the star power. The timing 
for the inaugural tourna- 
ment (from November 30- 
December 16) also proved 
inopportune, coming in the 
midst of an India-Pakistan 
series. But ICL proved a 
great way for upcoming 
players to rub shoulders 
with the likes of Brian Lara, 
Inzamam-ul-Haq and Lance 
Klusener, and earn top 
money in the bargain. For 
fans, it was an opportunity 
to cheer their throats out, 
away from the fanaticism 
of normal cricket, in what 
was clearly just entertain- 


ment. 
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K.P. Singh | India’s Realty 


Juggernaut 


KUSHAL PAL SINGH, CHAIRMAN, DLF #4 
Group, knows how to raise comfort @& 
levels. After all, he managed to convince / 
thousands of farmers to part with their Ш; 
land, to make way for one of Asia's | 
biggest townships. So when DLF's IPO 
was stalled for almost a year due to 
a dispute with minority sharehold- 
ers, there was confidence that 
he'd see it through. And what a 
debut it was. His company = 
notched up the single-largest, 
single-day gain in market capi- 
talisation in the history of Indian 
stock markets. In the process, India's 
#1 real estate tycoon became the country's third rupee trillionaire. On 
one particular day, K.P., as close friend Jack Welch calls him, made a cool 
Rs 18,000 crore on the bourses. Singh, 76, might have been *embarrassed' 
by the media spotlight that followed, but we're sure he isn't complaining. 
It's been a long road for the urban planning pioneer. HDFC Chairman 
Deepak Parekh recalls Gurgaon 25 years ago and muses on what the pre- 
sumptuous K.P. saw in such desolation. Today, DLF has over 224 million 
sq. ft of completed development, and saleable area of over 738 million 
sq. ft. While Gurgaon, the Delhi satellite, has almost become synonymous 
with DLF, the Group has quietly been acting on its credo of ‘Building India’. 











Indra Nooyi | Most Powerful 
. Woman 


"THERE ARE NO LIMITS TO WHAT YOU 
can do," Indra Krishnamurthy Nooyi, 
Chairman and CEO, PepsiCo, one of 
the world's largest food and beverage 
company, once told an audience, but 
cautioned them not to let others define 
the concept of success for them, adding, 
“not even me.” “Performance with pur- 
pose": that seems to be the concept pro- 
moted by Nooyi, 52. Among her tro- 
phies: Ranked Most Powerful 
ж. Woman in Business in 2006 and 
= - 2007 by Fortune; ranking of #5 
in Forbes’ The 100 Most 
Powerful Women in 2007. 
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Anil Ambani 
On The Go 


THE YOUNGER AMBANI TRULY 
came into his own in 2007. 
Be it his successful bid for 
the proposed 4,000-Mw 
Sasan plant from the jaws 
of Lanco, the bitter spec- 
trum war, or his company 
Reliance Communications 
being heralded as the 
world's top CDMA player 
(and now getting a GSM li- 
cence for 14 new circles), 
or his social networking site 
BigAdda, the R-ADAG 
Chairman grabbed head- 
lines. While the buzz 
around Reliance Power's 
IPO is palpable, with projects 
worth Rs 70,000 crore ap- 
parently in the kitty, there's 
also plenty happening at 
RCL, the financial services 
arm. RCL has quietly moved 
into third place in this 
space, after ICICI Bank 
and HDFC. Reliance 
Entertainment, meanwhile, 
is looking to leverage the 
88,000 km of fibre-optic 
cables the group has laid 
across the country, aiming 
for a convergence of enter- 
tainment and telecom. 
That’s the kind of quick- 
fire scale Anil, 48, goes in 
for. For the record, the 
Wharton alumnus also 
became a rupee trillionaire. 
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Ratan Tata | Everywhere Man 


HE TOOK THE WORLD BY STORM WITH THE 
biggest acquisition ever by an Indian com- 
pany—Tata Steel's $12-billion takeover of 
Anglo-Dutch steelmaker Corus. Soon after 
he was again making headlines. At the Geneva 
Motor Show, Ratan Tata (69) had every- 
body's attention—there were finally some de- 
tails about the specifications of the Rs 1-lakh car 
from Tata Motors. The car was in BusinessWeek's 
list of “Most Important Trends for 2007". It 
also named Tata among the world’s “Most 
Important People” for 2007. In October, Tata 
accepted the Carnegie Medal of Philanthropy. 






Buddhadeb Bhattacharjee | W. Bengal's Messiah 


UNTIL A FEW YEARS AGO, WEST BENGAL WAS SYNONYMOUS LE 
with dwindling industrial growth, entrepreneurial ap- 42% 
athy and lack of blue-collar jobs. However, things 
have been changing since Buddhadeb Bhattacharjee 
(63) took over as the Chief Minister. Besides getting % 
software firms to open shop, he convinced Tata f 
Motors to rollout its Rs 1-lakh car from the state and j 
wooed the Salim Group, an Indonesian business | Vals / ge 
house, to set up a petrochemical plant in E ч / ^ 
Nandigram. Perhaps, he relied too much on his 
party loyalists. His dream of bringing industriali- 
sation in Bengal seems to have been brought to a halt—with Nandigram 
erupting in violence and bloodshed. 





















Prakash Karat | In Your Face 


THIS WAS PERHAPS THE MOST MEMORABLE 
year in Indian politics, thanks to CPI (M) 
General Secretary Prakash Karat (56). 
He swayed the government in the di- 
rection he wished—from stalling the 
Indo-us nuke deal, to keeping the NDA 
government on tenterhooks, and then, 
overruling the Congress’ choice of the 
Presidential candidate four times before 
agreeing to Pratibha Patil for the posi- 
tion—undoubtedly, he had the things 
his way. The last has not been 
heard from this Marxist 
veteran. 


Kumar Birla 
Novelis Acquisition 


IT IS ANOTHER DEAL—BESIDES 
Tata’s takeover of Corus— 
that India Inc. is unlikely to 
forget in a hurry. Kumar 
Mangalam Birla-controlled 
Hindalco’s acquisition of 
Canada-based Novelis, an 
aluminium major, for $6 bil- 
lion in February was watched 
with bated breath. Not every- 
day does an Indian company 
manage to buy a foreign com- 
pany twice the size of its gross 
revenue. The acquisition gave 
a fillip to Birla’s plan of mak- 
ing Hindalco a truly global 
company. Apart from scale, 
the big gain for Birla (40) is 
the access to technology. The 
acquisition has paved the way 
for Hindalco to create a spe- 
cial aluminium alloy that 
could replace steel in cars. 
This technology can make an 
Audi much lighter than a 
Maruti 800, and thus more 
fuel efficient. Though there's 
still sometime to go before 
Birla makes headway, he 
surely has a goldmine in the 
Novelis buyout. 
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BEST OF BT 


2007 


STORIES IN BUSINESS TODAY AND BT MORE 
THAT MADE A DIFFERENCE (AT LEAST TO US). 
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BPO's Young and Troubled 


WHY: BT captured the anguish of the BPO industry, home to roughly 
400,000 workers directly employed in it, which has become the hotspot 
for work-related problems—such as drugs, crime and promiscuity. 
CURRENT STATUS: Union Health Minister A. Ramadoss recently 
called for a "health policy for the tech sector". 






Тусоопѕ 


that Maruti Mad: 


Beginning the 80s, over half-a-dozen local entrepreneu 
hitched their stars to a relatively small global car maker 
big plans for India. Since then, these vendors of Maruti | 
(read: Suzuki) have gone on to create sizeable business 
empires of their own. This is their story ciis мата 





Maruti _ 
Millionaires 
April 22, 2007 


WHY: It shed light on a little- 
known spin-off of Maruti's 
success in India—vendors 
who hitched their wagon to 
the small car in the '80s and 
achieved scale of their own. 
CURRENT STATUS: With the 
newly rechristened Maruti- 
Suzuki India Limited set to 
make a million vehicles per 
year by 2010, the Maruti 
millionaires are laughing all 
the way to their banks! 


OMEN 
Tomm: contr sou Tons 


What’s incomplete сап be of little use. 





Presenting 'Total Corporate Solutions’ from IDBI, 
a complete bouquet of Corporate Banking Services designed to meet your 


specific needs. For more details, please email us at corpsolutions@idbi.co.in. 


s Working Capital s SME Financing = Project Finance s Infrastructure Finance 
s Trade Finance = Cash Management = Syndication = Underwriting Aao Sochein Bada' 


= Corporate Advisory = Carbon Credits = Tax Payments в Derivatives 
С) IDBI BANK 
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Industrial Development Bank of India Limited. Regd. Office Website: www.idbi.com 
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The Rs 29,000-cr Surprise 


October 21, 2007 


WHY: Our cover on the eight-year-old Indiabulls charted the 
stratospheric rise of the johnnies-come-lately into a Rs 29,000-crore 
(at the time of writing) powerhouse. But it also asked whether the 
group's foundations were strong enough for forays into retailing, MFs, 
power and telecom. 

CURRENT STATUS: Since October 2007, the market cap of the group 
has risen by Rs 8,000 crore to Rs 37,000 crore. 
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The Great Indian 
utual Fund 

Illusion 

August 12, 2007 


WHY: BT shows how retail 
investors are missing from the 
mutual fund story. 

CURRENT STATUS: The assets 
under management of the MF 
industry has seen a growth of 
10.5 per cent to 5.37 lakh 
crore, compared to a 24.5 per 
cent rise in Sensex to 19,363. 
Analysts wis a fall in AUM 
and a nign hum rate. 
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What He Buys, 
How He Buys 
| and Why He Buys 


È, 


The Indian Male 


December 30, 2007 


WHY: Our cover on the Indian 
male was a survey spread over 
5 months, and 11,370 
respondents with marketing 
research veteran Raghu Roy's 
MaRS. The southern male, oft 
considered conservative, 
sprang a surprise with his pen- 
chant for material comforts. 
CURRENT STATUS: The 
Indian male is still a bundle 

of contradictions. 
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AIR POWER... 


enabling pumping operations 





ina 400 meter deep oil ria 


Elai's air compressor technology 


| 
| 
| 
plays а key role in core industries 
the world over 








ELG! AIR COMPRESSORS - IN 63 COUNTRIES. IN CORE APPLICATIONS| 


» Textiles » Power » Cement » Construction & Mining » Pharmaceuticals » Food & Beverages » Leather 
» Automotive » Engineering » Chemicals | 


Oil-free Rotary Compressors 

Oil-flooded Rotary Compressors 

Portable Rotary Compressors 

Oil-flooded & Oil-free Reciprocating Compressors 





ELGI EQUIPMENTS LIMITED 


Singanallur, Coimbatore - 641 005, India Tel: +91 422 2589555 Рах: +91 422 2573697 enquiryGelgi.com www.elgi.com 





Branch Offices: Ahmedabad - 26583736 Bangalore - 22240674 Bhopal - 2578281 Chennai - 28586699 Hyderabad - 27768326 
Jaipur - 2375595 Kochi- 2360155 Kolkatta- 22834270 Mumbai- 28591905 New Delhi - 25153644 Pune- 27145288 Tiruchengode - 257137 


Overseas Offices: Bangladesh » China + Indonesia » Kenya » Malaysia » Middle East » South Africa » Sri Lanka » Thailand 





Toll Free Customer Care Number 1800 - 425 - 3544 
iB&W/ELGLOT/0! 
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Internet is Back 
June 3, 2007 


WHY: After years of gloom in the wake 
of the 2000 dotcom crash, there's a 
new optimism surrounding web-based 
businesses. BT captures the mood. 
CURRENT STATUS: With the online 
advertising market set to grow at close 
to 100 per cent year-on-year, nobody 
wants to miss the opportunity. 
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. REINVENTING zz: 
INDIAN —- | Re-booting 


Indian IT 


February 11, 2007 


WHY: BT highlights the need 
for software firms to reinvent 
themselves and move up the 
value chain. 

CURRENT STATUS: It's a slow 
march, but Indian software 
companies are waking up to the 
new challenges. 





Indian IT's Perfect Storm 


October 21, 2007 


WHY: The rupee appreciation had hit home, 
denting margins for Indian IT. Wage inflation, 
the US slowdown, and the looming withdrawal 
of tax breaks were the other villains. 
Our story charted IT's troubles. m 
CURRENT STATUS: As BTs | sm. A 

prescriptive eye asks industry | = 
stalwarts ‘whither now?', it's 
introspection time. 
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Jiten, a Tresn angie is the solution. 
Just another day at the office for a Tiger. 
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tvery day at Accenture, our work is helping to 
transform companies into high-performance 
businesses all around the globe. With over 
35,000 professionals in India, and more than 
170,000 people worldwide, we're making a 
meaningful difference in a wide variety of 
industries - whether it's playing a pivotal role 
to bring new medicines to market more 
quickly or helping to extend the reach of 
satellite radio. 


lf this is your idea of a typical working day, 
Accenture is the place to work. 


> 
Visit accenture.com/india accenture 


Consulting « Technology * Outsourcing High performance. Delivered. 





“THE BIGGEST ENEMY OF GREAT IS GOOD.” 


Deep Kalra. Founder and CEO, Makemytrip.com 


A good business follows the rules. A great one rewrites them. That's how we created a 
thriving online business that revolutionised the travel industry. And it's no different from 
how HP designed our newest printer. The HP OfficeJet pro represents a quantum leap in 


printing. It saves 30% on printing costs compared to a laser, with output quality and 
speeds that are just as impressive. To us, that's not just great - that's awesome. 





MULTI-FUNCTIONALITY 
HP OfficeJet pro L7580 
All-in-One 

Print, scan, copy and fax 


Rs. 16,999* 








PRODUCTIVITY 

HP OfficeJet pro K5400dn 
Networking and 2-sided printing 
Rs. 8,499* 





SMS ‘HP’ to 57575 

Call 3030 4499 (from mobile, prefix your STD code) or 
1800 4254 999 (toll free, from MTNL/BSNL lines) 
Visit hp.com/in/officejetpro 

E-mail in.contact@hp.com 


‘Est street price, taxes and levies extra. Conditions apply. © 2007 Hewlett-Packard Development Company, ЦР 
р у | 
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The China Effect 


March 25, 2007 


WHY: An incisive look at how 'China Price' 
is haunting local manufacturers. 
CURRENT STATUS: India Inc. has a fight 
on—in industries as varied 

as toys and textiles. 


E Howmueh^oldn dev 
China à Competibveness 
how much dus to dumping? 





Are Indian CEOs 
Overpaid? 
July 1, 2007 


WHY: Call it the million- 
dollar question, that's long go- 
ing to be relevant for the 
economy. BT analysis of two- 
year salary CEO pay and rev- 
enue growth of BSE 100 
companies reveals that the es- 
calation in salaries has been 
slower than top line growth. 
CURRENT STATUS: Big, fat, 
bucks are not looking 
obscene, yet. 
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Fresh Fillip 


August 26, 2007 


WHY: Philips makes another 
attempt to revamp. 
CURRENT STATUS: Royal 
Philips' global 'Vision 2010' 
strategy is resulting in 
significant activity in India. 


to bear the brunt. 
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Manufacturing’s Vanishing Jobs 
December 2, 2007 


WHY: A wake-up call as jobs vanish. 
CURRENT STATUS: Sectors like textiles continue 


With new industries and businesses taking 
off, the war for top management talent has 
pushed CEO salaries to record levels. But 

the tact 5, not every СЕО is getting paid 
obscenely and certainly not as much as what 
some CEOs іп the US take home 
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starts from Rs. 20001 — 
Exclusive Swatch Stores: First Floor 133, The Great India Place, Sector 38 A, Noida # 0120-4223995 • The Helvetica, F-49, 
Spencers Plaza Phase Il, Anna Salai, Chennai # 044-28490013 • 122, Atria Mall, Dr. Annie Besant Road, Worli, Mumbai 
* Select City Walk, F-16, 1st Floor, A-3, District Centre, Saket, New Delhi 


Exclusive Swatch Kiosks: Spice Mall, Sector 25, Noida # 0120-4335123 • Pacific Mall, Kaushambi, Ghaziabad # 0120-3012021 
· No.11, Garuda Mall, Magrath Road, Bangalore # 080-66141018 • SGS Magnum Mall, MG Road, Pune # 020-32306433 
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Style 
November, 2007 


WHY: This 10-page 
section had several 
elements, which needed 
picture perfect precision. 
It came out rather well 
with great photographs 
and informative text. 





Fit as a Fiddle 


December 30, 2007 


WHY: The story kept readers updated on what 
he/she should look out for in the field of fitness: 
from exercises to diets to new machines, it gave all 
the information one needs and even listed fitness 
fads that one should avoid. 
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Bangalore's Pub Culture 
December 16, 2007 


WHY: The story went beyond the usual listing 
pieces on Bangalore as India's pub capital and 
detailed the nuances of this evolution. From swish 
lounge bars to grungy pubs, this story unravelled the 
many shades of this cutural and social revolution. 


What Should You Eat? 


November, 2007 


WHY: In one word, the story was "evergreen", 
telling readers what to eat at their age. We found 
some very interesting ways to eat good 
(including sinful food) and stay healthy. 

The pictures made the story stand out. 


In Your 205 and 305 
-—9— 9 


The Best Indian Wines 


December 16, 2007 


WHY: The entire cover story was very 
well received as it provided not just 
exhaustive information about the best 
Indian wines, but also described how to 
store wine, took readers on a tour of a 
vineyard and offered them nuggets of 
advice on food pairing. 


Log on to www.businesstoday.in to read these stories online 
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` At Hitachi, our philosophy is to contribute to society with 
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“also specially designed to meet the needs of global businesses. 










HITACHI 


Inspire the Next 
And apart from creating high performance, energy-saving Room Air Conditioners, we have also developed the latest Plasma and LCD TVs in full high 
definition for the ultimate cinematic experience! 


de? 


То see how our solutions can improve your life at work and play, visit www.hitachi.co.in today. 





At an ultra-fast 10 fps, a new world of photo 





м бе کے کک‎ L_4 x с 55" 


E Б Е 


EOS-1D Mark Ш - EF 400mm f/2.8L IS USM(1/640sec., f/6.3, 150800) 





0.15ec. 0.25ac 0.3sec 0.4 sec. 0.5sec 


(02007 Canon Inc. 


Canon 


possibilities opens up. 





* This is a composite image 


EOS-1D Mark Ш 


Higher speed, finer detail. 
It's a new level of professional performance, 
only from Canon EOS Technology. 


The beauty of the processing power as previous types, enabling 


world around us ultra high-speed shooting at 10 frames per 
second. The 10.1 megapixel CMOS sensor 


offers a wider range of ISO sensitivities and 





extends even to 
things that cannot 


Dual DIGIC Ш 





be seen with the human eye. The feathers of a 
bird in flight or the individual hairs on the 
mane of a galloping horse. To capture all the 
magnificent details of this fast-moving world, 
you need the highest possible performance. 
The kind of performance 
that only Canon EOS Tech- 
nology can provide. Canon's 
new Dual DIGIC III proces- 
sor delivers twice the image 





10.1 megapixel 
CMOS sensor 


finer gradations. And Canon IS (Image Stabilizer! 
lenses correct for camera shake, ensuring 
super-sharp images. With Canon EOS Tech- 
nology, even the world you cannot see will be 
revealed. 





EF Lens Series 





0.85ec 


The Digital EOS Series uses Canon EOS technology for superior image quality. 


400D 40D 5D 


ж Use of genuine Canon supplies and accessories is recommended 
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Colour Me Brown 


The corporate world is a global village—yeah right, try telling 
Ratan Tata or Venugopal Dhoot that. TEJEESH N.s. BEHL 


ACK IN THE 

summer of 1978, 

an Italian immi- 

grant's son got 

fired from Ford 
Motors for—what he 
claimed in his autobiogra- 
phy—his ethnic roots. Henry 
Ford П, wrote Lee Iacocca in 
his book, had personality is- 
sues with lacocca's Italian 
origins. While the veracity 
of that statement has never 
been substantiated by Ford— 
except for the infamous one- 
liner "Sometimes, you just don't 
like somebody"—lacocca's firing 
was probably the most (in)famous 
instance of meritocracy not quite 
ruling the roost. 

Times may have changed—one 
century giving way to another—but 
mindsets, it would appear, have 
steadfastly retained their status 
quo. Three decades after the 
lacocca incident, as India's Tata 
Motors squares up (at the time of 
writing) to bag premium automo- 
bile brands Jaguar and Land 
Rover—ironically, from the Ford 
stable—it faces opposition from 
unlikely quarters: US car dealers 
who fear a dilution of brand equity 
if a company better known for its 
aim of producing India’s (and the 
world’s) cheapest car is at the helm 
of these high-end brands. 

This in an era when Indian 
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Global Indians: Ratan Tata 





ҳ 


managerial expertise is increasing 
its occupancy rate of the global 
corner rooms—starting from the 
last years of the 20th century with 
Rana Talwar at Stanchart and Rajat 
Gupta at McKinsey to Arun Sarin 
at Vodafone, Indra Nooyi at 
PepsiCo and now Vikram Pandit at 
Citigroup. So, while Indian mana- 
gerial talent is welcome to lead 
overseas companies, Indian own- 
ership, it would seem, is not quite 
kosher. The theory is that the 
Nooyis and the Pandits of the 
world have grown within the or- 
ganisations they now lead—which, 
perhaps, makes acceptance easier. 

Venugopal Dhoot, Chairman 
and Managing Director, Videocon 
Industries, says he is "surprised" by 
doubts about the Tatas being able 
to manage a global premium 
brand. “India’s brand equity is 








(left) and Vikram Pandit 


peaking in the developed 
world—so this objection by 
the Jaguar Business 
Operations Council (JBOC) 
is rather strange," he opines. 

Insinuations of racialism 
also flared up when the 
Indian Hotels Company 
(IHCL)—another Tata group 
company—sought a strategic 
tie-up with Orient Express 
Hotels (OEH), only to be re- 
buffed on the grounds that 
any association with the 
"predominantly domestic 
Indian hotel chain" would erode 
OEH's brand equity. So charged up 
has been the atmosphere that R.K. 
Krishna Kumar, Vice Chairman, 
IHCL, fired off a letter to Paul M. 
White, President, OEH, demand- 
ing an immediate apology—for 
what exactly, he doesn't specify. 

"India Inc.'s successes have only 
come about in the last 10-15 years. 
So, perhaps, it is difficult for the es- 
tablished world order to accept 
this change in such a short time," 
feels Anil Gupta, Joint Managing 
Director, Havell's India. Havell's 
had bought the Frankfurt-based 
luminaires major Sylvania for $300 
million (Rs 1,200 crore) earlier 
this year. Gupta ascribes the op- 
position to Indian management 
control to a defensive mindset 
rather than to any racially-moti- 
vated angst. 
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THIS YEAR ENJOY, 
SUGAR MINUS THE CALORIE 
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Good Game, 


ut no Goal . 


Bollywood rolled out the hits, but the turkeys 
were on display as well. ANUSHA SUBRAMANIAN 


ON'T LET OM SHANTI 

Om or Chak De 

India fool you. It was 

actually a pretty 

quiet year for 
Bollywood. Yes, there were hits 
(Guru, Partner and Heyy Babyy 
being the others that come to 
mind), but 2007 had its fair shares 
of turkeys too (Saawariya, Dhan 
Dhana Dhan Goal, Eklavya, Aaja 
Nachle...). Says trade analyst Komal 
Nahta: “2007 was good for Hindi 
cinema but not as great a year as 
2006 and box office collections 
will also be lower than in the pre- 
vious year.” According to data col- 
lated by ibosnetwork.com, an on- 
line news and data service that fo- 
cusses on the business of cinema, 
gross box office collections for the 
top 10 films in 2007 are estimated 
at Rs 640 crore, against invest- 
ments of some Rs 490 crore. The 
corresponding figures for 2006: 
Rs 884 crore and Rs 400-450 
crore. The good news? Smaller 
and offbeat films are finding takers, 
with movies like Honeymoon 
Travels, Life in a Metro and Bheja 
Fry doing pretty decently at the 
box office. In all, over 100 films— 
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experimental, high budget, love 
stories, comedies, et al—were re- 
leased in 2007. Here’s a quick run 
through two of the biggest hits. 


The Hits 

Om Shanti Om 

Starring: Shah Rukh Khan and 
Deepika Padukone 

Director: Farah Khan 

Producer: Shah Rukh Khan’s Red 
Chillies Entertainment 

This unabashed masala movie was 
a parody-cum-tribute to Indian 
films of the '70s and '80s. The 
film was made with a budget of 
Rs 35 crore, and grossed almost 
three times that amount at the 
box office. 









pr 

Guru 

Starring: Abhishek Bachchan and 
Aishwarya Rai 

Director: Mani Ratnam 
Producer: Mani Ratnam 

Was the biggest hit of the first 
half of 2007. The film was about 
one man's ambition and success, 
and how times have changed from 
the period immediately after the 
country's independence to the 
present, and is said to be based 
on the life of the late petrochem- 
icals' tycoon Dhirubhai Ambani. 
Estimated budget: Rs 15 crore. 
Estimated box office collections: 
Rs 77 crore. 
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For you, life is all about looking ahead and charting your course with precision. Which is why we offer forward 
thinking wealth management advice, delivered by advisors who always keep your best interests inmind. We help 
create an investment portfolio’ that suits you best, not us. So you can live life to the fullest while your wealth 1$ 


managed based on advice that is informed, personalised and unbiased. 


For details, SMS ‘Wealth 106’ to 56677 or log on to www.fas.americanexpress.com/in 


FINANCIAL ADVISORY SERVICES 





RETROSPECTIVE 


BUSINESS TODAY 16TH ANNIVERSARY ISSUE 


Sholay Redux 


er 





The year gone by had it all—emotion, drama, action, and a bit of 
tragedy too, says T.v. MAHALINGAM who had a good seat in the house. 


MONG MY FAV- 

ourite scenes in 

the greatest 

Hindi movie of 

ll time, Sholay, 
is the sequence when a plas- 
tered-to-the-gills Veeru 
threatens to jump off a wa- 
ter tank and commit soo- 
side. It’s then that he ut- 
ters my favourite line in 
the movie—“Is story mein 
emotion hai, drama hai, 
tragedy hai” (“This story 
has emotion, drama and 
action”). Basically, that’s 
my idea of a complete entertainer. 
As a ringside spectator of Indian 
Business, I think the year 2007 
was something like that. 

But first, the action bit. Chinese 
astrology terms 2007 as the “year 
of the pig"—a year of fertility and 
virility, and an auspicious one for 
having kids. India Inc. perhaps be- 
lieves in Chinese astrology for it 
showed a rapacious appetite when 
it comes to acquisitions. When 
Tata Steel bid for Corus in late 
2006, every publication worth its 
weight in newsprint splashed the 
good news on their respective cov- 
ers, front pages, editorials, etc. (the 
deal was concluded early in 2007.) 

In 2007, India Inc. went global, 
rural, local and very vocal. Corp- 
orate India started hotels, retail 
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Going rural: India Inc. did just that in 2007 





stores, mobile outlets and com- 
puter kiosks in the farthest cor- 
ners of the country. Big Bazaars 
and Godrej Aadhars sprouted in 
places like Satara and Sangli, which 
were earlier known more for their 
scenic beauty and succulent fruits. 
These were places that a business 
reporter had no business being in. 
But with retailers going there, 
could scribes like yours truly be 
far behind? The discovery of 
"Bharat", for Indian businesses 
and business reporters, began in 
a big way in 2007. 

The catchphrase of the year 
for 2007, however, has to be the 
much-done-to-death *bottom of 
the pyramid," with a slightly more 
progressive connotation. From be- 
ing a politically correct phrase that 





stood for the unwashed 
masses that purchased noth- 
ing but glucose biscuit pack- 
ets (and that, too, on credit), 
and did not have the fabled 
"purchasing power", they 
are today the marketers' 
new-found mojo. 

Now for the drama and 
tragedy bit. India's first 
low-cost airline, Air 
Deccan, along with most 
of the airline industry, bled 
red. Acquisitions followed. 
Jet kissed and made up 
with Sahara and then gave 
birth to JetLite. Kingfisher nibbled 
on Deccan, Mallya and Gopinath 
exchanged barbs, hugged each 
other and Deccan was sold. 
While that's a great thing for the 
industry, passengers may have to 
cough up more in future. Auto 
companies Tvs and Bajaj Auto 
locked horns on a patent and 
are still indulging in some legal 
shadow-boxing. 

Perhaps seeing all this action, 
even Bollywood clued into Indian 
business. Guru, perhaps the first 
Hindi major movie to feature 
a businessman as a hero, hit the 
screens in early 2007. The only 
thing missing in 2007 was a good 
old-fashioned stocks scam. 
Hopefully, we won't have one 
in 2008. 
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21 young leaders 
who could shape 
India's destiny in 
the 21st century. 
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Bring along a guest and tee off at your 
favourite course this weekend. Also benefit 
from a dedicated golf concierge, get up to 
5076 discount on green fees, special access to 
golf clinics and exclusive tournament invites 
only with your MasterCard Titanium Card. 
After all, success always comes with its perks. 
A comfortable life, no matter where you are, 
is just one of them. 


Call the MasterCard Golf Concierge at 
011- 46015757. 
Monday to Saturday, from 9 am to 5 pm. 


Exclusive access to MasterCard 
airport lounges. 


Special retail offers at luxury 
boutiques, spas and restaurants. 


Visit www.mastercardmoments.com 
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there are some things money can't buy, 
for everything else there's MasterCard. 
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Destiny Inc. 


HICH IS П? CHANCE OR CHOICE THAT MAKES ONE’S DESTINY? IF YOU 
ask any one of the 21 people photographed alongside this col- 
umn, they'd probably answer without anv hesitation that it is 
choice. After all, luck can only take you so far. To go farther, vou 
need to have a vision and the conviction and intelligence to re- 
alise it. That's what sets leaders apart from followers. Leaders don't hesitate tO 
take on seemingly impossible goals and then inspire everyone else around 





them to help achieve those goals. Needless to say, a country needs leaders in every 
sphere. It needs great politicians to judiciously exercise power on behalf of all its 
people; it needs great businessmen to create wealth for everyone; it needs 
great scientists, doctors, artists, writers, entertainers, and simply do-gooders. 

As we approach the end of the new millennium's first decade, India looks more 
alive, more confident, and more prosperous than ever before. Slowly but surelv, 
the centre of gravity of world economy is shifting to Asia, and India, along with 
China, is one of the pillars on which this new world order will rest. At the same 
time, politically, India faces a crisis of leadership. A degenerate political system, 
where caste and communal considerations rule over issues and ideologies, has 
meant that even the handful of political leaders willing to put the nation's interest 
over their own are held hostage by political allies whose only objective is to pro- 
tect their narrow constituencies. 

Fortunately tor the countrv, the scenario outside of politics looks less dire. 
Spurred by the dynamics of a free market, many a leader has emerged—in 
business, civil society, and arts and entertainment. Most importantly, these are 
young leaders. People who've made the right moves at the right time to make a 
difference to their own lives as well as those of others in the country. These are 
the people who, more than anyone else, will determine the course of India's jour: 
ney ahead. Therefore, to mark our 16th anniversary issue, we have chosen to pro- 
file 21 young leaders for India's 21st century. To sift through hundreds of pos- 
sible contenders, we spoke to industry watchers and also took the help of the Aspen 
Institute's India office. By no means was the task of whittling a huge list down to 
21 easy. But in the end, a few filters helped: One, we considered only those who 
were 45 vears of age or below; two, very importantly, we looked for ownership— 
that is, we considered how ‘invested’ these individuals were in their respective pur- 
suits. That automatically ruled out anyone who was an exemplary professional, 
but an employee just the same, liable to change jobs tomorrow. Finally, to 
make our list, the person must have been doing something defining in his or her 
field. Starting page 70, you'll meet them in alphabetical order of their sur- 
names, and categorised into business, social sector, and the creative arts and sports. 
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SANJEEV BIKHCHANDANI 
CEO, Info Edge 


Dot-coms 


oster Boy 


India's most successful net entrepreneur has many 
more tricks up his sleeve. KUSHAN MITRA 








IGHT YEARS IS A LONG TIME IN THE LIFE OF A DOT-COM ENTREPRENEUR. 
In 1999-2000, Sanjeev Bikhchandani was struggling, and *probably 
the worst off" from his batch at the Indian Institute of Management, 
Ahmedabad (Class of 1989). Then, Mammon smiled and opened 
his purse strings. And how? Today, he is among India's richest. peo- 
ple, and a rupee multi-billionaire to boot, via his stake in Info Edge, the coun- 
try's only listed dot-com company. But he does not want to stop there. “Info 
Edge is not going to stop growing," he says. Over the past few months, it has 
launched Brijj.com, a professional networking site modelled on LinkedIn, which 
is expected to leverage Naukri's jobs database. Earlier in 2007, as part of his de- 
sire to build Info Edge into a *world-scale" company, he launched Naukrigulf.com, 
which does exactly as the name suggests, and it is already gaining tremendous trac- 
tion. Sometime next year, the company expects to launch Shiksha.com, an educational web- 
site, about which he is reluctant to share details. 
Then, with a market capitalisation of over Rs 4,200 crore, and an earnings multiple of 
over 80 (based on Info Edge's projected net profit of Rs 50 crore in 2007-08), the company 
is well placed to mobilise large sums of money to fund new businesses or acquisitions. 
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THE ESSENTIALS 


4 NAME: Sanjeev 
Bikhchandani 


4 AGE: 44 


4 CURRENT DESIGNATION: 
CEO, Info Edge India 


« EDUCATION: B.A (Hons) 
Economics, St. Stephen s 
College, Delhi University 
(1984), Post Graduate 
Diploma in Management, 
IIM Ahmedabad (1989) 


4 CAREER TRACK: Account 
Executive, Lintas (1984-87); 
Marketing Executive, 
Hindustan Milkfood 
Manufacturing (1989-90); 
Founded Info Edge 
(1990-96); Consulting 
Editor, The Pioneer 
(1996-2000); Naukri.com 
established (1997) 


« LEADERSHIP STYLE 
Delegates responsibilities 
but still takes a hands-on 
role if the situation demands 


4 FAMILY: Married to Surbhi; 
has one daughter Tanvi 
and a son Raghav 


« HOBBIES: Writing 


a FAVOURITE QUOTE 
Innovate or stagnate 


)LOH 4 
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Bikhchandani does not cate- 
gorically rule out acquisitions, 
but believes that Info Edge has 
the capability to innovate. "That's 
why we are still an entrepreneur- 
ial company,” he says. Already, 
Naukri.com, the core of Info 
Edge’s business model, is India’s 
#1 job-search portal. 

Bikhchandani is now worth 
about Rs 1,800 crore, courtesy 
his 43 per cent stake in his flag- 
ship, but, until recently, drove 
around in an old Opel Astra. 
Though he has now upgraded to 
a new Honda Accord, he has no 
problems taking the battered old 
office Innova if his children hijack his car. In fact, he 
gets upset when money talk comes into the picture. 
“We not only created wealth but also built an insti- 
tution," he says. 

At a recent conference organised by The Indus 
Entrepreneurs in New Delhi, he was one of the stars 
of the show. Potential entrepreneurs, young and old, 
walked up to ask him for advice. It's a role 
Bikhchandani enjoys. “If he inspires a 100 people to 
do their own thing, it will be worth it. If one of 


company 


offerings 


> Move into the 


FUTURE PLANS 





> Turn Info Edge into a "world scale’ 
> Expand the company's offline 


rofessional net- 
working area through brijj.com 


» Start a new portal in the 
education sphere called shiksha.com 


> Establish a college that will become 
a centre of excellence in education 


them succeeds, that's even bet- 
ter," says Saurabh Srivastava, a 
serial entrepreneur and non-ex- 
ecutive director of Info Edge. 
Bikhchandani surprises you 
with his infectious energy, and 
seems to live in a state of perpetual 
excitement, which is why getting 
him to stand still for a picture is 
quite a challenge, but he is also an 
honest man. "Believe me, I was 
very introverted until | became 
an entrepreneur," he says. His 
transformation to the extroverted, 
socially affable man he is today 
was a result of him teaching at a 
couple of management institutes 
and MBA-prep classes in the early years after he set up 
Info Edge in 1990. “I started teaching in order to earn 
some extra cash so that I could go out for the occa- 
sional drink or dinner," he says. Incidentally, he 
launched Info Edge as a searchable trademark database 
in his father's garage in Delhi's not-so-glamourous 
eastern district (making Info Edge a garage start-up in 
the truest sense of the word). But what makes 
Bikhchandani's story so interesting is that he is not your 
typical entrepreneur who had oodles of funding from 


Bikhchandani launched Info Edge in his father's garage. He lived off his wife's 
salary for the first three years and held down two jobs 








the outset. He readily admits that he lived off wife 
Surbhi's salary for the first three years and held down 
two jobs. He helped Chandan Mitra when 
he took over The Pioneer in 1996, assisting in 
both managerial and editorial roles, some- 
thing, Bikhchandani claims, helped tremen- 
dously with his PR skills. "Sanjeev's business 
skills were crucial in those early years; he 
took ownership of his roles and even though 1 
couldn't afford to pay much or at all at times, 
his enthusiasm was an inspiration," says Mitra. 

It was in 1997 that Bikhchandani set up 
Naukri.com on a server in the Us, which his 
brother paid for. Internet connectivity in 
those days was still very patchy; the first 
Naukri page was literally a text-only page; 
graphical internet access was an even rarer 
commodity than internet access, which, in 
those days, cost Rs 15,000 for 300 hours 
from the then state monopoly Videsh Sanchar 
Nigam Limited (VSNL). The graphical version 
of the site had a bright yellow background, 
which Bikhchandani, ironically, could not 
even see. “I used to wonder why we got so 
much hate mail about bad layouts from the 
Us," he jokes today. 

But while holding down two, or rather 
three, jobs, since he effectively had two 
jobs at The Pioneer, Bikhchandani displayed 
another of his remarkable traits—an ability 
to attract talent that he largely managed to 
retain—among them, Hitesh Oberoi, Chief 
Operating Officer, Info Edge, and Ambarish 
Raghuvanshi, Chief Financial Officer, who, 
along with Bikhchandani, are co-promoters 
of the company. 

Bikhchandani, by his own admission, 15 
now more of an ideas man, the public face of 
the company; and Oberoi runs the day-to-day 
operations of the company. *The three of us 
still discuss everything, and yes, we do ar- 
gue about what to do, but we always find a 
compromise," says Raghuvanshi with a smile. 
“It is to Sanjeev's credit that he created a 
start-up without anything by way of funding and 
with only a solid team to back him," adds Srivastava, 
*and that is what should inspire future entrepre- 
neurs." Between 1997 and 2000, Info Edge did not 
get any funding. In 1999, several people approached 
Bikhchandani with cheque books in hand, but he 
said no. “If we got money, 1 would have to work full 
time on the website, but I quite enjoyed working at 







PEERS TO WATCH 


the newspaper," he jokes. There was a more serious 
reason as well: he wanted a good deal. However, 
competition from Jobsahead.com, which started 
in 1999, forced him to accept funding from ICICI 
Venture in April 2000. *They were better than us in 
every respect,” Oberoi admits. “That was when 
we decided to take the money to fund our future 
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plans, but even then, we weren't certain about 
what would happen." 

One month after ICICI Venture had put in Rs 7 
crore into Info Edge, the dot-com meltdown oc- 
curred, and several dot-coms went belly-up. “It was a 
difficult time," Bikhchandani recalls. *But we just 
hunkered down and prepared to last it out." 

And while Bikhchandani has basic tips for all en- 
trepreneurs, he is the first to admit that he got lucky. 
How? The first, of course, was his wife, who sup- 
ported him through the rough times. Then, he says, 
it was his job at Hindustan Milkfood Marketing 
(HMM), now GlaxoSmithKline, which he took up 
after graduating from IIM- 

A in 1989, that gave him 


an insight that he later ш еі 
leveraged. He noticed that 


his colleagues always read 
the last pages of business 
magazines, where the 
placements ads were. “It 
was a voyeuristic tendency 
more than anything else. | 
remembered that when | 
started a job search site in 
1997,” he says. 

Bala Deshpande, 
Director (Investments), 
ICICI Venture, and a mem- 
ber of the Info Edge 
board, is more rational. 
"Luck is just a series of 
consequences of your pre- 
vious actions; what counts 
is what you do with it. 
Info Edge and Sanjeev 
have always been very 
clear about their plans 
and very honest. They have gone against our advice, 
but they have had the courage of their contrarian 
conviction, and that is the biggest lesson other peo- 
ple should take out of this company," she says. It was 
a win-win partnership. When ICICI Venture finally di- 
vested the last part of its 10 per cent stake in 2006, 
its investment had grown 28.5 times over six years. 

The final piece of luck was the fact that Naukri’s 
biggest competitor, Jobsahead.com, sold out to 
Monster.com in 2004. “They were one year behind 
us in revenues, but they had some solid technology on 
their side," says Oberoi. There were some integration 
issues, and while the competition stumbled, Naukri 
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Rs 4.200 cr 





consolidated its position at the top of the internet pile. 
That is when Bikhchandani decided that the company 
should go back to its entrepreneurial roots and ven- 
ture into new businesses. In 2004, it acquired Jeevan- 
sathi.com, a marriage portal, and in 2005, started 
99acres.com, a real estate listings portal. 

Bikhchandani has also earned the respect of his 
peers, "Sanjeev's story is inspirational,” says 
MakeMyTrip Founder Deep Kalra. *He has been a 
friend, philosopher and a guide for the past few years, 
and has both the breadth and the depth of knowledge 
that few people have. Not only does he have a 30,000- 
foot view of things but he also knows the ground-level 
stuff. And the best thing 
about him is that he has not 
changed a bit." 

Bikhchandani is now 
looking ahead, and taking 
steps to ensure that he stays 
ahead of the pack. Info 
Edge's model of depend- 
ing on IT recruitments 
leaves it vulnerable to a 
downturn in the industry. 
To insure his company 
against this, he has, as men- 
tioned earlier, taken 
naukri.com to West Asia. 
The plan now is to dra- 
matically ramp up pene- 
tration in that market. 

Then, Shiksha.com 
could initially be an edu- 
cational classifieds site, 
"connecting students to 
institutes", but Bikhch- 
andani does not rule out 
offering more services. 
Then, he expects initiatives like Quadrangle and 
allcheckdeals.com, which contribute minuscule 
amounts to the company's top line now, to gain crit- 
ical mass going forward. 

And finally, Bikhchandani, who rails against the pol- 
itics of reservations in Indian colleges, and a group of 
friends have decided to establish a college. *The plans 
are still embryonic, but educational excellence is what 
will drive India forward, not the mediocrity that is 
doled out today," he says passionately. Wouldn't it be 
a nice fit—integrating backward from a job portal 
to an education portal to a college renowned for aca- 
demic excellence? Now, that’s an interesting idea. 8i 
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| KUMAR MANGALAM BIRLA 
| Chairman, Aditya Birla Group 


Cruise 
Contro 
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He is the flagbearer of the Birla name, and also a 





ОП 





commodities czar on the rise. ANAND ADHIKARI 


UMAR MANGALAM BIRLA HAS A NEW HOBBY—SHOOTING. ON 
weekends, you're likely to see the 40-year-old Chairman of the 
$24 billion (Rs 96,000 crore) Aditya Birla Group at the shoot- 
ing range, indulging in some target practice. “I keep my gun 
ready in office also," he says in a lighter vein. When he isn't be- 
ing trigger-happy, this movie buff (the last movie he'd seen at the time of 

writing was Aamir Khan's directorial debut Taare Zameen Par), spends time 

with his three kids Aryaman Vikram, Advaitesha and Ananyashree. *I play 

chess a little bit nowadays,” says Birla, quickly adding: “That’s not because 

| understand chess too much but for my daughters who are chess players." 

The gun-toting and pawn-pushing image may be reserved for the time spent 

away from the office, but Birla has been hitting the right targets and making the 

right moves when he's back in his corner room for some time now. He's been do- 

| ing that for most of the 12 years since he took over at the helm of the empire in 
| tragic circumstances (his father Aditya Vikram Birla died at the age of 52 in October 1995). 
| Whether he's acquiring companies, or planning new ventures, or even exiting businesses 
| that don't quite fit in, Birla has been pretty much spot on with his decision-making over 
the years. A few calls might have gone awry, but those who've worked with him agree that 
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« NAME: Kumar 
Mangalam Birla 


4 AGE: 40 


« CURRENT DESIGNATION 
Chairman, Aditya Birla Group 


4 EDUCATION: Graduation 
from Mumbai's Sydenham 
College and HR College, 
Chartered Accountant and 
MBA from the London 
Business School 


n 


4 CAREER TRACK: He assumed 
chairmanship of the Aditya 
Birla Group in 1995, when 
he was just 28, after sudden 
demise of his father, Aditya 
Vikram Biria 





4 LEADERSHIP ST) 
Believes in meritocracy 


a FAMILY: Married to Neerja 
and has three kids, 
Ananyashree, Aryaman 
Vikram and Advaitesna 


4 HOBBIES: Reads manage 
ment books, likes music 
and Hindi movies. Also 
an art lover 


4 FAVOURITE ОШО 
"Multi-tasking is critical 
and a CEO needs to know 
every business closely” 


a GOAL IN LIFE: “To build a 
world-class Indian ММС” 
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Whether he's acquiring firms, or planning new ventures, or even exiting 
businesses, K.M. Birla has been pretty much spot on with his decision-making 


he's been consistent—be it in implementing strategy 
or simply as a person. As Amit Chandra, a former 
head honcho at investment bank psp Merrill Lynch 
and now at New Silk Route Advisors, points out: 
“For all his numerous positive attributes as well as 
his few personal quirks, which he is well entitled to, 
he is pretty much the same person that I first met 12 
years ago." Chandra has worked with Birla virtually 
from the day he took over, doing his bit to help him 
restructure the varied businesses of this diversified 
conglomerate. 


BAPTISM OF FIRE 

Twenty-eight isn't the age for anybody to slip into the 
hot seat—certainly not at a group with such a wide 
range of business interests, not just in India but over- 
seas; a group that at that time boasted a sales turnover 
of $1.7 billion (roughly Rs 8,000 crore). Indeed, it was 
a baptism of fire for the young Birla, fresh out of the 
London Business School. The task at hand was un- 
enviable: To pick up the baton passed on from three 
generations of Birlas (Ghanshyam Das, Basant Kumar 
and Aditya Vikram). “Those were challenging days for 
him since people within the group, within industry at 
large, and in the media were deeply and often openly 
and harshly sceptical of his capability to handle his fa- 
ther’s legacy,” recalls Chandra. “The success and 
wealth haven’t changed the man. He has imbibed all 
the good things from his father and forefathers,” 
says Mukul Kasliwal, his brother-in-law, who is the 


PEERS TO WATCH 
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Managing Director of 5. Kumars Group, a textiles 
company. Adds grandfather B.K. Birla, Chairman 
of the B.K. Birla group of companies: “Kumar is a 
people’s man. That’s one quality that differentiates him 
from Aditya Birla.” 

The sheer breadth of the operations that Birla 
oversees is evident from their diversity: Textiles 
(Grasim), aluminium (Hindalco), cement (UltraTech), 
man-made yarn (Aditya Birla Nuvo), telecom (Idea 
Cellular) and retail (Aditya Birla Retail). Then, there 
are the global entities like the Canada-headquartered 
aluminium giant Novelis that Birla bought for 
$6 billion (Rs 24,000 crore) earlier this year, business 
process outsourcing firm Minacs (another acquisition 
in Canada), Aditya Birla Minerals in Australia, and 
Aditya Birla Chemicals in Thailand. The interna- 
tional empire spans Thailand, Indonesia, the 
Philippines, Egypt, Canada and the us. 

“The journey has been very satisfying so far,” 
avers Birla, sitting at his boardroom on the sixth 
floor of the Hafeez Contractor-designed Aditya Birla 
House in Central Mumbai. It should be, particularly 
if you happen to be the owner of the world’s largest 
aluminium rolling company (Novelis) and Asia’s 
largest integrated aluminium producer, a world leader 
in viscose staple fibre, the world’s largest single- 
location palm oil producer, the fourth-largest producer 
of carbon black in the world, the third-largest producer 
of insulators in the world, the world’s eighth-largest 
cement manufacturer and the largest in a single ge- 
ography... one could go on and on. For good meas- 
ure, Birla is also India’s premier branded garments 
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Debu Bhattacharya (left) and B.K. Birla: Bhattacharya came into the 
Birla fold from HLL; B.K. Birla says his grandson is a "people's man" 





player with such brands as Van Heusen, Peter 
England, Louis Philippe and Allen Solly under his belt, 
and can also take pride in being at the helm of the fast- 
growing private sector insurance company and the 
fourth-largest asset management company in India. 

"We have contemporised the companies to a 
large extent. They are now so much more aggres- 
sive and dynamic in their approach," says Birla, 
adding, *Our aim is to have a mix of asset-light and 
asset-heavy businesses." Besides reducing uncer- 
tainty by diversifying into 
higher-growth sunrise in- 
dustries, Birla has resorted 
to geographical de-risk- 
ing. Revenues from inter- 
national operations ac- 
count for almost half of 


total turnover. “Kumar 81881" 
has adapted to the new Hindalco Aluminium/Copper 
business environment (нет билен 
quite well," says В.К. ! 
Birla, adding, *He has Aditya Birla Nuvo Diversified 
consolidated the existing Idea Cellular Telecom 


commodity manufactur- 
ing businesses and also 
successfully explored the 


All figures in Rs crore 
Source: BSE 
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The Companies He Keeps 


Birla's empire is a mix of the old and the new economy. 






Textiles 


Revenues and net profits for 2006-07; market cap as on Dec 13 , 2007 


new ones in the new economy." 


SPREADING WINGS GLOBALLY 


A global focus, to be sure, isn't a new phenomenon 
at the Aditya Birla Group. Kumar's father was 
spreading wings internationally right from the late 
'60s. However, the current Chairman is going about 
it in a slightly different way, and in very different en- 
virons. Explains Anand Rathi, Chairman, Anand 
Rathi Securities, a Senior President at one of the 
group companies when 
Aditya Birla was 
in charge: “Aditya set up 
many greenfield ventures 
both in India and over- 
seas, whilst Kumar has 
an aggressive acquisition- 


14412 2,359 34000 led strategy. One reason 
18,688 2564 25600 for this could be because 
4.972 782 12.300 Aditya operated in a 

' . licence raj regime and 
8322 .— 242 18100 Kumar is operating in a 
4,387 502 37,100  post-liberalisation envi- 


ronment.” (Rathi had left 
the group before Aditya 
Birla died.) 
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Birla roped in people like Sumant Sinha (son of former Finance Minister 
Yashwant Sinha), pictured below, to usher in a new era of change 


PROCESS OF CHANGE 

One of the first things young 
Birla did after taking over was to 
give the group a corporate iden- 
tity, which would manifest it- 
self as a corporate logo. Birla 
chose the rising sun—to herald 
the dawn of a new day, and the 
beginning of a process of 
change. ^He was very clear what 
he wanted from us," recollects 
Preeti Vyas Giannetti, CEO, VCG 
Communications, which was re- 
sponsible for creating the logo. 
The next task was to rope in 
managers and leaders to drive 
the change in the process. One 
of the first to come on board 
was human resources Director 
Santrupt Misra, who came from 
Hindustan Lever Ltd (HLL), way 
back in 1996. Another hand 
from HLL—at that time perceived 
to be a hot-bed for talent—is 
Debu Bhattacharya, who joined 
in 1998. Sanjeev Aga, today the 
Managing Director at Idea 
Cellular, also entered the fold 
in 1998. Another high-profile 
catch was Sumant Sinha (son of 
former Finance Minister 
Yashwant Sinha), who joined the 
group as Corporate Finance 
Head after a stint at a global in- 
vestment bank. Sinha is currently 
spearheading the retail project. 
“People run their businesses very 
independently and in a highly 
empowered way,” says Birla. He 
Is nowadays scouting for talent in 
the fast-growing (and high- 
attrition) services sector, for his 
telecom, retail and financial serv- 
ices ventures. Birla’s more re- 
cent high-profile recruitment is of 
Ajay Srinivasan, till recently head 
honcho at Prudential ple’s Asian 
operations, as head of the fi- 
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FUTURE PLANS 


» Retail is Birla's newest baby, where he 
wants to be a leading player. His focus 
will initially be on supermarkets. He has 
already lined up an investment of 
Rs 9,000 crore over the next three years 
in a pan India chain of supermarkets 
under the ‘More’ brand name. Recently 
acquired Trinethra Super Retail, a 
south-based chain of retail stores 


> The fast growing telecom market is very 
much on Birla's radar. Today, Idea 
Cellular is a leading GSM player with 
licences in 13 circles and a customer 
base of over 18.7 million. The scorching 
growth in subscribers and also Birla's 
aim to have a pan India presence will 
make this business one of the crown 
jewels of the Aditya Birla Group 


The Group has made a foray into 
entertainment through Applause 
Entertainment. May scale up this 
venture as opportunities are galore 


> The financial services business is back 
on fast track with the entry of high-flier 
Ajay Srinivasan from Prudential Plc. 
The Group is looking at consolidating 
the existing insurance, mutual fund 
and distribution businesses and also 
entering new areas 


INYASOD HSAWN 





nancial services portfolio. 
“Kumar Birla relies on a mix of 
both in-house and outside pro- 
fessionals to guide him in the 
business. That’s a good approach 
since he inherited an established 
big business empire,” says Rathi. 
Indeed, along with the fresh 
blood that he keeps inducting 
periodically, Birla also relies on 
some of his trusted lieutenants 
who've been with him virtually 
right from the time he took 
over. These veterans include 
people like D.D. Rathi, cro, 
Grasim, and K.K. Maheswari, 
who is the Business Head of 
Chemicals Division. 

Analysts say Kumar's next 
big challenge would be to groom 
a second line of leadership as 
the key top management team 
is pushing 60. These include 
Bhattacharya, who looks after 
the copper business and alu- 
minium major Hindalco, 
Shailendra Jain, who heads the 
group's pulp and staple fibre 
business, and Aga. Birla, for his 
part, has been busy building that 
second line. “We have a strong 
line-up. Today, there would be at 
least two or three contenders for 
the top job (at various businesses), 
unlike in earlier years," hints 
Birla. In fact, he says, he is look- 
ing at creating international 
managers. "Ours is completely 
an entrepreneurial-driven com- 
pany," he adds. Insiders reveal 
that once he discusses (and 
agrees) on targets and the broad 
contours of a business, he com- 
pletely leaves it to the business 
head to perform. These leaders 
have done well for themselves so 
far—as has Birla in choosing 
these few good men. m 
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e deliver to your customer. 


м FedEx will work behind the scenes to take your company 
e challenging global market, 
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ASHISH DHAWAN 
Sr MD, ChrysCapital 


Private Equity 


Pas 


He has got investors who love him and a marketplace that's 
red hot. Private equity's poster boy is on a roll. R. sRIDHARAN 





T'S A MONDAY AFTERNOON, AND AT CHRYSCAPITAL’S HEADQUARTERS IN 

central Delhi (actually a first-floor suite in the Oberoi Hotel), there 

are eight men seated around a large oval table in the conference room, 

taking stock of the firm's portfolio companies and discussing possi- 

ble investment opportunities. It's a weekly ritual they've been fol- 
lowing for years, but of late, the mood around the table at such review meet- 
ings has tended to be sombre. The principal source of that sentiment is a 
tall, lanky and bespectacled man, who (along with a Harvard buddy) 
launched ChrysCapital eight years ago. 

Ashish Dhawan, 38, the man in question and the one who can justifiably take 
credit for turning the global private equity investors' attention to India, doesn't 
quite like what he sees going on around him in the industry. Stock valuations, as 
measured by the bellwether 30-share index Sensex, are at record highs; the Sensex 
stocks, for example, are trading at an average earnings multiple of 26; there are just too 
many funds in the market (at last count, their number was put at 450-odd); worse, it’s not 
just valuations, but in many sectors the business cycle seems to be turning down. 
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THE ESSENTIALS 





«4 NAME: Ashish Dhawan 
4 AGE: 38 


« CURRENT DESIGN 
Senior Managing 
Director, ChrysCapita! 


r 


4 EDUCATION: St. Xaviers 
Collegiate School, 
Kolkata; BS in applied 
mathematics and 
economics, Yale 
University; MBA, Harvard 
Business School 


4 CAREER TRAC) 
1992-96: Wasserstein 
Perella, McCown De 
Leeuw & Co., GP 
Investments (Brazil), 
Goldman Sachs 
Launches ChrysCap 
in 1999 


4 LEADERSHIP 5 
Participative & apolitical 


4 FAMILY: Manisha (wife), 
daughters Ayla & Anya 


a HOBBIES: Travel, reading 
and water sports 


a FAVOURITE | 
"Discovery lies in seeing 
what everyone sees and 
thinking what no one 
has thought" 


4 GOAL IN LIFE: To build 
world-class companies 
in India 
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"There's just too much money sloshing around at pres- 
ent, and we feel that the extraordinary times we've 
seen over the past five years (in terms of returns) may 
not continue too far into the future," says Dhawan. 

It's not the best thing to be saying when you've just 
finished raising, like ChrysCapital has, $1.25 billion 
(Rs 5,000 crore) in funds from foreign investors. 
But, then, that is classic Dhawan strategy: Under 
promise and over perform. Over the last eight vears 
since he opened shop as a near one-man outfit in an 
industry dominated by institutional players, Dhawan 
has raised $2.5 billion (Rs 10,000 crore) in five 
rounds on the promise that a) India as a market can 
generate better returns, and b) ChrysCapital is a bet- 
ter investor than a lot of its competitors. So far, he's 
been right on both the counts. Like Dhawan points 
out, India has been on a roll since 2003 and the 
kind of returns equity has provided is unprecedented. 
And although ChrysCapital operates in the ‘private’ 
equity arena compared to 'public equity that is the 
stock market, the general economic boom plus some 


smart deal making have meant that ChrysCapital's in- 
vestors (called limited partners or LPs in the industry 
lingo) have been handsomely rewarded. The firm, 
Dhawan claims, has generated an aggregate (that is, all 
funds put together) internal rate of return (IRR) of 60 
per cent, which is impressive by any measure. 

For more than six months now, though, Dhawan 
has been working to moderate the expectations of his 
LPs. He has told them they should only expect returns 
between 20 and 25 per cent. “Our investors are fairly 
patient, and we are in no hurry to invest Fund V 
(the latest fund)," says Dhawan, adding that less than 
10 per cent of Fund V has been invested so far. Adds 
George McCown, Dhawan's one-time employer and 
an investor in his funds: He's very cautious in terms 
of valuations, and if he has turned some more cautious 
in this market we have no issues with that. His investors 
have a lot of confidence in him." 


A MAN TO WATCH 


So, in an industry cluttered with 450-odd funds. 





Ashish Dhawan (fifth from left) with his team: Most of them have been 
with Dhawan since 2000, thanks to the freedom he gives them to invest 
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why is Dhawan a man to watch? Simply because 
when it comes to India-focussed entrepreneurial 
funds (versus, say, a larger Indian institu- 
tional fund such as ICICI Venture or global 
private equity giants such as Blackstone 
or Carlyle), there are few that can match 
ChrysCap's enviable position in the in- 
dustry. Few entrepreneurial РЕ$ can raise 
funds like Dhawan can. For instance, 
Dhawan says, ChrysCapital's Fund V was 
raised in a record time of three months 
from first meeting with LPs to closing, and 
apparently it was oversubscribed three 
times, although the firm chose not to accept 
more money. 

Among his peers, Rahul Bhasin of 
Baring Private Equity Partners India (ВРЕР1) 
is said to be raising his third fund of about 
$450 million or Rs 1,800 crore (his previ- 
ous two funds were relatively small at $40 
million or Rs 160 crore and $175 million 
or Rs 700 crore), while the newest kid on 
the block and a Harvard alumnus like 
Dhawan, 31-year-old Sumeet Narang of 
Samara Capital, has raised $250 million or 
Rs 1,000 crore as his first fund (see Peers to 
Watch). However, neither can claim to 
have wrapped up their fund raising as 
quickly. *In terms of having a premier po- 
sition (among entrepreneurial PEs), 
ChrysCapital is nonpareil," says Ajay Relan, 
Managing Director, Citigroup Venture 
Capital International, who, in sharp con- 
trast to Dhawan's wariness, has invested $1 billion (Rs 
4,000 crore) in about a dozen deals in 2007 alone. 

Typically, when РЕ firms raise money, they tend to 
raise double the money in the previous round. By that 
logic, Dhawan’s next fund—it may not be raised for 
another three years—could well be around $2.5 bil- 
lion. (Fund managers get a 2 per cent management fee, 
besides a 20 per cent bonus subject to certain per- 
formance benchmarks; therefore, for its Fund V, 
ChrysCapital must have got Rs 100 crore as fee 
alone.) Yet, Dhawan says he’s not chasing size. “We 
are not in the asset game. We want to grow in a 
limited way, but outperform the others. It’s what 
you could call controlled ambition,” says Dhawan. 


Just the same, more funds under management 


has its benefits. “Now, we can do a Warburg-Bharti- 
like deal,” says Brahmal Vasudevan, Managing 
Director, ChrysCapital, referring to Warburg’s $300- 
million investment in Bharti Airtel between 1999 
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PEERS TO WATCH 


and 2001. In fact, ChrysCapital is said to be looking 
at a $100 million (Rs 400 crore)-plus deal, although 
when asked Dhawan says chances of it happening are 
slim. But you get the point: With more money, and 
greater operating freedom and focus relative to his 
competitors (a Warburg may have deep pockets but 
its decision making chain goes back to the us; a 
Samara or BPEPI may have as much of India focus, but 
their pockets are smaller), ChrysCapital is ideally 
placed to lead the explosive growth in the private eq- 
uity industry. (In 2001-02, PE investments were 
around $500 million; in 2007-08 the number could 
hit $13 billion or Rs 52,000 crore.) 


FLEXIBLE DOES IT 


Controlling one's ambition, as Dhawan puts it, is a 
smart strategy, too. That's how, by and large, the PE 
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investments worth (at investment cost) about 
$1 billion. The investments have included initial 
dotcom disasters like Avigna and Cheeco, but since 
have steadily improved. In fact, ChrysCapital has 
had no lemons in Fund 2 through 4. Says Kunal 
Shroff, Managing Director, ChrysCapital: "Starting 
Fund 2, we decided to focus broadly on six sectors 
and said let's get smart about these sectors." The six 
sectors comprise business services, consumer goods 
and services, financial services, healthcare and phar- 
maceuticals, infrastructure, and manufacturing. 
ChrysCapital was among the first PE firms to invest 
in a construction company (IVRCL), financial services 
(Shriram Group), and also buy stocks from the sec- 
ondary market. It also bet on wind energy company 
Suzlon close on the heels of Citi Venture Capital buy- 


S INCE 1999, CHRYSCAPITAL HAS MADE MORE THAN 45 


ing a stake in it. While ChrysCapital claims to do a lot 


of value add at its investee companies, the fact is it 
may be more hands off than some other PE firms. 
Just the same, “we quite like them, they have a great 


game is played. Besides, in a business where a fund 
manager is only as good as what his last fund returned 
investors, ChrysCapital’s enviable reputation among 
LPs is simply due to its performance track record. And 
if the firm has done better than its competitors relative 
to the size of its funds, it’s because it hasn’t hesitated 
to change with the times. For instance, like most firms 
of its vintage, ChrysCapital was founded as a Silicon 
Valley-style venture capital firm that pretty much aped 
its American counterparts, investing in fancy dotcoms. 

However, when it became apparent that dotcom 
funding was a path to perdition, ChrysCapital quickly 
moved to doing things that would generate returns. 
Thus came a flurry of investments in a wide variety of 
industries ranging from rr (MphasiS) to financial 
services (YES Bank) to construction (IVRCL). In contrast, 
firms of similar vintage such as WestBridge Capital 
Partners stayed with their venture investing philoso- 
phy, funding a lot of early stage technology companies, 
instead of growth investing that ChrysCapital had 
started doing. In mid-2006, WestBridge merged with 
Valley-based Sequoia Capital to form Sequoia Capital 
India. “I think they realised that they had stuck to their 
knitting (of venture investing) a little too long and 
thought it better to get into bed with Sequoia," says a 
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deal of domain knowledge,” says P.J. Nayak, 
Chairman & CEO of Axis Bank (formerly UTI Bank). 
Adds R. Thyagarajan, Chairman, Shriram Group: 
"Their coming on board did not make much difference 
to our way of working, but it did make the group more 
confident of itself." 


PE investor who did not want to be named. 

Yet others, like BPEP India, did do some novel 
deals (it was the first to do a buyout, when it pur- 
chased BFL Software and merged it with Jerry Rao's 
MphasiS; it made a killing on the deal when it 
sold it to EDS last year), but where it differs from 
ChrysCapital is that it likes to invest in compa- 
nies where its fund managers can add significant 
value by way of helping run them. Dhawan and his 
team, in contrast, are more hands off and have no 
ambitions of actively helping companies as long 
as they think the management knows what it is 
doing. Says R. Sridhar, Managing Director, Shriram 
Transport Finance Company, part of the Shriram 
Group where ChrysCapital has significant invest- 
ments: "Ashish Dhawan is a passive investor, he 
doesn't interfere with management." 

Given India’s humongous appetite for capital— 
just about every industry needs to expand—there 
will be more private equity money that pours into 
the country. Some day, the investing market may get 
as competitive as the one in the us, but 
ChrysCapital’s investors are betting on the fact 
that Dhawan (and their money) would still have a 
significant place in the market. Ш 
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in the north-east of Scotland. the Cadboll stone depicted through an exquisite 
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VINEET JAIN 
Managing Director, BCCL 


Master of the 








Vineet Jain is coming into his own. He's taking the Old Lady of 


Boribunder to places she’s never seen before. SHAMNI PANDE 


FTER WAITING FOR HIM BRIEFLY ON A CLEAR DECEMBER MORNING 

at his Motilal Nehru Road house in New Delhi's rarefied 

Lutyen's zone, Vineet Jain, slim and dapper, walks in wearing 

a sharp black suit. It's taken weeks for this meeting to happen 

and it hasn't been easy to finally get a spare 30 minutes with 

Jain, who may not be as legendarily reclusive as his older brother Samir but 
yet maintains a studied low profile. Jain, 41, is Managing Director of Bennett 
Coleman & Company Ltd., also known as the Times Group, Indian media's 800- 
pound gorilla—one which simultaneously inspires awe and admiration as well as 
fear and hate. Jain is pleased with his entertainment Tv channel Zoom’s ad in this 
morning's Times of India, claiming that it is ahead of everyone else in its genre. 
"Zoom and (24-hour English news channel) Times Now are making it; our news 
channel is ahead of NDTV 24x7," he declares. And then, abruptly steers the conversation 
towards something different. *But you must mention my brother, Mr Samir Jain, he's the 
reason why our ventures have been so successful—whether it be the Mastermind (the 
group's innovative rate card for ad space across its print publications), invitation pricing 
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THE ESSENTIALS 


a NAME: Vineet Jain 
4 AGE: 41 


4 MARITAL STAI 
Single 


4 EDUCATION: Business 
Graduate from 
Switzerland 


a LEADERSHIP STYLI 
Informal & participative 


« HOBBIES: Tennis, Skiing, 
Swimming 


4 FAVOURITE QUOI 
"When it comes to the 
future, there are three 
kinds of people: those 
who let it happen, those 
who make it happen and 
those who wonder what 
happened" 


«4 GOAL IN LIFE: My goal in 
life is to excel in what- 
ever | do. To me pursuit 
of happiness is not 
necessarily tied to people 
or things 
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for our newspapers or any other 
strategy," says Jain. 

It's not surprising that group 
Vice Chairman (and the chief 
driving force behind the Times 
Group) Samir Jain's name comes 
up so quickly in our session. Ask 
anyone in the industry about 
Vineet and their response almost 
always veers to the achievements 
of older brother Samir, who, at 
53, is universally acknowledged 
as the main architect of the group 
since the early 1980s, growing 
it from a big player to one that is, 
quite possibly, larger than many 
of its rivals put together. Closely held and unlisted, 
BCCL’s turnover is estimated at over Rs 4,000 crore and 
profits to the tune of Rs 1,000 crore, a measure of the 
success with which the elder Jain has steered the 
group. Some analysts reckon that if BCCL were to 
list, it could have a market value of Rs 40,000 crore, 
making it the most valuable media group in the 
country. Even if the group were to sell only a 10 per 
cent stake in itself, it could raise Rs 4,000 
crore—enough moolah to smother competition. 

Given Samir's overwhelming vision and authority 
at the group, it's easy and perhaps even tempting to 
overlook Vineet’s role in shaping the group's strategy 
but the fact is in the two decades after he was in- 
ducted into the family business, the younger Jain has 
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FUTURE PLANS 





» Make BCCL a billion-dollar group 


> Refocus on new initiatives for Indiatimes 
d initiatives in user-generated 


> Go regional in print, The Economic Times 
in Hindi, followed by other forays 


> Forge alliances, openly scout the market 


> Possibly foray into DTH and IPTV 


come a long way. The group’s 
forays into television—with 
Zoom in 2004 and Times Now 
in 2006—and FM radio (with 
Radio Mirchi) are largely credited 
to Vineet as is its not-so-recent 
entry into the digital space with 
Times Internet. In fact, some in- 
siders say that the elder Jain does- 
n't really get too excited by either 
TV or the internet businesses. “I 
am involved in the operations of 
BCCL on the editorial side, with 
the editorial formula of the 
group. My brother (Samir) spear- 
heads all the strategy, pricing—all 
the Ps of marketing. You can call me the content ar- 
chitect,” he says. He talks about how BccL launched 
Mumbai Mirror in 2005 to flank Tbe Times of India 
when rivals like DNA and The Hindustan Times 
launched editions in its Mumbai home market. “My 
brother expressed the need for a second paper; he never 
gets into the details of the content and its direction, 
that's for me to decide. I had to conceive what that sec- 
ond paper should be—whether it should be a broad- 
sheet or a compact." 

Insiders at Times House, the group's headquarters 
on Bahadur Shah Zafar Marg, talk about the almost 
magical partnership between the two brothers. *You 
cannot split the two brothers, the older one is the 
thinker, the fount of ideation and strategy; the 
younger one is all about action, the architect 
who has put the plans to work. But Vineet is 
also the group's nose; he's led it into new ar- 
eas," says Vijay Jindal, Managing Director, 
SREI Venture Capital, and a former executive 
and veteran of many years at the Times 
Group. Another possible reason why the 
brothers work well together could be the age 
gap—Samir is 12 years older—between the 
two. "In the absence of their father, Ashok 
Jain (who died in 1999), Samir is almost 
like a father-figure to Vineet,” says one in- 
sider at Times House. 

If the senior Jain is the visionary at 
Times Group, his younger brother is the 
doer, a details-oriented person with a flair 
for creative work. Another senior Times 
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PEERS TO WATCH 





executive says while the older brother has an un- 
mistakable demeanour and gait in his conversation, 
Vineet is very different. “In Samir, you obviously see 
a master craftsman speaking. Vineet does not fall into 
any conventional leadership mould that one can 
readily identify. He desists from authorship of any 
of his ideas,” he says. 
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As well as being much younger than his brother, 
Vineet, who is single and fun-loving, is more sociable 
than the elder Jain. His Holi party at his Delhi resi- 
dence every year is a must-be-seen-at event and under 
his aegis, the Bombay Times party in Mumbai has be- 
come a red-letter event for anybody who is somebody 
in that city’s glam and fame circles. 

Rajesh Sawhney, former Head of Indiatimes and 
now President, Reliance Entertainment, says Vineet 
brings a unique focus on youth demographics across 
all the media of the group, be it print, online, ТУ or ra- 
dio. Not surprisingly, several of the group's young and 
new businesses have been initiated by Vineet. "Internet 
with Indiatimes, Bombay/Delhi Times, Radio Mirchi 
and our venture into television with Zoom and Times 
Now, movie production and out-of-home advertising 
are entirely my initiatives. My brother does not have 
any input on content or strategy in these areas," 
Vineet admits matter-of-factly. 

But in spite of some of these new diversifica- 
tions, the group's preponderance with the print me- 
dia is quite evident—Aand justified perhaps given that 
print is estimated to bring as much as 90 per cent of 
the group's total revenues. Some even wonder about 
the long-term sustainability of some of the non-print 
businesses, at least from the group's point of view. Says 
Apurva Purohit, former COO of Zoom and now CEO 
of Music Broadcast (which owns Radio City FM sta- 
tions): “Pm not too sure if the group has a clear, long- 
term view on their investment in television." Media 
analysts dismiss the performance of Zoom even as they 
acknowledge that Times Now is finally in the reck- 
oning. In the four weeks ending December 15, Times 
Now was consistently ranked #1 with a channel 
share of 33.3 per cent among English news channels 
(as per TAM data in cable & satellite homes in the age 
group 25-plus, All India). Sure, there are many ways 
of splicing data, but “Times Now has gained share and 
is threatening the English News domain where NDTV 
24x7 and CNN-IBN ruled, and Zoom TV is now gain- 
ing critical mass," says Vikram Sakhuja, coo-South 
Asia, GroupM, one of the largest media investment 
groups that's part of WPP. 

While it may be premature to judge the group's new 
Vineet-led ventures like Tv, radio and internet, critics 
sometimes feel the group has been slow in leveraging 
synergies across its portfolio of businesses. Its print, TV, 
digital and other businesses aren't adequately synergised, 
say some observers. “But,” retorts A.P. Parigi, a BCCL 
director and Managing Director, Entertainment 
Network India Ltd (ENIL), a subsidiary that runs the ra- 
dio business: "Synergy is a misunderstood term. We 
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the 800-pound gorilla. More than 6 million copies 
of group publications are circulated in more than 
2.400 cities and towns, making it the largest such 
print media organisation in the world. Howewver, it is 
not without chinks in the armour. Media buyers 
say one of its weaknesses could be the very high pre- 
mium it demands of advertisers, forcing them to 
examine other options. Also, over-reliance on print 
means that should its cash flows from it get squeezed, 
its non-print forays could get affected. It may also af- 
fect what many experts think BCCL ought to be do- 
ing, and which is to a) strengthen its vernacular 
business by either tying up or buying out regional 
leaders such as Sandesh, and b) launch more spe- 
cial interest publications/channels targeting the top end 
of the market (products like Hello! & Top Gear). 
Meanwhile, in radio its first-mover advantage may be 
waning due to the entry of several new players. 
Therefore, Vineet's job ahead may be harder than 
what his elder brother Samir has had to do thus far. 
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have grown by building equity of each of our offerings. 


The new forays have to first establish ground and 


merit... hook ups happen, there are certainly synergies 
in the way content is being leveraged." 

How the new businesses shape up may be a met- 
ric by which the younger Jain could be judged but the 
bigger issue will probably be on how the group, a vir- 
tual media leviathan in India, deals with emerging 
trends in the media landscape. For one, although 
foreign investment in news media is restricted cur- 
rently, most observers believe things could change in 
the near future. That's when Times could find itself 
competing not with local minnows but with global 
whales like NewsCorp. 

For its radio, TV, outdoor advertising and internet- 
related businesses, the story is somewhat different. For 
one, in none of these is its position as comfortably se- 
cure as in print: TV and radio are crowded busi- 
nesses and the internet space has already seen the ag- 
gressive entry of global giants. In many ways, for 
Indian media players, these are critical times and, 
going forward, many eyes will be on what the Times 
Group does in the coming years. And what it does 
will, to a large degree, depend on how one person, 
Vineet Jain, leads the group. 8 
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ADITYA MITTAL 
CFO, ArcelorMittal 








At 31, Aditya Mittal already helps run the world’s biggest 
steel empire. But his best is yet to come. KRISHNA GOPALAN 


ROM HIS SEVENTH-FLOOR CORNER ROOM IN BERKELEY SQUARE IN CEN- 

tral London, Aditya Mittal gets a fairly good view of the steel em- 

pire that he and his father, Lakshmi Niwas Mittal, own. This 

December 11 morning, that empire looks a tad bigger. Five 

days ago, ArcelorMittal, the world’s biggest steel maker with a 
capacity of 118 million tonnes per annum, announced that it had signed 
a deal with Chinese steel maker, China Oriental, to eventually increase its 
28 per cent stake in the company to 73.13 per cent. 

ArcelorMittal already owns 29 per cent in another Chinese steel company, 
Hunan Valin Steel Tube and Wire Company, and another 12 per cent in a joint ven- 
ture called Baosteel Nippon ArcelorMittal that makes automotive steel sheets. (A 
few days after the writer met the young Mittal, the company signed a deal in Russia 
to build its first steel unit in the country.) “We plan to have a capacity of 150-200 
million tonnes over the next 10 years,” says Mittal as a matter of fact. 

At 31, Mittal is in a position few dream of attaining even in their old age. With $88.6 
billion in annual revenues and an industrial presence in 27 countries, ArcelorMittal has 


Ji "ur f 


102 BUSINESS TODAY JANUARY 13 2008 





THE ESSENTIALS 

















4 NAME: Aditya Mittal 


4 CURRENT DESIGN: 
Member of the GMB 
(Group Management 
Board), CFO of 
ArcelorMittal, with 
additional responsibility 
for Flat Products 
Americas, and for 
Mergers & Acquisitions 


« EDUCATION: Bachelor s 
degree in Science and 
Economics from the 
Wharton School at the 
University of 
Pennsylvania, with 
concentrations in 
Strategic Management 
and Corporate Finance 
Graduated with honours 


« CAREER TRACK: M&A 
| Group of Credit Suisse 
- First Boston Corporation 
: and then various 
positions within 
ArcelorMittal 





4 LEADERS! | 
Determined and 
delegating 


$ «FAMILY: Megha (wife) 
3 Sanaya & Riyana 
(daughters) 





a HOBBIES: Squash 
mountain climbing, 
sailing and tennis 


A FA V () | р 
"Boldness changes 
everything" 


4 GOAL IN LIFE:To become 
the global metals and 
mining leader 
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a 20 per cent share of the world steel market (ex- 
cluding China and India). One big reason why Mittal 
finds himself in this enviable situation is, of course, the 
fact that he's the son of Lakshmi Niwas Mittal, who's 
built his mammoth steel empire from scratch in less 
than four decades. But the other big reason why the 
young man draws respect beyond his age both within 
and outside his steel empire is his smarts. He is the one 
widely credited with spotting, first, the merger 


AN EXTRAORDINARY LEAGUE 
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opportunity with Wilbur Ross’s International Steel 
Group (ISG), which created the world's largest steel 
company (with a capacity of 70 million tonnes per 
annum), and then the Mittal crowning glory: the 
purchase of rival Arcelor, which made the Mittals the 
biggest steel manufacturers by far in the world. 
Today, the gap between them and the #2 player, 
Nippon Steel, is in excess of 75 MTPA. 


TRIAL BY FIRE 


Not surprising then, his doting father also respects 
Mittal as a professional. In less than 10 years of join- 
ing his father’s business, Mittal made the two moves 
that put their company in a different league alto- 
gether. After graduating with a degree in economics 
from the Wharton School of Business at the University 
of Pennsylvania, Mittal spent a year at Credit Suisse 
First Boston as an investment banker. By Mittal’s 
own admission, it was a year well spent. “The most in- 
credible thing I learnt in investment banking was 
the work ethic. People usually work 80-90 hours a 
week there,” says Mittal, who (along with his wife and 
kids) lives with his parents at the family’s tony 
Kensington Palace Gardens mansion. In 1997, he 
joined Mittal Steel and was drafted into various finance 
and management functions. Two years later, he was 
appointed Head of Mergers and Acquisitions (M&A) 
for Mittal Steel. Although in this job he managed to 
drive the company into key new markets, his mettle 


' got tested like never before. 


No sooner had Mittal taken over as the head of 
MKA at Mittal Steel than the steel industry crashed. It 
was a time when Corus (later to be acquired by Tata 
Steel) was close to bankruptcy and a third of the us 
steel industry had actually filed for Chapter 11 (bank- 
ruptcy). "We were downgraded to one notch above 
default by credit rating agencies. Clearly, it was the 
worst time," recalls Mittal, who likes skiing and wa- 
ter sailing. 

As the head of M&A, his job suddenly became a lot 
more complicated. He not only had to find good 
deals, but also ensure that Mittal Steel's survival was 
not threatened by any ill-planned or ill-executed 
deal. The only good thing it seemed was there were 
plenty of distressed assets in the market. With most 
players fighting for survival, few were thinking ac- 
quisitions, but Mittal, he says, had a job to do. *There 
were countless opportunities because everyone who 
had a steel company wanted to sell it," he says. 

Keen to fish, Mittal came up with a simple acqui- 
sition strategy. He looked at every deal assuming that 
the downturn was going to last forever. *It was on that 
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Aditya Mittal is the one widely credited with spotting the merger opportunity 
with Wilbur Ross's International Steel Group and subsequently Arcelor 


basis that we had to ask ourselves if these acquisitions 
could work. If the answer to that was yes, then we just 
went ahead," he recalls. Not everyone in the industry 
was thinking of a buyout or even capacity expansion 
and Mittal Steel was in fifth gear. “As the industry was 
recovering, we continued to acquire. Now, we were 
ahead of the game," Mittal says. During that period, 
Mittal Steel bought over companies in Central and 
Eastern Europe, did the much-talked about ISG deal and 
also bought Kryvorizstal in Ukraine. *Since Aditya 
has joined the business, he has helped in driving it to 
an entirely different level. He is very determined and 
has an agile mind," says Mittal Sr., who is the President 
and CEO of ArcelorMittal. 

Perhaps it was that combination of determination 
and agility of mind that helped the Mittals mount a 
hostile takeover of Arcelor, and pull it off against 
stiff resistance from the Arcelor management and 
some European politicians. Mittal himself is re- 
markably candid about the hurdles they faced in 
sealing the deal. Unlike the acquisitions that Mittal 
Steel had done in Romania or even the us, this 
was vastly more complicated and far reaching. 
Indeed, he describes it as a “make it or break it 
deal”. “This was a global deal that was fundamen- 
tally going to alter the global steel industry. If we 
had not done it, we would have had a major fight in 
the steel industry where #1 and #2 were fighting,” 
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rationalises Mittal. 

So, what made the deal that difficult to execute? 
“Well, Arcelor was a great company and they de- 
fended themselves, We were a great company and we 
wanted to buy them. It was, therefore, two great 
companies and two great battles,” says Mittal with a 
laugh. The world sat up and took notice of the young 
man after the Arcelor deal. In one stroke, the rules of 
the game had changed and the smaller players were 
looking rather vulnerable. The combined capacities of 
Nippon Steel, POSCO and jrE—the next three largest 
players—were less than that of ArcelorMittal. 

Jitesh Gadhia, Managing Director, ABN AMRO. 
who was involved in Tata Steel’s buyout of Corus in 
2007, thinks Mittal “came of age” during Mittal 
Steel’s takeover of Arcelor. “He was calm, collected and 
never lost focus throughout the process. Aditya rightly 
concentrated on the strategic benefits of the transaction 
and was highly articulate in presenting Mittal Steel’s 
case,” says the London-based investment banker. 


THE NEXT STEP 


When you are just 31 and already help run the 
biggest steel company in the world, where do you go 
from here? If you think like Mittal, then farther 
ahead. He's particularly sore about not having entered 
India and China earlier (in China, foreign ownership 
in steel companies is limited to 50 per cent). The latter 
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Is not just the largest producer of 
steel but also the largest con- 
sumer of the product. In India, 
too, robust growth and build up 
of infrastructure has led to a 
boom in steel consumption. And 
ArcelorMittal has been missing in 
the two hottest markets. “In 
some sense, (our) biggest mis- 
take was not to enter India ear- 


lier. We were just too busy grow- 
ing the company on a global ba- 


BUSINESS TODAY 16TH ANNIVERSARY ISSUE 


FUTURE PLANS 





> Increase capacity to 150-200 million 
tonnes in 10 years 


> Become the global metals and mining 
leader 


» Build a 09 resence in Asia—via 
two greenfield projects in India and a 
stronger base in China 


> Continue to increase market share 


sis," says Mittal. 

In October 2005 and 
December 2006, the Mittals 
signed Mous with the govern- 
ments of Jharkhand and Orissa, 
respectively. Both the plants will 
have a capacity of 12 million tonnes each per annum. 
The investment planned in the two projects: $20 
billion. However, the going hasn't been easy. 
Acquiring land for the project has proved to be a huge 
problem, and tying up iron ore supplies has proved 
difficult as well. But Mittal has no doubts about his 
India commitment. *We have got steam coal block al- 
locations and we are making progress in terms of land. 
The way we see it, our commitment to India is com- 
plete and there is no question of going back on that," 
he says quite emphatically. In China, the Mittals are 
building their presence slowly but surely. In November 
this year, ArcelorMittal acquired a 28 per cent stake 
in the China Oriental Group. The agreement allows 
ArcelorMittal to become the largest shareholder in 
China Oriental by acquiring another 45 per cent 
over an agreed period of time. In a research note that 
followed the announcement, UBS, which has placed a 


THE MITTAL EMPIRE 
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globally, which is 20 per cent today 


> Focus on corporate social responsibility 
(CSR) and environment 








"buy" on the ArcelorMittal stock, says that this ex- 
hibits a strong balance sheet, cash flows and ambitions 
to be an integrated global player with a strong focus 
on emerging markets. Mittal himself is convinced 
that China is a great entry for ArcelorMittal. *We are 
focussed on growing our presence there," he says. 

That's hardly surprising. The infrastructure build- 
up in China is showing no signs of slowing down, 
which means it will remain an important market for 
years to come. But the question for someone like 
ArcelorMittal is how to participate in the China 
story: build/acquire capacities in the local market or 
feed the market from one of its plants. *The steel in- 
dustry is going through a golden era right now, with 
2008 set to be the fifth year of strong steel prices. 
However, cycles have not been abolished and the 
next several years could well present a less benign en- 
vironment," thinks ABN AMRO's Gadhia. 

One of the ways ArcelorMittal is trying to spread 
its risks is by ensuring that it is not overly dependent 
on one market. *Not a single country that we operate 
in accounts for more than 8 per cent of our total 
sales. Today, we have an incredibly strong man- 
agement team and we are not dependent on one or 
two people," says Mittal. His father, not surprisingly, 
has been the biggest influence on his life. *I learn 
from him every day," he quips. The father himself 
thinks a great deal of the rapport between himself 
and his son. *We have an excellent working rela- 
tionship and I believe we are very complementary," 
he says with more than a tinge of pride. If you had 
a son who, in two swift moves, helped changed 
the trajectory of your family-owned steel company, 
you'd be proud too. m 
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VIKRAM OBEROI 
Joint MD (Operations), EIH Limited 


Mister 


Hospitality 


Vikram Oberoi wants to set the global benchmark in luxury 
hospitality. Few think he won't succeed. PALLAVI SRIVASTAVA 





AITING AT THE LOBBY OF OBEROI GROUP'S TRIDENT HOTEL IN 
Gurgaon, I am a bit anxious. Vikram Oberoi, the third gen- 
eration scion of India's best-known luxury hospitality 
chain, is expected here this afternoon for a photo shoot, and 
it's the first time I will be meeting him face to face. What 
makes me anxious is the fact that he's expecting my photographer colleague, 
and not so much me. 

Over the last 10 days, I’ve been hounding him for a meeting and he has res- 
olutely declined one. ‘Profile my group, not me,” he's conveyed to this magazine 
through his head of public relations. Oberoi is supposed to arrive here at quar- 
ter to four for the shoot, but it seems he's a bit behind schedule. Around 4 o' clock, 
his silver Porsche pulls into the hotel porch, and a dapper Oberoi, dressed in an im- 
peccably cut grey suit, a royal blue tie and a matching pocket square, appears. 

As soon as he gets off the car, he starts chatting with his staff and greeting guests (most 
of whom, strangely enough, seem to know him). As soon as I get his attention, I ask him 
my first question: Why doesn't he want to be profiled? I am not important, but the 
group is, he offers. Besides, he's had a nasty experience with a leading English daily, 
whose Bangalore reporter has misquoted him and caused a lot of trouble for the group. Hence, 
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THE ESSENTIALS 





«4 NAME: Vikram Oberoi 




















































«4 AGE: 44 


« CURRENT DES N 
Joint Managing Director 
(Operations), EIH Limited 


a EDUCATION: Economics 
degree from Pepperdine 


University in California 


« CAREER TRACK: Worked 
in various capacities in 
the company from 1991 
to 1997, after which he 
took over as General 
Manager, Oberoi 
Rajvilas. In June 2007 
Oberoi, Deputy 
Managing Director, was 
promoted as Joint 
Managing Director 


« LEADERSHII 
Demands perfection, 
leads by example 
extremely approachable, 
works with the team to 
reach goals and cares 
for people. 


4 FAMILY: Has four kids 
« HOBBIES: Loves to cook 


a FAVOURITE QUOTE 
"We should not look for 
the next big thing but 
make the small things 
bigger and better" 


a GOAL IN LIFE: To expand 
the vint brand 
worldwide 
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his decision to not speak to the 
media for some time. If you are a 
reporter on a deadline, that’s an 
infuriating logic. But, then, it's 
impossible to get mad at some- 
one who's so earnest and, ahem, 
so boyishly good looking, never 
mind that he's 44. As we head 
for the location of our shoot, | 
discover precisely why Oberoi, 
son of P.R.S. Oberoi and grandson 
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FUTURE PLANS 





> Ensure that the Oberoi Group's luxury 
propere remain the benchmark in 
ospitality 


» Leverage the Oberoi brand name on a 
global scale 


» Execute the more than 15 projects that 
are under planning and development 
in India and abroad 


white elephant and predicted its 
doom even before it opened for 
business. Today, Rajvilas is the 
cynosure of not just the Oberoi 
Group, but the hospitality world. 
The resort has won awards every 
year since it opened in December 
1997 (including Tatler's *Hotel 
of the Year’, Gourmet's “Most 
Exotic Resort in the World’, and 
the Senses and Wellness Award 


of Rai Bahadur M. S. Oberoi, 
means business. Outside near the 
entrance he spots a carelessly 
thrown cigarette butt; instead of 
signalling to one of the three ho- 
tel executives (F&B manager and 
two staffers) who are tailing him, 
he stops, picks up the butt and 
throws it into the nearest dust bin. You don’t have to 
do that when you are the owner or manager of 32 ho- 
tels and luxury cruisers across five countries under the 
‘Oberoi Hotels & Resorts’ and ‘Trident Hilton’ 
brands. But, then again, perhaps you need to. 

It’s this attention to detail and the willingness to get 
hands dirty that makes Oberoi the most successful 
purveyor of luxury hospitality in the country. Over the 
10 years, when he stepped into a mainstream man- 
agement role as General Manager of The Oberoi 
Rajvilas in Jaipur, Oberoi has relentlessly focussed on 
quality and succeeded. Take Rajvilas, where he cut his 
teeth in terms of management. A decade ago, when his 
father put him in charge of the property, many peo- 
ple considered the upscale palace-turned-hotel a 
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» Open hotels in Dubai, Maldives, 
Emirate of Abu Dhabi, Oman, 
Marrakech and Bhutan 


» Scout for opportunities within Asia 
and India, especially in Tier II cities 


for Best Spa). The readers of 
Condé Nast Traveler have ranked 
the Rajvilas as first among the 
preferred leisure hotels in Asia 
and the Indian subcontinent, 
ahead of The Datai, Langkawi, 
Thailand; The Oriental, Bangkok; 
Raffles Hotel, Singapore; and The 
Peninsula in Hong Kong and Singapore. 

Rajvilas isn't the only property from the Oberoi 
stable that has been winning awards and accolades. 
Other group hotels and resorts are almost a regular 
feature in Condé Nast Traveler, Asiamoney, Business 
Travel Poll, Zagat Survey, Travel-- Leisure, Forbes 
Traveler 400 and many more publications. So, what 
is the single biggest factor contributing towards the 
group's success? “] feel it is the fact that all of us work 
towards a common objective of making the guest's ex- 
perience truly memorable," says Oberoi. 

Understandably, therefore, the man who's helped 
put India on the world luxury map isn't thinking 
quantity. Indeed, he doesn't even think the group is 
in the business of boarding and lodging so to say. The 
business of luxury hospitality, he says, “is less about 
cost and more about value, less about extravagance and 





Rajvilas (right), where Oberoi cut his 
teeth in management, was considered 
a white elephant. It is now winning 
awards from Tatler and Condé Nast 


more about the experience." Ergo, Oberoi's motto 
for the group “We don't want to be the biggest, we 
want to be the best" is something he has inherited 
from his father and grandfather, and something that he 
truly believes in. *Our goal is not to expand but to con- 
stantly improve the quality," he says. That, however, 
doesn't mean that the group, which boasts of 91 per 
cent occupancy rate through the year, isn't ambitious. 
On the contrary, the heir to the hospitality empire has 
ambitious plans of taking the Oberoi name to key in- 
ternational markets. But more of that later. 


DETAILS MAN 

While both P.R.S. *Bikki" Oberoi and his son Vikram 
are fanatical about details and, hence, the ‘Oberoi ex- 
perience’, the way they were groomed for this could- 
n't have been more different. P.R.S. was pampered by 
his father and encouraged to “not work” and “see the 
best hotels by actually staying in them". Consequently, 
he remained an experiential traveller till he was 32. He 
travelled to cities like London, Paris, New York and 
Rome. He stayed at the best hotels, ate at the best 
restaurants and drank the finest wines. In fact, his fa- 
ther, Mohan Singh Oberoi, wanted him to enjoy 
and experience the luxuries as a customer, so that they 
could be successfully implemented in their own prop- 
erties. P.R.S. also did a Master's course in Haute 
Cuisine at Lausanne. He was groomed to be in the 
business from the start. 

The training was a bit different for Oberoi Jr. He 
worked during summer holidays at the hotels before 
he completed his Economics degree from Pepperdine 
University in California. After his graduation, he dab- 
bled in the stock markets as a broker at ANZ 
McCaughan in Australia, before coming back to 
train full time in the hotel chain in 1991. And em- 
ployees at the various hotels where he has worked re- 
member him as someone who has gone through 
the drill in all the divisions of the hospitality chain, 
be it the travel desk, reception or even housekeep- 
ing, to get a first-hand experience of all the nu- 
ances of the business. While P.R.S. is known for his 
flamboyant style (even today), guests and employees 
can't talk enough about his son's humility. *There is 
nothing that he will ask anyone to do which he 





would not do himself," says Visheshwar Raj Singh, 
General Manager, The Trident, Bandra Kurla, 
Mumbai (scheduled to open in 2008), who's worked 
directly under Oberoi. “He is a beneficiary of a 
fantastic inheritance. Vikram is genetically endowed 
to carry out the legacy of his father and his grand- 
father,” says Ashwini Kakkar, Executive Vice 
Chairman, Mercury Travels. 


BUILDING ON THE LEGACY 


Oberoi’s big challenge then is to take a sterling 
legacy and build on it. The group already has a 
presence in Mauritius, Egypt, Indonesia and Saudi 
Arabia, besides India. In the next few years it will 
open hotels in Dubai, Maldives, Abu Dhabi, Oman, 
Marrakech and Bhutan. “We feel that we have built 
a luxury brand that we must expand worldwide,” ex- 
plains Oberoi, while pointing out that the group has 
more than 15 projects under planning and devel- 
opment in India and abroad. “It’s a group with 
some exceptional offerings and it’s a brand that is still 
looked up to for its very high standards,” says Ajay 
Bakaya, Executive Director, Sarovar Group. 

But do the increased competition and entrance 
and expansion of international chains in India like 
Four Seasons, Mandarin, Ritz Carlton give Oberoi 
sleepness nights? *The key to success is to be able 
to anticipate these changes and have the ability to 
meet new expectations in as short a time as possi 
ble, without compromising the brand and the val- 
ues that form the foundation of our business," he 
says. Besides, as Ravi Boothalingam, a former 
Oberoi Group President until 2001, points out: 
"This is not the first country that Oberoi Group 
will be competing with international players for 
leadership position." On the contrary, Patu 
Keswani, Chairman & MD of Lemon Tree Hotels 
and a former Indian Hotels (Taj Group) CFO says: 
*[n an already established market like India, some- 
one like Four Seasons will have a tough time and 
not the Oberoi Group." 

Just the same Oberoi is taking no chances. You 
never know which guest may take offence at a stray 
cigarette butt and take her business elsewhere. 8i 
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RATUL PURI 
Executive Director, Moser Baer 


Sights on 
ne Sun 


He has shown what he could do with CDs, but his 
biggest bet yet is on solar power. KUSHAN MITRA 





HE SUN IS QUITE STRONG,” RATUL PURI, EXECUTIVE DIRECTOR, 

Moser Baer, complains when he and his father Deepak Puri, 

Managing Director, Moser Baer, are taken to the roof of 

their office in New Delhi’s Okhla Industrial Area for a photo- 

shoot. But the younger Puri immediately gets the irony. “Well, 

| shouldn't complain about the sun really,” he says. Over the past three 
years, Puri has overseen the investment of over $130 million into a 
state-of-the-art photovoltaic cell plant at Greater Noida near the capital. 
"You know each of the machines has to come on six jumbo jets. Just the 
leg of the machine is the size of our conference room,” he says excitedly. 
In fact, the last three years have been the busiest for Puri & Co. at Moser Baer, 
which has been in the throes of frenetic diversification. From its core business 
of recordable optical discs, the company has expanded into solar energy and 
home entertainment. Puri is extremely excited about the new businesses Moser 
Baer is entering. “The market for phot voltaic energy is by some estimates going to 
be worth at least $1 trillion in about 15 years, we are not getting into this business 
to be a bit player. I firmly believe we can take a 10 per cent marketshare and be one 
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of the top two to three players in this market 
worldwide," he says. 

It was, perhaps, the same confident mindset that 
took Puri into the home entertainment business as 
well. “The optical disc business is a commodity busi- 
ness after all, but in the past few years we had man- 
aged to build up a brand in India, and there was 
also the little fact that we had managed to develop this 
really low-cost manufacturing process," he says. Puri 
then sent his team from the optical disc business to 
content owners all over India and offered them this 
‘low-cost’ disc. 

But finding no takers for their discs, they de- 
cided to take matters in their own hands. Less than a 
year after the idea was first discussed in April 2006, by 
March 2007 Moser Baer started selling the first VCDs 
and DVDs under their own brand, and at the piracy- 
busting price of Rs 28 and Rs 34, respectively. The pi- 
rates understandably were not pleased and even rioted 
at some places. But now Puri faces another problem. 
“Honestly, we just cannot seem to keep up with de- 
mand and roll out fast enough. It is a problem, but a 
better problem to have than no one buying our 
discs," he says with a glint in his eyes. 


PUTTING MOSER BAER ON THE GLOBAL MAP 


Indeed, it was with discs that Puri first made his 
mark. He put Moser Baer firmly on the global map as 
the second-largest manufacturer of CDs and DVDS. 
He accomplished that in less than a decade since 


DEBASIS PALIT 


masterminding the company’s foray into optical discs 
in 1999, But Puri had his share of trials and tribula- 
tions, whether it was getting the necessary approvals 
from the government or scouting for money and 
manpower for his hi-tech project. 

“I always wanted Ratul to join the company,” 
says senior Puri, adding, “because I feel that there is 
no greater joy in life than dealing with the hurdles that 
are thrown in front of you in your own business.” 

“It was a bit disconcerting,” recalls John Levack, 
Managing Director, Electra Partners Asia, one of the 
oldest venture capital investors (it invested way back 
in 1999), and also a member of the company’s Board 
of Directors, “to see a man, rather a boy, not even in 
his 30s, heading up this operation, while persuading 
us to invest in this idea.” But Puri pulled it off in smart 
fashion, despite the cyclical nature of the industry and 
its domination by East Asian firms. “We are the first 
company in the world to ship out recordable HD-DVDs 
(next generation optical discs),” he says proudly. 

Incidentally, Electra Partners Asia did invest in 
Moser Baer (via their Mauritius subsidiary). Levack 
says that while the quantum of their shareholding has 
come down from 18 per cent to 5.93 per cent today, 
“We have made a nice profit on our initial invest- 
ment”. He adds: “But every time we have ever 
thought of divesting, we have always felt there will be 
a significant upside in the near future.” 

Talking about the home entertainment business, 
one gets a peak into Puri’s mind. “The home enter- 


RAJKUMAR 





"| have the view from the sky. He knows the nitty-gritty of things. | have 
a short temper, but he is very patient,” says Ratul's father Deepak Puri 
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THE MOSER BAER EMPIRE 





CORE BUSINESS 


OPTICAL DISCS 
Revenues: Rs 2,000 crore (Up to March 2007) 
Global #2 
Moser Baer is the first optical disc manufacturer to 
start shipping recordable HD-DVD and Blu-Ray 
discs. The switchover from DVD to higher-definition 
formats that will gather momentum over 2008 
should help Moser Baer's margins. The company is 
also researching into future holographic storage 
technologies. However, since this is an export- 
driven business, the rising rupee is already affecting 
the bottom-line. 
» Growth possibilities: New technologies should 
help it, but growth will be moderate at best. 


NEW BUSINESSES 
MOSER BAER PHOTOVOLTAIC (MBPV) 
Moser Baer recently raised $100 million for MBPV 
and will use this to establish a capacity of 500 
megaWatts by 2010. The company has recently 
started production at its crystalline silicon cell plant 
and expects to have the first phase of thin-film plant 
to be running by April 2008. They are also establish- 
ing a pilot grid-connected five megaWatt solar power 
plant in Rajasthan. 

Growth possibilities: If Moser Baer can pull this 
off, the revenue opportunities are tremendous. 


tainment business in India last year was worth around 
Rs 250 crore, and the organised movie market was 
worth Rs 12,500 crore. In the us, Hollywood generates 
more revenue from 2.5 billion DVDs it sells every year 
than from theatre sales. The opportunities were mas- 
sive," he says. Puri's dad compliments him saying, 
“This scheme was totally his idea, I had nothing what- 
soever to do with this. But I think it is brilliant." 

In April 2006, a team started work on the proposal. 
Puri presented the idea to the board in August and got 
clearance. His legal team went around scouring the 
country for content deals. At one point of time, they 
were signing three-four deals every day, and ended up 
acquiring a library of nearly 10,000 titles. By March 
2007, the first Moser Baer branded УСрѕ and DVDs 
started appearing in the market. 





MOSER BAER HOME ENTERTAINMENT 


The first six months of the business has been a steep 
learning curve for the company, which ironically had 
to face the ire of movie pirates and cinema hall own- 
ers. But it now owns rights to over 10,000 titles 
across the country and has also bought rights for a 
quarter of the titles still in production. In the recent 
past, the company has not been able to cope with in- 
creased demand. 

Growth possibilities: Is not going to be a high-mar- 
gin business, but Moser Baer has established a me- 
dia colossus in 18 months. 

REVENUES: Moser Baer predicts that the new 
businesses will contribute Rs 560-640 crore to the 
top line for the year ending March 2008. 


But the challenge did not stop there. Now that 
Moser Baer had made the products, they had to dis 
tribute them. *This is a company that had hitherto 
mostly dealt with industrial clients. This was going to 
be an interesting challenge," Levack points out. Says 
Puri: “We have only being doing this for nine months, 
and we aim to reach 100,000 distribution points 
across the country. We want to target paniwallab: 
and street vendors as well as big retail." 

So, what made him get into the solar power busi 
ness? “If we can leverage our manufacturing strength ii 
a business we will think about it. Solar was obvious be 
cause at the end of the day it involves layers of a sub 
strate. Optical discs involve layers on a substrate. Sec 
what I mean?” he says 

Moser Baer Photo Voltaic (MBPV), a wholly-owned 
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"| have to constantly do things to prove that | am not here because of 
who | am, but because | am good,” says Ratul Puri 


subsidiary of the parent company, 
is on the verge of starting pro- 
duction in Greater Noida by early 
April 2008. “We will start with an 
initial capacity of 40 megaWatts, 
but we will rapidly scale that up to 
80 mega Watts,” says Puri. Along 
with investments in crystalline sil- 
icon wafers and concentration 
solar energy, MBPV claims to be the 
only company in the world with 
both manufacturing and expertise 
in all three methods to generate 
energy from solar power. 

While a near-term goal of es- 
tablishing a manufacturing ca- 
pacity totalling one gigaWatt 
might seem overly ambitious, Puri 
has no qualms explaining the mas- 
sive build-up. “Without any sig- 
nificant breakthroughs in tech- 
nology, the cost of generating so- 
lar power from photovoltaic pan- 
els will drop 40 per cent just 





FUTURE PLANS 





» To become a dominant player across 
multiple verticals and across the value 
chain in solar energy 


of pulling it off. Ashish Dhawan, 
Managing Partner, ChrysCapital, 
says: “Ratul is very bright and 
ambitious. Moser is a global 
leader in optical media and now 
has the opportunity to do the 
same in the solar power industry." 

Is there any flaw with Ratul 
Puri then? *He cannot say no," 
says his father Deepak, adding 
somewhat mischievously, “If he 
were a girl, he would have had 
five or six illegitimate children by 
now. He has a lot of patience 
with people, sometimes too 
much." He, however, stresses 
that the two of them comple- 
ment each other perfectly. “I 
have the view from the sky, he 
knows the nitty-gritty of things. 
| have a short temper, but he is 
very patient," he says. 

But what does Puri make of 
himself? *You know, I would 





through manufacturing efficien- 
cies," he says. Such a steep de- 
cline, Puri claims, will make solar 
energy from thin film photovoltaic 
cells on par with or maybe even 
slightly cheaper than thermal en- 
ergy. "India still uses a lot less 
power than the global average. 
We can be a global leader in solar power," he asserts. 

Puri has a point. According to figures released by 
the International Energy Agency, the per capita con- 
sumption of electricity in India in 2006 was 631 
kiloWatt hours (kwhr). In Canada, the world's high- 
est per capita consumer of power, that figure was a 
whopping 17,179 Kwhr. According to a government 
estimate, the per capita consumption of power in 
the country is expected to touch 1,000 Kwhr by 
2012. It isn't difficult to see that doubling of power 
production through conventional methods would 
not be possible in the next 48 months. Not surpris- 
ingly, then, Puri is gung-ho about the prospects for 
photovoltaic energy in India. 


and geographies 


BRIGHT AND AMBITIOUS 


Those who have known Puri feel he's quite capable 
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» Leverage mass manufacturing and 
thin-film coating capabilities in new 
growth businesses 


> To dominate global storage media 
industry across all application classes 


like to think of myself as a man- 
ager and not a promoter. І have 
to constantly do things to prove 
that I am not here because of 
who I am, but because I am 
good. As a shareholder I would 
be insane to sit here if some- 
one else could give me a better 
return," he says matter-of-factly. 

But as the company expands, investors like 
Levack see the need for decentralisation as the 
biggest challenge. *They have made some smart 
recruitment, but there will need to be less hands-on 
control, which might be a challenge for a cen- 
tralised company like Moser Baer," he says. But 
when asked how confident he was about the com- 
pany pulling it off, Levack simply said, *We are 
still invested in Moser Baer." 

The story isn't over for Moser Baer yet. The com- 
pany is now planning to sell small pen drives, even 
though Puri says that it is unlikely that Moser Baer will 
get into solid state memory soon. “If 
you think about it, crystalline silicon solar cells are semi- 
conductors too. So never say never," he says, leaving 
one wondering what will catch his fancy next. mi 
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| i SANGITA REDDY 
Executive Director, Apollo Hospitals 


India's Healthcare 


Heiress 


She is writing the precise prognosis for her business. 
K.R. BALASUBRAMANYAM & NITYA VARADARAJAN 


S A STUDENT, SANGITA REDDY HAD AN IRRESISTIBLE DESIRE TO 

pursue medicine. That was quite natural for somebody who had 

grown up under the overarching influence of a successful 

cardiologist, her father Dr Prathap C. Reddy, the Founder- 

Chairman of the Apollo Hospitals Group. Her performance in 

the entrance test did earn her an MBBS seat under merit quota in Chennai 

in 1980. But much to her surprise, that was not what her father wanted her to do. 

He dissuaded all his four daughters from joining medicine. Though she ini- 

tially resisted and sulked, Reddy later gave up her MBBS seat and joined Chennai’s 

Women's Christian College to pursue a degree in Bsc (Hons). She later did 

courses in health administration from the us and along the way picked up 
prowess in information technology. 

However the lady, who was not destined to be a doctor, is writing copious prescriptions 

for the future course of the healthcare industry, led by a group that is the largest healthcare 

provider in Asia with 7,750 beds and 4,500 consultant doctors. Reddy is the Executive 
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4 NAME Sangita Reddy 
БЫ At 1: 45 


4 CURRENT DESIGN/ 
Executive Director 
(Operations), Apollo 
Hospitals; MD, Apollo 
Health Street; Directo! 
Family Health Plan 


a EDUCATION: B.Sc (Hons), 
Master of Health 
Administration (US! 


4 CAREER TRALI 
Management Trainee 
Apollo Hospital (1983) 
Director, Family Heaith 
Plan (1997); Executive 
Director (Operations), 
Apollo Hospitals (2000); 
Founded the BPO, Apollo 
Health Street in 2000 


« LEADERSHIP | 
Supportive, open and 
innovative 


4 FAMILY: Husband К. 
Vishweshwar Reddy is 
MD, Citadel Healthcare & 
Research Solutions, 
Hyderabad. Three 
children, Anindith, 
Vishwajith and 
Viraj 


«HOBBIES: Reading and 
adventure sports 


а L AVOI IRI ГІ 
"Be the change you wish 
to see in the world 


«4 GOAL IN LIFE: Good 
healthcare for the world 
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4 HEALTHCARE 


PAWAR 


DEEPAK G. 


Escorts, Fortis, Wockhardt & Manipal Group 


REASON: Indian healthcare market today is 
around Rs 1.36 lakh crore ($34 billion) and is 
expected to touch Rs 1.60 lakh crore 

($40 billion) by 2012, according to PwC's 
Emerging Market Report 2007 on Healthcare in 
India. The present-day healthcare spend of 

Rs 1,360 (534) per capita will reach Rs 1,600 in 
four years. The private sector accounts for more 
en e per cent of total healthcare spending 
in India. 





4 HEALTHCARE BPO 

Payer (US Insurance Cos): HTMT, IBM Daksh, 
Wipro BPO, Patni BPO and WNS Global Services 
Provider (US Hospitals): Accenture, 

Deloitte, Perot Systems; 

IT Solutions: Cognizant and ACS 
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REASON: In developed markets, the focus is 
shifting from disease control to health 
management. This, in turn, requires better 
data management. The cost of healthcare has 
been increasing and players are looking at 
rationalising costs. This translates into growth 
for services like tele-radiology, remote diag 
nostics, medical transcriptions, among others. 
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Director of Apollo Hospitals, but has gone many steps 
beyond to perform an assortment of roles with equal 
ease. And that is what sets her apart from her sisters. 
While Preetha, Sunita and Shobana followed in the 
footsteps of their father in running the Group with 
Preetha in the lead, Sangita set out to chase her own 
business ideas that included a BPO arm. The Apollo 
Health Street or simply AHs, the Hyderabad-based 
pure-play healthcare BPO that she founded at the cusp 
of the new millennium, leverages the strengths of the 
Apollo network. AHs, in fact, took shape first as a 
dot-com before it transformed itself into a BPO in less 
than a year; thereafter it rose unfettered. 

And not without good reason. In the US, for every 
dollar spent on healthcare, 30 cents go for adminis- 
trative processes. That is huge, and cutting it even by 
five cents translates into a sizeable saving for the $2- 
trillion Us healthcare market and a sizeable revenue for 
offshore hot spots like India. A $75-billion turf is 
available for BPOs to address. 

Today, Reddy is among the leading faces of this 
global healthcare BPO industry jet-setting between 
India and the us. She spends one week in the us for 
every six weeks in India. *We are no longer just an 
Indian BPO. We are a global company," asserts the lady 
who has so far clinched four acquisition deals (see The 
Snapshot). “The us acquisitions have added domain 
knowledge, scale and bandwidth,” she declares. 

Post acquisitions, Health Street has turned out to 
be the largest ‘focussed’ healthcare Bro in India with 
100-plus customers and over 2,500 employees. Top 
five Us commercial players are among the BPO's clien- 
tele. "Dur average revenue per employee is much 
superior to any of the BPO companies," the Health 
Street MD says. Her goal is to take her BPO revenues to 
$500 million (Rs 2,000 crore) in the next three years 
from $120 million (Rs 480 crore) projected for the 
year to March 2008. The IPO slated for early 2008 is 
only expected to accelerate that process. 


THE EAGER LEARNER 


Reddy's ascent to corporate heights did not happen 
overnight. She stepped into the family business in 
1983 at the age of 21 as a management trainee and 
worked in every department of Chennai's Apollo 
Hospital, India's first corporate hospital which went 
public two years later. She was also the Executive 
Assistant to the Chairman in charge of Special Projects. 
"That's how I got an overview of the entire organi- 
sation," she says, sitting in her office in the 33-acre 
boulder and grass-carpeted Apollo Health City cam- 
pus in Hyderabad's upscale Jubilee Hills. The one 
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Reddy is not smug about her achievements. She is always on the lookout for 
acquisition opportunities in the US as part of her inorganic growth strategy 


constant all this while has been her relentless adora- 
tion for her father. “I continue to be astounded by his 
continuous positivity. He sees things ahead of others,” 
says the doting daughter. Dr Reddy, too, does not hide 
whose side he is on. “Being the youngest, she is my 
favourite daughter,” he says fondly. 

Reddy, however, is not the one to be smug about 
being a worthy heiress or about the 70 per cent CAGR 
(compounded annual growth rate) in revenues that 
Health Street is clocking organically. She is always on 
the lookout for acquisition opportunities in the US as 
part of inorganic growth strategy. For, healthcare 
off-shoring may no longer be limited just to medical 
billing, coding or claims processing. Global healthcare 
providers and insurers, says Shashwat Sharma, 
Associate Director, KPMG, are paying more attention 
to efficiency and affordability for their consumers. *At 
a projected growth of above 30 per cent over the next 
five years, Indian off-shoring majors will handle pa- 
tient case management and medical analytics in a 
significant way," adds Sharma. 

Not everyone, however, agrees with Reddy's re- 
cent buyout adventures. Vijay Kedia, MD, Kedia 
Securities, for instance, feels the recent acquisition was 
unnecessary at a time when dollar was depreciating. 
In the last two to three years, Apollo Hospital has 
been slow in expansion though the industry demand 
is robust and new entrants like Fortis are growing rap- 
idly. At 23 per cent employee at- 
trition levels and the 800-mem- 
ber Us workforce accounting for 
70 per cent of HR costs, it is not 
a cakewalk for Apollo Health 
Street. Anish Zaveri, Associate 
Director, KPMG, too, believes 
that rupee and talent pool very 
much remain a challenge for 
healthcare BPOs. 

But an effusive Reddy says 
the rupee's impact on margins 
has been minimal all these days 
because of the adequate forward 
cover and is confident that the 
constant innovation within the 
BPO will always keep it ahead. 


PRUDENT OPTIMIST 


The self-belief and conviction 


$120 million 
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AMIT KUMAR 


FUTURE PLANS 





> To set up a national grid of telemedicine 
where various hospitals can exchange 
expertise 


> To take Apollo Health Street revenues to 
$500 million in three years from present 


» To generate more overseas business for 
Apollo Health Street 


> To develop capabilities to service 
outpatient insurance products and 
emergency assistance 


» Family Health Plan has entered Kuwait 
through a joint venture; to expand into 
other Gulf markets 





that Reddy carries, echoes in her team's perception of 
the lady. Says Dr. К. Hariprasad, CEO, Apollo Health 
City: "I am amazed at her insight and understanding 
of the healthcare sector. When we talk to her about a 
clinical issue, we talk in medical jargon like we do to 
a doctor." With her around, the CEO says, they feel 
empowered and go about their 
work with ease. If something 
goes amiss, she is always there to 
sort it out. 

Agrees Malathi Manohar, 
Senior Executive Assistant to 
Apollo Chairman for close to 
three decades, who has seen the 
daughters closely: “The great- 
est trait about her is she is her fa- 
ther’s daughter. She has under- 
stood her father’s vision and has 
imbibed it to drive Apollo for- 
ward.” Dr Reddy himself got to 
hear about Sangita’s abilities 
when Jamie Rubin, MD, One 
Equity Partners, mentioned to 
him about the way she impressed 
Tenet Healthcare Corporation’s 
President and CEO Trevor Fetter 
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with her dynamism. 

According to Dr Vikram Chatwal, CEO, Reliance 
Health, Reddy has the great ability to identify po- 
tential opportunities, and put together a team that 
will deliver. “She carries the burden along with the 
team,” says Dr Chatwal, who was the first CEO of 
Apollo Health Street. 

Reddy’s foresight came to the fore early when she 
founded Apollo Institute of Hospital Administration 
in Hyderabad in 1995. The government expendi- 
ture on public health then was on a decline, throwing 
up enormous scope for investors to intervene and tap 
the healthcare market. But as the number of private 
hospitals increased in the 1990s, healthcare man- 
agers were few and far between. In fact, Apollo itself 
picked up people from FMCG companies and trained 
them in hospital management so as to meet its man- 
power needs. Today, private sector accounts for 
more than 80 per cent of the total healthcare spend- 
ing in India. And Reddy could clearly see this coming, 

Her hunch was that the healthcare sector in India 
was poised for an explosive growth, aided also by med- 
ical tourism potential. Today, not just Indian hospital 
and insurance majors participate in the campus selec- 
tion; there have even been international placements 
too. A PricewaterhouseCoopers study confirms her 
prognosis for healthcare sector. By 2012, the industry 
will grow to nearly $40 billion, the study notes in its 
Healthcare in India: Emerging Market Report, 2007. 
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ADROIT TIME MANAGER 


Ask her about the one thing that she does not like 
about herself and Reddy quips: *Why just one? 
But at times I try to do too many things at one go. 
That makes you less of a perfectionist." A perfec- 
tionist or not, the lady is proficient at multi-tasking 
and has shown an amazing appetite for IT. Her fa- 
ther says her expertise in IT is driving the vision for 
the Apollo Super Highway. The Andhra Pradesh 
government recognised her skills in rr when it 
named her Top Woman Entrepreneur in ICT for 
2005-06. This hard taskmaster says: “I give free 
hand and long rope to innovators and 
risk-takers." 

Amidst her varied corporate activities, Reddy 
finds time to perform morning puja and visit Balaji 
temple in the hospital campus. “In a temple, you 
are able to receive positive vibrations from temple 
structures, the s/okas, the chanting and recharge 
yourself,” she says, adding: “These days, we are 
more concerned about recharging our BlackBerry 
(handsets) than ourselves." 

More a typical Chennai girl despite her roots in 
Chitoor district, Andhra Pradesh, Reddy is an adept 
time manager. Maintaining "the perfect work-life 
balance", she and her husband manage to squeeze in 
time to listen to western classical music. As a child, 
Reddy learnt Carnatic classical music; for now, the 
young lady is certainly on a song. 8I 
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Admissions open for Post Graduate Program in Management - 2008 


Great Lakes Institute of Management, founded by 
Prof Bala V Balachandran, in its fourth year is the fastest 
progressing Business School in India. Known for its elite 
faculty coming from top business schools around the world, it 
has adapted the best features of American Management 
education to the Asian culture and ethos. Great Lakes has 
made a mark in the corporate world as a B-School producing 
Business-Ready Managers with strong values. 


Eligibility Criteria for Admissions PGPM 2008 

* A valid GMAT score or CAT score of 2006 or 2007. 

* A bachelor's degree in any discipline from a recognized 
institution. 

* A minimum work experience of two years is highly 
desirable. 


Application Procedure 


* To apply online visit www.greatlakes.edu.in and fill the 
form by making a payment of Rs. 900 by credit card. 


* Candidates can also make a payment of Rs. 900 at select 
IMS centers and the unique number on the brochure should 
be used to fill the online application. Please visit our 
website for the list of IMS Centres. 


* Brochure and application form may also be obtained from 
Great Lakes Institute of Management by enclosing à 


Demand Draft for Rs.1000 in favor of Great Lakes 
Institute of Management payable at Chennai, along with 
2 self addressed stickers (7.5cm x 3.5cm). 


e At the time of interview, the candidate is required 
to bring the proof of payment either in the form of a credit 
card statement or IMS receipt. 


Important Dates 


Last Date for issue of Application Forms 12th Jan 2008 
Last Date to submit completed Application 18th Jan 2008 





* Education Loan at attractive rate can be arranged through 
Indian Bank. 


* This program is not approved by AICTE. Approval process 
is in progress. 
* Great Lakes is a ‘not for profit’ organization. 
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GLENN SALDANHA 
MD & CEO, Glenmark Pharmaceuticals 


Medicine 


an) 


Glenn Saldanha wants to make Glenmark Pharma one of the 
very few innovation-driven Indian MNCs. BRIAN CARVALHO 






N THE FRINGES OF MUMBAI, IN WHAT’S KNOWN AS NAVI OR 

New Mumbai, lies Mahape. One of the 226-odd functional 

industrial areas chalked out by the Maharashtra Industrial 

Corporation (MIDC) in the state is sprawled over this suburb, 

The MIDC's brief is to kick-start industry in the developing and 
undeveloped regions of the state. The MIDC has put up the Millennium 
Business Park (MBP) in Mahape, a software park spread over 20 lakh sq. ft, and 
which houses IT services majors like Mastek, Aptech and Datamatics. For good 
measure, or otherwise, the MBP also houses smokestack industries, and the oc- 
casional tall, rusting chimney peeps out rather disconcertingly of what’s been 
bandied a “modern, state-of-the-art” software park. Cheek-by-jowl to a cob-webbed 
asbestos-roofed factory that’s gone sick (and which belongs to a prominent 
Indian business house) is a rather unremarkable tw« storey structure. Walk through the 
door, and you'll find yourself in the midst of a maze of laboratories—chemistry labs, mo- 
lecular biology labs, pharmacology labs, process labs, analytical labs. ..they're all there. A 
workforce of some 450, comprising research assistants, research officers, pharmacologists 
and those crucial point-men—the 40-45 scientists—all clad in lab coats, can be found peer- 
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ing into test tubes or noodling with the kind of ap- 
paratus you last encountered in your high school lab. 

Welcome to the Glenmark Research Centre. It's 
not a terribly impressive picture—at least not to the 
untrained eye. But don't let the surroundings, the still- 
ness and the poker-faced scientists fool you. For the 
past eight years, these labs have been a hot-bed for 
some of the most cutting-edge research to come out 
of India—or for that matter to come out of most parts 
of the world. It's basic drug research that has so far 
thrown up six molecules that are in various phases of 
development. Three of these leads are in phase II (af- 
ter which comes phase III, which is followed by an 
eventual launch, but the probability of reaching mar- 
ket reduces too along with the progress made). The 
market size for these three drugs under develop- 
ment: close to $50 billion. The Rs 809 crore 
Glenmark Pharmaceuticals is perhaps the only Indian 
drug company to have come so far in the quest for a 
new chemical entity (NCE) (which would mean a new 
drug on the market). R&D pioneer Dr Reddy's, which 
recently took an anti-diabetic candidate into phase III 
(which is being co-developed with Rheoscience of 
Denmark) and which has another lead in phase II, is 
the only other Indian pharma firm that can hold a can- 
dle to Glenmark on the R&D front (that said, there 
were at least 60 molecules of Indian pharma compa- 
nies at last count in various phases of R&D). 

If money talks, Glenmark's R&D exploits would be 
the chatter on the street. And actually it is these days. 
Consider: Over the past eight years, the company 
has spent just $25-30 million on drug discovery. 
Courtesy of the four outlicensing agreements it has 
worked out for development of three molecules that 
are in phase II, it has already pocketed $100 mil- 
lion, and stands to gain another $700 million over the 
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next 13 years in milestone payments and royalties, 
depending on the progress its molecules make. Such 
a massive upside explains why the market value of 
Glenmark has soared from some Rs 200 crore after it 
got listed on the stock exchanges at the turn of the cen- 
tury to close to Rs 14,000 crore. Over the past five 
years, the company has grown at a scorching pace that 
would leave most sectors behind (35 per cent, annual 
compounded). Most importantly, it's today ranked 
amongst the top four Indian pharma firms that are do- 
ing genuine innovation. And it's all thanks to a non- 
descript research centre in the back of beyond. The 
man responsible for it all: Glenn Saldanha, Managing 
Director & CEO, Glenmark. Says G.V. Prasad, Vice 
Chairman & CEO, Dr Reddy's Laboratories: “He has 
certainly been bold in his strategy. The move to mon- 
etise the R&D assets early is a good strategy and does 
mitigate a lot of risk for an emerging company." 

It wasn't always this way. Rewind to 1977, when 
a medical representative mustered up the courage 
to start a formulations unit. Over the next 20 years, 
he put his shoulder to the wheel and built a number 
of brands in the domestic market, the most popular 
one being Candid in the dermatology segment. The 
man at the helm then? Gracias Saldanha, father of 
Glenn, who retired in 2000 (he continues to be 
Chairman & Non-executive Director). 

By 1998, Glenmark Pharma was moving steadily, 
if not spectacularly, clocking annual sales of some Rs 
70 crore, almost all of those coming from the domestic 
market. Glenn Saldanha, a sprightly 29-lad, had re- 
turned from the Us, armed with an MBA, experience in 
Big Pharma and a vision. After obtaining his Bachelor's 
degree in Pharmacy and spending three-and-a-half 
years in sales and marketing at a sister company, 
Saldanha (he has a brother Mark and a sister Cheryl) 
went to Leonard Stern School of Business, NYU. After 
which came two crucial assignments. The first was with 
Eli Lily's global marketing team where Saldanha was 
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Sound Strategy: Swati Piramal (L) and G.V. Prasad feel Glenmark's move to 
monetise R&D assets early on makes sense for an emerging company 


at one point a brand manager for Prozac (the best-sell- 
ing anti-depressant). “It’s at Lily that I learnt the 
importance of innovation, global markets and brand 
building," recalls Saldanha. More learnings came his 
way when he moved on to PricewaterhouseCoopers 
and, as a consultant, worked with the likes of Rhone 
Poulenc Rhorer, Bristol Myers Squibb, Astra and 
Merck. The assignments were challenging: For one Big 
Pharma firm, Saldanha had to plan a post-patent 
strategy for a large blockbuster that was slated to 
come off-patent. At another big drug company, he had 
to take charge of the R&D portfolio—he had to decide 
which molecules could be taken forward, and which 
couldn't. At yet another Big Pharma giant, Saldanha 
was called in to reverse the declining for- 
tunes of a blockbuster brand (as a con- 
sultant, Saldanha had to sign confiden- 
tiality agreements, which still apply). 
When Saldanha returned home a 
decade ago, he had two good reasons to do 
so. One, Indian Pharma was at a cross- 


quality work at one-tenth of the cost (during those 
days) was also a big motivator for Saldanha moving 
back. 

His strategy was radical for most at Glenmark. The 
company would henceforth focus on the interna 
tional generics and branded generics market, and 
those cash flows would be used to fund drug discov- 
ery—a decidedly risky strategy for such a small firm 
(it was ranked around #30 then), felt some sections 
of the management and the consultants who were 
called in to vet the blueprint. "When Glenn came 
back, he had this vision to do research. Almost every- 
one was skeptical, including the consultants and the 
family. After all, research called for plenty of invest- 


Glenmark's Research Pipeline 


Saldanha has many irons in the fire 





roads, and thereby presented a challenge. Asthma GRC 3886 Il 19 2009-10 
With India becoming a signatory to GATT туре Diabetes — GRC 8200 T 20 2010 
(General Agreement on Tariffs & Trade), 

the writing was on the wall: By 2005, do- Pu r : 

mestic companies would no longer be able incontinence GRC 6211 I 10 2011 
to reverse-engineer molecules of global Obesity GRC 10801 | by 4th 4 by 2011 2012 
majors (or continue to as 'copy-cats,' as rter 

many in the developed world referred to 2008 

them). Product patents were the call ої ggtegarthritis GRC 10693 | by 4th 10 2012 
the day, and Saldanha with his global ex- neuropathic & quarter of 2008; 

perience in innovation and generics could inflammatory pain may opt for 

save the day for Glenmark. The threat outlicensing 

was very real: Family-run pharma com- Rheumatoid GRC 4039 | by 4 Not Available 2012 
panies (and there were thousands of them) i multiple a 


had to shape up and change course; and 
fast. That India also had a large, educated 
talent pool that was capable of doing high- 


Note: In addition, Glenmark's research strategy encompasses biologicals, where there are tive 
leads in the pipeline, with the focus being on oncology and inflammation 
Source: Company, ENAM Research 
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ments, and much of the com- 
pany's profits would be going 
into it. But Glenn was convinced 
that this was the only way to 
go,” says Cheryl Pinto, Director 
Corporate Affairs, Glenmark 
Pharmaceuticals. 

Saldanha wasted little time 
in taking the company public. 
He raised $10 million (Rs 50 
crore then) by diluting a fourth of 
the company's equity. The funds 
were used to build the research 
centre. “The first four years after 
the initial public offering were 
the most difficult for the com- 
pany and me. Investors had little 
faith in the innovation strategy, 
and they thought I was crazy to 
be putting my entire profit (at 
least in the first couple of years) 
in research,” grins Saldanha. 

His perseverance and ap- 
petite for high risk paid off 
handsomely in September 2004 
when Glenmark’s first molecule 
(GRC 3886), an anti-asthma lead, 
was outlicensed to Forest Labs 
of the us for $190 million—the 
biggest R&D deal for an Indian 
company at that time. In April 
2005, the same molecule was 
outlicensed to another company, 
Teijin Pharma of Japan, for $53 
million. Whilst the agreement 
with Forest Labs gives the Us company the exclusive 
right to develop, register and commercialise this mol- 
ecule for the North American market, Teijin bagged 
the exclusive right for the same for the Japanese 
market. Glenmark had struck pay dirt. 

“Once we got our first success we were confident 
that other successes would follow,” points out 
Saldanha. They did. A type II diabetes molecule(Grc 
8200) was outlicensed to Merck KgaA in late 2006 in 
a €190 million deal; and an osteoarthritis lead (GRC 
6211) was outlicensed to Eli Lily for $350 million. By 
now, Glenmark had $100 million by way of upfront 
and milestone payments in the bank; and the prom- 
ise of another $700 million, if things proceed as per 
plan. Even if they don’t the company has already 
earned almost four times the cash it had poured into 
basic research, as things stand today. The strategy is 
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FUTURE PLANS 





> Hive off the generics business into a 100 
per cent-owned subsidiary by April 2008. 
Its assets will include formulation and 
API units and a new research centre. 


» Get more molecules in play, and work 
towards making proprietary drugs 
account for more of revenues 


» Use the frant-end created in the US to 
sell products of other companies; focus 
on Eastern-and Central Europe where 
generic penetration is still low 


» Continue to acquire companies globally 
—not for scale or size but to get a 
foothold and traction in new markets. g 


» Become ore of India's very few innova- 
tion-led pharma multinationals (rather 
than generics-led). 


still being played out: Even as 
more leads are being worked on, 
Glenmark will continue to take 
the outlicensing route. But there 
may just come a time when it 
could make the call that its cash 
flows are huge enough for the 
company to go it alone in taking 
a drug from discovery to mar- 
ket without having to resort to 
outlicensing (the entire journey to 
market is estimated to cost $150 
million over five-six years). By 
2015, Saldanha wants 70 per 
cent of his revenues to come from 
proprietary drugs, with two mol- 
ecules having hit the market. And 
the amazing part is that the in- 
novation gambit is paying for it- 
self, and Glenmark does not have 
to rely on cash flows from gener- 
ics to fuel basic research. 

Glenmark's peers in R&D 
agree the company has done well 
for itself, but wonder if out- 
licensing is indeed the best option 
for Indian companies. Says Dr 
Swati Piramal, Director—Strategic 
Alliances & Communications, 
Nicholas Piramal India: “It is a 
good strategy for a small com- 
pany that needs to earn revenues 
from its investments quickly. 
However, the cream of the prof- 
its comes when a company plays 
for the long run and markets its own com- 
pound...Nicholas Piramal's goal is to launch a new 
drug globally and we would not like to monetise 
early and give up the crown jewels." 

Saldanha is aware that he cannot play that 
game—not yet—which could well prove to be a 
zero-sum one for Glenmark. Yet, his larger goal goes 
beyond milestone payments and royalties. He wants 
to change the perception of India as a country of copy- 
cats, of reverse engineers, of low-end researchers. 
“India has the potential for high-end innovation. 
We want to become a truly global innovation-led 
company." The still-bigger picture: Improve the lives 
of people by providing low-cost medication (via 
generics) and doing high-end innovation. He couldn't 
have begun better. 8 

ADDITIONAL REPORTING BY E. KUMAR SHARMA 


INVASOD HSAWN 
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JIGNESH SHAH 
Chairman & Group CEO, Financial Technologies 


The Great 
Enabler 


Jignesh Shah is using technology to deliver the benefits 
of globalisation to the masses. ANAND ADHIKARI 





IS IS YET ANOTHER RAGS TO RICHES STORY; THE ARCHETYPAL 

middle class boy who has made it big. But Jignesh Shah’s tale 

stands out, not because he himself has become fabulously rich, 

but because he has adopted a model that while enriching him- 

self as a byproduct, has enabled thousands of people, and 
society itself, to create enormous wealth. And, by all accounts, one can 
expect more of the same in the vears ahead. 

Shah, who founded the Multi Commodity Exchange of India (MCX) in 
September 2003, loves to prattle about his new “babies”. Sitting in his eth 
floor Boston House boardroom in Chakala, off Mumbai’s suburban Andheri (East), 
he says: “I consider myself to be a technology scientist,” and passionately goes on 
to explain how he is using technology and innovation to create next generation 
financial markets for the masses. “Tm off MCX now,” he says, and switches to 
subjects like energy, logistics , mobile technology and foreign exchange. Even as 
he holds forth on a stream of new business ideas, this electronics engineer from the 
University of Mumbai says he is actually only thinking aloud. 
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THE ESSENTIALS 





a NAME: Jignesh Shah 
4 AGE: 40 


«4 EDUCATION: Electronics 
engineer from University 
of Mumbai 


< CAREER TRACK: Joined 
the Bombay Stock 
Exchange's much-hyped 
Rs 100-crore automation 
project BOLT in 1990. Set 
up Financial Technologies 


` in 1995 


«4 LEADERSHIP STYLE: 
Hands-on team player 


4 FAMILY: Wife and 
daughter 


4 HOBBIES: Hindi movies 
and astrology 


a FAVOURITE QUOTE: 
“First deserve, then 
desire in life” 


4 GOAL IN LIFE: Use 
technology and 
innovation to create 
next generation financial 
markets that will 
democratise the 
benefits of globalisation 








MCX replaced the age-old 
regional commodity exchanges 
by offering a nationwide elec- 
tronic trading platform for fu- 
tures trading in both agricultural 
products as well as metals. 

Statistics roll effortlessly off 
Shah's tongue. It is evident that 
this unassuming man, who will 
turn 41 in January 2008, is charged 
up. And with good reason—he 
has already struck gold in all the 
three ventures he has incubated 
over the last three years. “I’m like 
a scientist researching in a labora- 
tory," says Shah, who is Chairman 
& Group CEO of Financial 
Technologies (India) or FTIL, his 
right hand firmly on the remote 
alarm (he keeps calling his secretary 
to fetch papers from his table in the 
next room). 

He has put on a little weight 
since this correspondent met him 
last year, but otherwise, the script 
is similar. He is working on the 
next big idea in his "laboratory". 
"There are several more, but ГІІ 
tell you about them at an appro- 
priate time," he says with a smile. 

This time around, he wants to 
talk about India's first power ex- 


change, Indian Energy Exchange or IEX. “Energy is at 
the heart of industrial growth, but there's a huge 


PEERS TO WATCH 





142 BUSINESS TODAY JANUARY 13 


2008 


BUSINESS TODAY 16TH ANNIVERSARY ISSUE 


FUTURE PLANS 


> Scale up spot trading in commodities. 
че alee has already given a go ahead, and 
half a dozen other states are readying to 
go live with spot trading in commodities 


> Distribution of financial information (a /а 
Bloomberg and Reuters) is another area FTIL 
has identified as having huge potential. It is, 
however, approaching the market from a 
slightly different angle and wants to “go 
mass" with the information. The “Ticker- 
plant Vending", as it is called, will offer 
tailormade information on mobile handsets 


> Shah thinks there is a massive opportu- 
nity in the payments solutions space. He is 
building a mobile payment sation for 
this. His ATOM Technology, he claims, is 
the easiest and the cheapest way to reach 
the masses in rural areas. He is already 
working with big banks, and once he 
launches his service, it is expected to earn 
big bucks for FTIL 


» Shah has set up Bulk Trading 
Corporation, which is changing the face of 
the logistics market by electronically link- 
ing warehouses. It has already connected 
18,000 warehouses and the target is to 
bring an additional 10,000 warehouses 
within its net over the next 3-5 years 


demand-supply gap," says Shah, 
who set up this venture only in 
August, 2007. In all probability, 
IEX will be up and running in 
2008. Like his earlier ventures, 
IEX 1s positioned to usher in a 
revolution in the energy market 
by enabling price discovery in 
an automated environment. 

But IEX is not the only *baby" 
that's taking up Shah's time these 
days. There are half a dozen other 
fledgling ventures that he has in- 
cubated over the last 24 months, 
and he's as passionate about all of 
them. Only, Shah is more cau- 
tious now, following the Income 
Tax searches on the MCX premises 
in June. Also, he's not very com- 
fortable talking about valuations. 
"There are always people who 
envy your success," he says guard- 
edly, adding: *Please don't write 
about billions of dollars." 

Shah then quickly moves to an 
altogether different territory— 
inclusive growth, a term politi- 
cians and the leaders of India Inc. 
often use these days. “You may 
find hundreds of new billion-dol- 
lar companies in the stock market, 
but if you don't involve 100 mil- 


lion people, the growth has no meaning in a country of 
a billion-plus,” he says, launching into a fervent ex- 


planation about ATOM (Anytime Transactional Mobile) 


technology that he is test piloting with leading banks 
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Financial Engineer: After striking gold with MCX, Shah (centre) is onto 
India's first power exchange and a mobile-based transaction technology 


in India. “The mobile phone is the easiest way to 
reach the masses," says Shah. 

His ATOM technology is aimed at hassle-free se- 
cured shopping with a mobile handset (users don't 
have to keep multiple credit or debt cards or cash). 
The technology allows them to load all the cards or 
money in a mobile handset. *The mobile phone will 
become the new point of sales," he explains. E's like 
a virtual credit or debit card loaded on your mobile 
phone which you have to produce or show to the mer- 
chant establishment (shop or a restaurant) after writ- 
ing the payment details. The merchant, in turn, scans 
the encrypted mobile details (just the way they swipe 
cards in a machine) and the whole transaction will get 
completed in a couple of seconds. “Our whole Dna is 
to create markets in every asset class and attack the in- 
efficiencies in the system," says Shah. 

That isn't an idle boast. Within four vears of set- 
ting up MCX, Shah has created a billion-dollar enter- 
prise, a feat unheard of in Corporate India. Says 
K.V. Kamath, Managing Director of ICICI Bank: 


“Financial Technologies is creating next generation 
financial markets and, thus, empowering the masses 
to benefit from globalisation using technology and 
price transparency.” 

That's high praise from the high priest of Indian fi- 
nance. And it’s extremely well deserved and hard 
earned. Shah has grown from working as an Assistant 
Manager in Bombay Stock Exchange (BSE) to one 
of India’s leading young entrepreneurs. When he 
started out, he was up against Asia’s oldest bourse, the 
BSE. “Not many people took me seriously then,” says 
Shah, who had to run from pillar to post to get the 
licence for his commodity exchange. He is yet to 
take MCX public as the government is still working on 
regulations for commodity exchanges. But the likes of 
Fidelity International, Citigroup, Merrill Lynch, icici 
Bank, 1L&Fs and Kotak Mahindra have all invested in 
it—a pointer to the trust these hard nosed financial gi- 
ants have reposed in the emerging architect of online 
commodity trading in India. 

He followed this up with the Dubai Gold & 
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Commodity Exchange (DGCX), a 50:50 Jv founded by 
him in partnership with Dubai Metal & Commodity 
Exchange, two years ago to take advantage of the crit- 
ical time zone (between markets in Europe and the Far 
East). DGCX is valued at half a billion dollars, and its 
success has provided a global platform for Shah to 
showcase his skills to a wider audience. *We have been 
invited by many countries like Malaysia, Mauritius and 
some West Asian states to set up exchanges there,” 
says Shah proudly. 

His flagship, Financial Technologies, through 
which he exercises control, is alreday valued Rs 12,000 
crore and his personal stake in FTIL is valued at over Rs 
2,000 crore, but Shah remains a simple man. His father, 
Prakash Shah, was a small-time iron and steel trader and 
moved to Mumbai from Gujarat in 1963 in search of 
his fortune, and Shah was born and brought up in the 
city. Today, despite his wealth, the only luxuries in 
Shah’s life are a Mercedes Benz S Class and a house in 
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Figures іп Rs crore Source: BT Research 


Mumbai’s ultra-hip Juhu area. But he still uses a 
Toyota for his daily commutes as “it is faster than in a 
Mercedes” in Mumbai's chaotic traffic. 

Looking back, Shah admits that the BSE job was a 
blessing. The exchange was then toying with the idea 
of phasing out the open outcry system with an online 
trading one. “It was a once-in-a-lifetime opportunity to 
be part of the makeover,” he admits. But it was still a 
big call to sign up, especially as many of his friends mi- 
grated to the Us or joined Indian software compa- 
nies. “I took the decision after much thought.” says 
Shah, who was always set against becoming a code jock. 

What worked in his favour is the lethal combination 
of technology and a sharp mind. The short stint in BSE 
took him to the world’s best stock exchanges in the us, 
London and Tokyo. “I refused a job offer from 
Merrill Lynch along the way,” says Shah. Boday, 
Merrill Lynch is a shareholder in Mcx. He fondly re- 
members the early days when he started ЕТП. from а 
cramped 250 sq. ft office in South Mumbai’s Fort 
area, with Rs 5 lakh that he raised by mortgaging his 
flat, and a dozen employees. “We took on biggies 
like Tibco, IBM and TCS head on,” says Shah, who, by 
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2001, came to dominate the trading software space in 
India with a 90 per cent market share. 

His MCX was a success story from day one. “MCX to- 
day is the most powerful brand,” says Shah. Now, 
with an eye on expanding in the commodities market, 
which is 10 times larger than the equity market globally, 
Shah is spreading his wings. The National Spot 
Exchange (NSEAP) is creating a parallel electronic mar- 
ket for spot trading in agricultural commodities. “We 
have already got the go ahead from the government of 
Gujarat; and half a dozen others are readying to go live 
with us," he says. There is also a National Bulk Handing 
Corporation (NBHC), which provides technology to 
warehouse owners to manage agricultural commodities. 
This venture will support the needs of MCX brokers and 
facilitate spot deliveries. “This venture is already match- 
ing MCX in terms of revenue projections," he discloses. 
Then, Shah is also equally excited about the foreign ex- 
change market, but is waiting for a relaxation in reg- 
ulations and a regime that allows 
fuller capital account convertibil- 
ity. He already has an online inter- 
bank foreign exchange trading 
platform for banks and ris. 

What makes Shah's overall 
game plan, of providing trading 
platforms for a variety of assets, 
formidable are the possibilities 
in the mobile space. As we have 
pointed out earlier in this profile, he is *piloting a proj- 
ect to substitute cash and cards (debit and credit) 
with a mobile platform". But he's also thinking ahead. 
"We also plan to use mobile phones to distribute 
global market information". That's a space currently 
dominated by Bloomberg and Reuters; so a head-on 
clash with them is in the offing. How will he differ- 
entiate his offer? *We will offer information tailor- 
made for individuals," says Shah with a twinkle in his 
eyes, "and the information will be on handset even as 
users are on the move." 

The common thread running through all his 
ventures is that they provide people easily accessible 
platforms on which they can engage in price discovery 
of products and then, if they so desire, trade in 
them. His systems enable and empower users by 
demonstrably reducing inefficiencies in the system. 
Now, he is planning to take these strengths to dif- 
ferent verticals. The vision is tantalisingly audacious. 
But given his track record, only the foolhardy will dis- 
miss them as mare's nests, but can he really change 
the lives of India's masses with trading technology? 
Watch this space. m 
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The Best Hindi News Channel. 
/ years in a row. 





THE 
MAGNIFICENT 


Leading consistently, Aaj Tak wins the Indian Television 
Academy Award for the Best Hindi News Channel, 
7 years in a row. We thank our advertisers, cable 
operators and viewers, for their continuous support. 
Aaj Tak, as always - Sabse Tez. 
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VIKRAM AKULA 
CEO & Founder, SKS Microfinance 


God of Small 


Credit 


By giving small loans to poor people, this entrepreneur is 
transforming rural India like never before. E. KUMAR SHARMA 


E IS TAKING MCDONALD'S TO RURAL HOMES IN INDIA. NO, 

Vikram Akula isn't dishing out a happy meal in every Indian 

rural household. Rather, he is in the business of serving 

credit on a platter to the poor in the villages through mi- 

crofinance—lending small amounts to help the poor pull 
themselves out of poverty. And to do that successfully, he has borrowed from 
the efficient operational practices of global retail, food and beverages majors like 
McDonald's and Starbucks. In the process, he is building his company, sks 
Microfinance, as a business that is modelled on the technology and standardised 
systems perfected by these giants. 

"You can get Coke in every village in India, but you get a microfinance loan in 
maybe 10 to 15 per cent of the villages," says Akula, 39, in his typical Yankee ac- 
cent acquired from long years spent in the us. Born in India, this one-time 
McKinsey consultant grew ир in upstate New York (Schenectady, NY). Quite under- 
standably, he wants to replicate the highly standardised distribution process of Coke and 
McDonald's factory-style training through the franchise model for its low-skilled work- 
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THE ESSENTIALS 





4 NAME: Vikram Akula 


4 AGE: 39 


« CURRENT 
DESIGNATION: CEO 
and Founder, SKS 
Microfinance 


a EDUCATION: BA, 


Tufts University; MA, 
Yale у л Ph.D., 
University of Chicago 


4 CAREER TRACK: 


Community Organiser, 
Deccan ment 
Society (1990-91); 
Project Manager, 
Deccan Development 
Society (1994-95); 
Founded SKS NGO in 


December 1997; 
Management 
Consultant with 
McKinsey, Chicago 
(2004-05); Headed 
conversion of SKS 
NGO to SKS NBFC 
(2005) 


< LEADERSHIP STYLE: 


Good values have to 
drive business 
decisions 


DUBITARE O 


KON I» 





a FAMILY: Divorced, 
one son Tejas 


4 HOBBIES: Basketball 
and tennis 


« FAVOURITE QUOTE 
"Be the change you 
want to see in the world" 


a GOAL IN LIFE 
Eradicate poverty 





force in his own business to 
achieve scale. 

Today, with 50 new branches 
and 130,000 new customers 
every month, Akula is getting 
ready to lead and set new bench- 
marks for microfinance. *He is 
hardly the one to follow," says 
Prashant Mitta, his cousin, who 
grew up with Akula in the us. 
Mitta recalls how even in a 
Yankee school with an ethnic 
Indian minority, Akula stood out 
as the "class president". 

Says Vijay Mahajan, a veteran 
whose BASIX (1996) was the first 
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FUTURE PLANS 





> To scale SKS to 5 million clients by 
March 2010 


> To introduce a full range of financial 
services—from micro-insurance to 
mutual funds for SKS clients 


> To take to scale its NGO programme that 
serves the ultra poor 


» To expand into areas like education 
loans 


> Raise more equity as well as tap the 
capital/financial markets for funds 


and funds raised were meant to 
help realise its ambitious goal of 
making financial services avail- 
able to over 5 million poor fam- 
ilies by 2010. The funding also 
made SKS the largest VC-backed 
MFI in the world. 

But it hasn't exactly been a 
cakewalk for Akula who had to 
persevere a lot in setting up SKS. 
Way back in 1996 when he 
started scouting for funds to set 
up SKS, he was turned down by 
majors in the microfinance field 
and global biggies like the Ford 
Foundation and other donor 


non-banking financial com- 
pany-microfinance institution 

(NBFC MFI) in the country and who has mentored 
Akula in his early days: “He is passionate about what he 
does and is committed to the poor. He has achieved a 
breakthrough in terms of scaling up, entered difficult ge- 
ographies like Bihar and eastern UP, and in many ways, 
shown the sector it’s unrealised potential.” 

Akula, who first set up SKS as an NGO, saw the en- 
tity grow into an NBFC and achieve an orbital shift by 
attracting private equity from serious foreign in- 
vestors. In March this year, Sequoia Capital, which 
boasts of providing venture capital to Google, Yahoo! 
and YouTube, came on board as lead investor with an 
investment of $11.5 million (Rs 46 crore). Other in- 
vestors included Unitus Equity Fund, Vinod Khosla, 
Ravi Reddy, Odyssey Capital, and—from a previous 
round—sippi. This took sks’s total equity to Rs 80 crore 
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agencies, who thought he still 

lacked the experience, was too 
young and too American. “That’s when I started do- 
ing fund raisers in people’s homes. My mother would 
call her friends and serve tea and samosas and I would 
show slides. I started doing this among wider and 
wider groups and eventually raised $52,000 from 
357 people." The first foundation to support SKS was 
a small, volunteer Indian American organisation called 
The India Development Services, which gave $10,000 
(part of the $52,000-kitty). 

There was a lot that Akula needed to learn and he 
has displayed that ability in ample measure. “There is 
no substitute to learning by doing,” says he. Akula, for 
example, studied the Grameen Bank model for one en- 
tire year, during which he also visited the Grameen 
Bank and two Grameen replicators. But he says he 
learned more about banking with the poor when he ac- 
tually set up SKS and applied himself in the job. “1 
would go to a village meeting in the morning and come 
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So far, Akula has been able to provide $400 million in unsecured loans to over 
1.4 million poor women and their families spread across 20,000 villages 


back to the office and talk with my staff about what 
went well and what went wrong, The initial three years 
in the field gave me a deep understanding of how to do 
microfinance and lessons from that experience continue 
to stay with me even today." 

But how does he overcome doubts that crop up 
every now and then? “I use both analytics and instincts. 
| will first analyse in as data-oriented a way as possible 
(e.g.: financial projection for an investment decision, 
pros and cons for a market entry decision). If the 
analysis clearly indicates a decision, I will weigh that 
strongly but then it has to be consistent with my in- 
stincts as well. Sometimes even if the analysis indicates 
a decision one way, | may go with my instincts if 
they are saying strongly to move in another direction." 

Evidently, his method has served him well. *The 
impressive thing about him is the fact that he came 
with little exposure into this space and made such an 
impact," says Sarath Naru, Managing Partner at ven- 
ture capital firm Ventureast, which has pioneered 
early-stage technology investing in India. Ace venture 
capitalist Vinod Khosla, who has invested in Sks, is also 


full of praise for Akula. He says: *Vikram first came 
to meet me about investing in sks in 2002. Though | 
wasn't ready to make an investment in microfinance 
at that time, | was impressed with Vikram's passion 
and the business-like approach he was taking to ad- 
dress the problem of poverty. I continued to follow the 
progress of SKS and how SKS was able to scale very rap- 
idly—in a way that had never been done in the sector 
before. So when I was ready to make an investment in 
the sector, it was natural to look at SKs." 

So, how has Akula's approach been different? 
Says he: *The conventional view of microfinance is 
that it is a social business and there should be no profit 
and no loss. We have a very different view at SKS. Our 
view is that if you have to tap into $55 billion (the an- 
nual credit requirement in India considering there are 
150 million poor households that need credit), you are 
not going to get from social investors but from com- 
mercial capital markets and by being profitable and 
we're now a for-profit finance company and our 
goal is to be profitable." 

So far, Akula has been able to provide $400 mil- 
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THE SNAPSHOT 


lion or about Rs 1,600 crore (cumulative unsecured 
loans and micro-insurance products) to over 1.4 mil- 
lion poor women and their families spread across 
20,000 villages and slums of India. He has also been 
able to maintain a 99 per cent repayment rate and a 
staff of 6,100. And as of December 2007, sks boasts of 
1.4 million clients, 595 branches and an outstanding 
of Rs 700 crore, spread across 15 states. There is 
still a long way to go. For just under the MFI model (not 
the other SHG model), there are close to 3,000 micro- 
lending institutions in India reaching out to close to 7 
million small borrowers in a country where some 
300 million people live on less than $1 a day. 

Akula realised early on that scalability was critical. 
Experts today are suggesting just that. “Microfinance,” 
says Khosla, “is one of the few market-based, scalable 
anti-poverty solutions that is in place in India today 
and the argument to scale it up to meet the over- 
whelming need is compelling. By unleashing the en- 
trepreneurial talent of the poor, we will slowly but 
surely transform India in ways we can only begin to 
imagine today.” Naru says that equity-like funding at 
this level is a huge need and in turn a huge opportu- 
nity. “This will give small entrepreneurs the ability to 
take more risks with their business . This kind of 
funding is just being tested globally, and I believe it of- 
fers another big paradigm shift in providing equal op- 
portunity in building businesses and a ‘huge’ market 
to boot,” he adds. 

Naru also feels that foreign investors have been 
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completely taken in by microfinance and are invest- 
ing in the space across the board. For instance, JM 
Financial India Fund, a $225-million corporate private 
equity fund, has invested Rs 40 crore in Spandana, 
which has also attracted Rs 10 crore from Lok 
Capital, a Mauritius-based microfinance venture cap- 
ital fund. In May this year, Legatum, a private firm, an- 
nounced its decision to invest Rs 100 crore to acquire 
a majority stake in SHARE Microfin, another major MFI. 

Those who know Akula say he can be very stub- 
born and steadfast in his beliefs. Sitaram Rao, Director, 
SKS, recalls how the company once opted to take a hit 
rather than compromise his principles. Three years 
ago, SKS's refusal to pay off local goons in Nizamabad, 
Andhra Pradesh, led to a huge conflict in the region 
for the company. Local gangsters spread rumours 
that SKS was a Christian organisation trying to convert 
people in the largely Muslim area. Eventually, sks 
opted to pull out losing $300,000 (Rs 1.2 crore), 
rather than pay up and buy peace. 

Little wonder then that in the emerging world of 
microfinance that sometimes gets damned for sto- 
ries about microsharks indulging in usury and dish- 
ing out pricey, short-term loans, Akula stands tall as 
he goes about empowering poor women by helping 
them become economically self-reliant. Though 
his surname in Russian means a shark, he is moving 
upstream and turning out to be the charismatic 
big fish to behold and one that can never prey on 
the vulnerable. m 
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MUKTI DATTA 
Secretary, Jan Jagaran Samiti 


The Liberator of 


Kumaonl 
Women 


Mukti Datta has successfully empowered women in 
Uttarakhand's hill district. RISHI JOSHI 








ASSION, THEY SAY, CAN MOVE MOUNTAINS. AND IN THIS CASE, IT 
did. In 1986, a 23-year-old lady from Binsar in Uttar Pradesh 
(now part of Uttarakhand) wrote a letter to the then Prime 
Minister Rajiv Gandhi urging him to take a personal interest in 
preserving the forests and wildlife in the region, which was un- 
der threat from the timber mafia and poachers. Impressed by the initiative 
taken by her, the Prime Minister responded to the letter personally, en- 
couraging her to continue her campaign for the preservation of the 
unique bio-diversity in Binsar. The young lady was Mukti Datta and Rajiv 
Gandhi's intervention came as a big boost for her crusade to radically improve the 
situation in Binsar. Says Datta: “The Prime Minister's intervention made all the 
difference and things started moving. It was then that I decided that I would fight 
to get Binsar notified as a wildlife sanctuary." 
Datta launched a massive signature campaign to press for her demands and got 


overwhelming support from the inhabitants of the region and the wildlife conservation 
lobby. To lead the initiative, she founded an Nco, Jan Jagaran Samiti (Society for the 
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THE ESSENTIALS 





a NAME: Mukti Datta 


4 AGE: 44 
NEEDS virt e 


« CURRENT DESIGNATION 
Secretary, Jan Jagaran 
Samiti 


a EDUCATION: Higher 
Secondary from 
Maharani Gayatri Devi 
School, Jaipur; no 
university degree 


aq CAREER TRACK 
Set up JJS in 1987, 
established Leprosy 
Rehabilitation Centre 
in 1989; started 
Panchachuli Women 
Weavers' Cooperative 
in 1998 


a LEADERSHIP STYLI 
Lead oy honesty, 
example, courage and 
transparency 


4 FAMILY: Husband 
Prashant Bisht and one 
son Arjun 


« HOBBIES: Travelling, 
reading, trekking and 
swimming 


« FAVOURITE QUOTE 
"Have the serenity to 
accept things you cannot 
change, the courage to 
esq things you can 
and the wisdom to know 
the difference" 


«4 GOAL IN LIFE: "Realise 
my dreams for the state 
of Uttarakhand" 





PHOTOGRAPHS BY DERASIS FALTI 
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Empowerment of the Population), in 1987. The ob- 
jective was to involve the local population, particularly 
the villagers, in Binsar in her initiatives. Support 
came from the government slowly and in 1988, Jan 
Jagaran Samiti was given a grant of Rs 8 lakh for re- 
forestation in Binsar. Her efforts were finally re- 
warded the following year; Binsar was declared a 
wildlife sanctuary in 1989, 


TURNING POINT 


This was also a personal turning point for Datta. 
She decided to devote her life to social causes, and par- 
ticularly those related to empowerment of women and 
the underprivileged, in the backward district of 
Kumaon. Says Datta: “I told my parents that I would 
settle down in the region and work through Jan 
Jagaran Samiti. I was still young and fiery and 
wouldn’t hesitate to taking on people, particularly 
local politicians, if they crossed my path.” 

Datta’s background is interesting. She is half 
Indian and half Belgian and comes from an affluent 
family. Her mother Marie, a Belgian musicologist, 
came to Kumaon in 1956 to record folk music of the 
region for a UNESCO-sponsored project. Her father, 
Vivek Datta, a Punjabi, who had a construction busi- 
ness in Delhi, shifted base to Almora in the early 
'50s to pursue academics (the city was then a centre 
of learning) after completing his PhD in Philosophy 
from the Hindu College. Marie and Vivek met in 
Binsar, married and settled down there. Mukti was 
born in 1963, and spent her first 10 years growing up 





on à farm in the forest and going to a local school. 
Says Datta: "I grew up speaking Kumaoni, the local di- 
alect, and understanding the culture and traditions of 
the region." The young Mukti, who was subsequently 
sent to Jaipur to complete her schooling, returned to 
Binsar after completing her education and was im- 
mediately drawn into a battle with the timber mafia— 
a nexus of contractors, bureaucrats and politicians. 

A single event was to change the course of her life. 
Says Datta: “One day, I saw a big party of hunters 
with the carcass of a deer. All the hunters were forest 
department officials. | was appalled and decided not 
to go to Oxford for further studies as I had planned, 
but, instead, work for saving the Binsar forest.” 

Datta’s Jan Jagaran Samiti slowly expanded its 
scope of activities. One of its major projects was the 
establishment of a Leprosy Rehabilitation Centre in 
Almora’s Baldhoti district in 1989. Moved by the 
plight of lepers in Almora, Datta approached the 
district administration with a proposal to improve their 
economic condition. She asked the authorities for land 
to set up a centre where lepers would be provided 
food and shelter and training at spinning and weaving 
tweeds. Datta found an ally in the District Magistrate 
of the time, Keshav Desiraju, who allotted her the land. 
There were, however, other obstacles; Jan Jagaran 
Samiti still had to raise funds for the intitiative. Says 
Datta: “I had to tap family and friends, besides grants 
from the government, to provide the inmates of the 
centre food, medical care and training.” 

The centre, which initially started with about 20 





While Panchachuli cooperative (L) has been a lifeline for women, Dena 


Hospital in Almora provides medical facilities at subsidised rates 
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leprosy patients, today 


houses 60. And it has made 


the inmates; many have 
even married other patients 
and started families. Their 
children, too, are being 
looked after. Says Rajendra 
Arya, Manager, Leprosy 
Rehabilitation Centre: 
"The children of patients 
go to private English 
schools, and the expenses 
are borne by Jan Jagaran 
Samiti." Little wonder then 
that Datta is worshipped 
by the inmates who are full 
of stories of her generosity 
and big heart. An inmate 
says: "She is like God for 
us," while another tells you 
how Datta always helps them when they need money 
for treatment or for the marriages of their children. 


EMPOWERING WOMEN 


But the most ambitious project undertaken by Jan 
Jagaran Samiti is the one to empower the women of 
Kumaon by imparting vocational skills in the pro- 
duction of woven and knitted products. Datta, dur- 
ing her interactions with the numerous local tribes, 
discovered that the Bhotiyas, based in and around 
Munsiyari, a small town near the Tibetan border, had 
a cottage industry in weaving. The Bhotiya women 
were skilled at weaving pashmina shawls, wool fab- 
rics, carpets and blankets. The women in Binsar, by 
contrast, depended on subsistence agriculture and an- 
imal husbandry for their living. Says Datta: “Women 
in the hills lead narrow, closed and oppressed lives. 
They are also often victims of domestic violence. | 
was wondering how I could do something that 
would enable them to earn a better livelihood and 
also empower them socially." 

Jan Jagaran Samiti started work on a project to im- 
part training in spinning and weaving with the help of 
the Bhotiya tribeswomen. However, once again fi- 
nancial constraints came in the way—the proposed 
training programme and the building of infrastructure 
to mass produce and then market the products re- 
quired deep pockets. It appeared to Datta and her 
team that her project might be stillborn until fate 
intervened. Dena Kaye, daughter of Hollywood star 
Danny Kaye, was in India in 1997 to look for projects 
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DATTA’ S JOURNEY 





to fund through UNICEF. 
She met Datta through a 
common friend and was 
impressed with what she 
saw of her work. Result: 
she offered to fund her 
“dream project”. 

Kaye pledged $1 mil- 
lion to the Samiti in 1998 
and it was used by Datta 
over the next few years to 
set up Panchachuli Women 
Weavers’ Cooperative, 
which would transform the 
lives of hundreds of 
women in Kumaon dis- 
trict. Datta got skilled 
weavers from Munsiyari 
to train women around 
Binsar. Groups of 20-30 
women trainees were 
formed in 30 villages. Village houses were rented as 
training centres and raw material was procured in 
bulk. Local carpenters made looms and spinning 
wheels using traditional designs and soon, the train- 
ing programme was on in full swing. The two pro- 
duction centres she set up can accommodate a work- 
force of about 600, and the merchandise was (and is) 
marketed under the Panchachuli brand name. Says 
Datta: "Panchachuli is a recognised brand name now 
and stands for women’s empowerment.” 

Panchachuli products are now being sold through 
four retail outlets in Almora, Nainital and Muss- 
oorie. They are also being exported to Europe and the 
Us, and the cooperative has held successful exhibitions 
in Delhi, Kolkata, Jaipur and other North Indian 
cities. The project, which started with three women, 
now employs more than 700 women. Panchachuli has 
also become a self-sufficient project and funding 
from Kaye stopped completely in 2005. 

Panchachuli is now a company registered under 
Section 25 of the Companies Act, which governs 
companies with a clear social objective and whose 
profits are utilised to further that objective. Says 
Pooja Mansoor, Director, Panchachuli Women 
Weavers' Pvt Ltd: "She (Datta) is verv good at 
people management." 

Her work has not gone unnoticed. The state 
government and the district administration are now 
urging her to expand the scale of Panchachuli's op- 
erations to provide employment to more women. 
Says Nidhi Mani Tripathi, District Magistrate, 
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Almora: *The weavers' unit has 
done commendable work. At 
least, another thousand women 
want to join Panchachuli. We 
have advised them to form co- 
operative societies and requested 
Panchachuli to train their staff 
and market their products." 
Adds Datta: *They can func- 
tion as independent producer 
companies affiliated to 
Panchachuli. We can help them 
with design, procurement of 
raw materials and marketing. 
And this can change the socio- 
economic status of women in 
the region." 

Then, Jan Jagaran Samiti has 
other pet projects in Kumaon. In particular, it is fo- 
cussing on providing healthcare services in the region 
through its hospital, Dena Hospital (funded, once 
again, by Dena Kaye) in Almora. Built on 25 acres do- 
nated to the Jan Jagaran Samiti by the gram sabha of 
the Matena village, the hospital provides medical 
facilities to more than 100 patients every day at sub- 
sidised rates (the services are almost free for BPL fam- 
ilies). Says Datta: “There has been a deluge of people 
from remote areas flocking to the hospital for treat- 
ment." The hospital is now expanding; it has re- 
cently added a surgery department with funding 
from the Tata Group. 


uplift of women 


FUTURE PLANS 





> Empower more women through 
self-sustaining cottage industries 


» Launch and run community 
health programmes 


» Provide quality health services in 
remote areas through Dena Hospital 


> Take Panchachuli to higher levels of 
excellence as a brand name 


» Ensure the active participation of 
the government in socio-economic 


Another thrust area for Datta 
is education. The Jan Jagaran 
Samiti has set up five primary 
schools and two junior high 
schools in the Almora district 
over the last five years. Datta's 
model: build the basic infra- 
structure for these schools and 
then let them function inde- 
pendently as self-sustaining units. 
Says Datta: “The idea is to pro- 
vide vocational training to stu- 
dents in areas like computer ac- 
countancy and textile designing so 
that they can stand on their own 
feet after completing schooling.” 

Despite her growing stature in 
Uttarakhand, Datta has often 
found herself involved in controversies. Some people 
opposed to her allege financial mismanagement in her 
NGO and accuse her of promoting herself at the ex- 
pense of her cause. Datta brushes asides these charges 
and says she has been at the receiving end largely be- 
cause she has taken on vested interests in the system. 
But most concede that Datta’s social work has had a 
positive impact on the lives of several people. Says 
Padma Shri Lalit Pande, Director of Uttarakhand 
Seva Nidhi, a local NGo: “Datta is a go-getter and 
that’s why she can get things done.” And a go-getter 
with passion gets things done faster and better. And 
that, in a nutshell, sums up Datta. 8 





One of Jan Jagaran Samiti's major projects was the establishment of a Leprosy 
Rehabilitation Centre in Almora's Baldhoti district in 1989 
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HARISH HANDE 
MD, Selco Solar Light 


Sola 
usa 


Harish Hande is lighting up villages, and inspiring 






HAVE SOME BAD NEWS AND SOME GOOD NEWS FOR YOU. THE BAD 
news is you are totally dead and the good news is you are still 
young—This is what Denis Hayes, leading environmental activist and 
founder of the Earth Day, told Harish Hande about the short-term 
future of his business early 2007. Hande, a 40-year-old energy en- 

gineer, sells solar power and his company Selco Solar Light has a solar prod- 
uct line for customers at the bottom of the pyramid. 

Sample this. The flower pickers near Ahmedabad would usually get up in 
the middle of the night, get hold of a kerosene lamp in one hand, and hurry 
to the fields to pick flowers between 2 a.m. and 4 a.m. Their target: to bring 
the flowers to market by 6 a.m., in time for the dawn crowds and before the 
flowers start wilting. Or take the case of silk farmers of Karnataka, who would 
typically use candles or kerosene lamp for lighting at the time of feeding worms in 
the dark (harsh light hampers the growth of silk worms). But a drop of spilled 
kerosene would destroy the entire basket of worms. 


These are not the perfect customers for someone starting out his business. Hande thought 
otherwise in his initial days of creating the need for solar energy. He designed lamps 
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THE ESSENTIALS 





a NAME: Handerto Harish Hande 
a AGE: 40 


«4 CURRENT DESIGNATION 
Managing Director, Selco Solar 
Light (P) Limited 


«4 EDUCATION: Schooling from 
Rourkela Public School (1986) 


Undergraduation in Energy 
engineering from IIT 
Kharagpur (1990) 


Masters (Topic—Rural 
Electrification in Dominican 
Republic) and PhD (Topic— 
Rural electrification in India and 
Sri Lanka and Does Solar Make 
Sense?) from University of 
Massachusetts, Lowell (1995) 


4 CAREER TRACK: He launched 
Selco in 1995 and this has been 
his only career 


« LEADERSHIP STYLI 
Unassuming. "He does not lead, 
but moves with the team" 


a FAMILY: Wife Rupal is a 
software engineer in the US 
and daughter Adhishri 


« HOBBIES: If he gets a chance, 
hockey is what he likes to watch 
on TV. Used to play hockey in 
school and at IIT. 

He is also "seriously looking 

at water issues" 


4 FAVOURITE QUOTE: The 

maxim that has made him what 
he is: Solar is expensive for the 
rich and affordable for the poor 


a GOAL IN LIFE: To create 
modules and solutions for the 
next generation to replicate 
Selco model in India 
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keeping in mind the needs of these 
clients. The result: flower pick- 
ers got headlamps. They now have 
both their hands free to pluck 
flowers, their productivity has 
increased, and there's no likelih- 
ood of their hands or saris getting 
burnt. The silk farmers have so- 
lar lamps in their farms. Worms 
are safe and so is their livelihood. 
And if you thought money was 
an issue, Hande roped in local 


FUTURE PLANS 





Top on the agenda is roping in leading 


institutions like NABARD and RBI. 


If they are convinced of the viability of 


the model, it can change the way 
banks look at financing 


b Selco is raising money ($7.5 to 8 million) 


in March 2008 either in the form of 
equity or debt. This money will be 
utilised for setting up an incubation 
centre in Bangalore 


that hippies in California would 
do," says Hande. 

It was his advisor and men- 
tor at the University of 
Massachusetts, Prof Jose Martin, 
who instilled in him that “so- 
cio-economic needs are more 
important than technology". 
Armed with this wisdom and 
academic qualifications (See 
Box: The Essentials), Hande 
started Selco Solar Light in 1995 


banks to help the flower pick- 


ers and the silk farmers get loans ۾‎ Selco is in the process of diversifying 

by expanding its product line to become 
an energy services company. Solar power 
apart, the focus will be on bio-gas and 
cooking energy. Target is to reach 
200,000 households in four years 


to buy these lamps. 

Seems like a cinch? Not quite. 
Much before the headlamps came 
the idea of going solar that invited 
scepticism to say the very least. 
Hande recalls: *When I started 
thinking of solar in 1991, people 
said ‘job nahin milega’ (vou won't 
get a job). I used to say ‘nahin mi- 
lega to nahin milega’ (I don’t 
care)." Early '90s after all were not yet the times 
when people were thinking climate change. 

“I get a lot of invitations for funerals because | 
had friends in their sixties (in 1991)—hardcore en- 
vironmentalists who grew their own vegetables and 
baked their own bread. These were the same guvs 
who went to Vietnam and protested against America. 
Solar power at that time (1991) was something 


> Hande is working towards creating 
Selco-type organisations and also using 
Selco as a training base. He wants to 
train entrepreneurs in the Selco model 


along with Neville Williams 
(who now heads a local solar 
company in the US). 

Hande's first move was to 
push towards non-profit, but he 
wasn t too sure of its sustain- 
ability in the long run. So he 
started a business that was de- 
centralised, had its profit centre 
and seemed sustainable in the 
long run with an initial capital of 
a meagre Rs 1,000. His big game 
plan: to destroy three myths that the poor cannot 
afford technology; the poor cannot maintain tech- 
nology; and the third myth that you cannot run a com- 
mercial venture while running a social venture. 

It's been a roller coaster ride since then for Hande 
and his team. Selco incurred a loss of Rs 75 lakh in the 
year to March 2007. But the winner of the ‘green en- 
ergy Oscars’ Ashden Award in 2005 and the Social 


Ray of hope: Rose pickers use solar headlamps (L). Silk farmers in Karnataka 
discover the safe way of feeding worms in solar light. 
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changing the world and have the plan’. Education loan available through Punjab National year 0 many AERE GD ICICI Bans 
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reputed companies for final and 
summer placements, stipends being ра Ф 
offered to students has just doubled. | 


and the passion to make it happen with 
creativity, passion, intensity and 
playfulness that drive everything atAIM 
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The Lightkeepers: Sarah Alexander, Assistant Manage 


Entrepreneur of the Year Award in 2007, Hande is un- 
deterred by the losses, which he says are not mount- 
ing any more. Losses for the year to March 2008 are 
expected to be about Rs 25 lakh. And he sure has a 
strategy ready in the shape of diversification. Hande, 
who never wears western suits, aims to broaden his 
horizon and become an energy services company fo- 
cussing on bio-gas and cooking energy. “We are se- 
riously sitting in March to see whether we can create 
Selco-type organisations." 

Each of these set-ups would need two years of 
rigorous work and a lot of financing. The present set- 
up in Karnataka could be a training base. Hande, 
who speaks Oriya, Bangla and Kannada, besides 
English and Hindi, has a proposal from South Africa 
to train entrepreneurs in the Selco model. *I would 
like to do a similar model in India," he says. Hande 
has already started building entrepreneurs though. A 
mid-wife in Ahmedabad bought solar light kits from 
Selco in bulk and now rents them out to a dozen 
other midwives on a daily rental basis. There are 
scores of such examples. Selco with its 25 centres in 
Karnataka and Gujarat has 85,000 clients in all. Is 
time ripe then for a national footprint? Hande is un- 
comfortable with the suggestion. “We did try a 
franchisee model last year in Karnataka but failed 
miserably as the model became product-based and 
not need-based. We got very jittery when the basic 
mission of Selco got compromised," he recounts. 

That would have been one of the few occasions 
Hande got edgy. By and large, he is calm, deliberate, 
and unpretentious if you believe his peers and em- 
ployees. “He is unassuming to such an extent that I did 
not realise for a long time that he was heading Selco,” 
recalls Jayshree Vyas, MD, SEWA Bank. The bank 
works with Selco to find out how solar energy fits in 
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office 
the daily life of poor working women. 
Hande is also forthright. Ask him about the gov- 
ernment's role in solar energy, and he is firm that the 
government's job is to create the policy and equitable 
distribution. They are not there to sell. “The Ministry 


A BOLT FROM THE BLUE 





sk Harish Hande how the balance-sheet 

looks and prompt comes the reply: Pathetic. 
Hande says that the root of this dismal scenario 
is a big subsidy programme in Germany that 
was Started a few years back. One part of this 
programme was a tax rebate for the general 
household—lf you have solar panels and you are 
not using the entire power that gets generated, 
you can send the units back to the grid. The 
programme turned out to be a huge opportunity 
for the solar module makers in India, who 
started manufacturing large modules for 
Germany. The production of small modules, 
which is the raw material for Selco, was cut 
down. With the shortage of small modules, price 
for these rose 47 per cent in 2006. 

In the last two years, Selco has had no supply 
for eight months. Prices have now come down 
again thanks to a lull in the German market but 
they are still 22 per cent higher than pre-2006 
levels. But there's more bad news for Hande. 
With demand in the European markets shooting 
up, the shortage is likely to continue at least till 
2011. Hande's remedy: Variation in product line 
like using LED (light-emitting diode) that has 
helped negate the cost of the panel. 
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of New and Renewable Energy did a fantastic job by 
making people aware of the technology. But it also 
came to the business of doing business. The govern- 
ment failed because of a lack of services." It has 
stuck to the subsidy route but *why not create policy 
for encouraging sustainable chains?" asks Hande. 

The didactic gentleman has many an issue weigh- 
ing on him. He has recently got a loan approved at a 
lower rate from Lemelson Foundation but is facing 
problems in getting the money into the country. 
"Reserve Bank has restricted the working capital 
loan. Nobody is giving me a working capital loan for 
2 per cent but here I am getting a loan at 2 per cent 
but do not qualify because | work in a competitive 
market," he says. 

Probe him on the challenges and Hande has a 
bone to pick with non-profits because “they do not 
catch the essence of sustainability and financial 
transparency. You do not keep subsidising all parts 
of the chain." The conundrum of high salaries, too, 
baffles him. *The salary levels of rr and financial serv- 
ices have destroyed my ability to grow." 

Hande, however, has an interesting mix of tal- 
ent in his 145-strong workforce. Thomas Pullenkav, 
40, Vice President, Selco, has been a witness to 
Hande's journey. He has had stints with the Institute 
of Rural Management, Anand, National Dairy 
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Development Board and Tata вр Solar. Sarah 
Alexander, Assistant Manager, Innovations, has 
done her Masters in conservation biology from 
the Us. The 26-year-old specialises in animal be- 
haviour and has worked in Lincoln Park Zoo in 
Chicago. She stumbled upon Selco, courtesy Google. 
"When I read about Harish's work, I was deter- 
mined to work with him." And compensation? 
While Thomas cannot give up the excitement of 
“reinventing the wheel", Sarah says, “I don’t think 
I came with high expectations." 

Amit Kumar, Director, Renewable Energy tech- 
nology Applications, TERI, finds Hande's feats in- 
credible. “Disparate efforts are going on in solar 
energy. But the kind of approach Harish has taken is 
remarkable. He is one of the trail-blazers and is in- 
spiring others." Speak to his professors at IIT 
Kharagpur, his colleagues, his partners or clients; 
every body seems to have been swept away by his 
"dedication and commitment". 

Talking of Hande, Don Mohanlal, President 
and CEO of The Nand and Jeet Khemka Foundation, 
quotes Spanish philosopher Antonio Machado, who 
has said: “Traveller, there’s no path. Paths are made 
by walking.” It’s not that Hande invented the con- 
cept—but knowing what he needs to pull it off has 
indeed proved vital. Ш 
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ARVIND KEJRIWAL 
Founder, Parivartan 


Clean-up 
Crusad 


He wants to upend the governance system so that power 
returns to where it belongs: the people. KAPIL BAJAJ 








ROM THE BALCONY OF HIS 4TH FLOOR APARTMENT AT KAUSHAMBI, A 
middle-class neighbourhood in Ghaziabad (Ur), Arvind Kejriwal (39) 
points down at a row of lamp posts along the street—all of them 
without lamps. *These lamp posts don't have lighting and the bill- 
boards that they bear are unauthorised. So we asked the municipal 
commissioner to hand over the management of these poles to the resi- 
dents. We will get them working without spending a rupee by selling ad- 
vertisement rights and using the revenue to fit lamps on them," he says. *But 
the municipal commissioner doesn't look likely to do that." The former Indian 
Revenue Service (IRS) officer, whose humility, unfailing civility, common sense, and 
amused-school-boyish smile strike you even before he starts to explain his work, ap- 
pears at once to be a very heartening moral force in a very depressing urban setting. 
Kejriwal’s home is not far from Delhi's largest slums and ‘resettlement colonies’ (areas that 
are slightly better than slums, where government houses people who become homeless 
due to slum clearance), which he uses as his *laboratories" for public action. 
Parivartan, an unregistered *people's movement" that he founded in 2000 in 
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THE ESSENTIALS 


« NAME: Arvind Kejriwal 
4 AGE: 39 


«4 EDUCATION: B.Tech., 
IIT Kharagpur 


« CAREER TRACK: Joined 
as Assistant Commiss- 
ioner in I-T department 
in 1995; resigned as 
Additional Commissioner 
in 2006, started work for 
accountable governance 
and right to information 


« LEADERSHIP STYLE: 
Sensitive and objective 


4 FAMILY: Father, а loss 
surveyor; mother, a 
housewife; wife and two 
kids 


« HOBBIES: Reading 


a FAVOURITE QUOTE: 
"Power resides in the 
ple and it is entrusted 
or the time being to 
those whom they may 
choose as their 
representatives " 


4 GOAL IN LIFE: Empower 
people, make 
governance just, 
transparent and 
accountable 





PHOTOGRAPHS BY SHEKHAR GHOSH 
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Sunder Nagari, a resettlement 
colony in eastern Delhi, has been 
helping thousands of the city's 
most vulnerable people use 
Right to Information (RTI) Act 
2005 as an instrument of get- means 
ting their work done in govern- 
ment departments and the police 
without paying bribes. Kejriwal 
is also considered—along with 
social activists like Anna Hazare, 
Aruna Roy and Shekhar Singh— 
one of the most important con- 
tributors to the RTI Act, which al- 
lows any Indian citizen to ask 
for government records at the 
Central and state levels on pay- 
ment of a small fee. 


DENATURED DEMOCRACY 

Kejriwal's work makes one realise how India 
gummed itself up in corruption and inefficiency by 
turning straightforward concepts into complex sys- 
tems that no one understands. Democracy, for ex- 
ample, simply means power to the people. *But 
we allowed it to be turned into power to a frightful 
labyrinth of self-serving bureaucracy that the vast ma- 
jority of the population neither understands nor 
benefits from. Where is democracy in India? I have 
never been able to understand," says Kejriwal, who 


implementation 


departments) 


FUTURE PLANS 





» To address the issues in the implementa- 
tion of RTI through courts and other 


р To study effective means of local self- 
governance and work towards their 


> To study desirable areas of judicial 
reforms with a view to making justice 
accessible, cheap, effective and speedy 


» To work towards improving the Vigilance 
machinery (government's anti-corruption 


was honoured last year with 
the Ramon Magsaysay Award 
for Emergent Leadership (2006) 
for fighting corruption with the 
RTI law as his main weapon. 
Result: ‘public servants’ lord 
over suffering masses instead 
of serving them, public services 
remain largely dysfunctional, 
and public funds are misappro- 
priated almost as a rule. 

The change that Kejriwal 
seeks is also simple: upending 
the system. He wants a top- 
down system to be turned on 
its head so that people are able 
to realise the power to govern 
themselves and all elected representatives and the bu- 
reaucracies become truly subservient to public interest, 
If that sounds like an impracticable model of gover- 
nance, Kejriwal’s small experiments in local self- 
governance are already pointing towards amazingly 
practical answers as also the rot in the system. In 
Kaushambi neighbourhood, where he lives with his 
parents, wife Sunita (also an IRS officer), and two kids, 
Kejriwal has led the local residents to withhold their 
property tax payments until the municipal authorities 
complete the pending public works to their satis- 
faction. It’s arguably one of the rarest public actions 
in an urban area in India, that audaciously re-as- 





Kejriwal (with Anna Hazare above left) says even elected representatives in 
municipalities don't have the power to carry out the will of the people 
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serts the citizens' right to accountable governance. 


ROAD TO REDEMPTION 


The Kaushambi experiment, which Kejriwal hopes 
will be tried elsewhere in the country, has not yet 
yielded very encouraging results. But it has come as 
a frightening realisation that urban India is miser- 
able—millions of people crowded together in our 
pullulating cities, held hostage by systems that con- 
centrate all power in corrupt bureaucrats and har- 
bour effete elective bodies. *We have found that 
even elected representatives in municipalities don't 
have the power to carry out the will of the people. 
Power resides in municipal commissioners and 
other bureaucrats. So unlike in villages, where 
Gram Sabha and Panchayati Raj institutions en- 
sure some amount of accountability of public ser- 
vants, urbanites have almost no control over local 
governance," he says. 

In his recent journeys in India and abroad, 
Kejriwal has been on the lookout for effective 
models of local self-governance, which, he bel- 
ieves, is the only way India can rid itself of cor- 
ruption and realise the democratic rights of the peo- 
ple. “In a West Bengal village that I visited early this 
year, a number of villagers voluntarily surren- 
dered parts of their land to a plan to construct a 
road, which was discussed in Gram Sabha and 
then approved by the Panchayat. That's participa- 
tory governance. What would have happened if the 
government had taken it upon itself to acquire 
that land? Unrest and chaos, | think.” 





LIFE COURSE 


Kejriwal’s most intimate brush with the government 
started in 1995 when he and his wife, recently mar- 
ried and fresh out of IRS training, joined as Assistant 
Commissioners in the Income Tax (I-T) Department, 
Delhi. Life carried on normally except that Kejriwal 
was increasingly troubled by the all pervasive culture 
of bribery in the I-T department. 

By 2000, he was already encouraging people 
not to pay bribes to get their work done. That’s 
when he founded Parivartan, which filed a public in- 
terest petition (PIL) seeking transparency in public 
dealings of the I-T department and held a Satyagraha 
outside Chief Commissioner’s office. Kejriwal then 
started taking advantage of all the long leaves that his 
job permitted to work full time for Parivartan before 
resigning as Additional Commissioner in 2006—not 
a comforting decision for his middle class family. 
“His resignation was not unexpected but it reduced 
our financial security. So I was worried about the fu- 
ture of our children,” says Sunita, Kejriwal’s wife, 
who otherwise has always been supportive of her 
husband’s crusade. 


CHANGE AGENT 


Search for and research on viable local self-governance 
models, particularly for urban areas, make up one of 
the main fields of work undertaken by Public Cause 
Research Foundation (PCRF), which Kejriwal founded 
last year with $50,000 that he received as Ramon 
Magsaysay prize money. Currently functioning with 
only three full-time workers and helped by a number 
of senior advocates, PCRF has enabled petitioners 
across the country in filing of 20-25 RTI cases in the 
high courts. The foundation has also taken up work 
in ascertaining the areas of judicial reforms. 

Meanwhile, Kejriwal's work at Parivartan con- 
tinues. In a city that has long suffered from paralysis 
in community action, he has been successful in using 
7-8 dedicated young people—most of them from 
poor and troubled neighbourhoods—in bringing 
about some of the most inspiring public actions that 
Delhi has ever seen. 

In November 2004, for instance, Parivartan 
used Delhi's newly enacted RTI law to obtain 9,000 
pages of communication between government agen- 
cies and the World Bank that led to stalling of a proj- 
ect for privatisation of water supply. *The project 


Parivartan, an unregistered "people's movement" Kejriwal founded in 2000, has 
been helping thousands of Delhi's most vulnerable people use the RTI Act 
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Kejriwal (in red) among villagers in Jalkheda 
(Madhya Pradesh) who have suffered from 
corruption in land deals 


would have hired 84 foreign experts for 21 water zones in Delhi at 
a total annual salary of Rs 105 crore, while the total annual 
budget of Delhi Water Board then was Rs 163 crore. The project 
would also have hiked tariffs 10 fold and cut off free supply of wa- 
ter to the city's poor," says Kejriwal. 

In February 2002, Parivartan started a campaign against 
large-scale theft of foodgrains in ration shops; using the RTI ap- 
plications, it found that more than 90 per cent of foodgrains in 
about 25 shops it examined was being siphoned off by licensed 
dealers. The campaign, which resulted in violent attacks on 
Kejriwal and his team (including one in which dealers slit the 
throat of Santosh, a young female activist; she survived the attack) 
compelled the Delhi government to allow public scrutiny of ration 
records. Parivartan also got the courts to require private schools, 
which had received public land at concessionary prices, to admit 
more than 700 poor kids without fee. 

Parivartan has been using in its work the instruments of ‘social au- 
dits’ (people comparing details of the works carried out by a gov- 
ernment department with field reality), public hearings (publicly dis- 
cussing the information contained in official records and allowing peo- 
ple to testify before everyone) and Satyagraha (calling for justice or 
certain specific demands to be met in a Gandhian manner). 

Meanwhile, Kejriwal has been lending his understanding of RTI 
and issues of clean governance to other civil society organisations, 
preferring to work in a networking and consulting mode with 
other NGOs. *We will support any public cause or movement that 
seeks to fight corruption and make the system tilt towards 
accountability and transparency," says Kejriwal. It's not an easy 
job, but someone's got to do it. And fortunately for India, the one 
doing it is a man called Arvind Kejriwal. Ш 
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NACHIKET MOR 
President, ICICI Bank Foundation for Inclusive Growth 


CEO of Indusive 


India 


Nachiket Mor gave up a dream career at ICICI Bank to try and 
make a difference to the lives of the poor. SHALINI s. DAGAR 


ARADOXES ABOUND IN INDIA. IT IS SAID THAT FOR EVERY HYPOTHESIS 
about this country, the opposite is also true. So, is it surprising that 
a top honcho in the country's largest private sector bank should 
emerge a champion for the poor? 

Nachiket Mor, 43, Deputy Managing Director of ICICI Bank, recently quit his 
career of two decades to head the newly-founded icici Bank Foundation for 
Inclusive Growth. If renunciation stories in general are interesting, then this one 
is doubly so for what Mor intends to do and how he plans to do it. *The idea is 
to make the markets work for the poor," says Mor. The poor and the markets, one 
would imagine, would be the most disconnected worlds. Yet, those are the link- 
ages that Mor wants to forge in the belief that the markets—agenda-less creatures 
that they are—have an appetite for anything that fits their frame of requirements. 

Mor's conviction about the strength of the markets comes from his own experience 
of 20 years, especially the most recent one of driving the rural banking strategy at ICICI Bank. 
The business model initiated by him in 2003 can be summed up in three words: *no white 
spaces". Simply put, it meant (and means) that the bank should be present within 10 km 
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THE ESSENTIALS 










































4 NAME: Nachiket Mor 


4 AGE: 43 





а CURRENT DESIGNATION: 
President, ICICI Bank 
Foundation for Inclusive 
Growth 


«4 EDUCATION: PG Diploma 
in Finance Management 
from IIM Ahmedabad 
and a PhD in Financial 
Economics from the 
University of 
Pennsylvania, 
Philadelphia, US 


«4 CAREER TRACK: 
Officer, ICICI's 
Corporate Planning and 
Policy Cell (1987); 

Managing 

Director (2006). He was 
responsible for rural 
banking, government 
banking and global 
markets before he moved 
to set up the Foundation 
in October 2007 


«4 FAMILY: Is married and 
has a son 


« HOBBIES: La 
Goes to the Himalayas 
with family at least once 
a year for around 2-3 
weeks. “Not that we are 
mountaineers, but yes 
we go trekking, " 
says Mor 


INVASOO LIHOVM 


RACHIT GOSWAMI 
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of every rural customer. Relying 
on franchisees, instead of 
branches, for expansion, this 
business model changed the very 
paradigm of financial access in 
India. In about four years, the 
rural portfolio of ICICI Bank, in 
March 2007, was a sizeable Rs 
20,179 crore; its rural customer 
base: 3.5 million. 

“Nachiket generated a lot of 
excitement in the rural space,” 
says a former colleague. And 
now, Mor wants to push fur- 
ther down towards the bottom 
of the pyramid, and with good 
reason. “The bottom is not a 
tiny sliver; it is ‘the’ pyramid,” 
says Mor. 

But reaching out and touch- 
ing the bottom of this pyramid 
is a Herculean task by any stan- 
dards. The UNDP Human 
Development Report ranks 
India at #128 in a list of 177 
countries; over a third of the population survives on 
less than a dollar a day and four-fifth of the popu- 


intervention 


and the markets 





FUTURE PLANS 


» Each year the ICICI Group will 
contribute around 1 per cent of its 
published profit after tax in the 
preceding financial year as grant to the 
Foundation's corpus. The Foundation 
would be free to raise funds from other 
donors provided they agree with its vision 





>The Foundation’s vision is to make 
markets work for the poor through 
universal access to finance 


>In the initial years, the Foundation 
expects to catalyse $100 million of 
investments through aggressive 


» During this time, the Foundation will be 
readying the basic tools for change. 
These will include linkages with micro- 
finance institutions, setting up a host of 
specialised financial institutions which 
have linkages both to the communities 


lation survives on less than $2 
(Rs 80) a day. The poor start 
life with major disadvantages— 
about 47 per cent of children 
under the age of five years is 
underweight and nearly 40 per 
cent of the population over 15 
years is illiterate. 

Mor, however, may well be 
equal to the task. His long-time 
mentor, N. Vaghul, Chairman, 
ICICI Bank, says: *The country 
needs a second freedom move- 
ment—a ‘Quit Poverty Move- 
тепе.” Vaghul, who admits he is 
as fond of Mor as of his son 
and, therefore, positively biased 
towards him, believes that Mor 
could be a natural leader for 
such a movement. 

The reference to the move- 
ment led by the Mahatma may 
not be as misplaced or as 
pompous as it may first seem. 


THE MAN 


Most people who have known Mor for a long time 
can only talk in superlatives about his strong sense of 
social responsibility and passion for development. 
As K.V. Kamath, Managing Director and CEO, ICICI 
Bank, who recruited Mor for ICICI, then a develop- 
ment financial institution, in 1987, points out, this 
passion was evident from the very outset itself. *The 
placement director at IM Ahmedabad asked me why 
was I even wasting time making an offer to the top 10 
students (of whom Mor was one)? But I was willing 
to bet that Nachiket would join us because 1 saw 
him wanting to do something different," he recalls. 

This same commitment to development was also 
evident when he returned from the us after com- 
pleting his doctorate from University of Pennsylvania 
with a specialisation in Finance from Wharton School, 
in the mid-' 90s, leaving behind the prospect of half- 
a-million-dollar salaries. *In those days, people who 
went abroad did not come back. His burning ambition 
was to do social good and he believed he had a plat- 
form to do so at ICICI,” says Kamath. 

Mor's brilliance, personal integrity and simplicity 


Kamath says Mor has a burning ambition to do social good and 
is one of the finest lateral thinkers in the country 
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INDIAN INSTITUTE OF MANAGEMENT CALCUTTA 






Diamond Harbour Road, Joka, Kolkata 700 104 


MANAGEMENT DEVELOPMENT PROGRAMMES 
TO BE HELD DURING JANUARY - MARCH 2008 


Name of the Programme Programme Director(s) Duration 


General Management Programme for Senior Prof. Subrata Mitra 
and Middle-Level Executives | January 7-11, 2008 


| — | , Prof. Biswatosh Saha & i 
Thinking f 4 

Strategic Thinking for Business Leadership Dr. Бени Кина January 10-12, 2008 
тес Leadership Programme (Module Il) Prof. Asish K Bhattacharyya | January 11-12, 2008 
for Finance Directors 

How to Create and Manage a Successful Prof. Debashis Saha & 

| « E é 12-13, 200 

E-Business in India in the 21st Century Prof. Parthasarathi Dasgupta ng , 


Personal Growth and Group Development 


Prof. B. N. Srivastava January 14-18, 2008 


Khowiadge Management tor Competitive Prof. Vidyanand Jha January 15-17, 2008 
Excellence 
International Financial Reporting Standards ; 

18-19. 
and US GAAP Prof. Asish К Bhattacharyya | January 18-19, 2008 
International Workshop on Holistic Management | Prof. C. Panduranga Bhatta & January 21-24, 2008 
in the 21st Century : Indian Insights Prof. Sanjoy Mukherjee | | 
Marketing of Destinations Prof. Anjan Raichaudhuri January 21-24, 2008 


Improving Communication and Interpersonal Prof. Leena Chatterjee January 28-30, 2008 
Effectiveness | | 































Organisational Excellence Through Leadership | Prof. C. Panduranga Bhatta | February 4-7, 2008 
Prof. Anjan Raichaudhuri February 6-9, 2008 


Customer Oriented Public Services 


Directors' Leadership Programme (Module 111) 


for Directors in Bank and Financial Institutions Prof. Asish K Bhattacnaryya February 6-9, 2008 





Prof. Prafulla Agnihotri February 13-16, 2008 


Competitive Marketing Strategy 











Finance for General Managers : Corporate 


Financial Reporting Prof. Asish K Bhattacharyya 


February 15-16, 2008 





Managerial Leadership and Conflict Resolution | Prof. B. N. Srivastava February 18-23, 2008 





Finance for General Managers : 
Management Accounting 






Prof. Asish K Bhattacharyya 


February 18-19, 2008 


Finance for General Managers : 


Feb 20-21, 2008 
Corporate Finance ebruary 


Prof. Asish K Bhattacharyya 


February 25-26, 2008 
February 25-28, 2008 
February 25-29, 2008 

March 3-6, 2008 —— 


Leadership in the 21st Century Prof. C. Panduranga Bhatta 
Prof. P. K. Sett 
Prof. Vidyanand Jha 


Prof. Vidyanand Jha 








The Balanced Scorecard 





Management of Creativity & Innovation 










Management of Organisational Change (New) 







For further details please write to : 
mgrmdp@iimcal.ac.in, Telephone : 91-33-2467-9189 / 8300-06 


Also please visit our Website : www.iimcal.ac.in 
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make him a great magnet for people. “Anything for 
Nachiket," say most people who have worked with 
him and that includes Kalpana Morparia, мр & 
Chief Executive, ICICI Holdings, who has worked 
with him since 1987. *Few men possess his rare 
combination of character traits. On the one hand, he 
can discuss the most esoteric of financial topics with 
the world's sharpest men; on the other hand, he can 
roll up his sleeves and get into the dust and heat of 
India to get work done," says Morparia. 

Juniors vouch for the fact that he is “a person who 
empowers you and then is very exacting in his stan- 
dards”. Says Ram Kumar, Head (Human Resources), 
ICICI Bank: “He stokes the fire in other people. He is 
also the kind of person who will stand by you against 
a howling mob not because of his friendship with you 
but because of his conviction.” 

Add to it what Kumar calls the lack of individual 
covetousness in Mor and the combination exercises 
tremendous influence over people. Vaghul remembers 
how, when ICICI wanted to reward him with an ac- 
celerated career path after he returned from Wharton, 
Mor expressed his disinclination to receive any spe- 
cial treatment. Mor, however, rose meteorically at ICICI 
Bank where he headed key functions and was con- 
sidered a critical member of the core team. 

Along with the passion for development and his 
ability to inspire people, Mor is also a sharp thinker. 
Kamath says he is one of the finest lateral thinkers in 
the country and can make linkages between diverse sit- 
uations to draw up solutions that may seem unfath- 
omable to most. 


THE MISSION 


His nature suits his new job profile; that’s good, 





Mor believes that the existing institutions and products fall short of 
addressing the financial needs of the addressable population 


since he intends to spend the next 20 years or more 
with the development agenda. “I will find something 
else to do if India becomes a country with a per 
capita income of $23,000 and more,” he says. 

His previous rural banking assignment has given 
him deep insights into what needs to be done. “On sev- 
eral occasions, I have sat across a farmer asking for 
money when I know that he does not have it. There is 
little point to that conversation,” Mor says, as existing 
product designs often do not offer solutions. Why do 
weather insurance payments take almost two months 


186 BUSINESS TODAY JANUARY 13 2008 


to pay? Why are credit histories not being built for mi- 
crofinance customers who are low on defaults? Why 
are there no microfinance institutions in northern 
states such as Bihar? He rattles off the questions, 
which also offer a glimpse into his priorities. 

Mor believes that the existing institutions and 
products fall short of addressing the needs of the 
addressable population, and so plans to catalyse the 
formation of a host of specialised institutions that 
are linked to both communities and broader mar- 
kets. “These institutions will be very different 
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from regional rural 
banks, cooperative banks 
or local area banks, 
which are seen as self- 
contained entities. Our 
model will have a more 
open economy architec- 
ture," he says. 

Hence, the Found- 
ation intends to have a 
broader, more philan- 
thropic focus. And it 
plans to intervene ag- 
gressively in many areas 
by catalysing investments. (see Future Plans and 
Operating Business Models). And he certainly intends 
to measure himself by the size of the investments that 
he is able to channelise to his area of work. 


THE PITFALLS 


Though Mor has a lot working for him and his mis- 
sion, there are pitfalls, too. Curiously, Mor's par- 
adoxical nature itself may militate against his suc- 
cess. Kumar who has worked with Mor for over 
seven years, believes that Mor has no patience 


Source: ICICI Bank Foundation 


Operating Business Models 
How Mor plans to make a difference. 
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with routine and no ap- 
petite for political ma- 
neuvering that is inte- 
gral to every situation. 
"Nachiket is a sharp 
business strategist. He 
knows his every rupee. 
But he needs a Kris- 
hna—a political strate- 
gist—to his Arjun." 

Success, too, may 
have a few unplanned 
consequences. Dileep K. 
Ranjekar, CEO, Azim 
Premji Foundation, believes that while large private 
initiatives are welcome, they may also reduce the 
pressure to perform on the existing state-run de- 
livery channels as has happened with the Public 
Distribution System for food. *Also, one well 
meaning organisation's success may lead to the en- 
try of other, less scrupulous entities, which may ex- 
ploit the system purely for profit," says Ranjekar. 
He adds though there is space for multiple ex- 
periments, working to reform the existing sys- 
tems may be a better idea. 

Mor is alive to the idea that, 
perhaps, the markets may not have 
the complete answers to every- 
thing. However, *in almost all 
cases, they add value", he says. 
Significantly, Mor is starting out 
on his development agenda at a 
time when “inclusive growth” has 
become a chant across political 
and corporate India. There is 
tremendous interest in doing good 
for India among various players, 
globally and within the country, 
says Kamath, adding that Mor, 
“with his stature, will be able to 
provide the thought and organi- 
sational leadership needed to mar- 
shal these resources”. 

Can he really make a differ- 
ence? The consensus seems to be 
a resounding affirmative vote. So, 
readers can expect to hear as 
much, if not more, of the man in 
the years to come. Bil 
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Mor wants to reach out to those at the bottom of the pyramid. "The bottom 
Is not a tiny sliver; it is 'the' pyramid," he says 
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A gust of fresh air 


The champions in sustainable development 
have ushered in yet another initiative 





- A Wind Energy Farm 


For decades we have been a name synonymous with cement. In our bid to do our bit for the society, we have evolved from 
being just a great cement brand. With extensive R&D efforts towards eco-friendly alternatives and various ground level 
Corporate Social Responsibility activities, ACC has etched a new identity for itself as the champions in sustainable 
development. Moreover, in our long abiding commitment to sustainable development we have embarked upon yet another 
initiative. ACC, self sufficient in thermal power generation, has set up a Wind Energy Farm to adopt a cleaner and 

greener fuel alternative. 


An effort that breathes a gust of fresh air to our vision of making a greener tomorrow. 


HANMER/M-77 


www.acclimited.com 
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RAMESH RAMANATHAN 
Co-Founder, Janaagraha 


Ве ar 


He is a tireless champion of urban reforms. Now, he wants 
to take his young NGO national. RAHUL SACHITANAND 











ADUGONDANAHALLI IS A SCRUFFY SUBURB ON BANGALORE'S 
northern periphery and the main road cutting through it is dom- 
inated by petty shops and small-scale industries. As the city cor- 
poration’s 94th ward, it is some way down in the list of prior- 
ities in a city where civic prominence is often given to the 
ever-complaining IT industry and inevitably the rich and powerful. So, 
Kadugondanahalli continues to suffer from an apparent lack of amenities, with a 
stagnant drain cutting across its centre, the main road rutted almost beyond repair 
and a fine layer of dust covering everything within a few feet of the street. 

Like much of Bangalore, Kadugondanahalli is in transition, moving from an 
anonymous location on a once small town’s periphery into a rapidly mushrooming 
suburb suffering the range of problems associated with rapid, unplanned development. 
On an unusually cloudy and windy winter day in early December, I enter Kadugondanahalli 
after turning right off the busy Outer Ring Road. In theory, the main road should be a cru- 
cial link between Bangalore’s northern extremities and the heart of the city, but thanks to 
haphazard planning, it’s only recently that the administrators have even begun starting re- 
laying this road. I am spending the morning with Ramesh Ramanathan, a co-founder of 
Janaagraha, a city-based not-for-profit urban reform venture, and the poster boy for urban 
reform in India. We've just wrapped up a photo shoot with the man on a flyover some three 
kilometres to the north (where traffic piles up all the way, despite the structure) and we're 
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THE ESSENTIALS 






« NAME: Ramesh 
Ramanathan 


4 AGE: 44 


« CURRENT DESIGNATION: 
Co-Founder, Janaagraha 


4 EDUCATION: MSc (Hons) 
ics (BITS Pilani); 
MBA (Yale); CFA (AIMR) 


« CAREER TRACK: Citibank 
New York/London, 
1990-98; 
2001-to date 


« LEADERSHIP STYLE: 
Hands on earlier, now 
едіппіпо to delegate 

to his growing team 


4 FAMILY: Married to 
Swati Ramanathan; 
has one daughter 
Shunori and son 
Rishab 


« HOBBIES: Reading, 
travel, meeting people 


a FAVOURITE QUOTE: 
МК. erî “Be M 
change that you wish to 
see in this world" 


4 GOAL IN LIFE: Change 
perception and 
reality of urban India 


"9 3v4330 АЧ SHAVADOLONG 
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Strike at roots: We need to empower local administration, says Ramanathan, 
but adds that emasculated cities are great to build political careers on 


now headed to his outfit's office in the centre of 
Bangalore. Rather than retrace our steps, Ramanathan, 
dressed in a brick-coloured checked shirt and khakis 
and brown shoes (with no socks), directs us further 
down the ring road (and through some deft use of 
service lanes) to Kadugondanahalli. 

This is familiar territory for the 44-year-old 
Ramanathan, who grew up in Bangalore and attended 
the local St. Germain's School, before heading off to 
BITS Pilani and then the us for his МВА. A bibliophile, 
Ramanathan grew up around these parts, with his 
parents owning a once sprawling mansion on Borebank 
Road, in what was once cantonment Bangalore. His 
move first to the Us and life there (where his wife Swati 
earned extra money waiting tables) and then his eight- 
year career as a high-flying Citibanker is well docu- 
mented and the man is clearly getting tired of re- 
peating himself. “You know my life story,” he com- 
plains gently, "let's focus on this city and of course 
Janaagraha.” The “life story” involved giving up a lu- 
crative (and promising) career with Citibank and de- 
ciding to move back with his wife and Janaagraha co- 
founder Swati and two young children, daughter 





Shunori and son Rishab, to India. 

When the Ramanathans returned to India's п 
capital, the once quiet city was in the throes of a tech- 
led explosion and Bangalore's inadequate infra- 
structure was buckling under the strain. In November 
1999, the Congress came to power in the state and a 
lawyer-turned-politician, Somanahalli Malliah Krishna 
came to power and immediately set to work to try and 
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"Few people have the courage to work in these areas given the lethargy of 
state administration,” says biotech baroness Kiran Mazumdar-Shaw 
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resuscitate a dying city. His first 
order of business was to set up 
the Bangalore Agenda Task 
Force (BATF) headed by Nandan 
Nilekani of Infosys to try and 
generate some fresh ideas to 
manage this break-neck growth. 
The BATF's agenda was to work 
with local bodies and conjure up 
a report on how things could be 
overhauled. Ramanathan even 
convinced Nilekani to recom- 
mend the implementation of a 
fund-based accounting system, 
which was put in place by April 
2001. While this move made 
available specific expenditure on 
projects, it didn't allow citizens to 
decide on what to spend funds. 
This prompted the establishment of Janaagraha, with 
a Rs 2.5-crore fund injection from the Ramanathan 
Foundation and soon got 22 corporators to agree to 
their suggestions on how their funds could be used op- 
timally. Ramanathan even set up Public Record of 
Operations Finance (PROOF), a right to information 
campaign to support this purpose. 

Since those early super-charged days, several 
changes have taken place both on the ground in the 
city's administration and state politics. An apparent 
lack of political will has left the once-promising BATF 
moribund and compelled Ramanathan to re-examine 
his plans. Ramanathan has tried to move Janaagraha 
onto the next stage of evolution, focussing in his 
words now on building *the how" of urban admin- 


growth pangs 


to t 





FUTURE PLANS 





» Expand the reach and scope of 
Janaagraha from just Bangalore to other 
metros that are going through similar 


> Grow the 20-strong team at Janaagraha 
and ay others (besides the Ramanathans) 
e > forefront of this growth 


» Make Janaagraha's initiatives measure- 
able and repeatable across localities 
and eventually cities 


» With 600 million people expected to live 
in urban India by 2030, hasten the pace 
of urban reform to meet the expected rush 


HS4ALIM 
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istration. “We need to empower 
local administration; city mu- 
nicipalities are today disempow- 
ered and emasculated cities are 
great to build political careers,” 
says Ramanathan. He may have 
a point; spending by city agencies 
account for barely 2 per cent of 
public expenditure in the coun- 
try, compared to around 40 per 
cent in China; property tax col- 
lection here is just over 30 per 
cent, SO in a city like Bangalore, 
with around 12 lakh properties, 
around 4 lakh pay their dues. 
The expertise of working 
with the local governance of per- 
haps India’s most poorly man- 
aged city has come in handy for 
Ramanathan. He has become a widely-respected fig- 
ure in urban reform, being wooed by states across the 
country (and hired by the Rajasthan Government) 
as well as being handpicked to help run the Jawaharlal 
Nehru National Urban Renewal Mission (JNNURM) 
as its National Technical Advisor. *We were called by 
the CM of Rajasthan to overhaul the existing system and 
put in place an effective urban reform system in the 
state," says Ramanathan. He prefers to use the col- 
lective when he refers to his rise to pre-eminence in the 
urban reform space, usually mentioning his wife Swati 
in the same breath when speaking of himself and 
even linking the rest of the Janaagraha team to most 
conversations. “Swati and I just head one of the 14 pro- 
grammes (advocacy) at Janaagraha; our growth is 
testament to the team," he says self-effacingly. 
Despite his modesty, Ramanathan has effected 
significant changes in the way the Rajasthan 
Government handles its urban areas. As the Principal 
Advisor for SURAJ (State Urban Agenda for Rajasthan) 
engineered by his team, city administrations will un- 
dertake no more than 10 civic initiatives at a time to 
keep project management manageable and also work 
on resolving deeper systemic issues in the state. “We are 
working on more complex technical issues related 
to setting up spatial data centres or GIS maps. These will 
take time," says Ramanathan. Like his early days with 


Janaagraha in Bangalore, where the movement did 


manage to garner public support, but also created a stir 
in the state administration, he admits that his early 


"It is truly creditable that he has given up a promising career in the private 
sector to contribute to public good and public policy, " says Infosys' Nilekani 
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work faced expected resistance, which only eased 
over the last few months. “It took time for them to 
warm to what we planned to achieve. There will always 
be critics; you can't satisfy everyone all the time,” 
Ramanathan admits. 

His verve and enthusiasm for what many con- 
sider a dead-end cause has won him several loyal 
(and high-profile) admirers. *He is brilliant, articulate 
and passionate about his work. It is truly creditable that 
he has given up a lucrative and promising career in the 
private sector to contribute to public good and public 
policy in urban reforms," says 
Nandan Nilekani, Co-Chairman 
of Infosys. Other corporates, too, 
are no less effusive with praise. 
Biotech baroness Kiran 
Mazumdar-Shaw calls him an 
"urban reform pioneer" and 
credits him with entering an area few people would 
dare to tread. *Few people have the courage to work 
in these areas given the sheer lethargy of state ad- 
ministration, so you must admire him for willing to get 
his hands dirty," Mazumdar-Shaw says. 

JNNURM, and the strict norms that govern the 
disbursal of its funds, is critical in the continued suc- 
cess of Ramanathan's urban reform movement, along 
with key constitutional amendments, such as the 
74th empowering city municipalities. At the same 
time, Ramanathan is also central to the revision of the 
Municipalities Act, to try and provide a simpler, and 
more relevant legislation for urban bodies. “All these 
legislations are at least 50 or 60 years old and are 
legacy of British India. They are cumbersome and need 
to be updated for the current reality," he says. While 
he was central to writing the draft legislation for 
JNNURM, it was specific points in this mission that have 
put its funds almost beyond reach. For example, 
property taxes need to exceed 85 per cent of all 
units in a city (compared to just around a third in re- 
ality) and there has been little evidence to show this 
will improve anytime soon. 

From starting a movement to make the Bangalore 
Municipality more accountable to its citizens, 
Janaagraha now wants to become a well-rounded 
national agency, focussing on providing a systemic and 
institutionalised voice for the citizens of India's rr city. 
Ramanathan speaks of setting up urban self-gover- 
nance units called area sabhas to try and make local 
governance more effective. Then, Janaagraha has pi- 
loted a Parisara Mitra (friend of the environment) to 
more effectively manage solid waste. “The initial ro- 
mantic notion of participation has given way to a more 
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realistic notion of what our mission is about. We 
have moved from the why of participation to the how 
of participation and having rejected any autocratic 
structure, we have to make the democratic structure 
work for us," says Ramanathan, who is also the 
Chairman of a microfinance NGO called Janalakshmi. 
Until now Ramanathan has run Janaagraha with his 
own funds, but of late he has managed to snag exter- 
nal corporate sponsorship for his expansion into 
Chennai. The benefactor is Gopal Srinivasan of Tvs, 
who is trying to ignite an urban reform movement of 
his own in Tamil Nadu. From being an organisation 
known for just its two founders, Ramanathan is trying 
to build Janaagraha into a self-sustaining outfit, but 
knows he has his task cut out. *Building Janaagraha is 
our No. 1 priority; we have invested in the organisa- 
tion for the last five or six years, but let me tell you it's 
much harder to build a viable not-for-profit enterprise 
than a for-profit venture. We have made some 
progress, but our set-up is far from ideal," he explains. 
Adds Infosys' Nilekani: *I believe the urban movement 
has turned the corner and the momentum to improve 
our cities is now unstoppable. It may take many years, 
but it is clearly an idea whose time has come." 
Ramanathan is keeping his fingers crossed. ш 
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KIRAN DESAI 
Writer 


Her Mother's 


Daughte 


Kiran Desai won the Man Booker Prize in 2006 and is, arguably, 
the most talented author of her generation. ARNAB MITRA 








OR A LONG TIME, SHE WAS KNOWN AS THE TALENTED DAUGHTER OF 

noted novelist Anita Desai. Kiran Desai’s first book, Hullabaloo 

in the Guava Orchard, published in 1998, won critical acclaim 

across the world and even won the Betty Trask Award, given by 

the Society of Authors, a British organisation. But it was her sec- 
ond book, The Inheritance of Loss, published in 2006, that really turned the 
global spotlight on her. It won the Man Booker Prize that year, and also the 
National Book Critics Circle Best Fiction Award. 

But why did she take eight years to write the book? “Well, for one thing, I was 
very happy writing. And I knew it would end as soon as I finished the book,” she 
told CNN.com shortly after winning the Man Booker Prize, adding that the 
book was the one stable thing in her life. She has also said that she reworked The 
Inheritance of Loss a lot. 

It was certainly worth the effort. She is now the youngest woman, at 35 years, ever to 
win the coveted award, replacing fellow Indian Arundhati Roy (who once famously *dis- 
owned" her nationality), who won the Booker Prize (as it was then called) in 1997, a few 
weeks short of her 36th birthday, on that pedestal. 
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4 NAME: Kiran Desai 
4 AGE: 36 


«4 EDUCATION: Studied 
creative writing at 
Hollins University (US) 
and Columbia University 
(US) 


« CAREER TRACK: 
Published Hullabaloo ín 
the Guava Orchard in 
1998 and The Inheritence 
of Loss in 2006 


« AWARDS: 
The Betty Trask Award 
for Hullabaloo in the 
Guava Orchard in 1998; 
the Man Booker Award 

| and the National Book 

= | Critics Circle Best Fiction 

E Award for The 
= 1 Inheritence of Loss 
ч aS. in 2006 





« WRITING STYLE: 
Warm and sensitive 


a FAMILY: Single 


a FAVOURITE AUTHORS: 
Truman Capote, 
Tennessee Williams, 
Gabriel Garcia Marquez, 
R.K. Narayan 


4 LOVES: Returning to 
India every year 
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But Desai, who lives in the Us, wears her 
Indianness proudly on her sleeves. “It is a 
wonderful time to be an Indian writer," she 
says. "We are not a scrawny, undernourished 
society anymore." In fact, this Indianness bursts 
forth in her work. She has said several times 
that she has been deeply influenced by her 
own experiences and what she has seen around 
her. Desai, who could not respond to repeated 
e-mailed questionnaires from Business Today as 
she was attending to her ailing father, has 
vivid memories of her childhood in India. 

She remembers the utter bliss she experi- 
enced sitting under the dining table, pulling the 
toes of her three siblings and parents. She 
also recalls family holidays in Kalimpong (near 
Darjeeling in West Bengal), where her family 
had a house called Chomiomi, after a Tibetan 
snow mountain. "Kalimpong has a population 
of Tibetan refugees and a majority population 
of Nepalis ... It is a very beautiful place, but the 
strains were obvious even then," she told an in- 
terviewer early in 2007. Incidentally, she did 
part of her schooling at the famous St Joseph's 
Convent in that hill town, before moving to 
England when she was 14 or 15 (she has mentioned 
both ages in different interviews) and from there to the 
US a year later. This, and her own multicultural back- 
ground (more on that later) has given her a very cos- 
mopolitan worldview that is, at the same time, very 
warm and Indian at its core. 

Writing for The New York Times Book Review, 
Pankaj Mishra, himself an author of note, says: 
"Although it (The Inheritance of Loss) focuses on 
the fate of a few powerless individuals, Kiran Desai's 
extraordinary novel manages to explore, with intimacy 
and insight, just about every contemporary interna- 
tional issue: globalisation, multiculturalism, economic 
inequality, fundamentalism and terrorist violence." 
Desai says she didn't really choose *weighty topics", 
but realised, while writing the novel about *powerless 
individuals", that what she was going through *was the 
emotional result of travel between East and West 
over many generations". In the same CNN.com in- 
terview quoted earlier, she says: “It’s very interesting 
to see how the same people are poor on both sides of 
the world... You think of people being poor in a 
very faraway place, but one looks closely, one realises 
that poverty is very close to us." 

The "travel" she talks about started many decades 
earlier. Her mother, Anita Desai, the child of a 
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Bengali father and a German mother, married Ashvin 
Desai, a Gujarati. So, multi-culturalism and constant 
flitting between East and West have always been a part 
of her life. Incidentally, Desai, who lives in Brooklyn, 
New York, and visits this country every year, where 
a large part of her immediate family lives, has said that 
"in an odd way” she owes her Booker to us President 
George W. Bush; his re-election in 2004 convinced 
her not to take up Us citizenship. The Man Booker 
Prize is awarded only to citizens of the Common- 
wealth. And though she has never spoken about it, this 
little anecdote gives us a pointer to her politics. 

Her first book, Hullabaloo in the Guava Orchard, 
was a simple satire. She got the central idea for the 
book—about a directionless young villager who, by 
sheer chance, reinvents himself as a tree-dwelling 
sadhu—from a report in The Times of India about а 
sadhu who lived his life on a tree. “So it started really 
with that character, and then the story built up 
around it," she has been quoted as saying. But this 
book, which is a fun read on the surface, also has a 
sub-text that dwells on intolerance, the worship of 
false gods, generation gaps and gender roles. 

Following the publication of this book, Desai was 
compared to Arundhati Roy, who was then a rage. But 


Salman Rushdie, who is an old family friend, is an unabashed admirer of 
Desai's writing. He has called her works "lush and intensely imagined" 


critics now say that she has more in com- 
mon with an older generation of Indian 
authors such as her mother, Salman 
Rushdie and R.K. Narayan. Rushdie, 
who is an old family friend, is also an un- 
abashed admirer of her writing. He has 
called her works “lush and intensely 
imagined. Welcome proof that India's 
encounter with the English language con- 
tinues to give birth to new children, en- 
dowed with lavish gifts". 

How does she approach writing? Well, 
for one, she doesn't follow the “rules” and “theories” 
that are routinely taught at writer's workshops. “They 
tell you to write what you know and that sort of 
thing, which I don't believe at all," she says, adding that 
she gets great joy and greater excitement trying to 
explore things she doesn't know. Both her books 
started with the kernel of an idea and just grew as she 





wrote and literally “lived” through the 
events she described. 

And what about her mother, who, 
incidentally, was shortlisted for the Booker 
thrice but hasn't yet won it? Desai says she 
has grown up hearing her mother talk 
of books, writing and literature; so, her in- 
fluence has been more subliminal than 
direct. “She has been very good, not pro- 
viding critical support as much as emo- 
tional support... A very motherly role, re- 
ally," she told Bold Type in an interview. 

So, why are we featuring here here? Because of her 
ability to marry an epic sweep with warm and personal 
stories about individuals one meets every day. She 
has already won the Booker; can she some day win the 
Nobel? That's difficult to predict, but from the evidence 
of her first two books, she is definitely the leader in her 
generation of Indo-Anglican writers. 8 
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M.S. DHONI 
Captain, Team India 


Still the Boy 
extDoor 


Mahendra Singh Dhoni is already a big star, but he’s 
got plenty more of cricket ahead of him. RITWIK MUKHERJEE 






N 


N MANY WAYS, HE IS LIKE KAPIL DEV. BOTH HAIL FROM SMALL TOWNS NOT 
known for producing cricketing talent till their arrival. Both burst on 
the international cricket scene and immediately set the stands on fire 
with their explosive batting. And both have led India to World Cup triu- 
mphs—against the odds—when the captaincy was thrust upon them 
in difficult circumstances, albeit in different forms of the game. Yes, 
Mahendra Singh Dhoni (26), the youngest son of Pan Singh, a retired junior- 
level manager at Mecon and Devki Devi, has climbed quite a few peaks 
already. But Mahi, as he is affectionately called, has several others to conquer. 

The crowning glory of his still young career as an international cricketer was 
leading India to the Twenty20 World Cup triumph. His captaincy and leadership 
skills drew all-round praise. Former Indian captain Bishen Singh Bedi, who is not 
known for showering fulsome praise on anyone, is impressed. *The future of the 
game in the country is safe in his hands," he says. 

Dhoni the cricketer actually has two personas. As a player, he is dashing, swashbuck- 
ling and a great entertainer. As captain, he is cool, unhurried and—this is what wins him 
so many admirers—simultaneously instinctive and calculating. Best of all, he is very 
grounded, and has not let the fame, adulation and the big bucks (really big ones, at that) 
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a NAME: Mahendra Singh Dhoni 
4 AGE: 26 


4 CURRENT DESIGNATION: 
in, Team India, ODIs and 
T20; Vice Captain, Tests 


a EDUCATION: Undergraduate 
«4 WORKS WITH: Indian Airlines 
4 CAREER TRACK: ODI debut in 
December 
T20 ¢ 


Captain in 
2007 and ODI Captain later 
that same month 
< LEADERSHIP STYLE: Leading 
from the front. Cool 
temperament 
4 FAMILY: Single 


« HOBBIES: Biking, playing 
computer games, eating 


4 FAVOURITE QUOTE: "| am 
what | am" 


4 GOAL IN LIFE: "I want to win 
the ODI World Cup" 
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affect him. “Dhoni is extremely level-headed and 
stable. For me, that's the one personality trait that 
stands out in him," says commentator Harsha Bhogle, 
who has watched him develop from a raw talent 
into an international star. 


STYLE AND SUBSTANCE 


His cricketing achievements are too well-documented 
to bear detailed repetition here. In April 2006, he was 
ranked #1 on ICC's list of Best One Day Batsmen; he 
has since fallen off that perch, but has remained 
among the top 3. Then, he holds the Indian record for 
hitting the maximum number of sixes (10) in an 
ODI; he did that in the course of his epic innings of 
183, a world record for a wicketkeeper, against Sri 
Lanka in 2005, and averages 52.76, the 4th highest in 
the world and the highest by an Indian batsman. 
But more than the statistics and the endearing stories 
about him, it's his style (both in batting and his hair), 
that made the boy next door from Ranchi an icon 
across the country (the Mrv Youth Icon Award in 
2006 was in recognition of that). 

Dhoni is known to be a film buff. When he first 
burst on to the international stage, he was called the 
John Abraham of cricket because of his flowing locks. 
Abraham and he have, since, both visited barbers, but 
Dhoni’s Bollywood links apparently go deeper than 
that. The *Dasher from Jharkhand" has been, at var- 
ious times, linked to actresses like Tanushree Dutta 
and Deepika Padukone, but he has trotted out the 
usual *we are just good friends" line to keep prying 
journalists at bay. 

Those who know Dhoni for long vouch for the 
fact that the popular perceptions about him are based 
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on facts. “He is as calm and composed as the 
Himalayas,” says Chanchal Dutta Gupta, a Jharkhand 
state selector and cricket coach, who has known 
Dhoni since he was a boy. That’s the quality that im- 
pressed everyone when the captaincy of the Indian 
Twenty20 and ODI teams were thrust on him at a 
younger age under peculiar circumstances. He was ap- 
pointed to lead India in the former when senior pros 
Rahul Dravid (then captain of Team India), Sachin 
Tendulkar and Sourav Ganguly opted out, and he was 
appointed captain of the ODI team when Dravid sud- 
denly resigned without assigning any reasons. There 
was a big element of luck in both these appoint- 
ments. Former frontrunner for the captaincy Virender 
Sehwag was out of favour with the selectors and the 
claims of Yuvraj Singh were overlooked. 

Some experts then felt that the selectors had 
taken a gamble. But all those doubts have now van- 
ished. “It was remarkable to see how Dhoni kept a 
cool head in all kinds of situations. His captaincy has 
added a new dimension to Indian cricket,” says Abbas 
Ali Baig, a former swashbuckling opener from 
Hyderabad. 

It is a combination of all these factors that make 
Dhoni what he is. And it’s not only cricketers and 
cricket commentators who are members of his fan 
club, India Inc. is also lining up at his door, cheque 
books in hand, to cash in on his iconic status. At 
last count, he was endorsing about 20 brands— 
among them, Reebok, Videocon, GE Money, Pepsi, 
Seagram’s Royal Stag, Reliance Mobile, Parle Milk 
Shakti and Exide—for a reported fee of Rs 1.5 crore 
per brand per year. Says Jeet Banerjee, Director, 
Gameplan Sports, who manages Brand Dhoni: “The 
durability of his brand is proved by the fact that all the 


brands he endorses have renewed their contracts.” 


So, what exactly do brand managers think of 
him? Says S.B. Ganguly, Chairman Emeritus, 
Exide Industries, who, as Chairman & CEO of 
the company, signed on Dhoni as the Exide Brand 
Ambassador: “Exide is a century-old brand and 
our association with Dhoni adds a dash of youth- 
fulness and contemporariness to this brand. Our 
product talks of power; so, who could have been 
a better brand ambassador than Dhoni, who has 
virtually recharged a youthful Team India?" 

Adds Sanjay Behl, Head, Brand & Marketing, 
Reliance Communications: *Dhoni is far more 
than just a cricketing hero in India. He is a youth 
icon, who epitomises self-belief in his abilities to 
conquer the world. His core values are com- 
pletely aligned with Reliance Mobile's values of 
"Think Bigger, Think Better’; this leads to a seam- 


Cup of joy: The crowning glory of Dhoni's still young career as an 
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international cricketer was leading India to the Twenty20 World Cup triumph 


less brand fitment." 

Banerjee confesses that he is floored by Dhoni's 
down-to-earth charm. *My experience of managing 
Dhoni has been a wonderful one. He doesn't make 
many out-of-turn demands. It has been a really en- 
riching experience, and l've learnt a lot from him as 
a person," he says. “Down to earth” and “level 
headed” are two descriptions that keep cropping up 
when one discusses Dhoni. The man himself is aware 
of his qualities. “The hype and the mob frenzy don’t 
really mean much to me. | don’t think too much 
about them. I know that if I’m not doing well, then all 
this will end. I realise that and I guess it's in my nature 
to be level-headed,” says Dhoni. 

So, apart from the fact that he now needs a po- 
lice escort even while going for a hair cut to his 
favourite saloon in his native Ranchi (and, one 
would imagine, elsewhere in the country, too) and 
the fact that he is now immensely wealthy, he still re- 
mains the boy next door. Says Santosh Lal, a long- 
time friend and a member of the Jharkhand Ranji 
squad: “Mahi never misses any opportunity to catch 
up with friends. He loves biking and partying till late 
night whenever he is home and is a wonderful 
friend to have on and off the field.” Lal lets on 


that Dhoni is particularly partial to chicken butter 
massala with naan and chicken tikka pizzas. 

He may not have changed much, but his lifestyle 
has undergone a sea change. The young boy from a 
modest background, who used to borrow bats and 
other cricket gear from a well-wisher’s sports goods 
shop and take lifts on friends’ bikes, now owns more 
than 10 motorcycles himself, including a Harley 
Davidson, in addition to a Scorpio and a Pajero. He 
also has two pets—Sam, a German Shepherd and 
Zera, a black Labrador—and loves playing games 
like Counter Strike, Black Hawk Down and Men о} 
Valour on his laptop. 

Since 1990, Indian cricket captains have had long 
tenures, unless, like Dravid, they resign on their 
own. So, Dhoni can look forward to a long reign. He 
has begun well; he is still young, and, even without the 
seniors, has the nucleus of a good side under him. So, 
there’s every possibility of Team India scaling greater 
heights in the coming years. Says Sambaran Banerjee, 
former National Selector and former Bengal cap- 
tain: “I have no doubt whatsoever that Dhoni will re- 
main a role model for many years to come. Indian 
cricket will be 200 per cent safe in his hands.” No 
wonder he made it to this very exclusive list. 8i 
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KARAN JOHAR 
Director, Dharma Productions 


Merchant of 


Krtsch 


With the cash registers ringing, Karan Johar is staking his 
claim as Bollywood's youngest showman. TEJEESH N. S. BEHL 





NIDE REMARKS FROM THE UNCHARITABLE OFTEN ALLEGE THAT WHEN 
you have the country's reigning superstar as your best buddy, you 
don't need much else for your movie. Not even a script or a sto- 
ryline, they snigger. Tell that to the 35-year-old at the receiving end of 
the sarcasm and he doesn't even twitch a facial muscle—maintaining his 
deadpan expression with aplomb. *When you have a Shah Rukh Khan or 
Amitabh Bachchan in your star cast, the responsibility on you to deliver the 
goods becomes even greater. Then again, why shouldn't I work with Shah 
Rukh—it’s a winning team," counters Karan Johar. 

Johar's movies, which adhere to Bollywood's definitive cinematic bound- 
aries, have often found themselves trashed as no-brainers by those with dis- 
cerning tastes. “I have never claimed to be a cerebral or a path-breaking film 
maker. I like to make movies that are entertaining—they are happy films about real 
people in unreal situations," admits Johar. 





MY KIND OF FLICKS 


Starting off with his first venture, Kuch Kuch Hota Hai (KKHH) which dealt with college 
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PN 1 У Р ПМЕ: i | a NAME: Karan Johar 
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«4 AGE: 35 


« CURRENT DESIGNATION 
Director, Dharma 
Productions 


« EDUCATION: B.Com 


a CAREER TRACK: Started 
as Assistant Director for 
Aditya Chopra s Dilwale 
Dulhaniya Le Jaayenge in 
1994. Made his first 
movie, Kuch Kuch Hota 
Hai in 1998. Has his own 
production house, 
Dharma Productions 
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RAN ОНАР zero-in on the script and 
prefers being involved 
» in all aspects of film 
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X ARENIS А T making 
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T E ار‎ a FAMILY: Not married 
v wah 1 


m De = a HOBBIES: Movies, read- 
Ch ave > ing (currently Khaled 
ыў, Hosseini's The Kite 

Runner) and travelling 


«4 FAVOURITE QUOTE: 
“| don't have a favourite 
quote" 


a GOAL IN LIFE: To be 
remembered after | 
am gone 
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love finally coming to fruition 
years later, Johar has been panned 
for creating an unreal world—his 
directorial debut accused of trans- 
planting Riverdale High from 
Archie comics into a Mumbai set- 
ting. His second venture, Kabhie 
Khushi Kabhie Gham (K3G), which 
saw India’s biggest star cast in 
terms of value—Amitabh and Jaya 
Bachchan, Shah Rukh Khan, 
Hrithik Roshan, Kajol and Kareena 
Kapoor—got plenty of stick for 
its outdated storyline of a father 
kicking his son out of the house for 
marrying a girl from a lower socio- 
economic strata. 

Not that it fazes him when critics rip him apart. 
“I don't blame the media or hold any grudges,” he 
says. He doesn’t need to—distributors have never lost 
money on his movies and the créme de la créme of 
Bollywood vies for an opportunity to work 
with him. K3G went on to become the first Hindi 
movie to enter the US Top 10 charts in addition to 
being featured at third place in the UK Top 10 while 
the screenplay for his third outing, as producer for 
Kal Ho Naa Ho (KHNH)—directed by Nikhil 
Advani—found an unlikely resting place at the 
Oscar archives of the Library of Motion Picture, Arts 
and Science. 

Fellow film maker Ravi Chopra does admit that 
Johar’s movies are larger than life. “He has a knack of 
mounting his storylines on a big canvas. He makes his 
movies from the heart—paying attention to the script, 
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FUTURE PLANS 





> Introduce corporate best practices in 
Dharma Productions, including 
adhering to fiscal discipline 


» Create a niche as a boutique 
production house, handling not 
more than three movies a year 


> Next film on the agenda— 
Shah Rukh Khan-starrer Khan 


> Tie-up with NDTV Imagine for a 
musical show 'Shava Shava' 


screenplay, music and the cast. 
And while his movies may not ap- 
peal to some, he certainly does 
not make stupid films," states 
Chopra. 

To be fair to Johar, he did 
make a radical departure—by 
Bollywood standards—with his 
fourth offering, Kabhi Alvida Na 
Kehna (KANK). The story dealt 
with adultery—of finding a 
soulmate outside marriage. Does 
that mark a shift in his story 
subjects—of dealing with 
adult and hitherto taboo topics? 
“At different stages of your life, 
you deal with different situations and that reflects in 
the choice of subjects I deal with in my movies. 
When I started my career as a director, | was 25— 
so a love story about youngsters came naturally. 
My next movie K3G was all about loving your parents 
while KHNH was about losing the one you love," re- 
flects Johar, referring to the demise of his father, 
Yash Johar who, ironically, never wanted his son to 
follow in his footsteps. 

Observes Shimit Amin, another film maker bask- 
ing in the success of his second directorial venture, the 
cult flick Chak De India, “1 think he understands 
his world and puts it across well—somehow con- 
necting with the audience. He recognises his milieu 
and works within that." 

And what does Karan Johar make of the fad of 
cross-over films? He retorts: *Once you cross, it's all 
over! Why look at eyeballs elsewhere when you 
have so many in the country." To buttress his 
argument, he cites the instance of Hollywood studios 
setting up base in India. 
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WHO'S WATCHING? 


“Г only make those movies that I would like to watch 
myself. I don't have any specific target audience in 
mind when I am making a movie,” says Johar, reacting 
to charges that his silver screen products pander to NRI 
tastes. However, trade analyst Komal Nahta, Editor, 
Film Information and The Film Street Journal, has a 
different take on the issue. “While his movies are no 
doubt a visual delight, he caters more to the NRI and 
urban audience, having realised that the money is in 
the cities," points out Nahta. 

Of course, the audience has given a thumbs-up to 
Johar and his brand of cinema —his outfit Dharma 
Productions bringing in over Rs 300 crore from his 
movies alone. And that's just the domestic collec- 
tions. Given his movies’ widespread appeal among 
overseas Indians, it's safe to say they have been multi- 
million grossers in markets like the Us and the UK. 


BRAND: K JO 


Johar is a smart marketer, feels 
brand consultant Harish Bijoor. 
“He plays it quite safe in his choice 
of subjects and doesn't do edgy 
cinema, like say Black or even a 
Cheeni Kum,” observes Bijoor, CEO 
of Harish Bijoor Brand Consults 
Inc. So, is Johar marketing’s biggest 
success story in Bollywood? 
“Absolutely,” says Bijoor and adds, “though you 
have to admit that along with the hype there’s also 
substance without which a brand cannot sustain it- 
self. One can say that he’s 60 per cent substance and 
40 per cent hype but even that number is quite 
high—which leads to a perception that he is more 
hype than substance.” 

Chopra, while agreeing with Bijoor’s assessment of 
Johar’s high media visibility, says he is not the kind of 
person who exploits media attention. According to 
Taran Adarsh, Editor, Trade Guide, and a keen in- 
dustry watcher: “He has definitely become a brand— 
evident from the offers of endorsements he gets.” 
At current count, Johar endorses four brands— 
Timond watches, Dunhill, Dulux Paints and Bru cof- 
fee—rivaling some of the stars who feature in his 
movies in terms of audience appeal. Johar, say industry 
watchers, was probably the first among the 
new breed of directors who didn’t just stick behind the 
camera but also posed in front of it—heralding the 
arrival of the celebrity film maker. Today, he is a 
sought-after speaker at various fora, having also 
been invited to speak at Wharton Global Business 
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Forum 2007. “Today’s film makers are ambitious 
and Johar certainly has the glam quotient associated 
with him—not least due to his media accessibility and 
the famous association with Shah Rukh Khan,” avers 
Bijoor. 


AND TOMORROW DOES COME... 


Johar, who has also expanded his reach into televi- 
sion—first through his celebrity talk show Koffee 
with Karan and then through his tie-up with NDTV for 


THE BUSINESS 






creative inputs for its Hindi GEC—is streamlining his 
production outfit Dharma Productions. “While Pm ex- 
panding my production base, my priority for the fu- 
ture is to stick to budgets—given that corporate cul- 
ture is fast creeping into the movie industry," he 
elaborates. *From 2009 onwards, my endeavour is to 
have only three releases a year—till about 2011. 
Beyond that, ГЇЇ take a call on whether to continue 
with this model or not. I believe in taking baby-steps 
and not planning too far ahead," says this late-riser 
who's usually in office by 11 am. 

Not that he needs to push himself anyway. Today, 
Johar is said to be in a league of his own—his asso- 
ciation with a movie is enough to guarantee a spec- 
tacular opening at the box office, not just in India but 
also overseas. Stars, it seems now, are not just the ones 
on the 70 mm screen but also behind it. ш 
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PRASOON JOSHI 
Executive Chairman, McCann Worldgroup India & 
Regional Executive Creative Director (Asia Pacific) 
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INQIE 


Prasoon Joshi is emerging as the Indian star in the 
international ad fraternity. SHAMNI PANDE 






E IS ONE OF A NEW BREED OF PROFESSIONALS WHO HAS 

popularised the use of an Indian idiom, and a distinctly Indian 

voice, in Indian advertising. If Piyush Pandey of Ogilvy & 

Mather is credited with pioneering this trend, then Prasoon 

Joshi, who started his career under him in 1992, is clearly the 

one who’s taking the theme across the world. In fact, the latest Alpenliebe 

ad for Perfetti Van Melle with actress Kajol and an alligator is now being used in 

all its global markets without any adaptation. Oh yes, and not to be forgotten is 

the HappyDent palace commercial that scored twice over at Cannes this year, bag- 

ging a Silver for the campaign and a Bronze for its use of music, making Joshi the 

highest scorer of metal in 2007 with a tally of four at this rarefied annual event 

held in France. In the process, HappyDent has entered the Top 10 most awarded 
campaigns of the world (Gunn Report). 

And while discovery of the Indian idiom itself may be a story in progress, Joshi, 

Executive Chairman, McCann Worldgroup India & Regional Executive Creative 

Director (Asia Pacific), has already revived the fortunes of this relatively stagnant iPG 
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« NAME: Prasoon Joshi 
4 AGE: 38 


« CURRENT DESIGNATION 
Executive Chairman, 
McCann Worldgroup 
India & Regional 
Executive Creative 
Director (Asia Pacific) 





a EDUCATION: MBA from 
IMT, Ghaziabad 


« CAREER TRACK: Joined 
O&M, Delhi in 1992 as 
junior copy writer, moved 
to Mumbai in 1998. And 
became creative director 
of Mumbai O&M in 
1999, 


« LEADERSHIP STY! 
Informal 


«4 FAMILY: Wife Aparna 
Joshi and daughter 


» Ashaanya 

У « HOBBIES: Watching 
MERE movies, reading and 
eee es. writing poetry 
2: 

eee 


«4 FAVOURITE QUOTE 
" Lapkna jhaptna 
palatkar jhaptna lahu 
garm rakhne ka bas hai 
bahana " 


« GOAL IN LIFE: Keep 
writing and excelling 
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Group agency in India. The 2007 Gunn Report 
places McCann India as the third most awarded 
agency in the Asia Pacific Region, even as he's 
scored as the #1 Creative Director in Asia in the 
MEDIA magazine ratings. 

These developments brought the top bosses of 
McCann Worldwide rushing to India in October 
2007. John Dooner Jr., Chairman & CEO, McCann 
Worldgroup, declared in an interview to this magazine 
(See “Big Acquisitions Are Not Part Of Our Growth 
Strategy, page 152, November 4, '07) that Joshi 
would lead overall creative leadership as he was in- 
ducted into the Worldwide Creative Board of McCann 
Worldgroup. Clearly, he's the man to track, not just 
in terms of the way he's climbing up the hierarchy, but 
also in terms of the way clients and businesses are 
latching on to his work. 

At quite another level, Joshi has been making se- 
rious inroads into Bollywood, winning accolades for 
his dialogues and lyrics for films like Rang De Basanti, 
Fanna and more recently for yet another Aamir 


Prasoon Joshi's Winning Team: Together they have helped 


Khan starrer, Taare Zameen Par. 

O&M’s Pandey recalls an amusing anecdote from 
the late 1990s when, soon after Joshi moved to 
Mumbai from Delhi, he took his then protege to 
the Filmfare Awards to introduce him to the 
Bollywood fraternity: “We messed up on the dates and 
landed on the wrong day.” But that hasn’t stopped his 
career as a Bollywood lyricist from taking off. “Today, 
he's doing extremely well for himself. l'm proud of 
him," Pandey says. 

Interestingly, people were heard calling him a 
"seriously funny” guy when his Thanda Matlab Coca- 
Cola series hit the national consciousness in early 
2000. But it's nearly impossible to slot the 38-year-old 
Joshi. In his many avatars, he is an ace copywriter, a 
jingle maker and a poet who pens hit songs for Hindi 
films in his spare time. 

Says former colleague Santosh Desai, MD & CEO, 
Future Brands: “Prasoon has command over craft and 
music; he's a poet; his style of story telling and his 
sheer ability to source material that is both authentic 


deliver some of the best ad slogans of our times 
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u'd hate to admit it, but you'd love to be like him. Because he has a few extra tricks 


his sleeve. He's the man with the plan. John Miller salutes the good looking rascal. 
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and which reflects many parts of reality are 
indeed unique. He brings layers and tex- 
tures to his ads, which is remarkable." 

For instance, Joshi coined the term 
Yaaran Da Tashan (attitude of friends) 
that became part of daily parlance, but 
he's as evocative sans the copy. The ad 
that bagged a Golden Lion at Cannes in 
2003 showed a man sleeping peacefully on 
a busy pavement, with a pile of Coke crates 
protecting him from the blazing sun. It 
was inspired by a fleeting glimpse of a 
porter sleeping in the shade of building 
at Hapur station in Uttar Pradesh. 

A trail of influences is behind Joshi’s 
works, almost all of them inspired by things 
innately Indian. In a Chlormint ad, he uses 
a classical singer to deliver some of the 
most hilarious lines: “Sayyan more guppi, 
dete nahin puppi". His films songs and 
dialogues, too, mesh the mood in modern 
India with romantic lyricism and new-age 
rap. This allows him to connect instantly 
with his audience who are, at once, Indian 
in their ethos but global in outlook. 

Peers such as R. *Balki" Balakrishan, 
Chairman & Executive Creative Director, 
Lowe India, and Rensil D'Silva, Executive 
Creative Director, Meridian, admit that 
he has his fingers on the pulse of the Indian 
youth and credit his unique expression 
for this. And older advertising veterans, 
such as Ivan Arthur, former Regional 
Creative Director, JWT, think that Joshi 
has given India advertising a universal ap- 
peal. The now retired Arthur, who started 
his career in 1964, says Indian advertising 
has gone through clear phases—from being 
print-led to now being lead by new media 
such as television and digital media. “Earlier, cre- 
ative people were just that. Today, thanks to people 
like Piyush Pandey and Prasoon Joshi, creative people 
are also getting to be leaders," he says. 


A NEW PARADIGM 


Joshi has a parallel in his former boss Pandey, but 
where he's clearly different is in his ability to push the 
envelope further. *Piyush brought in a certain earthy, 
Indian style. Prasoon goes further; he has a deeper ap- 
petite for intellectual introspection and, therefore, is 
able to deal with complexity and more cerebral sub- 
jects with greater ease. There is a sense of effort- 
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PEERS TO WATCH 


lessness to his work,” says Desai. 

But the real stamp of approval comes from his 
clients. “Prasoon is not your typical guy who writes 
only good copy. He’s many thing rolled into one 
and what works really well for us is that he’s never 
happy. There have been instances when we've ap- 
proved an idea, but he has still come back to us and 
with suggested changes," says Prakash Wakankar, 
Managing Director, Perfetti Van Melle India. 

Joshi's ability to quickly come up with lyrics and 
ideas is also something that makes him popular with his 
clients. *I met him one-and-a-half years ago when 
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JOSHI AND HIS PUNCH LINES 





our account moved to McCann. I called him when he 
was in New York to write something for us for an 
internal exercise. He gave us the lyrics the next day, 
and it was set to music,” says Vineeta Bali, Managing 
Director, Britannia Industries. Then, Kashmira Chadha, 
Director, Marketing, Coca-Cola India, says Joshi has 
the ability to get across with simple language without 
having to take recourse to Powerpoint presentations. 

But there are detractors, too. Some people who 
have been associated with him in the past say he has 
been unable to move beyond television and radio, 
while others blame his larger-than-life persona for scar- 
ing others from taking up positions under him. “What 
will anyone else do if Joshi is good at everything?” asks 
one such ad professional. Another of his peers says 
Joshi's creative flair clouds the agency's thought 
process, adding that there aren't too many strategic 
thinkers in McCann. 

Joshi is quick to defend his turf. *My only answer 
to these people is our results. During my tenure, 
McCann has bagged so many awards that I have no 
place to sit in my room. Also, we're winning new busi- 
nesses even as we are making a difference to our 
clients," he says. That's very true. The tally of new ac- 
counts this year includes Barclays Bank, Britannia 
Chutkule, Essar Retail, Unilever's Liril, HP-Compaq, 
Nicholas Piramal, Radico-Diageo's Masterstroke, 
General Motors, GSK's Crocin and Titan, among 
others. Today, it has over 400 employees and its 
existing key accounts include Coca-Cola, Intel, J&J, 
Marico, Microsoft, Nestle, Perfetti Van Melle, Tvs 
Motors, Unilever and Western Union. 
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In fact, what most overlook is the visible difference 
his work has made to his stakeholders. For instance, 
the 1997 Voluntary Disclosure of Income Scheme 
(VDIS) campaign—"30 per cent tax, 100 per cent 
peace of mind"—that he devised for the Ministry of 
Finance helped then (and current) Finance Minister 
P. Chidambaram mobilise upwards of Rs 10,000 
crore. Then, Thanda Matlab Coca-Cola campaign 
became a national slogan and enabled the cola giant 
to steal back the thunder from rival Pepsi's Dil Mange 
More punch line. Not surprisingly, he and his agency 
have won a rich haul of over 400 awards till date. 

But Joshi is not content to sit on his laurels and is 
already looking ahead. “While I do write for films, my 
first love is advertising and I really think it's a modern 
art form," he says. He's now looking forward to 
building his team further and feels that people have a 
wrong notion about him working on everything. 
“How much can I do? Yes, 1 am very closely involved 
with some accounts, but my people work alongside 
me, and also on their own, and they are a very 
talented bunch," he says. 

Joshi is now moving on to higher goals and is go- 
ing global. He's involved in three ads for Coke in 
Indonesia and one in China; the group has sought his 
involvement in its campaigns for Us and UK companies 
on their home turfs. McCann wants him to be part of 
the campaign it is planning for Microsoft in the Us and 
for Wall's ice creams in the UK. His crowning glory: 
he has been declared Chairman of the Cannes Jury for 
2008. Clearly, he's the man to watch in India's 
advertising world. 8 
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SHAH RUKH KHAN 
Superstar 


The Badshah of 


Bollywood 


The most recognisable face of Indian cinema worldwide, 
SRK rules the entertainment industry. T.v. MAHALINGAM 


T'S COLD INSIDE STUDIO NUMBER 5 AT KAMALISTAN STUDIOS, IN SUBURBAN 

Mumbai. As the camera pulls back, Shatrughan Sinha whirls around, 

glowers at the lens and bellows that word which has guaranteed front- 

benchers their paisa vasool for decades now— “Khamosh!” Sinha is 

shooting an ad for a television set that is soon to be launched across 
the country. As take after take is shot and canned, the ad film's director, 
Prahlad Kakkar, turns around and proclaims rather dramatically: *This is history 
in the making. Shatrughan Sinha does not do Tv advertisements.” 

That's largely true. A decade ago, most Bollywood actors would have displayed 
an upturned nose to ad film makers. But all that has changed. “Earlier, Bollywood 
actors did not do ad films. Period. But Shah Rukh Khan changed that,” says Kakkar, 
who remembers shooting with Shah Rukh for a Brahmaputra Tea commercial for 
the first time, more than a decade-and-a-half ago. Those were days when Khan's rate 
for commercials was Rs 6-7 lakh and he was still a budding star. 

Today, it's tough to ignore Shah Rukh Khan. When he is not on the television pro- 
moting his latest movie or waving to crowds in a cricket match, he peers out of gigantic 
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THE ESSENTIALS 





Shah Rukh Khan 








































« CURRENI DESIGNA 
Bollywood Superstar 


« EDUCATION: Masters in 
Mass Communication 


«4 CAREER TRA 
Debut in television serial 
Fauji in 1988; Makes his 
film debut in a small 
blink-and-you-miss role 
in Which Annie Gives it 
Those Ones, in 1989, 
written by Arundhat 
Roy; Turning point 
Dilwale Dulhania Le 
Jayenge in 1995; Turn: 
producer with Phir Bh 
Dil Hai Hindustani in 
2000; Hosts KBC and 
returns to TV in 200/ 


4 LEADERSHIP STYLI 
Hands on, intuition driven 


4 FAMILY: 
Wife—Gauri Khan, 
children—Aryan Khan 
Suhana Khan 


« HOBBIES 
Computer games 


e 


«4 FAVOURITI | 
“I ат just an employee 
of the Shah Rukh Khan 
myth" 





hoardings smiling smugly, selling clothing, talcum 
powder, pasta or laptops. Or with the irritating energy 
of a persistent roadside dictionary salesman, peddles SIM 
cards for a leading telecom company. In fact, accord- 
ing to data from AdEx India, in the first 11 months of 
2007, Shah Rukh Khan's commercials have been on- 
air across Indian television channels for 887-odd 
hours, i.e., 31,94,853 seconds. In 2003, that number 
was just 49 hours, i.e., 1,79,230 seconds. Then, Khan 
used to endorse 8 brands across 6 product categories. 
That has changed to 33 brands across 21 product 
categories. It is believed that Khan charges upwards of 
Rs 5 crore for a one-year endorsement contract. 

So, what is it that makes Khan such a great draw 
for advertisers? *His image cuts across all socio-eco- 
nomic classifications as his appeal does not get re- 
stricted to any class, community, gender or age,” 
says Aditya Agarwal, Director, Emami Group of 
Companies. *His endorsement raises the product's 
profile beyond imagination." Others like Brand 
Consultant & Managing Partner of Chlorophyll, 
Anand Halve, believe that ‘me-too products’ use 
Shah Rukh Khan hoping to get some attention and 
boost sales. “His willingness to do anything from 
endorsing Chyawanprash to designer accessories like 






PEERS TO WATCH 


A NAME: Akshay Kumar 





A NAME: Aamir Khan 


watches also helps. One day, he is endorsing Mayur 
and the next day it’s Belmonte. One day, he 
endorses Omega, the next day it’s TAG Heuer. He 
knows there are several fish to fry,” says Halve. 

Even as film industrywallahs snigger at Khan’s 
growing advertising portfolio and his innumerable 
stage shows and performances at events from marriages 
to industry award functions, the Khan juggernaut 
seems to roll on unmindful of all the criticism. “Shah 
Rukh has always broken the rules and stereotypes in 
the industry. Stereotypes like television actors do not 
make it big in the movies, movie stars do not do ad 
films etc,” says actor Pavan Malhotra, who has acted 
with Khan since his early days in television. 

In fact, Khan’s career is a great example of con- 
stantly defying stereotypes. After acting in half a 
dozen serials like Fauji, Circus, Umeed, Wagle ki 
Duntya in the late '80s, Khan moved to Mumbai to 
pursue a career in movies. His first movie Deewana 
(1992) won the actor accolades despite the fact that 
the actor’s entry in the movie happened after the 
interval and he was pitted against a bigger star, Rishi 
Kapoor. The following year, two movies where he 
played characters with negative shades, Darr and 
Baazigar were released. Both went on to be massive 
hits. Just as the actor was getting tagged as an “anti- 
hero”, movies like Karan Arjun (1994), Kabhi Haan 
Kabhi Na (1994) happened. But the turning point of 





A NAME: Hrithik Roshan 


REASON:The most consistent REASON: Same age bracket as REASON: He is perhaps the 
Bollywood actor in the last three SRK. Has his own fan following youngest of his contenders. He is 
years. Has delivered hits each and seems to be doing the same still young enough to play the 
year. Now is a big star things—acting, production, even boy-next-door kind of roles that 
overseas, too. Continues to do playback singing. He has also got audiences so love. Has enough 
action flicks, romantic leads as well into direction with his debut acting talent to be the next 

as comedies, showing his versatility. movie Taare Zameen Par. contender to the throne. 
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Khan's career came in 1995 with the release of 
Dilwale Dulbania Le Jaayenge. The blockbuster movie 
shattered most Indian movie records and still contin- 
ues an uninterrupted run at the Maratha Mandir the- 
atre in Mumbai (some say at the behest of the movie's 
producer, Yashraj). Khan's love affair with the box 
office continued with candy floss romances like Dil To 
Pagal Hai (1997), and Kuch Kuch Hota Hai (1998). 
But the millennium began badly for Khan. His first pro- 
duction, Phir Bhi Dil Hai Hindustani (2000), bombed. 
Around the same time, Hrithik Roshan debuted with 
Каро Na Pyaar Hai, which went on to become a 
blockbuster. People in the industry wrote off Khan. He 
was also accused of being insecure and lampooning 
Roshan in a Pepsi commercial. 

“Shah Rukh was very hurt by all the criticism that 
came his way and most of it was unjustified,” recalls 
Kakkar, who shot the controversial ad which fea- 
tured a Roshan look-alike being dumped by a girl 
who chooses to kiss Khan instead. “Khan was not in- 
strumental in getting the whole Hrithik angle into the 
ad. It was my idea and he just went along with it. But 
the sh** really hit the fan with that ad,” adds Kakkar. 

These controversies, however, did not deter Khan. 
Like trade expert Indu Mirani says: “Khan is not 
the kind of person who broods long over failures. If 
something does not work, he will just go ahead and try 
something different.” So Khan continued to pro- 
duce movies like Asoka (which bombed) and others 
like Chalte Chalte (which became a hit). Khan, say in- 
dustry watchers, also went about steadily building his 
audiences abroad. Between 2000-03, he spent a lot of 
time doing international shows. In 2007, Khan had 
two releases—Chak De and Om Shanti Om. Mirani 
estimates that Om Shanti Om did business at the 
box office close to Rs 100 crore while Chak De did 
close to Rs 70-80 crore. With that kind of success, 
there’s little doubt about Khan’s standing in the in- 
dustry. But here is an analogy followed by a question: 
Amitabh Bachchan’s decline as the 
reigning superstar of Bollywood can 
be traced back to 1984-85—when 
movies like Giraftaar and Mard— 
were released. The actor was 43 
years old. Khan is now 42. 





FUTURE PLANS 


> His production house will 
make movies that will star 
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self. From a TV actor to a superstar to a TV game show 
host to a producer. Secondly, like close friend and long 
time associate Karan Johar says: “He perhaps won't 
be playing college romantic hero anymore. Roles 
are being written specifically keeping SRK in mind. He 
has his own production company, so it will be natu- 
ral for him to get more involved with production." In 
fact, SRK is already re-inventing himself. In Om 
Shanti Om, he sported a new look with six-pack 
abs—a clear message that he was ready to take on 
middle age head on. 

So, what does the future hold for Shah Rukh 
Khan? Everybody has their own take. “He is a 
shrewd businessman. His company Red Chillies 
Entertainment does special effects for other films. 
It also does a lot of ads. In fact, his company per- 
haps does more ads than my company does," says 
Kakkar. Others like Mirani believe 
that given the influx of new ideas 
and talent in the industry, Shah 
Rukh Khan will not have to go 
through the ‘dry phase’ Bachchan 
went through. “He has started play- 





Is it likely that Khan’s status as the others ing characters befitting his age. | 
reigning deity of Bollywood is likely ny anne —— won't also be surprised if he di- 
to wane? Khan, who was busy with — > Likely to try his hand at rects a movie some day...it's the 


his shooting schedule, was unavail- 
able. But people who know him are 
sure he is far from finished. For one, 
Khan has constantly reinvented him- 





of time 


direction in the future | 


» May get into television 
production at some point 


next logical step," says Mirani. 

To quote a line from Khan's re- 
cent movie: “Picture abhi baki Ба? — 
the movie is not over yet. W 
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Since its inception in 1964, the Food Corporation of India (FCI) has played a significant 
role in India's success in transforming the crisis management oriented food security into 
a stable security system. Alok Sinha, Chairman and Managing Director, elucidates on the 


corporation's programmes: 


Could you explain the need for 
setting up this corporation? 

FCI was set up under the Parlia- 
ment Act and its main objectives are: 
Effective price support operations 
for safeguarding the interests of the 
farmers, Distribution of food grains 
throughout the country for public 
distribution system and maintaining 
a satisfactory level of operational 
and buffer stocks of food grains to 
ensure National Food Security. 


Could you elaborate on these? 

We aim to protect the farmers, so 
we buy the grains at a higher price 
and sell at a lower price to the state 
governments. The difference be- 
tween these prices is the food subsi- 
dy, which comes to about Rs 35,000 
crore. The grains procured are wheat 
and paddy. 

Right now we have 40 million 
tones of grains as stock in our 1,500 
storage godowns. Though, we have 
been criticized for food grains rotting in the Sida, the ac- 
tual losses have been just 0.3%. Leading MNC's have more 
losses than us, around 2%. We have some stocks for upto 2 
years, yet our loses are low. 


Could you elucidate on the storage facilities? 

The grains are stored in gunny bags, stored on wooden 
planks, at heights where the rats can't reach. Everyday the 
doors of the storage houses are opened to ensure aeration and 
the bags are regularly recirculated on the storage racks, so that 
there is no rotting of the grains. The 40 million tones of pro- 
duce is stocked in 8,000 million gunny bags! 


Do you face any competition from the private players? 

We procure 115 lakh tonnes of wheat and the private players 
combined take just about 20 lakh tonnes of wheat. So where is 
the competition? We intervene in the market for stabilization, 
competition is not there. Our work is to ensure that we give the 








grains to the state governments on 
time for further distribution. From 
there it becomes their job to ensure 
that the grains reach the consumers 
through the fair price shops. 


Do you have any quality checks 
in place? 

Yes, we do a joint quality check 
with the state governments before 
passing the grains to them. 


Which states are you supplying 
grains to? 

We are supplying grains to Lak- 
shadweep, Andaman & Nicobar, 
Ladakh, Arunachal Pradesh, besides 
the pan India presence. More than 
90% of the stock is moved by train 
and the rest by road. In Jammu & 
Kashmir, there is no private retail 
trade, so we have to send 100 trucks 
laden with grain per day. Similar is 
the situation in Arunachal Pradesh. 


| <, 
Any new initiatives taken by ЕСІ to ensure quality, stability 


and better storage? 

We have started a pilot project for bulk handling in Moga, 
Punjab & Kaithal in Haryana. Adani Agri-Logistics Ltd 
(AALL), part of the Rs 18,000 crore Adani Group, has set up 
a modern foodgrain storage and handling facilities under ex- 
clusive BOO (Build, Own and Operate) agreement with FCI. 
After winning the global tender, they finished the civil con- 
struction in May 2006 and the warehouse is operational since 
October 2006. Around Rs 600 crore has been spent for storing 
10 lakh tonnes of grains. 

The entire handling of the food grains right from receiving 
at base depots, quality check up, cleaning and drying, storage, 
transportation to field depots is fully computerised and auto- 
mated. This ensures long life and minimal wastage. 

The other base depot has been set up at Kaithal, Haryana, on 
32 acres of land. Though, it is an expensive mechanized proc- 
ess, it is a successful onc. 


- 





But we are facing opposition from the 
middlemen, who obviously don't find this 
scientific process in their favour. A scientific 
check being transparent will always be in fa- 
vour of farmers. 


What is its advantage over your current 
storage facilities? 

The wheat quality is tested for moisture 
content, foreign matter, live infestation on 
receipt at the base depot. This is followed 
by modern cleaning and drying operations, 
through sieves, magnetic separators to re- 
move dust and foreign matter. 

The cleaned wheat is stored in steel silos, 
which have on-line monitoring systems for 
temperature and insect monitoring system in- 
side. A fumigation system has been installed 
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Government of India granted permission to raise Rs 10,000 


crore by issue of bonds 


Corporation raised Rs 8, 604.90 crore at weighted average rate 


of 7.3196 
Total savings by issue of bonds Rs 1250 crore over 7 years and 
4 months (approx) 
Remaining amount of Rs 1395.10 crore to be raised when 
market condition turns favourable 


for preservation of the food grains. The phosphine generator 
uniformly distributes phosphine inside the silos in case of infes- 
tation to ensure that the wheat is free from insects. 

The facility has fire-hydrant, security cover with close cir- 
cuit television system, watch towers, wireless systems and 
-communication facilities. These would ensure that the inher- 
ent nutritional content of the food grains was preserved. 

The transportation of the stored food grain is in special- 
ly-designed covered wagons, capable of handling bulk food 
grains, top loading and bottom discharge. 

The food grain transported from the base depots is stored at 
the field depots with similar preservation and storage facilities, 
in bulk form. The grain is delivered to FCI both in bulk and 
bagged form as per the requirements of PDS (public distribu- 
tion system) from the field depots. 


Have you taken any steps to educate the farmer on this 
advantage? 

We distribute handouts, bills, slogans on walls and also 
give CD presentations in fairs and mandis (market places). 


Currently, you have your own collections centres? 
We have 15,000 procurement centres across Punjab, Hary- 
ana, Rajasthan, Bengal, Madhya Pradesh, Orrisa, Chattisgarh, 





Andhra Pradesh, Tamil Nadu, Kerela, bits of Bihar, West Ben- 
gal and even Pondicherry. Recently on a trip to Bihar, my en- 
tire perception of the agriculture there changed. Farmers said 
that their work was done by combined harvesters and tractors. 
But as the internal consumption of these states is high with 
population density, there is not much procurement from there 
for market. The states, which have good market surplus for 
wheat are Punjab, Haryana and Rajasthan. Surprisingly, for 
rice, we found Chattisgarh and Orissa to have hidden surplus. 
Here, instead of making storage house, we move the grains 
immediately to the states. 


It is apparently a large network. 

Yes, we have a labour force of 1, 25,000 besides the 40,000 
employees. Few years back we were 80,000, but even with siz- 
ing down, we are doing a good job. And there are no in-house 
perks with free food! We also pay taxes to the state govern- 
ment and have food support programmes for the poor. 


Any other new initiative in place? 

We are extending the minimum support programme to oth- 
er parts of India such as Andhra Pradesh, Bihar, West Bengal, 
Chattisgarh, Jharkhand, Orissa. From Kerala, we now procure 
3 lakh tonnes of rice. 
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T’S FASHIONABLE IN SOME CIRCLES TO SAY, FOLLOWING TOM FRIEDMAN'S BEST SELLING 
book, that the world is flat. Some others have gone a step further and placed India 
(and China) at the centre of this flat world. There is more than a kernel of truth 
in these assertions, but it is important to note that these extremely desirable out- 
comes are not a given. Yes, a linear extrapolation of India's development since 1991 
five, 10, 20 or 50 years into the future does point to such a possibility. But even a cur- 
sory reading of history will show that countries and societies don't always grow lineally. 
Any number of social, political, economic and international factors can intervene to cause 
a nation to veer off its empirical trajectory. 

India faces significant challenges—leadership being the most important. By this, we 
don't mean political leadership, although that does form a large part of it. For all the parts 
of the humungous jigsaw that is India to fall in place, we will need a million big, small 
and tiny revolutions—not the bloody kind that disrupts society and divides people, but 
the kind that ushers in a virtuous cycle of growth and prosperity. 

For this, India will need leaders, not necessarily high profile people who grab the head- 
lines, but people who will bring about change ground up. The existing mechanism for 
delivering necessities like healthcare, education, transparency, accountability, a scien- 
tific temper and cultural consciousness, among others, has obviously failed miserably. 
India needs new paradigms of development that break decisively with the past and de- 
liver the benefits of development more equitably right down the spectrum to the bot- 
tom of the pyramid. 

This will require fresh thinking, clear vision and huge management bandwidth. And 
most of all, this will need new leaders, who can think through the changes that are needed 
and to chart the roadmap that will get us to our destination of becoming a First 
World nation within the next quarter of a century. 

Who are these leaders? We don't yet know. What we do know is that India will need 
not one leader, or even one for each paradigm. Millions of leaders will have to emerge 
to make a difference to the lives of people living in the distant corners of this vast coun- 
try. What qualities should he or she have? What strategies will they have to follow and 
what should their vision statement be? In this section, Business Today brings you the 
thoughts of some of the finest thinkers on the subject. We have chosen our columnists 
after careful deliberation. All of them are undisputed leaders in their chosen fields of ac- 
tivity. And all of them share the vision of turning this country into a prosperous, edu- 
cated and strong one. 

So, what is it that makes a leader? Read on to find out. 
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The ability to formulate a shared vision of the world is 
the most vital attribute of a global leader. 


CONOMIC PROPHETS HAVE BILLED INDIA 

as an emerging global economic super- 

power. Economic reforms, high rates 

of economic growth, vibrant services 

and manufacturing sectors, rising ex- 
ports, increasing foreign investments and global 
forays by Indian companies are factors that have 
contributed to such forecasts. 

As a result, desires, as well as dreams, of being 
counted among the top three economies in the 
world, abound. However, in an environment of un- 
bridled optimism, the aspect of evolving and im- 
plementing strategies to make India an economic su- 
perpower seems to have been glossed over. 

We are at the doorsteps of an historical op- 
portunity for India. We can bring about revolu- 
tionary changes in economy, society and human life. 
[n the midst of these changes, we must not forget an 
important factor. In the final analysis, it is leadership 
that holds the key to our future. My definition of 
leadership is not in a narrow political sense, but lead- 
ership in every walk of life—especially in business. 

The imperative of turning prophecies about 
India as an economic superpower to enable India 
perform and attain global economic superpower sta- 
tus is compelling. What then does India need to 
attain global leadership? 


An enlightened, bold and purposeful leader- 
ship is critical to successfully pursue the three path- 
ways of economic, technological and social lead- 
ership to attain true global leadership. Without 
leadership, all talk of being a global economic 
leader will be rhetoric. 

India needs a clearly defined set of global lead- 
ership goals, defined pathways to attain these goals 
and an enlightened and bold national leadership that 
is passionate about realising India's true potential. 

Today businesses are firmly embedded in our so- 
cial system. Companies play a far deeper role in 
global affairs than they have ever done before. 
The revenues of large enterprises are greater than 
the GDP of several countries in the world. 

In 2006, global Official Development Assistance 
(ODA) totalled $103.9 billion. On the other hand, 
global Foreign Direct Investment (FD!) reached $1.3 
trillion in 2006. FDI, which is key driver of the in- 
ternational economic system, outstripped ODA more 
than ten-fold! These figures show that companies, 
leveraging their investment dollars, have become key 
players in the process of global development. 

Leaders in this century will need a completely 
different set of skills since their role will go well be- 
yond the confines of their geography and also be- 
yond the purview of business. I believe that the 21% 
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Indian CEOs, as much as those anywhere 

else in the world, will have to take on the 
tsunami of global poverty, rooted in the 
deliberately inequitable distribution of wealth. 


century leader must remain in sync with dramatic 
changes sweeping the globe. A forceful leader must 
also be sensitive, caring and compassionate. 
Consequently, business leaders will find their jobs 
extended into domains well beyond the scope of 
quarterly bottom line figures. Indian CEOs, as much as 
those anywhere else in the world, will have to take on 
the tsunami of global poverty, rooted in the deliber- 
ately inequitable distribution of wealth. In the past, the 
involvement of the business sector in poverty allevi- 
ation has been overwhelmingly driven by a philan- 
thropic rather than a business motive. Future leaders 
and managers, however, will have a far greater re- 
sponsibility to the society in which they operate. 
The leader must not only address the anxieties 
of his team and workforce, but also the problems 
and aspirations of society as a whole. I strongly 
believe that humility and not arrogance makes lead- 
ership most effective. And strong-minded focus is 
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critical to success. 

Global India Inc.'s new leaders will have to deal 
with a variety of issues in terms of changing economic 
patterns, demographics and migration, the pressures 
created by scarce essential resources like water and en- 
ergy, their impact on the environment, religion and 
individual identity, the explosive impact of poverty and 
the governance issues that it throws up. 

To the taxonomy of qualities that will be required 
to be a successful corporate chief in these condi- 
tions, | would add the single most important feature— 
the ability to formulate a shared vision of the world 
over the next 50 years. That is and will always be the 
essence of leadership. The leaders for a global India 
Inc. will be prescient, rooted in the present but with 
an eye firmly fixed on the future on which they are 
willing to bet their careers and their fortunes. They will 
see as part of their role the need to create a sustainable 
business environment and to ensure gender diversity 
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and equality of growth. They will actively engage in so- 
cial issues, recognising that business and society can- 
not operate in discrete silos, that the stakeholders in 
a company are no longer just the shareholders. They 
include the community and the world at large. 

The global leader of tomorrow will have to 
handle far more ambiguity and uncertainty, and 
since no one can control all the vicissitudes of global 
business, there won't always be a guarantee on the re- 
sults. In the fast-changing landscape of business and 
politics, global Indian leaders will need to adapt, 
change and constantly think on their feet to keep pace 
with these differences. The new age leaders must 
lead without any cultural bias and prejudice. They will 
need to recognise that there is no ‘absolute culture’. 

As they seek to cultivate new skills and abilities, 
India Inc.'s future global leaders will need to unlearn 
past assumptions and cultivate flexible thinking 





that allows them to handle incessant chaos and 
change, and evolve strategies that integrate different 
people, countries and cultures. The language for the 
21% century is global and India Inc.’s new leaders 
will have to master its vocabulary. 

My father, Dhirubhai Ambani, was a uniquely 
gifted leader of men, who had a strong emotional 
bonding with his colleagues and his shareholders. He 
built a world-class business and yet I doubt if any man- 
agement book would ever have laid down the rules of 
leadership based on his style. He always used to 
say: *If one focusses on goals, one will overcome ob- 
stacles. If one focusses only on obstacles, one will 
never reach the goals.” It is a leadership lesson that | 
believe will always be relevant. в 
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Our youth leaders must establish themselves more 
as ideating ones rather than as iconics. 


HEN YOU VIEW INDIA THROUGH A 
prism, its multi-faceted refractions 
are awesome, unique and 
partly distressing. A multi- 
ethnic, multi-religious, multi- 
lingual, multi-cultural diverse democracy, rich in its 
distinctive heritage—India is, indeed, captivating. 

Our democracy resonates throughout the world. 
Moreover, the way in which India has transformed 
itself from a colonial, agri-based backwater economy 
into an independent, modern, knowledge-driven 
one is the stuff of case studies at the best-in-class 
business schools the world over. While the youth 
leader must appreciate these facets, he or she must 
have a thorough understanding of the different 
strands that go into the weave of India. The 
Partition in the aftermath of our freedom struggle 
has left a scar, as has the divide in the name of God. 

India is a country of extreme paradoxes. We are 
reckoned as a nation of tremendous opportuni- 
ties and, yet, it is a reality that India is a place of 
perpetual struggle. We have large tracts of our 
country that have yet to witness any economic ad- 
vancement. There are issues of quality of life. Even 
in parts of our country where we have tremendous 
economic prosperity, the social fabric is under 
tremendous pressure. 





We are home to over a billion people, which is 
one-sixth of the world population. We are also 
home to nearly one-fourth of the world’s poor 
who live on less than a dollar a day. We have basic 
issues pertaining to infrastructure, healthcare and ed- 
ucation. We need more than $300 billion in infra- 
structure to bring our country on par with global 
standards. We have not been able to ensure quality 
healthcare at an affordable cost to our people. We 
are still in the process of evolving systemic solutions 
to issues that confront us on this score. 

We face a daunting challenge in education in so 
far as millions of our children do not complete 
basic schooling. In India’s hinterland, the girl child 
is more often than not denied education and is 
an object of deep neglect, even killed before birth. 

Then, there is a widening of the urban-rural di- 
vide and tremendous disparities of growth be- 
tween states and regions and a disconnect between 
the backward regions and the rest of the country. 

These are the ground realities that must beg a ma- 
jor mindshare of the youth leader. Working to- 
wards untangling these knots is by no means easy but 
he and his teammates should strive to take India on 
a different level altogether. That said, there are 
several positives that can be leveraged. There is a 
tremendous air of optimism. The BRIC Report cat- 
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Our demographic peak will come in 2030. 
That is the time when India will be the 
leader in the global pool of human capital. 
This asset, our youth, holds the potential to 
power our country to greater heights 





egorically asserts that by 2020, India will grow to be the 
world's third-largest economy, next only to China 
and the us. The exuberance that we feel is a conse- 
quence of where we have reached today. 


INFLECTION POINT 

We stand at an inflection point today. And for the 
takeoff listen to the words of our Prime Minister, 
Manmohan Singh: “We need to build institutions 
which are robust, which inspire confidence and which 
can enforce the rule of law in a fair manner. We 
need a polity which is inclusive, equitable, caring 
and just. We need a social order which every citizen 
owns and is proud of. These are goals which will take 
us to our destiny." The Prime Minister's statement 
captures the essence of the task ahead. 

It is against this backdrop that one looks at the 
leader for the youth of India. Of our population of 
over a billion, 54 per cent of India is below the age of 
25. As predicted by the World Development Report 
2007, our demographic transition and the peak will 
come in the year 2030. That is the time when India 
will be the leader in the global pool of human capital. 
This asset, our youth, holds the potential and prom- 
Ise to power our country to greater heights. 

How can the youth leader prepare our nation? He 
should epitomise extraordinary leadership and states- 
manship. While he should necessarily be India- 
centric, he must be keenly aware of the forces of glob- 
alisation and their impact on India. Today, globali- 
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sation inextricably links the future of India with the 
future of the world. And the fortune of India to 
the fortune of the world. 

A passion for the process of nation building at all 
levels and the need to change processes that are 
detrimental to the holistic growth of our people and 
our nation must be his DNA. He must keep in harness 
his own personal ambition or the desire to put his own 
distinctive seal on the nation. For him, politics must 
be a calling, a vehicle for public service in the larger 
national interest. His leadership style should be action- 
based and not depend on rabble-rousing slogans. 
Today, the youth is increasingly wary of stereotypes 
and playing to the gallery. He must lead by example. 
His stories must be inspirational. While his disposition 
must be rooted in realism, he has to keep his compass 
pointed on our positives. 

He must be able to set out a bold vision, project 
that vision and drive it across right down to the 
grassroots. In the Indian context, the leader's vision 
should be to perpetuate a prosperous, secure and 
dignified future for all of our one billion-plus people 
and assure our rightful place in the comity of nations. 
He must marshall the intellectual and emotional 
equity of youth power in the urban and rural areas in 
the nation-building process, together with creating 
heightened awareness on issues such as conserva- 
tion of natural resources, hygiene, discipline, respect 
for law, civic citizenship, dignity of labour and the 
pride of being an Indian. 

The quintessential leader is the captain of the 
ship. Therefore, he has to set the direction of the ship. 
Necessarily then, he should have the courage of con- 
viction and be an optimist. An awareness and a mas- 
tery of his own limitations, the humility to acknowl- 
edge them, the spunk to confront and the capability 
to live with hardships must be germane to his nature. 

He must have the ability to illuminate issues with 
laser-beam clarity. One of the fundamental challenges 
is Our system of education that needs a deconstruct and 
a reconstruct. Today, our education system puts our 
students on a process line. He or she will need to 
dream of an education system for India that enables 
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The leader should leverage his understanding of fi 
critical issues to connect people across divides, 
while he himself communicates and connects 
with the diverse segments of society m 


every student to reach his or her maximum potential, 
implying that each individual is running a race with 
himself or herself to be the best one possibly can be, to 
hone one's talents such that they empower him with 
a tremendous strength of self-confidence. The edu- 
cation system should promote a scientific temper, 
which is the best way of unleashing our people's cre- 
ative potential. Knowledge economies develop only 
through encouraging the faculty of original thinking. 
Sir Winston Churchill once said: *...the empires of the 
future will be the empires of the mind." How true 
these words ring in the age of the knowledge economy. 

The vocationalisation of our educational process 
should be a priority. He must recognise that a coun- 
try as large as ours needs to differentiate by putting in 
place an education system that offers options to cater 
to the different aptitudes and capabilities of students. 
In a step-wise manner, this scientific temper must per- 
meate into our nation’s hinterland where education is 
a far cry. Quality education and economic self-reliance 
through self-employment must be integral planks of 
policy and power politics posturing. 


VALUE-DRIVEN 


The leader also needs to be driven by a framework of 
values. The values that he espouses will define his 
character and personality. He should be steadfast on 
ethics, have a strong moral fibre and work towards 
good governance and probity in public life. As Ralph 
Waldo Emerson said: “Character is everything.” 
He must sense and work towards a politics of 
constructive engagement. He should be able to stoke 
forward-looking political leadership at all levels of our 
polity. He must have the art of managing coalition pol- 
itics. He should be a seeker of sorts, one who is eager 
to learn more. He should not be egocentric. He 
should always stoke the spirit of intellectual courage, 
recognise great ideas from all quarters and have the in- 
tellectual honesty and humility to give credit wherever 
it is due. The leader should leverage his understand- 
ing of critical issues to connect people across di- 
vides—the public and private sectors, the NGOs, aca- 
demia, the scientific community and intellectuals— 
while he himself communicates and connects with the 
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diverse segments of society. 

While connecting with the masses, he must 
surround himself with specialists who can help him de- 
velop insights into intricate issues of policy. He must 
engage with experts, interest groups, academia and 
think-tanks to take this further. He must collabo- 
rate and build intellectual bridges. He must engage 
with youth leaders in other parts of the world and em- 
bed his new learnings and their relevance to our 
polity. Going forward, the youth leader must seek un- 
biased feedback from the constituents that he serves. 
Youth leaders must establish themselves more as 
ideating leaders rather than iconic ones. 

Above all, leadership, in every sphere, will have to 
be about compassion. Even in business, we cannot 
adopt a system of unbridled capitalism; we have to work 
towards a system of compassionate capitalism, which 
implies making market forces work for the poor, and 
striking a balance between GDP growth and equity. 
Growth for growth's sake can never be an end in itself. 

As an economy, we are growing at a 9 per cent- 
plus. Even politicians very candidly admit that growth 
in India is largely driven by the private sector because 
the sector has huge entrepreneurial capabilities. The 
leader must have the vision to leave business and 
industries to business sector and channelise the at- 
tention of the Government to national issues. The 
youth leader will need to speed up the pace of change. 
There is a whole new generation that wants change 
even faster. This generation has different aspirations 
and is looking for opportunities—and quickly—and 
the political leadership will have to be sensitive to this. 

The youth leader must learn to master his mind, 
which entails a certain degree of spiritualism in life 
even as his work will have down-to-earth ramifica- 
tions. Spirituality is not about rigid rules. Spiritual 
knowledge will help him to be strong. It will also en- 
able him to face the rigours of public life with equa- 
nimity and fortitude, brush aside the past and take for- 
ward the lessons learnt into the future and not let cir- 
cumstances overtake him. Youth leaders in this mould 
can build an even more vibrant India, global in out- 
look, brimming with peace, prosperity and an air of 
general wellbeing. True leaders leave a trail. Ш 
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India's challenges are numerous and it, therefore, requires not a 
few but many leaders to address the myriad problems. 


NDIA IS MORE DIVERSE AND COMPLEX THAN 

many of us think it to be. Social divisive- 

ness anchored on traditional loyalties of caste 

and community, extreme economic dispari- 

ties, and widespread poverty make the task of 
nation building truly complex. Given the multi- 
dimensional and multi-layered challenges before the 
nation, it's imperative to find not a few but many 
leaders to address the specific problems as they 
emerge in their individual domains. 

After four-and-a-half decades of rather sedate 
economic change after Independence, India has 
entered a rapid transformational phase post-1991. 
Sustained high growth, continuous erosion in the 
ranks of the poor and phenomenal increase in the 
size of the middle class has clearly put India on the 
road to becoming a major global economic power. 
In the years to come, economic growth is going to 
be the critical pivot around which changes in the so- 
cial, political and cultural spaces are going to shape 
up. Obviously, business leaders in the country are 
going to play a crucial role in shaping the future. 

Like the leaders in the other domains of life, a 
business leader's journey revolves around his vision, 
which is not just about the nitty gritty of running a 
business and generating profit for the shareholder. 


To a true business leader, profit could be an 


essential condition for a viable business but certainly 
not the only condition for its continued existence. 
It's more about the role his or her business plays in 
the economy and the way it impacts the lives of peo- 
ple. For instance, telecom entrepreneurs today are 
generating enough revenues and profits for their 
shareholders. But the raison d'étre for their busi- 
nesses lies in something far removed from their 
revenues and profits. It lies in their impact on 
society that follows from the connectivity revo- 
lution that the sector has ushered in the country. 
It has transformed people's lives like never before. 
From the neighbourhood mason to the house- 
maid, from the big industrialist to the small-time 
entrepreneur, lives are changing for the better. 
There is a discernible leap in efficiency in every do- 
main of life. A leader's vision has to necessarily im- 
pact people and their lives. 

An innate risk-taking ability is an important 
precondition for success in entrepreneurship. A 
business leader's capacity to take risk is, perhaps, 
drawn from his ability to pre-empt things before 
others. While talking about risk-taking ability and 
a sense for things yet to come, my mind goes back 
to the early 1990s, when we first applied for a 
mobile licence. It appeared to many that a small 
company like ours, when pitted against the big 
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All the leaders taken together need to ensure that the 
nation moves in a synchronised and all-inclusive manner. 
Our billion-plus population has all the energy, it 





corporations, perhaps, didn't merit an entry into a cap- 
ital-intensive sector like telecom. Despite the initial dif- 
ficulties and tough market conditions subsequently, we 
survived because of our perseverance and determi- 
nation. When we look back at the history of Indian 
business, we come across many such cases of entre- 
preneurs daring to take risks in unfavourable condi- 
tions and winning against all odds. 

Of course, there can be a qualitative difference be- 
tween what perseverance meant when we were living 
in a state-controlled socialist system and today's lib- 
eralised marketplace. In the pre-liberalisation days, per- 
severance meant working diligently towards over- 
coming the licensing system. On the contrary, in to- 
day's laissez-faire system it could mean living through 
unfavourable market conditions and staying in the 
hunt to win in the marketplace. Another example of 
perseverance that comes to mind instantly is the way 
Infosys mentor N. R. Narayana Murthy and his team 
built the software giant. They started at a time when 
software development was at a nascent stage. In 


246 BUSINESS TODAY JANUARY 13 2008 


just needs the right direction. 


1981, few in India had any idea about what software 
development meant in the world of business. One can 
well imagine the difficulties they must have gone 
through in their early days. Only a steely resolve on 
their part shaped Infosys into what it is today. But 
more importantly, what | admire most about the 
company is the way it has led the country into the 
global software market. 


GLOBAL AMBITION 
Competition is the essence of today's marketplace. A 
healthy regard for one's competitors is an essential in- 
gredient in a business leader's character. Playing by the 
rules helps in a healthy development of the market, 
which ultimately works in the interest of the con- 
sumers. A business leader's propensity to respect 
competitors also helps him earn respect for himself. 
Global ambition needs to be an essential ingre- 
dient in a globalised marketplace. Given the pace at 
which economic boundaries are falling, a lack of ap- 
petite for global growth could be suicidal. Barring a 
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In newly-liberalised markets like India, regulatory 
environment in some of the sectors like telecom, 
aviation, insurance and retail would continue to 


few sectors where we still have 
investment restrictions, we have 
virtually been competing with 
global companies in every busi- 
ness. Some of the Indian busi- 
ness leaders have been quite ac- 
tive with mergers and acquisi- 
tions in the global market. We 
need more leaders to join this 
bandwagon. 

A business leader needs to 
develop the highest regard for 
the customer, who constitutes 
the only reason as to why his or 
her business exists. Regard for 
the customer not only helps the 
business leader to expand his ex- 
isting business but also stretch 
his business turf wider, thereby 
building more points of interac- 
tion with the customer. Justice to one kind of rela- 
tionship with the customer actually opens up possi- 
bilities for multifaceted relationships. 

In newly-liberalised markets like India, regula- 
tory environment in some of the sectors like telecom, 
aviation, insurance and retail would continue to 
evolve for some more time. During this phase, the gov- 
ernment obviously looks to industry to guide it. It's the 
bounden duty of a true business leader to engage 
proactively with the policymakers and contribute in 
a constructive manner. But it's also important to 
voice the concerns of the industry from time to time 
to help maintain a healthy growth of the market 
and protect the interest of the customer. 


CORPORATE RESPONSIBILITY 


Wealth creation cannot be an end in itself. It needs to 
complement the larger objective of nation building. 
Given that a strong nation can only be built around 
healthy and educated people, it's a duty of every 
wealth creator to make his or her contribution to the 
process. There is an imperative need for every business 
leader to look beyond the narrow definition of mar- 
ket scope and shareholder wealth. 

Acts of Corporate Social Responsibility need to 
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evolve for some more time. 





form an integral part of a business leader's agenda. The 
leader needs to develop a clear vision as to how 
his/her organisation could draft themselves into the 
task of nation building. In a country of a billion- 
plus people, with 22 per cent still struggling below the 
poverty line, there exists enough scope for action 
in the arena of social infrastructure—health and ed- 
ucation in particular. Voluntary interventions by 
business leaders into these areas would surely help the 
nation achieve inclusive growth. Many of today's 
leaders have already initiated action on this front. But 
we need more leaders to join this group. The task at 
hand is truly staggering. 

| believe leadership is as much about excelling in 
a specialised domain as about dovetailing one's crit- 
ical expertise and vision into the overall objectives set 
by the society in general. While the political leaders 
strive to set the agenda for development by building 
the critical consensus around the path, leaders from 
other arenas—business, science, art and culture 
try to usher in changes in their own domains. But all 
the leaders taken together need to ensure that the na- 
tion moves in à synchronised and all-inclusive manner. 
Our billion-plus population has all the energy, it just 
needs the right direction. m 
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In а short span of six years, Railtel Corporation of India Limited, the least talked about public undertaking 
of Indian Railways, has made great progress in the NLD business (Domestic Leased Circuits). Incorporated 
in 2000, the actual operations began in 2003. Now the giant network is rapidly growing and helping mobile 
operators and network partners. S.K. Vasishta, Managing Director, talks about the corporation's future 


plans and growth chart: 


Q. Can you elaborate on the company's business? 
A. Connecting India with Fibers has been the core rationale 
of our existence and a constant endeavour. Whether it is a 
mobile service provider, who may help people stay connected 
with the world even at the remotest places across India or a 
banker providing banking services to its customers or 
students in many technical institutions browsing 
internet, one can find Railtel behind all this! | 
Now our plan is to expand our network to over | 
40,000 km, from the existing 30,000 km, by 
2010, creating over 4500 stations (PoPs). 
Services currently offered are National Long 
Distance, Bandwidth Leasing (64 Kbps to 155 
Mbps and above), Internet Services, MPLS- 
VPN, TowerSpace for Antennae (1000+ towers 
nationwide),co-location services and dark fiber. 
The company has been maintaining its operating 
profit. We stand at Rs 170 crore this year and aim 
to make it Rs 250 crore by next year. 1 
к Our target is to be a Rs 500 crore company 
by 2010. 


Q. Can you elucidate on these value-added services? 

A. The value-added services include hotspots at 50 stations 
on WiMax/Wi-Fi platforms. Storage-based solutions are also 
planned through our data centre services, supplemented by 
Railtel's own MPLS network. 

Till now we have been deploying people from the 
railways, but now we have plans to hire telecom professionals 
from the market too and are rolling out new human resource 
plans to bring down attrition rates. 


Q. How will you raise funds for these expansion plans? 
Any chances of disinvestment? 

A. We have a loan from the State Bank of India and then 
internal accruals. We are profit-making company, hence 
disinvestment is not even being considered. Only 10% of our 





resources are used by the Indian Railways, 90% are leased 
out. 


Q. What steps are you taking to reach your targets? 

A. The most important step is capacity augmentation. And 
besides being a carrier's carrier, we are now offering value- 
added services. Under the new diversification 
plan, we are providing flexible MPLS-VPN 
services and Internet leased lines along with the 
host of value added services to the corporate and 
enterprises. The State Bank of India is already 
using our services at 82 locations. We have 
established 40 city state-of-the-art MPLS-IP 
backbone for these VPN services. We are also 
building DWDM network using МОМ 
technology for offering switched voice NLD 
services. The network will initially be rolled out 
in the major cities. 





Q. How large is your network? 
A. We have access across India---be it rural and remote areas, 
Jammu & Kashmir, even the North-Eastern states. 


Q. What are your advantages over your competitors? 
A. Good reliability, on-time delivery, commitment to the 
customer. 


Q. Your clients? 

A. To name a fewldea Cellular, Vodafone, Bharti, Tata 
Teleservices, VSNL, Sify, Zee, State Bank of India and the 
about-to-come-in 22 telecom operators! 


Q. What is your USP? 

A. People come to us because we offer straight, simple 
services. As a government owned body, we offer a balanced 
fare. We have the ability to handle all emergencies. 
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Inclusive growth is possible if we accept we have problems, become 
open to new ideas and create a culture of high performance. 


E LIVE IN EXTRAORDINARY TIMES. 
Never before in the last three cen- 
turies has India received the kind 
of attention that she is getting to- 
day. Whichever conference I att- 
end in the world, India's growth is always talked 
about and the country mentioned along with 
China. There are umpteen books written about 
India. People ask me about the secret sauce for 
India's success in software and BPO. Taxi drivers in 
places like New York, London and Sao Paulo ask 
me about how India has managed to attract the 
attention of the world. 

The figures substantiate these perceptions. We 
have become a trillion-dollar economy. Our exports 
have doubled in the last three years. Rupee is be- 
coming stronger by the day. In July, we added 8.4 
million new mobile telephone subscribers. Our FDI 
this year will be around $25 billion, five times of 
what it was two years ago. New airports are being 
built in major cities. In Delhi, one sees work on the 
expansion of metro wherever one goes. An Indian, 
Mukesh Ambani, was the richest person in the 
world for a week, and remains among the top five 
in the world. The list is endless. 

This is the time for us to consolidate this 
progress, work harder and smarter, and bring 





about an inclusive growth. We have to bring the 
benefits of our economic growth to make life 
better for all Indians, not just the elite as it has 
happened so far. This is possible if we focus on 
improving infrastructure and agricultural pro- 
ductivity and moving people away from agriculture 
to low-tech manufacturing in rural and semi-urban 
areas. All of these are possible if we break away 
from our traditional mindset, stop denying that 
we have problems, become open to new ideas 
and possibilities, and create a culture of high 
performance. 

In my opinion, openness to new ideas, ability to 
learn from people who have performed better than 
us, openness to admit problems and to accept that 
there is room for improvement are important at- 
tributes of an effective leader. Every year, | write on 
various aspects of leadership. This time, | will 
write about how such changes in mindset are taking 
place in the country from the top to the bottom. | 
will give some examples of how openness to new 
ideas is enhancing the image of this country. I will 
describe a few examples of how rigidity and ad- 
herence to the old mindset at certain levels of bu- 
reaucracy is blurring that image. 

The mindset to accept that we have problems is 
crucial to our progress. In my opinion, this change 
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The mindset to accept that we have 
problems is crucial to our progress. This 
change is more important than the progress 
we see in our economy, in our physical 
infrastructure or in our stock markets. 





in the mindset is more important than the progress we 
see in our economy, in our physical infrastructure or 
in our stock markets. This openness stems from 
self-confidence. This openness is what will help us to 
accept challenges and solve the problems rather 
than being in a state of denial that our leaders were 
traditionally used to. For the first time in the last 40 
years, I see a few of our leaders confident enough to 
accept that we indeed have problems in basic areas of 
education, healthcare and nutrition, that other nations 
have performed better than us and that we will 
solve our problems by working hard and smart. At the 
recently-concluded Asia Business Council (ABC) meet- 
ing in New Delhi, my foreign CEO friends from Asia, 
Europe and the Us were very impressed with the 
openness of the Prime Minister, Rahul Gandhi, 
Montek Singh Ahluwalia and Kamal Nath. In every 
one of these meetings, our leaders were gracious, 
modest, confident, used data to argue their points, 
and did not use superlatives to describe India's 
progress. They admitted that we have problems of in- 
come disparity, lack of basic infrastructure and that we 
have a big job to do in primary education, healthcare, 
nutrition and shelter. My interactions with our 
Central ministers indicate that this change is becom- 
ing pervasive and that one no longer sees the ghost of 
the argumentative Indian in our leaders as often as 
one did earlier. This is the start of a great journey. 
While I see this mindset of openness taking root 
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at the Central level, I still see a challenge at the 
state levels. However, there are several good ex- 
amples of progressive and open mindset among 
ministers at the state level too. These include 
Vasundhara Raje, Chief Minister of Rajasthan; Uma 
Bharati when she was the CM of Madhya Pradesh; 
and Buddhadev Bhattacharjee, the CM of West 
Bengal. D. B. Inamdar and H. D. Revanna come to 
mind when I talk of open mindsets among ministers 
in Karnataka. Inamdar was the Information 
Technology Minister several years ago when the 
board of governors of the Indian Institute of 
Information Technology, Bangalore (ШТВ) was solv- 
ing the difficult problem of finding a permanent 
home for штв. But for his proactive and open mind- 
set to solve problems quickly using new paradigms, 
[ do not think we could have got such a beautiful 
home for ШТВ as it has today. Similarly, Revanna's 
progressive policies and quick decision-making 
helped Electronic City get the much-needed sub- 
station to handle its power problems. 

Raghunath Mashelkar, former Director General of 
Council of Scientific and Industrial Research (CSIR), of- 
ten says that we fight a constant battle between our 
mind, which is the engine of problem solving, and our 
mindset, which is a set of beliefs and dogmas. He notes 
that the mindset prevents the mind from taking bold 
and innovative decisions based on openness to data 
and facts. He believes that only those minds that 
win the battle will make progress. І see a slow move- 
ment towards winning this battle among our leaders. 

While I see a fundamental shift towards openness 
among most of our senior bureaucrats, | do not see 
that percolating downwards. I will demonstrate this 
with two examples. The first pertains to my experi- 
ences with Shiv Shankar Menon, our current Foreign 
Secretary. Menon is one of the finest bureaucrats this 
country has produced. He is a fine gentleman, cour- 
teous, always willing to help and is constantly on the 
move to improve efficiency of his department. A 
couple of years ago, the government had issued a 64- 
page passport but quickly stopped that practice. 
Last year, I requested Menon to provide a 200- 
page passport to frequent travellers like us so that we 
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While | see a fundamental shift towards 
openness among most of our senior 
bureaucrats, | do not see that 
percolating downwards. 


did not have to get new passports every few months. 
This would also increase the validity of our visas, since 
many countries require us to obtain new visas when- 
ever we change the passport, New Zealand being an 
example of this policy. I told him the 64-page pass- 
port was not very convenient, as the frequency of 
travel abroad was high in our industry and that we 
would be happy to pay the expenses needed for a 
200-page passport. Being an extraordinarily open- 
minded leader, he readily agreed and promised me 
that we would have such a passport. He obviously 
and rightly expected people in his department to 
handle this task. 

A few months later, I was informed that there 
would be a ceremony in Bangalore where the min- 
ister of state for external affairs would give me the 
first new jumbo passport. I was thrilled. But, when 
| received the passport, I found that it was the same 
old 64-page passport! The officials present ex- 
plained that it was not possible to produce a 200- 
page passport since the ministry press did not have 
a machine that could stitch 200-pages! It is sur- 
prising that at a ime when India plans to land a satel- 
lite on the moon, we cannot import, if not produce, 
a machine that can stitch 200 passport pages. The 
problem is just in the mindset of the other people 
within the same department. This example shows 
how an extraordinary leader's initiatives can be de- 
railed by the old mindset of a few people working 
under the leader. This has to change. 

I will give you another example of our old mind- 
set. A CEO of a very famous Fortune 500 Us company 
wanted to get an Indian visa to participate in the 
Asia Business Council (ABC) meeting in New Delhi. 
When his office contacted the Indian Consulate 
General's office in his area, his secretary was told that 
he would have to leave his passport with the Indian 
Consulate for 30 days to get a visa! He informed the 
ABC secretariat that his frequent travels would not al- 
low him to leave his passport for 30 days with the 
Indian Consulate, and that he would not be able to at- 
tend the ABC conference. Ronen Sen, our ambassador 
in the Us, came to know about this through a Cabinet 
Minister in Delhi. He picked up the phone, called the 
CEO, apologised and requested his staff to expedite the 





process. His department immediately carried out the 
mandatory checks and issued a five-year, multiple-en- 
try visa, gratis, the same day. I heard endless praise for 
India from the CEO publicly that made the country 
look good in front of ABC members whose companies 
have a total market capitalisation of more than a 
trillion dollars. This is another powerful example of 
how some people within our government institu- 
tions have still not adapted to the changed circum- 
stances and blur the good image of the country even 
though the top-level bureaucrats have made tremen- 
dous efforts to bring about a new mindset in their 
functioning. If we want more FDI, as the PM has in- 
dicated several times, we have to make it comfortable 
for business leaders from abroad to visit India. We can- 
not take refuge under the reciprocity issue, which is 
the argument used by some junior bureaucrats to 
justify our procedures. 

While I am worried that the desire for openness 
has still not become pervasive across all levels in our 
government institutions, I have come across several ex- 
amples of positive change among them. The pro- 
activeness of the income tax department people at 
Bangalore in introducing IT systems for filing income 
tax returns by our employees electronically, the ex- 
traordinary work of the Software Technology Park in 
being a catalyst to the rr industry all over the country, 
the efficient officials of the customs department at 
Bangalore, and the *under-promise-over-deliver" 
mindset of Maharashtra, Rajasthan and Orissa gov- 
ernment officials are all good examples of such an 
open mindset that accepts that we can improve and 
takes steps to improve. 

How does one instill in our people the openness 
to accept that one could be wrong and somebody else 
may have a better idea? At Infosys, we realised early 
enough that the best way to focus on the solutions and 
to solve problems quickly is to start every new trans- 
action on a zero base, without any bias from previous 
transaction, and to use data and facts to argue our case. 
Such an approach enhances the confidence of our 
youngsters in meritocracy, in our fairness and in our 
desire to be inclusive. That is why, the famous adage, 
"In God we trust, everybody else brings data to the 
table," is very popular at Infosys. 8 


JANUARY 11 2008 BUSINESS TODAY 255 


PAWAR 


DEEPAK G 


256 


BUSINESS TODAY 





JANUARY 


Tec iPr ШТ 








AZIM РВЕМЛ 


CHAIRMAN & CEO, WIPRO 


Our schools must stop making children accept assumptions and 
opinions as facts and start inspiring independent thought. 


FRIEND AND 1 WERE ENGAGED IN A DIS- 

cussion on education. | was onto my 

usual argument. That education is an 

important tool for individual develop- 

ment and for social progress. That the 
Indian rr industry is a good example of how knowl- 
edge can catalyse the fortunes of a nation. 

My friend gave me a patient hearing, and then 
asked me, “Why is the *educated' software profes- 
sional unable to see that he should be bothered, di- 
rectly and personally, by farmer suicides and melt- 
ing Himalayan glaciers?" 

This comment in a way mirrored another is- 
sue I have been reflecting on. Looking back at 
2007, I see two overarching narratives. The first 
narrative is of ‘Emergent India'—a nation grow- 
ing in confidence and willing itself to become an 
economic powerhouse. The second theme is 
that of the ‘Other India’, where socio-economic 
development still remains a distant reality. 
Paraphrasing a renowned journalist, it is the 
story of a booming Sensex and of a hundred- 
thousand farmer suicides. The thing that bothers 
me is the schizophrenic nature of media reports 
around these two narratives—as if ‘Emerging 
India’ and ‘Disadvantaged Bharat’ are stories of 
entirely different countries. 


Therefore, it took me sometime to assimilate the 
true extent of my friend’s contention. Essentially, 
she was commenting on our inability to see the big- 
ger picture of relationships that connects all of 
us together. Before I could respond, she continued: 
“We have overvalued the importance of schools. 
[ suspect no school can really teach a child to 
become an independent thinker or learner ... or to 
be able to truly relate with the world. It is the in- 
herent characteristic of any system to imbue a 
spirit of conformation. And I do not see how the 
school system can be any different. Even in the best 
schools, irrespective of what else we teach them, 
our children learn how to conform. Let’s not 
bother about education!” 


ROLE OF EDUCATION 

І have involved myself deeply in Indian education 
for the past decade. In Wipro Applying Thought in 
Schools, we have partnered with the country's 
leading social organisations to work for holistic 
school improvement. Similarly, the Azim Premji 
Foundation has pioneered several innovative pro- 
grammes in government schools. Put together, 
they are one of the largest non-government initia- 
tives for educational reform in India. And sud- 
denly, here was a friend suggesting that all this 
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A good school guides the child through an 
intense process of exploration and discov- 
ery. By inspiring independent thought and 
creative action, the school can set fire 

to the child's innate curiosity. 





was ill-conceived. That perhaps, in stressing on qual- 
ity education, we were misguided. 

Our conversation triggered several debates in my 
mind, which I will try to present here. 

The arguments in favour of education are well- 
known. For the individual, education offers the op- 
portunity to explore a wider set of ideas than is often 
available at home; and in doing this, it also widens 
possibilities for the future. A student in a corporation 
school once told me he wanted to become an astro- 
naut—and good schooling can help make this happen. 
For society, education holds the promise of developing 
citizens who will make our social dreams more real. 
And so on and so forth. 

However, these are abstract ideas. My friend's ob- 
jection was more direct: if education does not have an 
important role in resolving the greatest challenges of 
our times, then it is of no consequence. This is a 
fair comment, and it merits further analysis. 

THE CHALLENGES 
Let me begin by listing what in my view are the 


three defining challenges of this day and age. 
The first challenge clearly is equity. Indian society 
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is becoming increasingly fragmented, 
and the gap between the haves and 
have-nots shows no sign of receding. 
Equity might be a distant goal, but 
surely the first steps must be taken. 
We need to ensure that every citizen has 
access to quality nutrition, housing, 
education and healthcare, and the op- 
portunity to participate in mainstream 
social, economic and political processes. 

The second challenge is environ- 
mental. It is estimated that, given the 
speed of glacier melt, the Himalayan 
river systems, including the Ganges, 
Yamuna and the Brahmaputra, will 
become seasonal. Rising sea levels will 
threaten our coastal communities. And 
monsoons will become more erratic. 
All this, it is predicted, will come to 
pass in our lifetimes. Global warming is a reality, and 
will begin to impact the most basic of necessities— 
food and water—sooner than we might imagine. The 
challenge is even greater for India given the stage of 
economic development we are in. The coming years 
will see a significant surge in our energy consump- 
tion, most of which will be met by burning in- 
creasing quantities of fossil fuels. 

The third challenge is somewhat more abstract; it 
is about the width and depth of Indian lineage and cul- 
ture. The form of development India is witnessing has 
created a narrow idea of success, where everything is 
evaluated in material terms. I see a consolidation of 
views, attitudes and tastes; a movement from the 
heterogeneous to the homogenous—to witness this, 
one needs to see no further than the nature of pro- 
grammes and advertisements on any of the popular tel- 
evision channels. The Indian quintessence lies in its an- 
cient local histories, and in its diverse cultures and sys- 
tems. | wonder if, in the rush for a uni-dimensional 
prosperity, we are letting go of that mosaic of har- 
monious divergences that makes us who we are. 

If, as my friend suggested, the man on the street 
does not feel “bothered, directly and personally, by 


Our schools, public or private, have to change. 
And change now. We can no longer afford to 
remain complacent with archaic and didactic 
processes of teaching and learning. This is the 
time to wake up and act. 


farmer suicides and melting Himalayan 
glaciers", then let me posit that no 
amount of structural tweaks or policy 
changes can truly help us face these tri- 
als. I imagine that it will take a large 
number of courageous, creative and 
caring citizens—people who feel per- 
sonally responsible for the state of so- 
ciety and ecology, and are charged with 
the agenda for transformation —for 
India to begin to fundamentally re- 
spond to these monumental challenges. 

And this is why I believe so strongly 
in education. A good school guides the 
child through an intense process of ex- 
ploration and discovery. By inspiring 
independent thought and creative action, 
the school can set fire to the child’s in- 
nate curiosity. In an open and caring en- 
vironment, the child will begin to relate 
to different ideas, opinions and people. By continu- 
ously probing and asking the right questions, the 
teacher helps a child to develop the ability to look at 
one issue from many perspectives. 

When such an environment is created, I envision 
that the school will create a community without prej- 
udice, leading to the birth of independent thought and 
empathic action. And when a large number of schools 
become this way, then I foresee a new cadre of citizens 
engendered with a fresh vision for life. 

Let me also risk saying that I see no possibility 
of real social change if the basic character of our 
schools does not undergo a metamorphosis. Here, 
| cannot but agree with my friend. For far too 
long, our schools have been guilty of making chil- 
dren accept assumptions and opinions as facts. It is 
rare that students are given the space to inquire and 
form a considered view. This process of forming 
opinions without sufficient scrutiny then becomes 
a lifelong process. Our desire to accumulate ma- 
terial wealth; our simplistic understanding of de- 
velopment; our inability to empathise with those 
who think, believe and act differently from us—to 
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me, all these only serve to illustrate how our 
school system has failed us. 

| feel compelled to issue a warning. Our schools— 
the popular public school, the local government 
school, the elite international school, the old convent 
school—every school has to change. And change 
now. We can no longer afford to remain complacent 
with archaic and didactic processes of teaching and 
learning. This is the time to wake up and act. 

When the man on the street, the next software en- 
gineer, the next farmer, is a person who feels and lives 
a life deeply connected with society and nature, only 
then will we see the true Indian revolution. Like all 
revolutions, it will begin small, in one school, in two 
schools. But it will spread, it is spreading. Each day, 
my colleagues working with schools, talk to me of a 
new discovery—another school experimenting with 
innovative practices, or yet another teacher breaking 
the trend of mechanical work. The ripple is spreading, 
the stories are spreading. The narratives, now schiz- 
ophrenic, will begin to merge. The next decade will 
be a watershed, one way or the other. 

Let's be bothered about education. Ш 
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The Pro-Am of Champions is India's only standalone Pro-Am. It is an opportunity for the who's who 
of the corporate world to partner top notch professional golfers and stake their. claim on new turf. 
This coveted event will be played over three regional rounds in Bangalore, Kolkata and Mumbai; which then 
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Besides being a visionary, a leader must be able to explore uncharted 
territories. India's science and technology needs creative leaders. 


N INDIA AFTER INDEPENDENCE, SCIENCE AND 

Technology (S&T) saw a two-phased 

progress on the back of the momentum 

created in the 1930s by six great scientists 

of international repute. 
They were Sir C.V. Raman, 
Chandrasekhar Subramaniam, 
S.N. Bose, Ј.С. Bose, Meghnad 
Saha, Srinivasa Ramanujam, 
who inspired confidence in 
the countrymen in their 
own abilities. | consider 
the 1930s as the glorious 
period in Indian science. 
The scientific foundation 
laid by these personalities 
inspired the later genera- 
tions also. 

Any country in the ini- 
tial stages of development 
revolves around a few stout, earnest and 
knowledge giants. I, therefore, studied the 
lives of three scientists, as | was keen to 
learn about their scientific and technological 
leadership qualities that underscored the 
significance of s&T in the development of the 








nation. These individuals were founders of the 
three greatest scientific institutions in the country. 
I had the honour of working in two of these in- 
stitutions directly and in partnership with the 
third one. One of the three scientists was 
D. S. Kothari, a Delhi university professor who was 
also an outstanding physicist-cum-astrophysicist. He 
is well-known for his theory on ionisation of 
matter by pressure in cold and compact objects like 
planets. His research complemented the work 
done by his guru, Meghnad Saha, on thermal 
ionisation. Kothari set a scientific tra- 
dition in Indian defence matters 
when he was made Scientific Advi- 
sor to the defence minister in 1948. 
He constituted a Board of Advisors 
to the Scientific Advisor consisting of 
such giants as Н. J. 
Bhaba, K. S. Kris- 
hnan and S. S. 
Bhatnagar. Later, 
the board was ren- 
amed аз the 
Scientific Advisory 
Board with enl- 
arged membership. 
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India with its 14,000 scientific, technological 
and support staff in multiple space research 
centres, supported by about 300 industries 
and academic institutions, has the capability 
to build satellite launch vehicles. 


SCIENTIST-SOLDIER 

PARTNERSHIP 

Kothari realised early on that the main purpose 
of Defence Science Organisation was to serve the 
immediate and long-term needs of the armed forces. 
He, therefore, repeatedly stressed the need for a sci- 
entist-soldier partnership. He made efforts to es- 
tablish a rapport with the chiefs of the three 
Services. Kothari was also able to establish ex- 
tremely cordial relations with his senior service 
officers at all levels. As Scientific Advisor, he iden- 
tified the following disciplines for development: 
Operational Research & Ballistics, Explosives & 
Armaments, Rockets & Missiles, Naval Technology, 
Engineering, Food & Life Sciences and problems 
posed by adverse environment on men and material. 
All these disciplines are relevant and functioning 
even today. Kothari also established the Defence 
Science Centre for conducting research in elec- 
tronic materials, nuclear medicine and ballistic sci- 
ence. He is, therefore, considered the architect of de- 
fence science in India. 

The second giant was Homi Jehangir Bhabha. 
Before coming to India, he was a research student 
in theoretical physics in University of Cambridge 
in the United Kingdom, where he did outstanding 
original research on cosmic radiation. He dis- 
covered that electron pairs were produced when 
cosmic radiation interacted with matter; he also 
identified muons, particles produced by cosmic 
rays. The latter discovery won him the presti- 
gious fellowship of Royal Society. On his return 
in 1939, Bhabha joined Sir Raman at the Indian 
Institute of Science (IISc) in Bangalore. In 1945, he 
started the Tata Institute of Fundamental Research 
(TIFR), where he focussed on nuclear and mathe- 
matical science. After Independence, he estab- 
lished the Atomic Energy Commission in 1948. 
Bhabha is acknowledged as the founder of India's 
atomic energy programme. His vision gave birth 
to centres of excellence in nuclear technology, nu- 
clear power, nuclear devices and nuclear medicine. 
Today, the country generates 4,000 Mw of elec- 
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tricity from nuclear power, and we are moving 
towards generating 20,000 Mw by 2020. 

Vikram Sarabhai was the youngest of the three 
and worked with Sir Raman in the study of experi- 
mental cosmic rays. He established the Physical 
Research Laboratory in Ahmedabad with space re- 
search as focus. Later on, he became the director of 
Space Science & Technology Centre (SSTC), which set 
off in 1963 by launching sounding rockets to con- 
duct atmospheric research. In 1970, Sarabhai un- 
veiled the country's space mission with its vision of 
building satellite launch vehicle capability for putting 
our communication satellites in the geo-synchronous 
orbit and remote sensing satellites in the polar orbit. 
He also envisioned that launch vehicles built in 
India should be launched from Indian soil. All this led 
to intensive research in multiple fields of science and 
space technology. Many of us had the good fortune 
to be part of Sarabhai's vision. I was part of the team 
that participated in India's first satellite launch vehicle 
programme to put a satellite in the orbit. Today, with 
its 14,000 scientific, technological and support staff 
in multiple space research centres, supported by 
about 300 industries and academic institutions, 
India has the capability to build satellite launch ve- 
hicles for placing remote sensing, communication and 
meteorology satellites in different orbits. In fact, 
space application has become a part of our daily life. 
Dear readers, you can see how visionaries of a nation 
bring about economic transformation and techno- 
logical change. I would like you to emulate these vi- 
sionaries, dream and work for transforming India 
into a developed nation. 

These three scientists, all of them physicists, 
founded research institutions that have produced 
technologies for the country in the fields of de- 
fence, nuclear and space. I believe that from their 
experience, they must have realised that science 
and technology has to be made attractive to the po- 
litical leaders. It is essential that technologies that 
give immediate benefits to the people directly or 
indirectly should be packaged and successfully 
offered to the political leadership. Another im- 
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It is essential that technologies that give 
immediate benefits to the people directly or 

indirectly should be packaged and ud 
offered to the political leadership. 


portant message conveyed by these scientists is that 
basic science is very vital for the growth of tech- 
nology as well as the growth of scientific and 
technological leaderships. 

The advancements in science and technology 
in the last 60 years have been nothing short 
of amazing. Several new frontiers have been con- 
quered while newer possibilities are being explo- 
red, particularly in the fields of aeronautics, space 
technology, electronics, materials, pharmaceuticals, 
bio-technology, computer science and software 
products. India itself is a part of these challenges. 
Indian bio-technologists will now be able to analyse 
the available genomic data, which could lead to 
production of drugs for treatment of many 
incurable diseases. Bio-technology holds the prom- 
ise of revolutionising agriculture and agricultural 
production. 

In the coming decades, we may see, as dis- 
cussed at the International Physics Conference 
recently, the birth of a unified field theory that in- 
tegrates gravitational and electro-magnetic forces, 
general relativity theory, space and time. Young 
people may actually get to see in their lifetime, as 
imagined in the book, Future Revolutions, by 
David Mercer, establishment of a human habitat or 
industry on one of our planets or the moon. 
Already, the world looks set to launch solar power 
satellites through reusable launch vehicles (hy- 
perplane) system to meet the electricity needs of 
the mankind in 50 to 100 years! 

Technology always has two sides to it. It can lead 
to economic prosperity, but it can also create capa- 
bility for national security. Over the past 40 years, 
one way or another I have witnessed this duality of 
technology. For instance, developments in chemical 
engineering gave us fertilisers that increased the 
crop yields, but the same science also created chem- 
ical weapons. Similarly, rocket technology developed 
for atmospheric research helped in launching satel- 
lites for remote sensing and communication appli- 
cations that are vital for the economic develop- 
ment. But the same technology also led to the de- 
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velopment of missiles with specific defence needs. 
The development of aviation technology has created 
fighter and bomber aircraft that defend a country, 
but it has also given us passenger jets as well as the 
capability for quickly reaching people in remote 
areas in times of disasters. When nuclear science was 
introduced in India in the 1950s, within two decades 
the country was able to benefit from nuclear medi- 
cine, nuclear irradiation for preservation of agri- 
cultural products and nuclear power. Nuclear 
weapons came much later. 


CREATIVE LEADERSHIP 


Today, there are 540 million youth below 25 years 
in India's population of a billion people. The nation 
needs young leaders who can steer the transformation 
of India into a developed nation and a knowledge so- 
ciety. It's the leaders who create new institutions 
of excellence. Quality leaders are like magnets; they 
attract the best persons to work for their vision and 
in turn give inspiring leadership even during failures 
of missions, since they are not afraid of taking risks. 
I have seen and worked with such creators of vision 
and missions. 

In my interactions with the various organisa- 
tions | worked for during the last five decades, | 
have found the following qualities to be of utmost im- 
portance for a creative leader: 

B A leader must have a vision for the organisation 
B A leader must be able to explore uncharted 
areas 

ША leader must know how to celebrate the 
successes and manage the failures 

п A leader must have the courage to take decisions 
п A leader should exhibit nobility in management 
п A leader should be transparent 

For a sustainable growth of s&T in any na- 
tion, the thrust has to be on producing creative 
leaders by nurturing talent and promoting inno- 
vation in every scientific mission. These creative 
leaders, I am sure, will promote the innovation in 
S&T needed for transforming India into a devel- 
oped nation before 2020. m 
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Access to affordable care and awareness of healthy behaviours and 
healthcare resources must be the pillars of India's healthcare reform. 


VER THE LAST FOUR YEARS OF HIS- 

TORIC economic growth, leaders in 

India have realised that to emerge as 

a global economic superpower, it 

is imperative to make investments in 
building the country's social fabric—in particular ed- 
ucation and healthcare. More so, as India is ex- 
pected to become the world's most populous coun- 
try by 2035, and is already the youngest—it's 
home to 20 per cent of the world's under-24-year- 
olds. Without doubt, this realisation is a big step for- 
ward. But it is simply not enough. 

India needs to think of innovative approaches 
that will enable leaders across all walks of society— 
business, government and civil society—to con- 
tribute towards building an educated workforce 
and a healthy India. I have spent much of my life in 
a dialogue between business, government and civil 
society and truly believe that when the three factions 
of society work in partnership, such intractable is- 
sues are better addressed and benefit all. The Public 
Health Foundation of India (PHF!) that I helped 
set up is illustrative of the effectiveness of this col- 
laborative approach. 

India is uniquely positioned to tackle its health- 
care challenges due to two fundamental reasons. 
First, the nation has the privilege to learn from and 


avoid the costly errors of the advanced economies. 
Second, it has the opportunity to create new mod- 
els that draw on the best resources from every 
sector of society: the organisational agility of busi- 
ness in mobilising resources and delivering services; 
the philanthropic character of the non-profit sector 
in caring for India's needy millions; and the legit- 
imising role of government in balancing society's 
egalitarian impulse with the economy's demand 
for effective delivery of services. 

Unquestionably, designing ways to strengthen 
the healthcare system will challenge the ingenuity of 
India's government officials, business executives, aca- 
demicians, and non-profit leaders. The task will re- 
quire leadership skills that can mobilise all Indians 
behind a grand national purpose. 

I strongly believe that an India ready for lead- 
ership must design an approach adapted to its social 
structures that promotes a combination of three fac- 
tors: availability of quality care, access to affordable 
healthcare services, and more importantly creating 
awareness of the benefits of preventive measures. 
Concerted efforts in this direction should be the cor- 
nerstones of India's healthcare reform. By focussing 
on these three factors, India can overcome a sig- 
nificant portion of its enormous health burdens: a 
high rate of infant mortality; low overall life-ex- 
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Designing ways to strengthen the healthcare 

system will challenge the ingenuity of India's 
officials, business executives, and non-profit leaders. 
The task will require leadership skills that can 
mobilise all Indians behind a grand national purpose. 





pectancy rate; malnutrition; chronic outbreaks of 
preventable diseases such as diarrhoea, pneumonia, 
cholera, malaria and tuberculosis; the growing inci- 
dence of diabetes, cardiovascular disease and cancer; 
an HIV/AIDS epidemic that has afflicted over 5 million 
people; and the limited availability of clean water and 
basic sanitation. 

As the foundation of its effort, India needs to 
significantly augment its health infrastructure. A scan 
of India's provider landscape reveals a chronic short- 
fall. India has only 1.5 beds per 1,000 people, much 
lower than the average of 3 to 4 per 1,000 in devel- 
oping economies like China, Brazil, Thailand and 
South Africa and way behind developed countries like 
the Us and West Europe that have 4 to 8 beds per 
1,000. Moreover, India performs poorly against 
world averages for allopathic doctors, i.e., 0.6 versus 
1.2 per 1,000 people and nurses i.e., 0.8 versus 2.6 per 
1,000 people, according to a recent World Health 
Organisation report. 

In a country where 70 per cent of the population 
resides in rural areas and the poor rely on the public 
system for preventive and inpatient care, such short- 
ages pose significant challenges: 93 per cent of im- 
munisations, 74 per cent of antenatal care, 66 per cent 
of inpatient bed days and 63 per cent of delivery-re- 
lated inpatient bed days are covered through public in- 
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stitutions. Such challenges are worrisome because, ac- 
cording to current estimates, government spending on 
hospital infrastructure is likely to increase at a rate of 
only 2 per cent per year over the next decade—lagging 
far behind society's needs. 

In addition, several measures should be under- 
taken to augment the pool of medical professionals and 
trained workers. The system needs stewardship at all 
levels. It requires strong policies and institutions that 
foster public-private partnerships, encourage invest- 
ments by the private sector in rural areas, and 
strengthen the resource pool to help the successful ex- 
ecution of flagship programmes like the National 
Rural Health Mission and more. In particular, policy 
reforms that address both talent shortages and es- 
tablishment of institutional providers must be executed 
to meet at least the nation's basic infrastructure needs. 

Equally important is the access to affordable 
healthcare services. The result of a virtuous cycle, this 
aspect is widely recognised and has been thoroughly 
debated in recent years, but where no adequate re- 
forms have vet been implemented. India spends 
scarcely 1 per cent of GD»—less than a quarter of that 
sum on actual programme delivery. So, it's little sur- 
prise that about 80 per cent of the healthcare expenses 
are funded out of pocket by individuals; and a mere 
|-2 per cent is covered by private insurance, which is 
predominantly employer-funded. It is unfortunate 
that even today people have to borrow money or sell 
assets to afford inpatient care and as a result often 
postpone or do not avail of care. 

Action on three fronts, amongst others, is vital. 
First, a series of policy reforms is needed to facilitate 
the provision of subsidised health insurance for the 
country's poorest citizens. A successful approach 
could be one that leverages the nation's institutions, 
such as large cooperatives and self-help groups, to 
broaden reach, draws participation from the NGOs and 
the private sector to provision services, and pro- 
motes a central data institution that enables systematic 
health economics and publicises such information 
for continuous improvement. In addition, efforts to 
encourage competition in the provisioning of health 
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till 2025. Initiatives like education campaigns, 
which can result in a shift of spending to 
preventive measures, are vital. 
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insurance services and to extend services to lower in- 
come citizens would be beneficial. 

Second, product innovation is essential. Today, 
most of the products offer limited services and/or re- 
imbursements and do not cover pre-existing conditions 
and outpatient expenses. In order to extend coverage 
to a larger number of people, insurance firms need to 
design products that cater to several income classes and 
age groups, cover alternative therapies and provide 
more comprehensive coverage. Third, a regulatory en- 
vironment that recognises health insurance as dis- 
tinct from other lines of business is necessary to 
boost the sector's growth. 

For a nation that has been largely dependent on 
reactive measures to manage disease control, pro- 
moting awareness may be one of the most critical 
components of reform. Most people do not under- 
stand the importance of preventive or wellness meas- 
ures, critical to avoid lifestyle diseases, the incidence 
of which increases significantly as economies be- 
come richer. Consumer spending on healthcare is 
likely to grow by more than 8 per cent annually till 
2025, particularly on medical services, equipment and 
pharmaceuticals. Initiatives like education campaigns, 
which can result in a shift of spending to preventive 
measures, are vital given that the majority of the 
population is illiterate and thus difficult to educate 
about health priorities. 

Campaigns to improve awareness of disease pre- 
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vention and the early treatment of illnesses will re- 
quire a well-organised deployment of large net- 
works of public health workers who can underscore 
the dangers of unhealthy behaviours (such as the 
abuse of tobacco and alcohol, unhealthy diets and 
negligent environmental pollution). But unfortu- 
nately, India does not fully recognise public health as 
a discipline—it produces about 500 public health pro- 
fessionals a year, similar to those churned out by a 
public health school in the developed world. Such a 
lack of formal structures was one of the key reasons 
for setting up the PHFI that aspires to create institu- 
tions that will impart quality education in the field of 
public health, establish accreditation standards in 
public health education and conduct policy-shap- 
ing research, all governed by the underlying objective 
of improving public health in India. Similar efforts to 
inform people of ways to gain access to healthcare 
services should be embarked upon, since the nation 
as a whole is significantly under-insured. 

I would like to reiterate that addressing these 
three essential priorities—availability of care, access to 
affordable care and awareness of healthy behaviours 
and healthcare resources—can only be pursued 
effectively if all sectors of society work together. All 
too often, government planners, business executives 
and non-profit organisations have operated at cross- 
purposes, and failed to coordinate their efforts in 
ways that would achieve their shared goals. 

Public-private cooperation to confront an array of 
challenges, including the need for better insurance 
coverage, more widespread health education and 
better disease prevention, can help advance long-term 
improvements in the state of India’s health. 
Sustainable economic development in India will 
require more than just a growing economy: It also 
requires a healthy workforce, nurtured by a society 
that invests adequately in broad-scale health initiatives. 
Investment in human capital—and in keeping society, 
as a whole, safe from potentially large-scale health 
threats—will help India maximise the potential of its 
most productive resource: the ingenuity and cre- 
апуу of its people. Ш 
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Changing the mindset that makes a majority of Indian women accept 
subordinate roles is the biggest hurdle in their empowerment. 


NDIA, TODAY, PRESENTS A PICTURE OF THE BEST 
and the worst scenarios for women who 
constitute 48 per cent of its population. 
More and more women are making their 
mark in all spheres of life. Besides the tradi- 
tional areas of education, health and hospitality, 
women professionals are now increasingly con- 
tributing to the thriving new sectors of finance, 
IT, media, management and research. There is a 
new-found confidence and an exciting awareness of 
the possibilities before women and it seems that 
women want to make up for lost opportunities. 
Unfortunately, only a small number of our 
women can report such good news. In most places 
women are still subjugated and dominated. They 
languish in unhappy homes or in the unorganised 
sectors of livelihood where they are wilfully ex- 
ploited. They are disadvantaged in every way—in 
terms of literacy, developmental participation and 
earnings. Forty per cent of them are illiterate and 
large numbers of our school-going girls drop out at 
middle school for various reasons. Female foeticide 
is on the rise and maternal mortality is the second- 
highest in the world. Millions of Indian women have 
little or no access to health and sanitation. Every 
day, thousands of women all over India walk miles 
to fetch water and firewood. They also have to at- 


tend to all the household chores—because that is not 
supposed to be a man's work—ending up with no 
time and energy for self-development or enter- 
prise. For the vast majority of women in India, 


there is little to hope for. They are staring at a 


blank wall. 

The Economic Survey for 2003-04 estimated 
that women constituted 18.1 per cent of the to- 
tal workforce in the organised sector. Even in the 
corporate sector, which swears by meritocracy, 
the track record of women participation is no bet- 
ter. In 2006, the Confederation of Indian 
Industry (Cit) conducted a survey of white-collar 
employees in 149 member companies across dif- 
ferent sectors and regions and found that on an 
average, these companies had only 6 per cent 
women on their rolls. 

This is highly unfortunate, as development ex- 
perience shows that women hold the key to social 
development—especially in the critical areas of 
health, literacy, self-employment schemes and sav- 
ing mobilisation. Keeping women out is under- 
mining these efforts by half! 


THE PARADOX OF POTENTIAL 
India needs leaders at all levels—both women and 
men—who are aware of the paradox of our country 
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Under-skilled women have to be encouraged to acquire 
the skills and finance to start their own small enterprises. 
That's how Mahila Griha Udhyog (Lijjat papads) started in a 
small way with a small group of women. 

Today, it is a Rs 300-crore enterprise. 


aiming to be an economic power- 
house when half its population can't 
even realise its inherent potential. 
These leaders have to emerge in gov- 
ernment, business and in the social 
sector. While we do need men who 
share the vision and sensitivity of a 
Mohammed Yunus, who is trans- 
forming the lives of women in 
Bangladesh, it is essential that we 
have many more women achievers 
and role models from all walks of 
life—women who can come to grips 
with the complex reality of women in 
our country. 

Twenty-first century India is 
waiting for leaders who can explore alternatives and 
fulfil dreams, and who can also help other women to 
shape their own lives. We need people who will link 
their destinies with those of the millions of women 
who need to be awakened and helped to lead em- 
powered lives to make a difference. We need leaders 
who will lead not from the power of their positions, 
but from the power that comes from living exemplary 
lives and who lead by their own example. People like 
Mahatma Gandhi, who is my role model. 

Other than the patience of a sage and the stamina 
of a long-distance runner, what are the attributes 
and skills of the leaders of women? Let me try and 
pinpoint some of them: 

First of all, they will need to stand up to the age- 
old male-dominated worldview that determines and 
continues to dictate women's role in society. This view 
of women has confined them to servility and “pre- 
scribed" them in passive roles of service and nur- 
ture. Our communities that glorify the male child and 
even deny a girl's right to live, make this necessary task 
of questioning the patriarchal mindset very difficult. 
For example, though the 1993 Constitutional amend- 
ments opened up one-third of the village councils to 
women representatives, we read reports of elected 
women members facing resistance and violence from 
men who resent the reality of women occupying 
positions of leadership. 

Even more than the blinkered worldview of men, 
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it's women's own internalised self-image that poses the 
biggest challenge. For centuries she has passively ac- 
cepted her subordinate role and the decisions that 
men have made about her life and “destiny”. Even ed- 
ucated and seemingly successful women are held back 
by the scripts they have internalised, and the limits they 
have set for themselves. For the emerging leaders of 
women in India, more than anything else, it will be a 
relentless struggle to influence a change in this tena- 
ciously held mindset. It will mean making mothers and 
fathers conscious of the different messages that they give 
to their male and female child as they grow up. Usually, 
most families groom sons for their “achievement” 
needs and daughters for their “affiliative” needs. 

As more women strive for change, we need lead- 
ers who can coax the legal system to work to the ben- 
efit of women. We have a very progressive 
Constitution and laws that protect our rights. But our 
track record is pathetic when it comes to enforcement. 
We need leaders who are aware of the tremendous 
possibilities of affirmative legal action and who have 
the guile and stamina to make the law move, even if 
with glacial slowness. Whether it is enforcing the 
sexual harassment policy within a company, or the 
Minimum Wages Act at construction sites or using the 
powerful Right to Information Act, leaders need to 
make the legal system their ally and their strike force. 

The new leaders have to awaken the innate 
entrepreneurial spirit of women. Lack of education and 
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India is waiting for leaders who can explore 


alternatives and who can also help other women to 
shape their own lives. We need people who will link 
their destinies with those of the millions of women 
who need to be helped to lead empowered lives. 


opportunities force millions of 
women to work on the fields, con- 
struction sites or in occupations that 
hardly bring them a steady income. It 
is apparent that the organised sector 
cannot absorb even a fraction of 
these under-skilled women. They 
have to be encouraged to acquire 
the skills and finance to start their 
own small enterprises. That’s how 
Mahila Griha Udhyog (Lijjat papads) 
started in a small way with a small 
group of women. Today, it is a 
Rs 300-crore enterprise, which also 
provides a livelihood to a lot of men! 
And, from self-help groups to 
cooperatives, there are successful models to organise 
and channelise the potential of our women. SEWA 
(Self-Employed Women’s Association), since its in- 
ception in 1971, has been a remarkable success. Its 
many initiatives include the SEWA bank, which today 
has 50,000 depositors and a working capital of Rs 10 
crore. Thanks to the extensive training programmes 
held by National Dairy Development Board (NDDB), 
today there are over 2,400 all-women milk cooper- 
atives functioning in the country. It is estimated that 
women-only self-help groups have helped over 20 mil- 
lion poor households to gain access to the formal 
banking system. For women working in a private 
company or a government organisation, there are 
ample opportunities to translate good intentions into 
good work. After all, we can do with leadership at the 
rural and urban grassroots and in the boardrooms. 


EMOTIONAL AND 

INTELLECTUAL RESOURCES 

In a world challenged and changed by the forces of 
globalisation, there are opportunities as well as threats 
for women. Along with new avenues for the educated 
and the relatively privileged, there is also the stark re- 
ality of loss of jobs and homes by social displacements, 
which affect the women and children the most. We 
need leaders who will bring their emotional and 
intellectual resources to soften the savage ways of 
mindless development. Sustainable development is no 





longer a seminar fad or a cocktail subject for the af- 
fluent and privileged. Catastrophic climate change will 
affect the livelihoods of the poor and vulnerable, 
who constitute a significant section of our marginalised 
women. In these bewildering times of change, there 
have to be leaders who can set the agenda of growth 
that includes the welfare of our deprived people. In 
other words, inclusive growth. 

Our society is wracked by social divisions along 
communal and caste lines. For moving ahead and 
integrating our neglected millions into productive 
ways Of living, the new leaders will have to work for 
social harmony and see beyond divisive and parochial 
concerns. And if people, especially women, are to ben- 
efit from developmental work of any kind, it is also 
essential that the leaders stand up and speak out 
against corruption. It is absolutely essential that we 
have a breed of leaders that has the courage to say no 
to corruption and who set an example by their own 
personal integrity. This will give courage to others to 
do the same. 

There is a very memorable saying by Aesop which 
goes like this: “After all is said and done, more is said 
than done.” Can the empowered women of India in- 
stead of acting helpless and blaming the environ- 
ment do something small but concrete? Can each 
empowered woman network with five women who 
are deprived and discriminated against and make a 
difference to their lives? m 
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The appropriation of our cultural space will require, among others, a 
deep knowledge of our past and a clear understanding of the present. 


ODAY, THE CHALLENGE FOR A CREATIVE 

leader in the field of art and culture can 

be clearly defined. India is the world’s 

largest democracy and a nation that is 

economically resurgent. But we have 
undergone over 200 years of colonisation and are, 
at the moment, in the midst of an aggressively 
globalising world. Therefore, the unfinished proj- 
ect is the appropriation of our cultural space, and 
this is of utmost importance. 

The creative leaders that need to emerge from 
within this paradigm must have certain qualities, the 
first and foremost being an awareness of the para- 
digm itself. The success of colonisation was not in 
the physical subjugation of the people but in the 
colonisation of their minds. And, for a culturally dis- 
located nation, its people and society, to recover, to 
once again establish continuity with their roots, 
takes time and effort. 

The second challenge we need to understand is 
of globalisation, a factor that is all pervasive and 
yet physically non-invasive and incipient. Usually, 
therefore, the victim is the last to know that his 
world has been acted upon. In fact, the world is 
not an equal playing field today—there is a huge 
degree of cultural asymmetry, there are domi- 
nant cultures that have greater resources at their 


disposal to project themselves. It is from this sce- 
nario that our creative leaders will emerge. But 
without this awareness their leadership will become 
a mechanical exercise. 

Whatever our relative strengths in other fields, 
culturally we have always been a superpower. But 
if we are not alert to this legacy of ours, to which 
we are heirs, we will not be able to give to our ef- 
forts the scale, depth, seriousness and influence that 
is necessary. There are five noteworthy attributes 
we must bear in mind: our antiquity of 5,000 
years, our unbroken continuity, our assimilative 
evolution, our diversity and our exceptional pin- 
nacles of refinement. Such recall will root us cul- 
turally to our land. The great worry for me is 
that a large number of our educated classes, espe- 
cially in the metros, are adrift from their own 
cultural roots. The organic core of our culture is be- 
ing eroded in the avalanche of upwardly mobile 
pursuits, whether in our languages or the plastic or 
performing arts, or our folk idioms. 

Thirdly, rootedness cannot come without knowl- 
edge. People live in Hauz Khas, Chirag Delhi, 
Safdurjung Enclave but have no idea about the 
history of these locations. This amnesia is also a re- 
sult of colonialism. Therefore, knowledge, especially 
without tokenism, is a must. It is not about reciting 
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Culturally, we have always been a 
superpower. But if we are not alert to this 
legacy of ours, we will not be able to give to 
our efforts the scale, depth, seriousness and 
influence that is necessary. 





one Sanskrit shloka and feeling content about know- 
ing our culture. But this knowledge will not come 
about until it is integrated with our school curriculum. 
We cannot be players in the cultural field while in a 
void. To my knowledge, the Kendriya Vidyalayas 
in Delhi have no optional courses in the Arts. From 
where will we find those who know that they are the 
legatees of a civilisation that produced the Natya 
Shastra, a 2,000-year-old complete treatise on aes- 
thetics, or of the Sufi tradition, which partakes of the 
best of Islam and has some of the most beautiful 
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manifestations in poetry, be it Amir Khusro or the 
other Sufi saints, or what was produced as a result of 
architectural fusion? It is only rootedness that will 
allow us this knowledge. 

The authenticity of knowledge is another essen- 
tial aspect. One cannot be an authentic spokesperson 
if even one of the above-mentioned qualities is miss- 
ing. Authenticity comes when we are rooted in our 
culture, have acquired knowledge about it, have 
overcome the temptation to jingoism and chauvinism 
and, perhaps most importantly, have an open mind 
and attitude towards change. We cannot succumb to 
the temptation to fossilise culture. The ability to 
change creatively, to assimilate and yet retain our 
identity, has always been one of our hallmarks and 
should remain so. 

The fifth factor for leadership should be a sensi- 
tivity towards the democratisation of culture. Ours has 
been an elitist culture, under the patronage of the rich, 
notwithstanding the great pinnacles of refinement 
that we have witnessed. Even after 1947, it mostly re- 
mained so. However, there is now an urgent need to 
take this culture beyond, to the eager audience out 
there. The Indian Council for Cultural Relations 
does numerous programmes with foreign troupes 
and we make a conscious effort to ensure that the in- 
vites to these events are available not only in Mandi 
House and such obvious counters, but across the 
city. People are willing today to take buses or the 
metro to attend these functions. There is a palpable 
hunger for such cultural programmes and a leader 
should be aware of this need. 

Finally, anyone who aspires to be a creative 
leader cannot be imitative or derivative. This is 
possibly the ultimate sin. This takes me back to my 
first point that in an era of globalisation the victims 
are usually the last to know. Today, with tech- 
nology becoming so much a part of our lives, it is 
the easiest thing for us to imbibe influences from 
outside. This is noticeable across our cultural 
spectrum—in music, films, television, the print 
media, even through mobiles. There is no rea- 
son for us to insulate ourselves, but we can cer- 
tainly filter these influences. No doubt, the hold of 


We are operating below our potential— 
be it in art, music, dance or films—though 
there are encouraging signs of 

new developments. 


Bollywood across the world is great. But we need 
a wider perspective not to get swept off our feet. 
I believe we are operating below our potential. Be 
it in art, music, dance, culture, films or any other 
field, though there are encouraging signs of new 
developments, we need to retain a sense of per- 
spective. Why is it that the Chinese artists today are 
paid several times more for their paintings than our 
best artists? Our rootedness and knowledge will ul- 
timately help us to equip ourselves with the tools 
to interface with the globalising world and face 
such challenges. 

India is emerging as a global power and there is 
a new interest in us. If 20 years ago the interest was 
about the refinements of our past, today the world 
wants to link that refinement with the excitement of 
the present and the potential of the future. We, 
therefore, urgently need to think of how to meet 
that demand and how best to project ourselves. 
The challenge is how to leverage holistically a 
global presence for Indian culture. We must not for- 








get that there is a 20-million strong Indian diaspora 
in key countries across the globe. Every sixth human 
being is an Indian. Already, therefore, we have 
sheer demographic weight. It is for us not to be 
fooled by the euphoria of our smaller achieve- 
ments, or be destabilised by minor setbacks, but pre- 
pare ourselves to forge ahead. 

We must have a certain perspective in mind. We 
must remember that we are not in the big league 
yet. But we are surely working our way up there. 
To be in the big league, however, we must have ap- 
propriate infrastructure. The British Council, for in- 
stance, has 109 centres abroad. The Alliance 
Frangaise has an equal number, as does Germany's 
Max Muller Bhavan. Even Russia, after the break- 
up of the Soviet Union, has around 80 cultural cen- 
tres abroad. The annual budget of the British 
Council is £450 million. It gets a subsidy of £190 
million a year from its government, through its for- 
eign office. On the other hand, the Indian Council 
for Cultural Relations operates on an annual budget 
of Rs 70 crore, seeking to project 
India's culture globally. There's 
an obvious discrepancy. Yet, the 
innate and intrinsic strength of 
Indian culture is what propels us 
forward. 

We can be the beneficiaries of 
the same technological advance- 
ment that is beaming in the cul- 
tures of other countries into our 
own. For instance, the ICCR has re- 
cently opened centres in Kabul and 
Kathmandu. Apparently, in Kabul, 
the nation shuts down when the 
teleserial Kyunki Saas Bhi Kabhi 
Вари Thi, dubbed in Dari, is aired. 
І am told, when there is a power 
breakdown, people pool in money 
to buy fuel for at least one generator 
to run so the whole village can 
watch this show. We have this 
power but we have to leverage it 
further with a lot of thought. Ш 


JANUARY 1? 2008 BUSINESS TODA 281 


Innovation 
Management Professionals 


needed for 


Reliance Innovation 


Leadership Centre 
(Pune) 


Reliance Industries Limited (RIL) is India's largest private 
sector company on all major financial parameters with 
turnover of Rs 1,18,354 crore (US$ 27.23 billion), cash profit 
of Rs 17,678 crore (US$ 4.07 billion), net profit of Rs 11,943 
crore (US$ 2.75 billion) and net worth of Rs 63, 967 crore 
(USS 14.72 billion). RIL is the first and only private sector 
company from India to feature in the Fortune Global 500 list of 
‘World's Largest Corporations' since 2004 and ranks amongst 
the world's Top 200 companies in terms of profits. 


The Role 


Provide Leadership to the enhanced Science, Technology 
and Innovation intensive activities within Reliance through 
sustained innovation- based practices. 


As a consequence of their innovative and creative mind, 
incumbents would need to gaze into the future and synthesise 
ideas for short to medium-term implementation, through 
a well carved out road map. 


Leverage a good balance between breadth and depth of 
expertise in pervasive technology and innovation domains. 


In addition to providing a lead in one of the domains- 
Materials or, Life Sciences or, Energy, the position will support 
creation and implementation of Globally Best Innovative 
Systems and Processes across Reliance Industries Ltd 


Profile Desired 


A Good Degree in Science / Engineering / Technology 
in the domains of Materials or Life Sciences or Energy. 
Experience (10-15 years) in Science / Technology / 
Innovation Management or Business development and 
a demonstrated capability and track-record of 
initiating Science / Technology based innovative ideas in 
alarge organization. 


An advanced degree (Doctorate) and exposure to Global 
Innovation Management practices and networks with Global 
Science/Technology community would be preferred. 


The Process 


Compensation will be commensurate with the level and 
responsibility of the assignment and match the best in the 
industry. Company follows a Cost to Company method of 
payment, offering substantial flexibility to the selected 
candidate to choose his compensation package based on his 
own taxation and social needs. All those interested may 
please apply online within 10 days online to www.ril.com 
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Hindustan Aeronautics Ltd (HAL), a Navratna Central Public Sector Undertaking, is a premier 
Aeronautical Industry of South East Asia, with 18 Production/Overhaul/Service Divisions and 9 co- 
located R&D Centres spread across the Country. HAL's spectrum of expertise encompasses design, 
development, manufacture, repair, overhaul and upgrade of Aircraft, Helicopters, Aero-engines, 
Industrial & Marine Gas Turbines, Accessories, Avionics & Systems and Structural Components for 
Satellites & Launch Vehicles. 


Applications are invited for the following senior positions at Bangalore: 


— 
. 


GM, Services, Bangalore Complex 
GM, IMM, Corporate Office 
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GM, Marketing, Corporate Office 
GM, Finance, Corporate Office 


GM, Lean, Corporate Office 

AGM, Contracts & Legal, Corporate Office 
AGM, IT/ERP, Corporate Office 

AGM, Engines 

AGM (HR), Corporate Office 

CEO, SNECMA HAL Aerospace Systems Pvt Ltd 
CEO, HAL Infotech Ltd 

CEO, BAe-HAL Software Ltd 

CEO, HATSOFF 

CEO, MRO, Civil 
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Further details regarding Age, Qualification & Experience requirements; Relaxations & Concessions; 
Application Fee; Mode of applying (Online); Selection Procedure; Pay, Allowances & Perquisites, etc 
can be had by visiting HAL Website at www.hal-india.com 


Applications to be submitted 'ONLINE' and CVs can be uploaded by logging 

on to HAL Website www.hal-india.com between 1 9th December 2007 and Quos 
10th January 2008. Only Online applications will be considered. The last | 
date for submission of application is 10th January 2008. € HAL 
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From the Editor 


Y APOLOGIES IF THIS 
begins a bit gloomily 
but I promise it will get 
better as you read 
along. Almost anyone 
you spoke to during the last few weeks of 
2007 felt that year's outstanding per- 
formance by India Inc. and the Indian 
economy was unlikely to be repeated in 
2008. GDP growth, which clocked 9 plus 
per cent for the second successive year, 
will almost certainly be lower next year. 
The stock market, which recorded a 
never-seen-before 38.99 per cent spurt in 
2007, may enter a more sober phase 
next year. And, as rising interest rates, a strengthen- 
ing rupee and an overall slowdown of the global 
economy begin to affect businesses, India Inc.'s heady 
growth during 2007 may not be replicated during 
2008: the 30 per cent or more growth in profits 
that you saw in the last couple of years? Well, we'll 
probably have to learn to live with much smaller 
numbers next year. 

Yet, there are trends that are unlikely to get re- 
versed. Like Indian companies finally winning their 
place in the sun. Few trends stand out as much as the 
major global acquisitions that Indian companies made 
in 2007. True, the really big-ticket deals were by 
large Indian conglomerates—like the Tatas and the 
Birlas—but probably not as headline-grabbing were the 
global takeovers that smaller companies in auto an- 
cillaries, information technology and even consumer 
products pulled off. This trend is here to stay. As 
this 16th anniversary issue of Business Today went to 
press, the odds were in favour of the Tatas' bid to take 
over the iconic Jaguar and Land Rover brands and an 
announcement was expected soon. In 2008, expect to 
see more such moves by Indian firms. 

And while the stock market could sober up and 
corporate profits may slow down, we're not talking 
about winding back anything. Corporate profit could 
still grow 18-20 per cent; and many analysts are 
predicting that the Sensex will touch at least 25,000 
by the end of the year with the Indian stock market 
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remaining the magnet it has been for 
foreign institutional investors. Not bad, 
eh? Remember, I told you things will get 
better as you go along? 

Still, we could do things to make 
2008 a fruitful year. Let's begin with a 
few fundamentals. Like infrastructure. 
While a good beginning has been made 
by flagging off the airport modernisation 
projects and work that is apace on road 
building across the country, there is 
much more to be done. In power, by 
2009-2010, India is expected to face a 
“peaking shortage" of 8.10 per cent. In 
2007, two mega projects were kicked off 
for private enterprise—the Mundra power project to 
Tata Power and Sasan to Reliance Energy—but that 
is nowhere close to the estimated 100 gigaWatt hours 
that China added last year alone. 

Healthcare and education are the two other 
fundamental factors that need all-out efforts. Large 
swathes of the population have no access to either of 
these. And no economy can ever harbour dreams of 
becoming a global economic powerhouse if the lot 
of its people does not improve. The spread of edu- 
cation is all that more important in a country where 
half the population is under 25 and every year mil- 
lions are added to the potential workforce. Yet, 
ironically, organised businesses complain of talent 
shortage—precisely because of the lack of suitably ed- 
ucated manpower. 

Finally, what about economic reforms in 2008? 
Expect little to happen on that front in a year that, po- 
litically at least, is just a run-up to parliamentary 
elections. So, if your wishlist includes a radical Budget 
in 2008 or announcement of a raft of sweeping pro- 
business reforms, you could forget about it. Instead, 
count on the spirit of enterprise, amply demonstrated 
by India Inc. in 2007, and 2008 will probably not dis- 
appoint you. Have a good year ahead! 


SANJOY NARAYAN 
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START GROWING 


IBM's globally integrated delivery model helps 


START EXPLORING 

IBM and National Geographic have teamed 
up on the Genographic Project — а five- 
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samples to map how humankind has 
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genetic roots we all share 
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From The Editor 


HE OUTCOME IN DRUG DISCOVERY MAY BE FRAUGHT 

with many more uncertainties than a game of 

chess is—after all, in chess you or your opponent 
can win or both end a game in a draw. In drug discovery, 
there is usually no direct opponent that you play against 
and win, lose or draw. Yet, there are similarities. Much 
of chess is about sacrificing many things (pawns, knights, 
other pieces) as you plot your way to a bigger victory. 
Drug discovery is a bit like that. Only, the sacrifices, as 
measured in money, are huge. And, every so often, they 
do not assure you victory in the end. Yet, after spending 
billions of dollars and several years in research, if a 
drug company does manage to spawn a blockbuster (a 
drug that can bring in $1 billion or more a year), such 
sacrifices are par for the course. 

Global Big Pharma has been doing this for years. 
Several Indian pharmaceuticals companies are attempting 
a chess-like gambit while investing big into drug dis- 
covery and research. Our cover story (Blockbuster 
Gambit, page 56) by Executive Editor Brian Carvalho and 
a team of writers looks closely at the eight players in 
Indian Pharma who are pouring thousands of crores of ru- 
pees into drug research in the hope that 
they will be rewarded by blockbusters. If 
these companies turn successful, the 
pickings will be huge—as well as big 
profit, the market value of these com- 
panies could pole-vault to new levels. 

Few airlines across the globe have 
tried to successfully offer both high-end 
full services as well as low-cost services. 
The philosophies and strategies of the two business 
models, premium and low-cost, are very different as are 
the passengers that they target. In India, the recent 
merger of Deccan and Kingfisher Airlines has resulted 
in such a chalk-and-cheese entity. True, there is the 
Indian example of Jet Airways, which, after acquiring 
Air Sahara, has re-branded and repositioned the latter 
as JetLite, a low-cost, frills-free airline, compared to the 
full-service Jet Airways but unlike in the Deccan- 
Kingfisher merger, Jet and JetLite are two separate 
companies, run independent of each other. In Can 
This Marriage Work? (page 70), Assistant Editor K.R. 
Balasubramanyam explores whether it will. 

Dalal Street’s punters probably wished that 2007, a 
spectacular year for the Indian stock market, would 
never end. But after a year when the Sensex gained 
more than 6,300 points, they are now hoping 2008 be- 
comes a repeat of the last year. Our special report (Which 
Way Will the Wind Blow? page 95) tells you what you 
could expect to see as the year unfolds. Elsewhere in this 
edition is a candid interview with PepsiCo’s CEO Indra 
Nooyi. Also, don't miss the latest Business Today- 
TeamLease Employment Outlook Survey (page 144). 
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The market size for each of these drugs runs 
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drug companies can strike gold in their new 
discoveries as most of the drugs have reached 
Phase ll of clinical trials. 
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A Well-compiled List 

21 FOR 21 WAS COMPILED WELL AND 
includes leaders and entrepreneurs 
from non-conventional sectors as 
well. While it's understandable 
why you have featured Shah Rukh 
Khan, one would have liked to see 
Abhishek Bachchan also included, 
considering that we are talking 
about people who will lead in the 
future. Bachchan is the dark horse 
of Bollywood who could eventually 
emerge a winner and give SRK a 
run for his money. 








BAL GOVIND, through e-mail 








A Strong Team of 21 

THE LIST OF PEOPLE IN 21 FOR 21 (BT, 
January 13, 2008) has been chosen 
well. You have a well-balanced mix 
of people from diverse fields and all 
of them are committed to excel- 
lence. It is heartening to see that 
many professionals like Ramesh 
Ramanathan and Vikram Akula 
have given up lucrative careers and 
dedicated themselves to improving 
the lot of society. With leaders like 
these, India is truly in good hands 
and things can only get better. 

B. RAJASEKARAN, through e-mail 


An Incomplete 21 

YOUR ANNIVERSARY ISSUE 21 FOR 21 
has left out many dynamic young 
people who can truly shape India's 
destiny. We already know about 
the works of people like Kumar 
Mangalam Birla, Vikram Akula, 
Ramesh Ramanathan and Shah 
Rukh Khan. Reams have been writ- 
ten about them. It would have been 
interesting to read about people 
who are making a difference to 
society but have kept a low 
profile. Also, you should have fea- 
tured young politicians like Rahul 
Gandhi, Sachin Pilot and Jyotir- 
aditya Scindia, who have the po- 
tential to bring about real change in 
the country. It was also surprising 
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that Vishwanathan Anand and 
Sania Mirza, who have made huge 
mark in their respective fields, were 
not mentioned. 

SHYAM SAHAY, through e-mail 


Support SSIs 
RUPEE @ 30 (BT, DEC. 30, 2007) MAY 
become a reality. While some ind- 
ustry sectors may be able to cope 
with this, the small-scale industry 
needs to be protected. The govern- 
ment has to take policy initiatives 
and improve infrastructure to sus- 
tain SSIs hit hard by the rising rupee 
and prevent job losses. 

A. JACOB SAHAYAM, through e-mail 


The Game Needs ICL 
THE ROW BETWEEN THE BOARD OF 
Control for Cricket in India (BCCI) 
and the Indian Cricket League (ICL) 
(Newsmaker, December 30, 2007) is 
unwarranted. BCCI should support 
Kapil Dev’s endeavours to hone 
cricketing talent in the country. It 
should see ICL as a platform for pro- 
viding budding cricketers an op- 
portunity to display their skills. This 
will eventually benefit BCCI as it can 
pick good cricketers to play for the 
country. Instead, BCCI has decided to 
take iC. head-on by floating the 
Indian Premier League. 

SRINIVASAN UMASHANKAR, through e-mail 


Taking Heed of Stress 

BEAT THE BURNOUT BLUES (BT 
December 30, 2007) is really rele- 
vant to our times. The present gen- 
eration is caught in a vicious cycle. 
It wants to have it all: good career, 
fantastic salaries and all the best 
that money can buy. The down- 
side of this maddening pace, where 
work hours have become longer, 
is early burnout. Organisations seem 
to be realising the need to address 
the issue of stress-related problems 
in the workplace. 

GAURAV MALERI, through e-mail 


A Booster Shot 
MEDICINE TOWN (BT, DECEMBER 30, 
2007) was an interesting story. At 
least, there is some part of Kerala 
where some industry, other than 
tourism, is thriving. The story, 
however, does not throw light on 
how the medical industry has 
changed the lives of people in 
Perinthalmanna. A couple of ex- 
amples from local people on how 
their lives have improved would 
have made the story complete. 
RAJU BISHT, through e-mail 


Correction 

In A Leader for a Creative India 
(January 13, 2008), Pavan K. 
Varma's name was mis-spelt. The 
error is regretted. 
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THEY CAME. THEY SAW. 
WE CONQUERED. 


Nach Baliye 3 Grand Finale is India’s Мо. show! 


24.8 million people tuned in to watch Nach Baliye 3’s Grand Finale episode 
and stayed hooked for over 4 hrs. 37 mins. Making Nach Baliye 3, the No. | 
show on Indian Television for the week with a staggering rating of 7.8 TVR. 
(source: TAM, CS4 + HSM, Wk SI) 
Ach in millions 
"B 
24.8 
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MACH BALIYE-3 STARPARIVAAR 13TH ANNEAL STAR ЖИ I [3E 01. 11 
LLLI FINALE AWARDS 2007 SCREEN AWARDS YORKSHIRE GRAND FINALE 


source: TAM, C54 + HSM 
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India's economy is booming and soaring, with opportunities opening 
up everywhere. And GMR is getting India ready for Indians, and tht 
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Indian Pharma’s Balancing Act 


MONG THE MANY INDUSTRIES THAT CATER TO OUR 
Pon and needs, pharmaceuticals has to be the 
most unique. For good reason: No other industry deals 
with human lives in such fundamental ways as pharma 
does. Hence, the peculiar environment in which it 
must operate. Costs of innovation are sky-high, poten- 
tial drugs must spend years (a decade or so) getting tested 
before making it to the market; regulations are ex- 
tremely stringent, public opinion (especially in high-cost 
countries like the Us) is quite hostile, consumer liabilities 
can be devastating, and competition in products where 
patents have expired, fierce. It's in this environment that 
Indian drug makers must compete. 

So far, the Indian drug maker has got by producing 
basic chemicals or bulk drugs at low costs, or at the most 
producing formulations (or the drugs that patients 
consume) that are knock-offs of existing drugs. Although 
the degree varies, both these strategies have the same 
problem: profit margins are thin. In contrast, new 
drugs—even if not a blockbuster that does, say, a billion 
dollars in revenues—can rake in millions of dollars in 
profits for its innovator. When you are a drug maker, 
it’s a delicate balancing act that one needs to do between 
focussing on the bread and butter stuff (generic drugs) 
and the jam (new drugs). Tilt too much towards basic 
research (which is what making new drugs requires) and 
you burn through your cash faster than you can cure a 
common cold. Steer clear of basic research, and you 
condemn yourself to a future where margins will only 
get slimmer and slimmer. 

So, some of the smarter drug makers in India have 
been doing something interesting: focussing primarily on 





The formula's right: Deals with Big Pharma may help 


generics (increasingly the sort where margins are rela- 
tively high), and yet taking baby steps in the area of new 
drugs. Typically, they are partnering with Big Pharma 
companies to develop and test new drugs, and sharing 
the upside or downside, depending on the outcome. As 
our cover story this issue reveals, if their gambit works, 
the industry could double its value on the stock market 
to $129 billion by 2015. What are the chances that an 
India-made drug will actually become a global bestseller? 
Fairly good. As our third edit piece points out, India is 
developing its own paradigm of low-cost innovation, 
simply because most of our companies start with a rel- 
ative disadvantage of not having deep enough pockets. 
Therefore, they are forced to approach innovation dif- 
ferently. It’s not easy, but they seem to be getting better 
at it. So, don’t bet against an Indian blockbuster hitting 
the markets some time in the future. 





Consensus Needed 





State of the nation: Stop protesting and get talking 


16 BUSINESS TODAY JANUARY 27 2008 





IRST, POLITICIANS WERE CHIDED FOR CONCENTRATING 
Fics much power in the hands of the Central gov- 
ernment. Now, they are being censured for taking 
the principles of federalism too far. Is there a 
dichotomy in those two reactions? There is no 
unequivocal answer to that question. 

The fragmenting of the Indian polity over the last 
two decades has meant that the Centre has been slowly 
losing its clout vis-a-vis the states, which are often 
ruled by parties on whose support the Central govern- 
ment depends critically for survival. This has emboldened 
some of them to try and push the envelope further. 

The Tamil Nadu government of M. Karunanidhi 
has threatened to nationalise cement companies in 
the state, charging them with rigging up prices to the 
detriment of the consumer. The Digamber Kamat 
government in Goa has red-flagged the Special 
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Economic Zones in the state; and the Mayawati gov- 
ernment's treatment of Reliance Retail in Uttar Pradesh 
is too well known to bear detailed repetition. 

All these incidents collectively point to an official ma- 
chinery—albeit of different governments—pulling in dif- 
ferent directions, leaving businesses and observers 
wondering who exactly is in charge. It doesn't take great 
intelligence to figure out that such do-it-and-damn-the- 
Centre attitude augurs ill for the country. The economy 
cannot bloom in an environment of political uncertainty 
and policy paralysis. These developments are all the more 
regrettable since there is a broad consensus among 
political parties—barring some sections of the Left— 
about the need for and direction of economic reforms. 

Obviously, the mutually antagonistic pulls and 
pressures of competitive politics, and a perception of a 
weakening Centre, are behind this latest round of 





Innovation Express 


Y THE TIME YOU READ THIS PIECE, YOU WILL HAVE 

already seen Tata Motors' Rs 1-lakh car (or, at least, 
photographs of it). Not only you. The whole world will 
have seen it on TV screens, computers and newspapers. 
Never before has a product launched by an Indian 
company received this kind of international attention. 
To say that Tata Group Chairman Ratan Tata's small- 
car project has captured the imagination of the world 
is to state the obvious. For a few precious moments be- 
fore, during and following the launch, New Delhi's 
Pragati Maidan, where the event will take place, will be 
the centre of the auto universe. 

The situation was very different a few years ago 
when Tata first announced his dream. Sceptics—and 
they were everywhere—scoffed at the idea. It can't be 
done, rival car makers claimed. But Tata has proved 
them wrong. Along the way, he and his team have had 
to revisit and revise nearly every tenet of car making, but 
the innovations have paid off. 

The Rs 1-lakh car is the most high profile, but cer- 
tainly not the first, and definitely not the last, international 
product to come out of India. Already, several banks are 
taking products developed in India, for the Indian mar- 
ket, to other markets across the world. Then, several 
pharma companies, like Dr Reddy's Labs and Glenmark 
Pharma, are earning millions of dollars by developing and 
licensing new chemical entities (shorthand for proprietary 
drugs) to the Big Pharma companies of the West. This 
is just a pit stop en route to ultimately developing their 
own blockbuster proprietary drugs. 

The days of one-way movement of intellectual 
property and cutting-edge manufactured items—from 
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muscle-flexing by state-level satraps. Federalism, and, 
more specifically, states standing up to the Centre on 
issues that concern them, is good for democracy in the 
country. But the time has come to draw very clear 
lines that no one should be allowed to cross. 

For this to happen, the Central government must 
necessarily consult all states before announcing policies 
and awarding contracts. This may be à more time- 
consuming process than the one currently in vogue, but 
it will ensure that once announced, policies are im- 
plemented on the ground without a hitch. The us, 
China and Russia also have multiple-tier governments. 
If they can function smoothly, there is no reason why 
India should be subject to petty politicking. Investors 
today have the whole wide world to choose from. If 
Indian politicians don't mend their ways, they'll find the 
hen that lays golden eggs going elsewhere to roost. 





His idea has taken shape: Tata Group's Ratan Tata 


abroad to India—are over. There are any number of 
reasons for this. The primary among these is the coun- 
try's new found prosperity and confidence. As Indian 
consumers slowly climb up the financial ladder, they are 
discovering that imported ideas and products, while ful- 
filling some of their needs, don't really fully address the 
need gap. This is creating a new market that prescient 
and nimble-footed Indian companies are best-placed to 
tap. Additionally, what works for India will, in all 
probability, work in other parts of the developing 
world, as well. Business Today has no doubts whatso- 
ever that in the years to come, many more Indian 
companies will come out with several other innovative 
products that will go on to become world beaters. 
But every new trend needs a talisman and a torch- 
bearer before it can become mainstream. Tata's small 
car, apart from having the potential to change the 
very paradigm of motoring, will fulfil another very 
important need—of being that torch-bearer. 8 
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Too Many Cooks? 


Muscular federalism may threaten the India 
growth story. DHIMAN CHATTOPADHYAY 
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Roadblock to India's growth story: That's what such scenes are all about 


(SEZs) in the state. The Centre caves in and agrees to review them. 

In UP, Chief Minister Mayawati rides roughshod over Reliance 
Retail's plans to set up base in the state. In West Bengal, the mere mention 
of an SEZ creates panic. In Tamil Nadu, the DMK government threatens to 
nationalise all cement factories unless manufacturers drastically reduce 
prices. Are powerful regional parties, backed by vested interests, weakening 
the Centre and scaring away potential investors? 

Says ASSOCHAM President and Videocon Group Chairman Venugopal 
Dhoot: “Why should the Centre feel weakened? It’s the state govern- 
ments' prerogative to allow or disallow anyone from using their land to 
start an SEZ." Others vehemently disagree. Former Disinvestment 
Minister in the NDA government, Arun Shourie, says: "There is no 
government at the Centre at all. In both the uP and Goa incidents, some 
very good ideas have been perverted into real estate speculation by vested 
interests. In West Bengal, some 200,000 acres were notified. Of this, 
83,000 acres were given to the Salim Group without following any 
legal procedure. No wonder, good policies are being defeated." 
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The fortnight's burning question. 


ARE SEBI'S NEW 
GUIDELINES ON 
INSIDER TRADING 
GOOD ENOUGH TO 
STOP THIS PRACTICE? 


Yes. Amitabh Chakraborty, 
President (Equity), Religare 
Securities 

Company officials are insiders and 
have lots of information about the 
company that is price sensitive 
and, therefore, lend itself to misuse. 
In the light of this, the SEBI initia- 
tive to curb insider trading on the 
Indian stock exchanges is a step in 
the right direction and will curb 
this practice. 


Maybe. Alok Vajpeyi, VC & MD, 
Dawnay Day AV Financial 
Services 

It's too early to say whether SEBI's 
new norms to stop insider trading 
will succeed or not. However, hav- 
ing said that, let me add that insider 
trading is a disgraceful thing that is 
rampant in the securities market. 
Therefore, any law that helps pre- 
vent it is good. 


Yes. Nilesh Shah, MD & CEO, 
Envision Capital 
It's a positive starting point, as the 
idea is to ensure that people with 
larger chunk of stakes and access to 
price sensitive information should be 
held responsible for any wrong act. 
However, once the act is imple- 
mented, it should be expanded to 
cover a larger section of people. 
COMPILED BY MAHESH NAYAK 
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Predictably, Congress spokesperson Abhishek Manu Singhvi 
rubbishes any claims of a weak Central government. *The name of 
the game is balancing competing public interests, which alone can 
lead to harmonious development. Starry-eyed gung-ho SEZ im- 
plementation is as bad as no SEZs. The virtue always lies in 
between," he says. | 

But, what about the trend of local governments scrapping con- 
tracts signed by the Centre, thus, creating an air of uncertainty? Isn't 
politicking hampering India's growth story? *Of course," says 
Shourie. But Singhvi begs to differ. “The framers of our Constitution 
did conceive India as a quasi-federal structure, but in reality, almost 
all major Central initiatives have to be implemented by states. 
Therefore, purely state-specific contextual situations cannot be 
blindly ignored, if we want long-lasting SEZ development. If ap- 
propriate rectification is sought to be done, I think it's unfair to call 
it politicking,” he.says. , 

But, won't such a different-rules-for-different-states policy scare 
away potential investors?’ And won't this create a precedent that can 
be cited by other states to thumb their noses at the Centre's policies? 
Dhoot is not too sure. *Goa won't have much of an impact. It's a 

tourism hub and not an indus- 
trial state. In West Bengal, too, 
Nandigram is just 1 per cent of 
the state," he says, but admits 
that if problems keep cropping 
up in states like UP, Orissa and 
Maharashtra, things may become 
too hot to handle. 
Singhvi, predictably, assures 
that investors are not scared. He 
_adds: "To try to achieve a bal- 
anced growth after Centre-state 
interactions will, far from scaring 
investors, lead to longer lasting SEZ relationships, fully involving 
local civil society at the state level." 

And what about the legal repercussions? Noted Supreme Court 
advocate Prashant Bhushan says: “In legal terms, if the Centre 
concludes that a project can cause grave environmental problems or 
goes against public interest, it has the power to scrap it. In addition, 
the General Clauses Act says that if a government has the power to 
do something, it also has the power to undo the same thing. So, the 
Centre has the power to scrap a project, followed by compensation 
to developers. Also, remember that SEZs cannot be implemented 
without a state government's approval." 

The final word, though, comes from Arun Maira, Chairman of 
Boston Consulting Group (India). “We should look beyond im- 
mediate roadblocks since the future looks brighter. Too much cen- 
tralisation has been our problem for long. In some ways, states choos- 
ing their own path is a step in the right direction," he says. Many for- 
eign investors, he reveals, in fact, prefer investing in India over China 
because of this very reason—the democratic set-up. “Investors I have 
spoken to in the us are of the view that China has hidden risks. So 
they hedge on China, but come to India," Maira concludes. 

ADDITIONAL REPORTING BY KAPIL BAJA] 
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"India Is Our Key 
R&D Destination" 


AVID GOULDEN, EXECUTIVE VICE 
President and CFO of EMC, a $11.1- 
billion (Rs 44,400 crore) information 
management company, spoke to BT's 
Rahul Sachitanand on the company's 
evolution and plans for India. Excerpts: 


Please talk us through your Indian 
operations. 

Two years ago, we announced a $500- 
million (Rs 2,250 crore then) invest- 
ment in India by 2010, and since then, 
we've crossed a few milestones. The 
number of customers in India has dou- 
bled and our new India Center of 
Excellence has filed 10 patents since it 
started operations two years ago. 


How important is India and the other 
developing markets to your growth? 
Everyone talks about BRICs today, but to 
us, they are four distinct markets, each 
with its own unique characteristics. 
India is by far the most important R&D 
destination. We are doing much more 
high-end R&D work from here and 
we're not using India as a QA (quality as- 
surance) or software support base. 


Are you worried by a possible slowdown 
in IT spending? 

| think 2007 saw growth over 2006 
in every single aspect. If there is any 
worry, it is about the US and enter- 
prise spending on the back of the 
financial mess, especially the sub- 
prime crisis. However, other areas 
outside of this segment in small busi- 
nesses and other geographies such 
as Europe or Asia Pacific and Japan 
continué to be strong. 
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Ultra-loaded. 
Toshiba Portégé R500 


` Leave it to Toshiba to redefine true mobility in notebook computing for the executive... yet again. 
The new Portégé R500 is practically a paradox in notebook engineering - fully loaded power-user features 
їп an astonishing 19.5mm"! super-slim, 979g"? durable body, plus up to 12.5 hours” of battery performance, 
making it the slimmest” and longest”? performing computer in its class. For on-the-go-mobility, style and 
extreme productivity, the Portégé А500 is as much a wonder to look at as a marvel to use. 


_ Specifications for model no. PPRSOL-031003 as of Dune 2007, based on Toshiba survey. Toshiba Mobile Computing Partner. 


+1 Thinnest widescreen 30 Fam (12.1) notebook equipped with optical dac drive. 
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Tying up the Airwaves 


HE COMPETITION, CLUTTER AND 
ie fragmented media envi- 
ronment are forcing advertisers 
and television broadcasters to enter 
into multi-year contracts with each 
other to assure a regular flow of ad 
revenues and, in turn, offer adver- 
tisers assured spots on television. 

The trend started with 
Kingfisher partnering NDTV Good 
Times for five years. The deal is be- 
lieved to be worth Rs 100 crore. 
Thereafter, INX Media signed a 
three-year advertising deal with 
Hindustan Unilever (HUL), one of 
the biggest advertisers in the coun- 
try, for 9X, its Hindi general en- 
tertainment channel. Then, three 
Club INX Platinum members, 
Reliance Industries (Vimal), Future 
Group and Vodafone, have also 
signed up with INX Media for 
three-year advertising deals at Rs 
35-40 crore each. Club Nx, which 
also has Gold and Silver category 
memberships, provides crystal clear 
deals to its clients and is designed to 
make the media house the pre- 
ferred media network for 
advertisers. 

Says Ravi Kiran, CEO, South 
Asia, Starcom Mediavest: “This 








Barriers break 


WIN-WIN DEALS 
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trend was visible to us in 2004 it- 
self. But it has come into play in a 
big way only now. The reason for 
this is increased competition in the 
Indian television space." Uday 
Shankar, CEO, STAR India, adds: 
“Our long-term partnership with 
Airtel is an innovative approach 
to engage the advertising and me- 
dia planning community beyond 
simple media buying." 

So, what's in it for an adver- 
tiser? Gopal Vittal, Director 
(Marketing & Communications), 
Bharti Airtel, says: “It’s a fabulous 
partnership and gives us good value 
for the money spent.” Such a part- 
nership, he adds, protects Airtel 
from sudden spikes in rates, and 
secondly, “gives us an opportunity 


when people talk 





to shape specific properties (pro- 
grammes) together”. 

For most channels and adver- 
tisers, it is about building a mutu- 
ally beneficial relationship. Are 
there risks involved? No, say the 
stakeholders unanimously, as there 
is nO money paid upfront. 

Media watchers say that three- 
to-four years ago, large media net- 
works were not in favour of such 
deals, but today, they cannot ignore 
them. Internationally, this is a big 
phenomenon. In the us and the 
UK, advertisers enter into multi- 
year and multi-platform deals with 
media networks. It’s just a matter 
of time before this becomes the 
order of the day in India. 

ANUSHA SUBRAMANIAN 


UP Joins, VAT Reaches all States 


TTAR PRADESH HAS ALSO HOPPED 
Е the Value Added Tax 
(VAT) bandwagon. Trade and in- 
dustry in the state have been 
brought under var from January 1, 
2008. With this, all states and 
Union Territories have now joined 
the new tax regime. UP CM 
Mayawati termed the implemen- 
tation of VAT as a historic step that 
will help the common man get es- 
sential and quality items at mini- 
mum prices. Already, 91 items, in- 
cluding kerosene, milk and medi- 
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VAT ALL THE WAY 


cines, have become cheaper on ac- 
count of the reduced levy. 

The implementation of VAT by 
all states is significant. It is widely 
seen as first step towards a GST from 
2010. The proposed move to a GST, 


analysts feel, will ease the situation 
considerably. Says S. Madhavan, 
Indirect Tax Leader, Pricewater- 
houseCoopers, India: “It will do 
away with cascading taxes and the 
multiplicity of taxes and tax rates. It 
will make the system more trans- 
parent and less complex. Businesses 
need to start preparing themselves 
for the switch and engage with the 
tax authorities to ensure that the 
GST system that emerges is as user- 
and business-friendly as possible.” 

RISHI JOSHI 
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What is it? It isn't steamed 
Tibetan dumplings; rather, it is 
short for Mobile Monday. 


What's that? Mobile Monday 
was founded in 2000 by a group 
of telecom industry insiders in 
Helsinki (Nokia country) who 
would meet every Monday to 
discuss trends in the industry. 





So what? Since then, it has ex- 
panded across the world to in- In progress: А МоМо meet in Noida 

clude people across telecom ver- 

ticals from handset makers to service providers. Not all meetings happen on 
Mondays anymore, but the name has stuck. 


And India? It has five chapters in India, the world's fastest growing mobile mar- 
ket, Bangalore, Chennai, Hyderabad, Mumbai and New Delhi and meetings take 
place at all chapters frequently. 

How does one attend? All MoMo meetings are open to the general public. 


KUSHAN MITRA 
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ECONOMY 


STATUS: $99.80 (Rs 3,992) per 
barrel 


Ominous Signs 


RS ae - 72 

I. 5 EES 75 

Sept. '07 Eo y xc 18 

Oct. 07 ЖИШШ Airs 86 
Nov. 07 MEM a he ES 94 
Dec. 07 | c ee پنےا‎ 27 97 
Figures in $ per barrel Source: BT research 


IMPACT: Rising crude prices (which 
have topped $100 per barrel on intra- 
day trade) are playing spoilsport. It's bad 
news for the economy as an oil price 
hike is now a certainty. Rising oil prices 
are expected to fuel inflation, which 
will weaken RBI's resolve to ease interest 
rates, at least in the short term. 


STATUS: $1.38 billion (Rs 5,520 
crore) in December 2007 
The Tap is Drying 


9.06 
4.9 4.46 


| 
| 


Aug. | Nov 

BE 200 | BE 2007 Ni 
July Î Sept. Oct Dec 
2007 | 2007 2997 2007 


-1.65 -1.45 


Figures in $ billion Source: SEBI 


IMPACT: There has been a decline in 
the net FII inflows over the last two 
months due to the US subprime cri- 
sis. In fact, the high return (almost 
40-45 per cent) given by the Indian 
market has also stretched valua- 
tions quite a bit. However, the con- 
sensus on D-Street is that more FII 
inflows will happen in 2008. 
COMPILED BY ANAND ADHIKARI 
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Showing others how it's done. _\ 
Just anothers@ay at the office fora Tiger. 


rvery day at Accenture, our work is helping to 
transform companies into high-performance 
businesses all around the globe. With over 
35,000 professionals іп India, and тоге than 
170,000 people worldwide, we re making а 
meaningful difference in a wide variety of 
industries - whether it's playing a pivotal role 
to bring new medicines to market more 
quickly or helping to extend the reach of 
satellite radio. 


If this 15 your idea of a typical working day, 
Accenture is the place to work. 


> 
Visit accenture.com/india accenture 


Consulting • Technology • Outsourcing High performance. Delivered. 





THE BIGGEST ENEMY OF GREAT IS GOOD." 


Deep Kalra. Founder and CEO, Makemytrip.com 


A good business follows the rules. A great one rewrites them. That's how we created a 
thriving online business that revolutionised the travel industry. And it's no different from 
how HP designed our newest printer. The HP OfficeJet pro represents a quantum leap in 
printing. It saves 3076 on printing costs compared to a laser, with output quality and 


speeds that are just as impressive. To us, that's not just great - that's awesome. 





MULTI-FUNCTIONALITY 
HP OfficeJet pro L7580 
All-in-One 

Print, scan, copy and fax 


Rs. 16,999* 











PRODUCTIVITY SMS ‘HP’ to 57575 


HP OfficeJet pro K5400dn Call 3030 4499 (from mobile, prefix your STD code) or 
Networking and 2sided printing 1800 4254 999 (toll free, from MTNL/BSNI lines) 
Rs. 8,499* 


Visit hp.com/in/officejetpro 
E-mail in.contact@hp.com 


‘Est. street price, taxes and levies extra. Conditions apply. © 2008 Hewlett-Packard Development Company, L.P 
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P-WATCH 


A bird's eye view of what's hot and what's 


not on the government's policy radar. 





COMBATING INSIDER TRADING 


EBI IS MAKING RENEWED EFFORTS TO CRACK DOWN 
5 on the menace of insider trading. In a draft consul- 
tative paper, it has proposed that insiders will have to 
surrender the profits accrued from trading in the 
stock of the company if both the buy and sell transac- 
tions occur within a six-month period. Significantly, 
the profits will have to be relinquished regardless of 
the intent of the person. It plans to bring *designated 
insiders"—defined as any management personnel, director or officer 
who holds more than 10 per cent of the company's shares—under the 
purview of the suggested regulation. The draft regulations are open for 
public comments till January 21. 

KAPIL BAJA] 


TRAITO SCRAP ADC 


RINGING IN Е INALLY, TRAI HAS DECIDED TO DO AWAY 
CHANGES with the Access Deficit Charge (ADC), a 
levy paid by private players to BSNL for 


providing services in the rural areas. It will 
be scrapped from April 1, 2008. With this, 
STD call rates are likely to tumble further. 

BSNL garnered about Rs 2,000 crore 
as ADC in 2006-07. TRAI now feels that 
further support to BSNL’s social obliga- 
tions can come from the universal service 
obligation fund (domestic telecom companies contribute 5 per cent of 
revenues to the fund). Says Romal Shetty, Executive Director, KPMG 
India: “It’s a good development. Apc has been resented by telecom 
companies and has also been blamed for the emergence of a grey mar- 
ket in international incoming calls." 





m Access Deficit Charges to 


De scrapped | 
m SID rates to fall 


m Regulator hopes the move | 
will eradicate the grey market 
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EASIER NORMS FOR MERGERS 


HE GOVERNMENT IS MAKING EFFORTS TO SIMPLIFY NORMS FOR 
j سم‎ Under a new proposal, companies may be exempt from 
seeking High Court sanctions. The Ministry of Company Affairs is 
working on two types of clearances for mergers: one is “contractual 
mergers”, under which companies needn’t wait for the High Court’s 
approval; they can decide to merge through a contract among them- 
selves, which should be approved by the shareholders later. 

The second proposal aims to simplify procedures for mergers 
between group companies. The idea is that if there is no involvement 
of outsiders, it is unfair to subject the internal matter of a group to a rig- 
orous due process. 

MANU KAUSHIK 
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THE GOVERNMENT'S EFFORTS TO 
give more teeth to the 
Competition Commission of 
India (CCI) has come in for cen- 
sure from Confederation of 
Indian Industry (CII). The re- 
cently amended Competition Act 
stipulates that companies of a 
certain size based on 
asset/tumover have to seek prior 
approval from СС! for mergers 
and acquisitions. But Cll wants 
this stipulation removed argu- 
ing that “over-regulation and 
procedural hurdles... could prove 
to be counter-productive and 
thwart India's economic growth" 
The CCI was set up as à 
regulatory and quasi-judicial 
body by the government in 
October 2003 under the 
Competition Act 2002 but, till 
recently, was seen as ineffective 
with limited powers. 
RISHI JOSHI 
REALTY MFS SOON 
MUTUAL FUNDS MAY BE ALLOWED TO 
launch schemes targeting real 
estate. The buzz is that SEBI 
could soon permit local asset 
management firms to raise 
money from investors which 
would be invested in the realty 
sector. This move will come at a 
time when property, as an asset 
class, is gaining popularity 
among investors. These funds 
are likely to be closed-ended. 


RJ 





OMENI 


What's incomplete can't take you places. 





Presenting 'Total Corporate Solutions' from IDBI, 
a complete bouquet of Corporate Banking Services designed to meet your 
specific needs. For more details, please email us at corpsolutions@idbi.co.in. 


=» Working Capital = SME Financing = Project Finance » Infrastructure Finance 
s Trade Finance = Cash Management ® Syndication = Underwriting 
=» Corporate Advisory = Carbon Credits = Tax Payments = Derivatives 
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Industrial Development Bank of India Limited. Regd. Office: IDBI Tower, WTC Complex, Cuffe Parade, Mumbai-400005. Website: www.idbi.com 
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Anand Mahindra: Having: second thoughts 


NAND MAHINDRA, VICE CHAIRMAN, MAHINDRA & 

Mahindra (M&M), admits that he isn't a sprightly 
young man anymore, but the 52-year-old has been 
tying up deals with a slew of international manu- 
facturers—he has a car and utility vehicles tie-up 
with Renault—the group has denied reports that it 
is pulling out of its JV with the French com- 
pany—and is planning to enter the commercial 
vehicle space in collaboration with International 
Truck & Motor (ITM). 

However, as Mahindra himself has told this pub- 
lication before, unless M&M can get some leamings out 
of a tie-up, the company will not enter into any 
joint-venture. This is a direct impact of M&M's ill-fated 
joint-venture with Ford in the mid-1990s. As a minority 
partner, M&M felt it did not get a very good deal. 

Mahindra, who has built up the utility business by 
hiring some ace engineers such as Pawan Goenka 
(who headed the Scorpio project) and Arun Jaura (who 
is developing M&M's hybrid engines), might feel that 
M&M could be getting a raw deal with the proposed 
tie-up to manufacture vehicles with Renault-Nissan at 
Chennai. Mahindra has built up the utility vehicles busi- 
ness with the very clear objective of becoming a 
global leader in the space and the Renault deal will 
impart learnings to M&M to improve this crucial 
business segment in which it is a clear leader in this 
country. M&M has plans to start selling the Scorpio in 
the US and the new Scorpio 'M-HawKk features a more 
efficient V-series engine for international markets. 

Meanwhile, Mahindra ts sitting pretty; apart from 
his flagship, he has a clutch of smaller companies in 
the technology and real estate industries that are 
adding great value to the Mahindra bottom line. 


KUSHAN MITRA 
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| 3 7 crore: The amount raised by 
companies through public issues in 2007, according 
to Prime Database and Bloomberg 


UU,! |. The number of employees the Indian 
T and TES ute hired in 2007, compared to 
350,000 in 2006 


4-4 per cent: The proportion of Indian online traffic 
that uses the internet just for social networking, 
according to JuxtConsult, an online research and 
advisory company 


<. billion: The estimated amount that the illegal 
downloading of copyright movies cost the six largest 
US studios annually, according to the Motion 
Picture Association of America 


HZ. 36 J per cent: Estimated growth in direct tax 
collation (to over Rs 3,00,000 crore) this financial 
year over the last year 


): Average revenue per user (monthly) 
for CDMA | users, during the quarter ended September 
2007.The figure is down from Rs 206 in the 
previous quarter, according to TRAI 


| J billion (Rs 4,00,000 crore): The amount 
Chinese state-owned oil company Sinopec will pay 
Iran over 25 years for developing the Yadavaran 
oilfield. The field will produce 85,000 barrels 
of oil per day in four years 


1 3€ ~~ J 1 Mw: India's total power generation 
capacity 


J J percent: The increase in India's forex reserves 
since January 1, 2007 


: The number of employees IBM has 
in India. The country is the fastest-growing market 
for the US computer giant 

J crore: Premium collected 
Dy 13 г non- life insurers in India in 2007, 
against Rs 16,584 crore the previous year 


per cent: Proportion of Rolls-Royce sales from 
China, which is the luxury carmaker's third-largest 
and fastest-growing market 
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Exclusive Swatch Kiosks: Spice Mall, Sector 25, Noida # 0120-4335123 * Pacific Mall, Kaushambi, Ghaziabad # 0120-3012021 * 
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Rajinikanth 
Rs 20 cr* 





IRT 


ra 
Rs 6.7 cr^ 





Highest Paid 
Film Stars 


Surprise! Shah Rukh Khan is not the 
highest paid film star in India; in 
fact, he's not even among the Top 
5. And here's a shocker: despite the 
hype, Aishwarya Rai does not even 
figure in the Top 15. ANUSHA SUBRAMANIAN 





| 





Е > a f j | 
Akshay Kumar E | | 
** ^s TEN 
Rs 20 cr Hrithik Roshan Aamir khan 
Rs 15 cr Salman Khan Rs 12-15 cr 


Rs 15 cr 
* After Sivaji, which cost Rs 70 crore and grossed Rs 150 crore ** After a series of successes in 2007—like Heyy Babyy and Namaste London—he has hiked his price from Rs 15 crore per filr 
asking price. Also, several of his films are made by his close friends Karan Johar and Farha Khan, or by his own production house Red Chillies Entertainment; this keeps his rate down 





* Yes! Despite his woes in life. ^ She has signed a three-film deal with UTV for Rs 20 crore ^ ^ The Big B may figure way down the list now, but he was the first to мес 
of a character artiste. # Like father like son ~ Despite two of his most recent films, Goal and No Smoking, having bombed at the box office 
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The multilateral syst that has underpinned world trade for over 50 years is facing serious challenges. — 
Major Traders $27 trillion Protection for agriculture 
Developing countries are playing Barriers are much higher in agriculture than in manufacturing. 


an active role in world trade. 
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іп goods (including oil). rade grew, on average, almost twice 
as fast as GDP between 1990 and 2005. Global trade is 
a ‚ equal to 31 per cent of 
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“Сап you buy your wife?" 
Carlos Ghosn, President and CEO, Nissan Motor Co and Renault S.A., 


on bis inability to woo General Motors, in Newsweek 


“We are still far away from the maturity level 


that we should attain before our IPO" 
P.H. Ravikumar, Chief Executive, NCDEX, in Mint 


“If we can succeed in Mumbai, other parts of 
the world will, hopefully, be a cakewalk” 


G.V. Sanjay Reddy, Vice Chairman of GVK and MD, Mumbai 
International Airport, in Business Standard 


“The Tata Group will always be at the 
forefront of any manufacturing activity it is 
involved in. We will be the best (and the most 
efficient) in the world. We have taken a 
decision to go beyond India. One has to be 
international if you want to be a global player” 


J.J. Irani, Director, Tata Sons, in BusinessWeek online 


“India is the fastest-growing market for IBM, 


and we want to maintain our lead” 


Shankar Annaswamy, Managing Director, IBM India and South Asia, in 
BusinessWeek 


"The BBC is involved in some very exciting 
projects and a majority of those are financed 
out of India. India is coming to the rescue of 


BBC animation" 


Anthony Bouchier, Managing Director, Cinnamon Entertainment, on 
Freefonix, one of the BBC's biggest ever animation projects, which was 
done out of India, in The Guardian 


“For any multinational in India, especially in the 
food retailing sector, the thumb rule is to have 
30 per cent localisation and 70 per cent global 
content. What is important to succeed here is 


to have a ‘global brand with local heart” 


Muktesh Pant, Chief Marketing Officer, Yum! Restaurants International 
(which owns Pizza Hut and KFC), in The Economic Times 


“At heart, most strategies, like most people, 
involve some mystery. Interpreting that mystery 
is an abiding responsibility of the chief 
strategist, the CEO” 


Cynthia A. Montgomery, Head of Strategy at Harvard Business School in 
Boston, US, in Harvard Business Review 


JANUARY 27 2008 BUSINESS TODAY 33 


bt noted 


EARNED: By Delhi 
Metro, carbon cred- 
its, making it the first 
railway project in the 
world to do so. The 
United Nations has 
registered the Metro (guided largely 
by Managing Director E. Sridharan, 
pictured alongside) under the clean 
development mechansim, enabling it 
to claim carbon credits. 





SURGED: To $14.2 billion (Rs 
56,800 crore), venture capital and 
private equity investments into India in 
2007, through 390 deals, compared 
to $7.5 billion (Rs 30,000 crore) 
and 299 deals in 2006. According to 
Venture Intelligence India, VC invest- 
ments (seed, early stage and growth 
capital) accounted for $560 million 
across 100 deals in 2007. 


INCREASED: To 3.5 per cent, the in- 
flation rate for the week ended 
December 22, from 3.45 per cent in 
the previous week, on account of higher 
prices of food items such as bread 
and buns as well as industrial fuel. 
Finance Minister P. Chidambaram says 
food prices remain a cause of concern 
even as the prices of other items are 
under control. 


JUST WONDERING... 
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LAUNCHED: By Monster Worldwide 
Inc., the parent company of 
Monster.com, the global employment 
portal, a short message service (SMS)- 
based job search application in India. 
The user can type free text such as 
"jobs brand manager Delhi" and SMS 
to 53030 in India. He will instantly re- 
ceive the top three job matches. 


SCRAPPED: By the Securities and 
Exchange Board of India (SEBI), entry 
loads on direct mutual fund applica- 
tions. However, applications routed 
through distributors, agents or brokers 
Will still have to bear the charge. The 
waiver is applicable to investments in 
existing schemes from January 4 and to 
schemes launched on or after the date. 


EXTENDED: By the 
government, the term 
of the Investment 
Commission, headed 
by Tata Group 
Chairman Ratan Tata, 
till December 31, 2009. The 
Commission was set up to attract do- 
mestic and foreign investment in sectors 
where there is a paucity of funds. The 
panel has already recommended meas- 
ures to attract $30 billion (Rs 1,20,000 
crore) investments in key areas. 





INSURANCE RATES 





NSURANCE RATES HAVE NOSEDIVED IN 
the general insurance industry fol- 
lowing the IRDA decision to dereg- 

ulate the market in phases from 

January 1, 2007. Says Pavanjit Singh 

Dhingra, Vice President, Prudent 

Insurance Brokers: "Clearly, a price 

war has broken out among insurance 

companies as they compete to woo 
clients." Prices have slumped in all 
major categories. In property and en- 
gineering insurance, prices have 
crashed by 50 per cent on an average. 

The general insurance industry in 
India was de-tariffed from January 1, 
2007, giving insurance companies 





the freedom to decide their premium 
rates. Earlier, tariff regulations en- 
sured fixed prices for products. The au- 
thorities, though, felt that the non- 
life insurance market had matured 
enough, and to grow further, this pro- 
tection had to be removed. While free 
pricing was introduced in 2007, a 
floor price (51.25 per cent discount to 
existing tariff rates in 2006) was set as 
a precautionary move. This restric- 
tion, too, has been withdrawn from 
January 1, 2008, putting further 
downward pressure on prices. Says 
Dhingra: "These rates are clearly un- 
sustainable". 

For customers, there is more good 
news. In the last phase of deregulation, 
companies will be allowed to offer 
customised products to clients from 
April 1, 2008. This, analysts say, will 
force general insurance companies to 
think out of the box. 

RISHI JOSHI 
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/ Go single after 40. 


Looking and feeling young is as important to you, as it is for me. Especially after 40. Which is why | 


recommend Varilux 3-in-1 Progressive Spectacle Lenses - which allows you to go single. With it you VARILUX 


only from @SSILOR 


can see near, far and in-between, without the embarassing dividing line of bifocals. What's more, 
with Varilux lenses you don't just get back the vision of your youth, but also start looking smarter. World No. 1 in spectacle lenses 
E go ahead, live life to the fullest. Visit your optician today. 
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THE BT 50 Surging Remittances 
Developing nations see a robust growth in the inflow of remittances. 
INDEX Remittance flows to developing countries to reach $240 billion in 2007. 
Markets still in see-saw mode. ($ billion) 
Change Change 
BT 50 2002 2003 2004 2005 2006 2007e 2006-07 2002-07 
745.70 Fast Asia and the Pacific 20) 35 039 4 53 58 10% 100% 
Europe and Central Asia ü 9 X 5 - 9 Ux 1I8 
490.03 Latin America and the Caribbean 28 35 41 49 57 60 5% 115% 
West Asia and North Africa 15 20 23 24 26 28 1% 86% 
jan 8,2007 Jan. 7, 2008 South Asia 24 3 29 3 40 44 10% 81% 
Sub-Saharan Africa 6 7 8 9 10 и 0% 83% 
BT Auto | ; 
Low-income countries 32 39 40 4 56 60 1% 87% 
1,016.21 1,006.04  Midddie-income countries (MICs) 84 105 121 145 166 179 8% 113% 
Developing Countries 116 14 161 191 221 240 8% 107% 
High income OECD countries 53 60 67 68 72 74 395 40% 
Jan. 8, 2007 Jan. 7, 2008 High income non-OECD countries 1 2 3 4 4 1 Ni 300% 
BT BFI 1,383.12 
2006 2007 
761.52 Developing countries 20 24 31 36 44 NA 22% Nil 
High income OECD 88 100 13 124 136 NA 10% 54% 
= ү ee PRI High income non-OECD 23 23 РГ 27 МА. 15% 1796 
World 131 147 166 184 20 NA 13% 54% 
BT Pharma Top Remittance Recipients in 2007 
345 57 384.98 ($ billion) 
21 
251 25 
` Jan. 8, 2007 Jan. 7, 2008 
BT Telecom 750.20 
wa UNT 
Jan. 8, 2007 Jan. 7, 2008 
BT FMCG 524.32 
378.57 
Jan. 8, 2007 Jan. 7, 2008 
BT Tech о e e v جه‎ = E > P о 
322.28 E B S ВЕ B в P 5$ 
> М А я 2 а 5 2 
д а. 
= c 
2 = 
- Jan. 8, 2007 Jan. 7, 2008 All figures are estimates Source: World Bank 
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Colours work 


because they talk to the heart. 


Ricoh presents a range of best-in-class Colour MFPs that use the emotional 
impact of colour to your advantage. So that your business propositions can 
effortlessly work their way into the hearts and minds of your associates. 


48 KEY FEATURES: Standard printer & scanner * Built-in duplex & ADF * In-house finishing 
» Remote retrieval & editing of files » Security through encryption & authentication 


+ PictBridge support • High-speed, low-cost B/W printing too Гг E & O H 
No.1 Colour MFP in U.S. & Europe 











» Colour & B/W Multi-Function Products (AO to A4, 135 to 16 ppm) * CopyPrinters * 99% up-time * Nationwide service network | PRINT | COPY | SCAN | FAX 


LE OFFICE: 52-8, Okhla Industrial Estate Phase Ill, New Delhi-1 10 020; Tel: 011-41613010-18; Fax 011-41612221; Website: www.ricoh.co.in; Email: nil.info@ncoh.co.in; SMS ‘RICOH’ to 53456 
BRANCH OFFICES: Ahmedabad: 26582883, 26588709; Bangalore: 41477620/21, 22248829/30; Chandigarh. 2710162, 2701984; Chennai: 30212121/22, Coimbatore 2493948, 2496276 
Delhi: 23353488, 41731867, 23312001, 41731860; Guwahati: 2635311, 2543591, 2602949; Hyderabad: 39185081/82, 39101898; Jaipur: 2707028, 2706299; Kochi: 2353274, 2352266; Kolkata: 22101634 
22488641/42: Lucknow: 3237048, 2239189/76; Mumbai: 67032095, 22883042; Patna: 2222830, 2201490; Pune: 30580149/53/54; Ranchi: 2331426/069; Visakhapatnam: 2553466, 2754968 
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Paradise Regained? 


Goa may have set the course for the success (or failure) of SEZs. RAHUL SACHITANAND 





T IS NEARLY MIDNIGHT. BAGA 

Beach in North Goa is 

packed with local and for- 

eign tourists swarming the 

local bars. From the outside, 
there is little evidence of the angst 
locals feel over the proposed (and 
now seemingly scrapped) estab- 
lishment of Special Economic 
Zones (SEZs) across the state (also 
see Too Many Cooks? Page 19). 
While some tourists discuss their 
plans for the next few days, others 
lazily browse the gift shops nearby. 
Baga is among the best-known 
beaches in the state and for those 
people visiting from large Indian 
cities with curfews, the energy of 
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the place so late in the evening can 
be a pleasant surprise. 

Life hasn't, however, been so 
simple over the last few weeks for 
the café and store owners at many 
of Goa's best-known beaches. In 
late December, tourists had been 
warned to stay away, with agita- 
tors such as the Goa Movement 
Against SEZs (GMAS), convened by 
a former legislator and Tourism 
Minister, Mathany Saldanha, lead- 
ing the protests. For a state that re- 
ceives around 10 lakh tourists an- 
nually (compared to a total of 
around 15 lakh residents), these 
threats could have cut off perhaps its 
largest lifeline. Quick action was 
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Politic. 


Do ostii the state appears 


the need of the day, and the Goa 
CM Digambar Kamat duly obliged. 
He announced the scrapping of all 
SEZs in the state and, after some 
dissent, he also succeeded in mus- 
tering support from a seemingly- 
reluctant Union government. Yet, 
for a state so used to playing host to 
a cross-section of tourists (in the 
peak Christmas and New Year sea- 
son some 800 charter flights landed 
in the state ferrying around 600,000 
tourists), the SEZ storm couldn't 
have come at a worse time. 

"We will protect the rights of 
the people and if SEZs are going to 
do more harm than good, then we 
are opposed to them," Kamat told 


BT before air-dashing to Delhi last 
fortnight to support his case. Farlier, 
the Board of Approvals of the 
Government of India had notified 
three SEZs—Meditab Specialties of 
Cipla, Peninsula Pharma Research 
Centre and K. Raheja Corp—spread 
across 431 acres in the state, with an 
investment of Rs 27,136 crore and 
planned employment of around 
1,75,000. Now, the fate of all these, 
with a Rs 500 crore investment al- 
ready made, appears uncertain. 

According to the GMAS, em- 
ployment estimates of 17 SEZs are 
pegged at around 9,27,100 jobs, 
but the list at the employment ex- 
change doesn't cross 100,000. 
"We are the smallest state in the 
country and do not have the 
trained manpower to man these 
SEZS," points out GMAS' Saldanha. 
He contends that each employee 
will bring in three-four family 
members if they work in the state, 
further raising the population by 
around 2.7 lakh. 

A vocal critic of the SEZ plan is 
Goa's former CM and Leader of the 
Opposition Manohar Parrikar. He 
alleges widespread fraud in the grant 
of land to these units. *Land has 
been sold at a fraction of the market 
value to these companies," he claims, 
contending that the current state 
administration granted SEZ status to 
these projects even before a proper 
policy was in place. Parrikar adds 
that several meetings were called 
and land for sEZ granted without 
all officials being consulted. 
According to him, the state govern- 
ment has been “less than transparent 
with land and financial dealings on 
this front, specifically with allot- 
ments at the Verna industrial estate 
in the state. “Land prices for Verna 
(stage) IV (Verna is a large industrial 
estate in the south) have been fixed 
at just Rs 750 per square metre and 
this is just a fraction of the prevailing 
market rate," says Parrikar. 

Besides the political games- 
manship between Parrikar and 


The Tatas' Big Deal 


Can a Rs 1-lakh car and the Jaguar drive side by side? 


Y THE TIME YOU READ THIS, THE 

Tatas' Rs 1-lakh car and to a 
lesser extent the new Indica will 
be the talk of the town. But at 
the other end of the spectrum, 
there are also the premium auto 
brands, Jaguar and Land Rover, 
which Tata Motors looks set to 
acquire from Ford. As a company 
spokes-person puts it: *We hope 
both parties can reach an agree- 
ment in the forthcoming weeks, 
though these are complex discus- 
sions and there is still much work 
that needs to be done. We 
are...very positive about the 
prospects of this business." 

Unfortunately not every one 
is as positive about the prospects of 
the Tatas acquiring these iconic 
brands. And it's not just the deal- 
ers of Jaguar in the Us who are 
unhappy about this prospect. A 
section of analysts—particularly 
the rating houses—would rather 
the transaction falls through. ICRA, 
for instance, has placed the com- 
pany's ratings on negative watch. 
Another credit rating agency 
Moody's too didn't rule out a cut 
in ratings if the sale went through. 


Kamat, there is growing popular 
opinion in the state against SEZs, 
with most locals worried about the 
sheer strain on infrastructure these 
units will bring. *We don't want 
to repeat Bangalore's mistakes 
here," says Dr Oscar Rebello, 
Convenor of the Goa Bachao 
Andolan (and a consultant physi- 
cian). *Goa barely has enough 
power for its existing populace and 
garbage disposal is our biggest 
headache," adds GMas' Saldanha. 
The efforts of these protestors 
seem to have worked, with the 
state's Chief Minister buckling to 
their unceasing protests and even 





Ratan Tata: New challenge 


The reasons for this caution? Tata 
would have to take on a sizeable 
wage bill, as well as dollops of 
debt, to see the acquisition 
through. Integration too, feel the 
analysts, would be a challenge, as 
a visibly low-cost manufacturer 
hooks up with high-end auto pro- 
ducers. Of course, in the long term 
the buyouts could be a perfect fit 
for Tata, whose product range 
could straddle the entire price 
spectrum. But it's the integration in 
the nearer term that could make or 
break this marriage. 


Union Commerce Minister Kamal 
Nath shying away from imposing 
SEZs on the state. “We won't impose 
SEZs against the wishes of the people 
of Goa," Nath told the media last 
fortnight. Rather than go against 
growing populist sentiment, Charles 
Correa, renowned architect and 
Vice Chairman of the Goa SEZ Task 
Force, recommends increased in- 
vestment and upgradation of phys- 
ical infrastructure, rather than the 
implementation of unpopular SEZS 
in Goa. For the companies that 
have already sunk big monev into 
these projects, that would come as 
cold comfort. 
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Profit in 
the Bag 


Cement prices are shooting 
through the roof. 


YEAR AGO, WHEN CEMENT PRICES 

pierced the Rs 200 barrier (for a 
50 kg bag), Finance Minister P. 
Chidambaram got cracking. In his 
Budget speech, he attempted to keep 
manufacturers in check by slapping 
an excise duty on the product if its 
price crossed a particular limit. The 
move backfired, what with cement 
producers simply passing on the in- 
crease in excise to customers. 

With prices in Tamil Nadu soar- 
ing to Rs 270 a bag last fortnight, 


T NN 


and still climbing, few know what 
the FM has up his sleeve in this 
year's Budget. For the time being it's 
the state Chief Minister's turn to 
spring into action. M. Karunanidhi 
has threatened to “nationalise” the 
industry. At the time of writing 
manufacturers had agreed to re- 
duce prices before February 10, in 
the wake of the CM’s threat. 

A more effective attempt by the 
state to rein in prices has been to al- 
low cement imports. Tancem, a 
state-owned cement maker, has been 
asked to use the services of MMTC to 
import 1 lakh tonnes of cement ini- 
tially. “We have a clearance to im- 
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A boom in construction has boosted demand for cement and hiked its prices 


port up to 18 lakh tonnes, but there 
is nothing deterring the state from 
increasing this if there is good retail 
demand,” says Tancem Chairman 
and Managing Director K. 
Satyagopal. The procedure of im- 
porting cement would not be time- 
consuming, he promises. According 
to Satyapal, consumers in Chennai 
and Tuticorin (which is another port 
city in Tamil Nadu) would be able to 
get “good-grade” imported cement 
for Rs 200 a bag. 

Will these imports affect local 
manufacturers like India Cements, 
Madras Cements, Chettinad 
Cements and Dalmia Cements? Ajit 
Motwani, a senior analyst with 
Emkay Securities, feels that it won’t 
make an impact. Demand for ce- 





ment has been robust, outstripping 
supply, particularly in the south. 
The players based there are busy 
raking in the moolah. India 
Cements, which had been accumu- 
lating huge losses at the early part of 
the decade running into hundreds of 
crores, has managed to wipe out 
all the red ink in the past two years. 
Now, the company plans to double 
its total capacity to 18 million 
tonnes by setting up projects in the 
north. Others in Tamil Nadu are 
also on an expansion spree. That’s 
good news for shareholders, though 
not necessarily for consumers. 
NITYA VARADARAJAN 





What's in the 


Peace Pipe? 
The AAAI and the Ad Club agree 
on something. 


OR YEARS THEY'VE SLUNG MUD, 
Fea each other names and, 
when not busy doing that, had their 
respective award shindigs. The Indian 
advertising industry (fraternity 
wouldn't quite be the right word) 
has, for some reason, had two apex 
bodies: The Advertising Agencies 
Association of India (AAA!) and the Ad 
Club of Mumbai. Every year the 
AAAI (or three As of I as it is known) 
handed out one set of awards, and 
the Ad Club another. This would 
lead to somewhat-predictable re- 
sults: The creation of an AAAI camp 
and an Abby camp (that's what the 
Ad Club awards are called), with 
members of one camp prone to boy- 
cotting the ceremony of the other. 

Then, last fortnight came a bolt 
from the blue. The AAAI announced 
Goafest 2008, its third annual bash, 
which is scheduled for April. The 
difference this time around is that the 
do will be *held in association with 
the Ad Club of Mumbai." So what 
gives? "It's a coming together of 
two associations. The festival is the 
AAAI Goafest. That's the mother ship, 
and under that, there will be three ac- 
tivities: The conclave, the seminars, 
and two Abby evenings—media 
awards on one day and the creative 
awards on the second day," says 
Madhukar Kamath, President, AAAI. 

According to Kamath, the Ad 
Club came forward with the idea 
of having just one awards ceremony 
between the two associations. *The 
Ad Club of Mumbai has been run- 
ning an extremely successful Abby 
Evening for the last few vears, so 
when they came forward and said 
that their constituents were push- 
ing for one award, there was a meet- 
ing of minds because both the Ad 
Club of Mumbai and AAAI want 


UMESH GOSWAMI 





AAAI 's Kamath: Come together 


what's good for the industry, " 
explains Kamath. 

Teams from both associations 
got into a huddle, and a round- 
table discussion involved heavy- 
hitters from both sides, including 
Colvyn Harris, Subhash Kamath, 
Pratap Bose, Sashi Sina, Bipin 
Pandit (of the Ad Club) and 
Sudesh Kapoor (AAAI). “Everybody 
around the table was speaking the 
same language and it was a very 
collaborative and cooperative 
meeting at which issues were dis- 
cussed and resolved,” points out 
Bhaskar Das, President, Ad Club of 


Mumbai, (and President, Bennett, 
Coleman & Co (also known as 
the Times Group). 

Kamath for his part doesn’t 
think this is the first time that the in- 
dustry seems to have agreed on 
something. “The advertising fra- 
ternity has agreed on a lot of things 
in the past, and it’s only imple- 
mentation that we couldn’t get it 
right. I completely disagree that this 
is the first time the fraternity has 
come together!” As long as it isn’t 
the last time, it’s okay. 

DEEPTI KHANNA BOSE 
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Power-packed 
Blueprint 


What Anil Ambani plans to do 
with roughly Rs 10,000 crore. 





O WHAT IS ANIL AMBANI GOING 
As do with the Rs 10,000-odd 
crore he plans to raise via an initial 
public offering (IPO) of Reliance 


MEGA-PROJECT MANIA 








Power, a subsidiary that’s 51 per 
cent owned by Reliance Energy? 
Here’s a peek into this capacity-ad- 
dition plans. The IPO will part-fi- 
nance Reliance Power's game plan 
for putting up 7,060 Mw of ca- 
pacity. Though the company has 
taken up 13 power projects of 
28,200 MW in capacity, the IPO 
funds will be used for only six 
projects. Company officials reveal 
that if the IPO goes as per plan, it 
should be able to mop up Rs 
10,260 crore from investors, beat- 
ing DLF's Rs 9,200 crore (so far 
the largest capital-raising exercise 
by an Indian company). 

Ambani's blueprint, once im- 
plemented, will create one of the 
largest portfolios of power gener- 
ation assets in the country. The 
elaborate programme is part of 
the government's exercise to ensure 
"Power for All” by 2012. The 
company has taken up 13 proj- 
ects, including two Ultra Mega 
Power Projects (UMPPs). The proj- 
ects planned are either close to 
load centres or fuel sources. 








The Reliance Power IPO will fund six projects. 

PROJECT CAPACITY ESTIMATED COS 
RosaPhasel, UP ___ 600 MW Rs 2,702 cr 
Rosa Phase ll, UP — 1 11 1,600MW Rs 2,460 ст 
Butibori, Maharashtra — |  300MW Б 1,405cr 

Sasan, Madhya Pradesh 3,960MW 518,342 ст 
Shahapur Coal, Maharashtra 1,200 MW Rs 4,800 cr 

Urthing Sobha, Uttarakhand = 400MW . Rs2,080cr 
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The region-wise break-up of 
the capacity planned is as follows: 
western India (12,220 Mw), north- 
ern India (9,080 ww), north-eastern 
India (2,900 Mw) and southern 
India (4,000 Mw). Seven projects 
(14,620 Mw) will be coal-fired, 
two (10,280 Mw) are to be gas- 
fired and four (3,300 Mw) are to be 
hydro. The company plans to sell 
the power from these projects un- 
der a combination of long-term 
and short-term power-purchase 
agreements (PPAs) to state-owned 
and private distribution companies 
and industrial consumers. 

The National Electricity Plan 
has projected that demand for 
power will grow at an average an- 
nual rate of 9 per cent during the 
I 1th Plan period (2007-12) and 
at an average annual rate of 7 per 
cent during the 12th Plan period 
(2012-17). Reliance Power has 
plans to develop additional projects 
in addition to the 28,200 Mw in the 
pipeline, and explore overseas op- 
portunities that are a strategic fit to 
its business. 

K.R. BALASUBRAMANYAM 
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Sense of 
Rumour 


Now, it's not Infosys but Wipro 
that's eyeing Capgemini. 

OME TIME IN MID-2007, THOSE 
A жайуу "investment banking 
sources" of the Indian business 
media let on that Infosys was 
preparing to acquire the France- 
headquartered IT consultancy firm 
Capgemini. Last fortnight, that 
mill was grinding furiously with 
the same rumour—only this time 
it's not Infosys but Wipro that's 
supposed to have trained its sights 
on the French giant. Azim Premji's 
company has no doubt been on 
the acquisition trail, snapping up 
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Wipro's Premji: Buyout buzz 


12 firms in the past two years. 
But these have been largely niche 
acquisitions, rather than buyouts 
done for size and scale—the 
largest was that of the New Jersey- 
based IT outsourcing entity, 
Infocrossing for $600 million. A 
takeover of the $7 billion 
Capgemini, feel analysts, is a 
totally different ballgame. 

The reports reckon that Wipro 
is looking at a €60 per share bid 
for Capgemini, valuing the 
IT giant at 8 billion euros ($7.15 
billion). 

At the end of the second quar- 
ter, Wipro had reserves of $510 
million and mutual fund invest- 
ments of $580 million. 

A senior Wipro source main- 
tains that an acquisition of a com- 
pany of Capgemini's size will upset 
Wipro's entire rhythm. The com- 
pany's strategy, he asserts, is to go 
for small buyouts—also dubbed 
the string of pearls strategy. Sudip 
Nandy, Wipro's new Chief 
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Executive for Telecom and Product 
Engineering Solutions, who was 
handling Wipro's mergers & ac- 
quisitions as Chief Strategy Officer 
till December-end, dismisses the 
media reports as speculation. 

Another industry source ex- 
plains that Indian software com- 
panies have not yet matured to go 
for large-scale buyout deals. *This 
is still a very young industry of 
about 25 years. The Indian auto, 
manufacturing, pharma and bank- 
ing sectors, on the other hand, 
have both maturity and confidence 
to go for large buys." 

Phil Codling, Principal Analyst 
at global consultancy firm, Ovum, 
expresses similar views. *We don't 
think the Indian firms, even the 
very largest ones such as Wipro 
and Infosys, have the capability or 
the desire to integrate an 80,000- 
employee global business into their 
high-margin, fast-growing opera- 
tions." According to him, the trend 
of big fish swallowing up small, 
niche firms is likely to remain the 
pattern in 2008 too. “The fact is 
that customers often find today 
that they have an even wider 
choice of rr services suppliers than 
they did five or 10 years ago." 

Yet, there are analysts out there 
who believe that there can't be 
smoke without fire. Shikha Saxena, 
Consultant with offshore advisory 
firm Zinnov, believes Wipro is in- 
deed seeking to become a truly 
global firm. *Product engineering 
capabilities of Wipro, though well- 
developed, have not been able to 
provide it a true edge in the tech- 
nology consulting space. The 
Indian rr vendor plans to synergise 
its internal product engineering 
capabilities with the established 
operations of Capgemini, and gain 
an edge in the technology con- 
sulting domain," she says. The 
moot point, however, is whether 
that edge is worth paying some 
$8 billion for. 

K.R. BALASUBRAMANYAM 
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. NEMINDIA OVER LINUX 
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Millisecond customer response made possible 
by a reliable communication platform 


By C. LAL 


NEW DELHI, Nov. 2007 - 
Net4India is the leading pan-India 
IP communications company and 
the only Indian — Internet 
communications company with 
service provisioning ability on a 
multitude of Internet based services 
such as domain registration, Web 
hosting, data center operations, 
business e-mail solutions, Internet 
telephony services and Internet 
access services. 

Net4India had built its portal on 
open standards ie. Linux as the 


Which is why, Net4India turned 
to the Microsoft* .NET Framework 
3.0 programming model. The 
Technology team used Windows® 
Communication Foundation and 
Windows Workflow Foundation to 
simplify, speed up and future-proof 


its applications. More importantly, 
it provided the seamless, secure, 
and reliable connection across the 
e-commerce portal that Net4India 
was looking at. 


"Customers are looking for 
millisecond response times which 
the Linux and MySQL was unable to 
cope with We wanted our Web 
servers to retum queries in 
milliseconds. This has beenachieved 
by the new application running on 
SQL Server 2005 and Microsoft . 
NET Framework 3.0," explains Desi 
S Valli, ED & COO, Net4India. The 
solution was designed keeping in 
mind enhancement of the user 
experience and to provide a reliable 
technology platform for high usage 


data center environment. 


The customers seem to be the 
real beneficiaries of the 

that the new 
Microsoft Windows*-based 
architecture employed by 
Net4India brings. For the full 
Net4india case study plus other 
independent case studies and 
research findings on reliability of 
Windows Server over Linux, visit 
us at microsaft.com/india/getthefacts 


BREAKING NEWS: 
Satisfied customers back the 
secure communication platform 


Consistent updates ensure Net4India delivers a secure platform and 
a long line of supremely happy customers. — Continued on Page 14 


^ LIP. ГЫ ¥ mic Mt 


tive owners 


s 


bt current 





IT's New 
Wannabe 


Belatedly, Anil Ambani wants a 
piece of the IT industry. 


OU ARE A CONGLOMERATE AND 
Y oon run disparate IT depart- 
ments that employ about 1,500 
people and offer services worth (at 
least notionally) Rs 2,000 crore a 
year. What do you do with it? 
Options are you a) keep it, b) out- 
source it, c) spin it off and hope 
that it becomes a TCS if not an IBM. 
If you picked options a or b, then 





you'd never make it to Anil 
Ambani's strategy team. The 
Chairman of Reliance-Anil 
Dhirubhai Ambani Group (R-ADAG), 
it appears, is drawing up plans of a 
serious foray into IT services. The 
group won’t comment, but it ap- 
pears Ambani is willing to set up a 
war chest of $2 billion (Rs 8,000 


crore) to exponentially grow Tech = 


Reliance’s small headcount by either 
building four or five development 
centres across the country or buying 
his way into them. 

For now, Ambani is said to be 
appointing a 15-person team to 
drive his latest foray. The good 


Wanted: Real Broadband 


TRAI pulls up service providers for cheating on broadband. 
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прег of iue sink ub: 
scribers (including dial-up, high- 
speed and broadband) touched 
9.63 million in September 2007— 
a 4.4 per cent growth from June 
2007. However, of that number, 
only 2.67 million subscribers re- 
ceived ‘true’ broadband (down- 


| load opeods of 256 Kips dc higher 


but that number grew 10.3 per 


cent over the previous quarter. But 
as Gupta points out, a majority of 
people who accessed internet serv- 
ices did so using their mobile de- 
vices (including wireless data cards), 
with 46.37 million people 
(September 2007) using phones to 
каешны et 






are paying for "broadband" are 
actually getting it. | 
KUSHAN MITRA 





R-ADAG's Ambani: Pooling resources 


news for this team is that it won't 
have to start from scratch. 
Apparently, the group already 
spends Rs 1,500-2000 crore on its 
in-house tech requirements, which 
range from telecom to financial 
services to media and entertain- 
ment, and has a team of 1,500 
techies. These resources, currently 
scattered across group companies, 
are to be pooled under Tech 
Reliance. According to realtors, 
Ambani is close to opening devel- 
opment centres in the IT capital, 
Bangalore, and will obviously tap 
Mumbai and Delhi for his large- 
scale infrastructure. 

However, it is likely that 
Ambani may choose acquisitions 
over organic expansion. The former 
would not just help Tech Reliance 
scale up quickly, but also bring in 
critical customer relationships. 
While there's no dearth of IT serv- 
ices companies in India—at last 
count there were 1,200 NASSCOM 
members—the industry is pretty 
top heavy. The Top 20, for in- 
stance, account for 80 per cent of 
the total revenues. The Big Three 
alone—Tata Consultancy Services, 
Infosys, and Wipro—employ 
250,000 people together and boast 
of combined revenues of over Rs 
50,000 crore. “These companies 
already have large headcounts, se- 
cured large and long-term contracts 
and are even evolving into global 
technology players," says Sid Pai 
of TPI, a global sourcing advisory. 

So what kind of companies 





Tech Reliance acquires will be in- 
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HITACHI 


At Hitachi, our philosophy is to contribute to society with technologies to overcome today's challenges. That's why we've made it our responsibility to 
Inspire the Next 


develop inspiring innovations to touch every aspect of life for the present and the future. 
We move people safely with our Urban Transportation Systems, power businesses with our efficient Power Generation Systems and create cutting- 


edge Power Tools renowned for superior design and quality. Our innovative Data Storage Solutions and Finger Vein Biometric Security Solutions are 


also specially designed to meet the needs of global businesses. 
And apart from creating high performance, energy-saving Room Air Conditioners, we have also developed the latest Plasma and LCD TVs in full high 


definition for the ultimate cinematic experience! 
To see how our solutions can improve your life at work and play, visit www.hitachi.co.in today. 
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teresting to see. The India giants 
apart, Ambani's IT venture will 
have to contend with the global 
IT giants such as IBM and Accenture, 
which are not just using India as a 
low-cost development base, but 
also aggressively targeting the local 
market. IBM has already signed 
deals with the likes of Bharti and 
Idea, Accenture and Capgemini 
have also been winning deals in 
the domestic market. 

Of course, Ambani and his 
team know all that as well. What is 
it that they know that others don't 
is something we'll find out in 
some time. 

RAHUL SACHITANAND 


Jagran's Big 
Footprint 


It includes a compact news- 
paper and a Hindi biz daily. 


НЕ LAUNCH OF MUMBAI MIRROR 
d uas the reasons that the 
Rs 4,000-crore Times Group un- 
leashed its juggernaut are well doc- 
umented; a lot of it had to do with 
turf threat. Jagran Prakashan Ltd 
(JPL), however, which has topped 
round two of IRS 2007 with a read- 
ership of 53.6 million for its flagship 
brand, Dainik Jagran, has unleashed 
a slew of activities that launch it 
into new spaces—without even a 
hint of threat to its core turf. 

For starters, it's been first off the 
block in launching a bilingual com- 
pact newspaper (Hindi and English) 
called I-Next in December 2006, 
which it claims is already the No. 2 
paper after Dainik Jagran in its home 
market of Kanpur. “It’s turning out 
to be the fastest growing sub-compact 
paper and we will increase its 
network soon," says Shailesh Gupta, 
Director, Marketing & Advertising, 
JPL. According to him, I-Next is close 
to becoming the No. 2 newspaper in 
Lucknow and Meerut as well. “Based 
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JPL's Gupta: New formats 


on the success of its format, we have 
also launched it in Agra and 
Varanasi," he says. 

Jagran again opted for a 
untested format when it launched 
City Plus, an English language 
weekly newspaper with a print run 
of 50,000 copies, targeting the four 
NCR markets around Delhi that's 
available at popular retail outlets 
and malls. Further, JPL ended 2007 
with a 50:50 joint venture with 
Network18 to launch a Hindi busi- 
ness daily. This development is in- 
teresting given that the country's 
largest English business daily, Tbe 
Economic Times, is also planning a 
Hindi edition. It launched a Gujarati 
edition last year. 

Close on the heels of its print 
foray, Jagran has beefed up its on- 
line/digital services. “We have to 
give credit to the group in rounding 
up all the allied marketing serv- 
ices," says Kumar Manish, Invest- 
ment Director, CTG, GroupM, 
pointing to Jagran's tie-up with 
Yahoo to launch a Hindi portal. 
"Similarly, it has launched Jagran 
Engage to tap out-of-home adver- 
tising, Jagran Solutions for (below- 
the-line marketing) and J9 Mobile 
that offers mobile value added serv- 
ices,” says Manish. 

So is there any cause for worry? 
According to Salil Pitale, Head of 





Media Practice, Enam Investment 
Banking, the group operates in one 
of the largest markets, Uttar Pradesh, 
where it not only has leadership but 
extensive penetration thanks to com- 
munity editions. “However, it has 
yet to replicate the same level of 
success outside it,” he says. Pitale 
feels what works in favour of the 
group is its ‘good,’ strategic tie-ups 
such as the one with Network18 
for Hindi business daily. *Here each 
has dominance in their respective 
spaces," he says. 

But media buyers have a differ- 
ent view from the ground: “You 
cannot compare Jagran's success in 
UP with that in Madhya Pradesh as 
they are present only in three places 
yet—Rewa, Indore and Bhopal. It's 
not an apple-to-apple situation. 
Besides, the group has done well 
in markets such as Punjab, Bihar 
and Jharkhand,” points out Manish 
of GroupM. 

To be sure, Dainik Jagran has 
branched out to places where it has 
seen a clear opportunity gap and 
is today even present in areas of 
Uttarakhand, Siliguri, Dharamshala 
and Jammu. This growing footprint 
into niche markets has afforded it a 
first mover advantage and has also 
opened up scope to offer its allied 
services to media partners. Not sur- 
prisingly, Jagran’s financials are 
looking up. Its top line for 2006-07 
was Rs 622 crore with a PAT of Rs 
76 crore. The figures for the first 
half of 2007-08 were Rs 375 crore 
and Rs 57 crore, respectively. Stock 
markets have taken note of Jagran’s 
performance as well and the stock 
has climbed steadily. That has 
stoked Gupta’s ambitions as well. 
“We want JPL to be the largest, the 
best, the most respected and the 
most trusted communications so- 
lution provider across India across a 
range of media platforms,” he says. 
The only problem with growing 
big: you come in the crosshairs of 
larger players. 

SHAMNI PANDE 
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ic’s 
Comeback? 


Against all odds, it launches 
a good looking step-thru. 





I IS HARD FOR EVEN THE MOST 
| atone observer to look at 
Kinetic Motor Company and think 
success. Yet, its stock is currently 
trading at 52-week highs, with in- 
vestors seeming to believe that the 
company is headed for an upswing. 
The reason for this sudden rush of 
optimism? The newly-launched 
Kinetic SYM Flyte, the first product 
from KMC's ‘strategic’ tie-up with 


Taiwanese two-wheeler manufac- 
turer 5an Yang Motors, which cur- 
rently holds 16 per cent in KM( 
thanks to a preferential allotment 
in October 2007. 

In fact, Sulajja Firodia Motwani, 
Managing Director, KMC, is so op- 
timistic that she feels that the Flyte, 
which has been bathed with positive 
reviews from the automotive pub- 
lications, will help pick KMC out of 
the doldrums, once production 
ramps up for the May-October ‘sea- 
son', when colleges reopen and the 
festival season starts. Motwani is 
so optimistic that she expects the 
Flyte to return the loss-making 
company (loss of Rs 37 crore in 


"SMS 2.0" Takes Off 


Now, get ads with your mobile text messages. 


LANNING TO SIGN UP FOR THE 
P do-not-call registry or already 
have? Don't bother. Marketers 
have figured out another way to 
reach you, the mobile phone user. 
It's called sMs 2.0. Developed by 
Affle, a tech start-up based in the 
UK, India and Singapore, SMS 2.0 is 
a service that adds colour to text 
messages as well as contextual 
news items on the messaging menu 
screen. And in December last year, 
Airtel became the first cellular op- 
erator to roll out SMS 2.0 nation- 
wide. *We have a good product 
that consumers like and the initial 
response has been very good," 
says Anuj Kumar, Executive 
Director of Affle, which was one 
of the companies featured in 
Business Today's Cool Companies 
list last year (See Business Today, 
November 24, 2007). “Our feed- 
back indicated that 97 per cent 
of users liked the product and 80 
per cent of them would recom- 
mend it to friends after the pilot 
project in Delhi in mid-2007," 
adds an Airtel executive. 
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making | media | mobile 


Over the recent past, Affle is 
said to have fine-tuned the prod- 
uct, adding some features that con- 
sumers particularly liked—such as 
more emoticons, more entertain- 
ment and fun content. Kumar says 
that Affle would keep sMs 2.0 an 
Airtel exclusive service for the 
time being. “It makes sense to stick 
to the leader," he jokes. Currently, 
SMS 2.0 only supports devices op- 
erating Symbian Series 60 soft- 
ware, and those are mostly high- 
end Nokia Eseries and Nseries 
phones. However, the Airtel ex- 
ecutive says that SMS 2.0 will sup- 
port more devices soon. 

KUSHAN MITRA 


RAIKUMAR 





Kinetic's Motwani: Banking on the Flyte 


H1 2007-08) in the black by the 
second quarter of next year. 

The latest figures from auto in- 
dustry association SIAM (released 
before the Flyte was launched) 
show that KMC's sales have been 
dropping; it sold just 177 units in 
the motorcycle segment and 2,852 
scooters and 1,021 mopeds in 
November 2007. That's why 
Motwani says that the company 
will primarily focus on scooters 
for the foreseeable future. *W« 
have good brand recognition and a 
good sales network in this seg- 
ment, so why should we not take 
advantage of it?" she asks. Movie 
star Bipasha Basu is the Flyte brand 
ambassador. 

It's a tall order still. Kinetic's 
erstwhile partner, Honda (rather its 
India subsidiary, Honda Motorcvcle 
and Scooter India) alone had 57.6 
per cent share of the scooters market 
in April-November 2007. Then, 
there are others like Bajaj Auto, Tvs 
Motor, and Hero Honda who are 
beefing up their scooters line-ups. 
Therefore, to sustain its ‘Flyte’, 
Kinetic will need more wind be- 
neath its wings. 

KUSHAN MITRA 
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Sign of the 
Times 


Another ad honcho gets lured 
by the great outdoors. 


HE ACTION IS OUTDOORS, AS G V.L. 

Srinivas, the former CEO of 
Maxus (an advertising and media 
company), will readily testify. 
Srinivas has taken charge as CEO of 
Surewaves, part of Bangalore-based 
IndusEdge Innovations, which is co- 
founded by Rajendra Kumar Khare, 
a former head of Broadcom India. 





Srinivas: Has an ace team in place 


So what's different about this digi- 
tal screen company from the 30- 
odd players, of various sizes, dotting 
this space? The difference lies in 
the ace team that’s come together to 
offer convergence—in its technol- 
ogy, and also in the interesting part- 
nerships that it hopes to strike 
shortly. Significantly, like most firms 
in this space, it is in talks with a 
major private equity fund for ex- 
panding its business. 

According to Srinivas, his 
screens can engage with mobile 
phones of consumers with 


мучом [УУ 


Bluetooth and offer ‘intelligent’ 
content. "Our engagement model 
seeks to be real-time in its content 
and has the ability to control all 
screens from a central backend sit- 
uated in Bangalore," he says. This 
new foray seeks to offer media con- 
vergence in the form of digital 
screens that will combine televi- 
sion content with web, out-of-home 
(OOH) displays and mobile phones. 
Already, the company claims to 
have signed on Magma, (a semi- 
conductor company), as a customer 
and it has also closed deals with a 
large multiplex chain, a mobile retail 
chain and some banks. *Also, we 
are seeking to work in partnership 
with content providers (satellite 
channels) and also other outdoor 
players who have digital screens, 
but lack the backup of cohesive 
strategy and content," says Srinivas. 
The fact that this venture has 
managed to attract veterans in the 
communications and software in- 
dustry suggests that more is afoot 
than is being let out at this stage. For 
instance, founder Khare (a BITS Pilani 
engineer) is a seasoned entrepre- 
neur having co-founded Armedia 
Labs that got sold to Broadcom. 
He's also been the founding chair- 
person of Indian Semiconductor 
Association and has had stints with 
Arcus Technologies, Wipro and the 
Tata group in the past. 
Similarly, co-founder and 
Technology Officer Ravi Bhat 
founded Amber Networks that got 
sold to Nokia; he headed Nokia's 
R&D centre, till he decided to quit 
and start on his own again. Anant 
Kansal, Chief Operating Officer, 
Surewaves, is a former co-founder of 
Baysoft (a software firm) and has 
worked with Khare at Wipro and 
was his batch-mate at BITS Pilani. 
Tapan Datta, another co-founder, 
headed marketing communications 
functions at Wipro earlier. 
As part of its revenue stream, 
Surewaves is looking at not just 
complete solutions, but also in loan- 


ing out its technology to those play- 
ers who seek to control and manage 
their operations on their own. 

The real challenge as most would 
agree in this space is the ability to 
wrangle deals from the various 
stakeholders in government, real- 
estate companies and infrastructure 
developers. *For this we are already 
in talks and hope to have at least six 
alliances," says Srinivas, who prom- 
ises that this venture is going to be 
"different" from the many ooH 
companies in the space. 

SHAMNI PANDE 


Banking on 
the Brand 


Canara Bank wants to be a 
super-speciality supermarket. 


HE COUNTRY'S LARGEST NATION- 
Теа public sector bank (PSB), 
Canara Bank, is sporting a new look 
with a new brand identity. In a 
major image makeover, the bank 
has unveiled a new logo, the fourth 
in the bank's 101-year-old history. 
The previous logo with the catch- 
phrase—Serving to Grow, Growing 
to Serve—lasted 40 years, and the 
new logo is intended to be trendy 
and puts customer and investors 
on a pedestal. 

Indeed, for M.B.N. Rao, Chai- 
rman & Managing Director, Canara 
Bank, the new logo is symbolic of 
the ties between the bank and its 
stakeholders. *The customers and 
bank go hand in hand. Banking no 
longer happens the way it did ear- 
lier. We now work in partnership 
with customers," Rao says. The 
new symbol, according to him, is 
simple and memorable, and easy 
to recall. “The new brand is aligned 
internally with our value system 
and externally with the image we 
want to create. It builds personality 
in the eyes of the stakeholders and 
projects a modern outlook” 
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But what was wrong with the 
old logo that was so entrenched in 
the minds of the bank's vast clien- 
tele? Rao explains that many cus- 
tomers are not aware of the capa- 
bilities and the range of products 
and services the bank offers today. 
This became evident when Canara 
Bank commissioned an independent 
research two years ago, which re- 
vealed that people had the same 
old perception about the bank of it 
being a stodgy, traditional PSB. The 
reality, however, is that Canara 
Bank had added an array of new 
products like SB Gold, Can 
Premium Account and, Canchamp 
for children, and was offering new 
services like Internet Banking with 
fund transfer and Core Banking 
Solutions, and had upgraded tech- 
nology. That's when it decided that 
a new brand positioning and iden- 
tity was necessary. Enter well- 
known brand consultants, Ray- 
Kesavan WPP. 

The consultants came up with 
32 options for logos, which were 
short-listed to six after much fil- 
tering. Eventually a symbol of two 
seamlessly connected links repre- 
senting a bond was chosen. 
Overnight, Canara Bank display 
boards wore a new look every- 
where. “Ours was the fastest brand 
image makeover ever executed in 
the country," says Rao with a 
sense of pride. 

The bank, the CMD notes, can 
meet the needs of nextgen cus- 
tomers. "There is likely to be in- 
creased competition in financial 
services sector from new entrants, 
both foreign as well as domestic. 
The banking turf will see the pres- 
ence of foreign players in about 
two years in line with India's wro 
commitments. And Canara Bank 
is prepared to compete. "At this 
time, we want to benchmark cus- 
tomer aspirations. Our idea is to be- 
come a super-speciality, one-stop 
financial supermarket." 

K.R. BALASUBRAMANYAM 
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Home Away from Ноте 





the home-stay scheme launched 
by the Tourism Ministry in 
2006—also known as the bread- 
and-breakfast scheme—has at- 
tracted the attention ot и or- 





north | 
of Hoe has ni a serious eo 
into the home-stay market by tying | 
up with home-owners. “This is 
the first such effort at introduc- 
ing branded and standardised B&B 
home-stay for tourists, started 
through our Jaipur Home Pride 
project in December 2005,” says 
Apurva Kumar, Managing 
Director, Clarks Group of Hotels. 
Kumar feels that the Tourism 
Ministry’ s methodology of ap- 
proving home-owners is rather 


ambiguous. The project, which 
has now extended to Delhi and 


has undergone a name c 


| change— the 


sATISH KAUSHIK 
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the paperwork for getting the nec- 
essary approvals from the min- 
istry. Earnings for the company 


o from a revenue sharing 


Home Pride—has over 1,000 < | 


with the hotel chain. *We only 
choose families who are known 





Welcome to 
the Jingle 


Can videos and brands work 
for each other? 


NDIE ROCK BAND FALL OUT BOY 

was born out of boredom in a 
suburban Chicago basement in 
2001. Last year, when the group 
launched another hit music video 
Thnks fr th Mmrs, the already pop- 
ular group shot into fame for two 
reasons: One, because nobody could 
figure out how many chimpanzees 
featured in the video; and, two, be- 
cause a partnership with Procter & 


model. *While we don't guarantee 
any specific. number of room 
— we cto cart into account 





чока N. S. BEHL 


Gamble offset costs of the video. 

In a first-of-its kind deal Procter 
& Gamble (P&c), which owns Tag 
All Nighter (a deodorant body 
spray aimed at young men), tied 
up with the band’s label, Island 
Records. Tag essentially under- 
wrote the cost of downloads for a 
limited time and put a message to 
that effect on the band’s web site. 
Tag also promoted the band in ad- 
vertising and helped offset the cost 
of making the video. 

P&G recently did something 
similar in India. Along with 
SaReGaMa, the company launched 
a music video titled Head & 
Shoulders Bedhak Bade Nazdiktyan 





"M NO.T 









Kanpur aur Banaras ka 
favourite i-next 


i-next, already No.2 in Kanpur & Varanasi and on the verge of attaining this feat in 
Lucknow & Meerut, is a 24-page compact newspaper of international design. 
With its recent launch, it has already taken Agra and Allahabad by storm and has 
met with a tremendous reader response. And with Dehradun edition to be 
launched shortly, it will be the No. 2 in the major cities of U.P. 


By itself a potent force. And in combo with Dainik Jagran, an unbeatable media 
option. The future of news is ready for you. Are you ready for it? 





* Circulation figure as on 24th Dec. 07 


Kanpur: 75241* * Lucknow: 63342* * Meerut: 36270* + Varanasi: 42643* * Agra: 26233* 


Connect to i-next through: Delhi-9350117673, Lucknow-9839068341, Kanpur-9956985780, Hyderabad-9849273753, Meerut-9917480084. 


Agra-9837087973, Varanasi-9415300253, Mumbai-9323797949, Kolkata-9830391527, Bangalore-9886044234, Chennai-9841002776 
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which features actress Kareena 
Kapoor, the ambassador for the 
brand. While the product is 
nowhere to be seen in the video, the 
Head & Shoulders logo is displayed 
at regular intervals. P&G bore the 
cost of making the video as well as 
that of the advertising spend. 

At a time when music labels are 
feeling the heat from piracy, de- 
creasing sales numbers and reduced 
promotional costs, such tie-ups 





P&G bore costs for this Kareena video 


could become more common. 
SaReGaMa had a similar alliance 
before this with Parachute 
Advanced's ‘Gorgeous Hamesha’ 
campaign, which stars Deepika 
Padukone. Brooke Bond Taaza also 
launched a music video titled Taaza 
ho le on similar lines. 

SaReGaMa says it has received 
offers from more brands for such tie- 
ups. But the question is whether it 
makes sense to actually create such 
videos in India. “We are not get- 
ting it right,” says Channel [V] head 
honcho Amar K. Deb. “You either 
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need to have a great brand with 
which a viewer can connect or you 
need to have content which the 
viewer will remember you by. If 
you are losing on both the counts, 
you should not be doing such a 
product placement,” warns Santosh 
Desai, CEO, Future Brands 
PALLAVI SRIVASTAVA 


The Ebullient 
Entrepreneurs 


They're doing just fine in 
India, thank you. 


HE PHRASE ‘AGAINST ALL ODDS’ 
{ү often used while describ- 
ing the success story of almost 
every Indian entrepreneur. And 
why not? Lack of funding, poor 
infrastructure and the ability to 
find and hire quality manpower 
plagues budding entrepreneurs 
more than their comfortably en- 
sconced counterparts in India. But 
a recent nationwide survey of 300 
entrepreneurs by consulting major 
KPMG and The Indus Entrepre- 
neurs (TiE) found that the entre- 
preneurs were reasonably confi- 
dent about their ecosystem. 

“On a scale of 5, entrepreneurs 
have scored India at 3.10 on their 
confidence about their ecosystem. 
That's really surprising considering 
the kind of infrastructure and fi- 
nancing options that are available 
in the market today," says Pradeep 
Udhas, Head-Markets, KPMG India. 
“But then again it's a reflection of 
the overall business confidence that 
Indian businesses have right now." 

Overall infrastructure, followed 
by manpower and finance were 
rated as the three most important 
factors for fostering entrepre- 
neurial growth. The study that 
was done across 10 states also 
threw up interesting results as far 
as the confidence levels of entre- 
preneurs in various states were 


concerned. Kerala (3..80), Uttar 
Pradesh (3.39), Maharashtra (3.28) 
and Tamil Nadu (3.13) scored 
higher than the national average 
(3.10). At the same time, some 
developed states like Andhra 
Pradesh (3.02), Gujarat (2.70) and 
Karnataka (2.85) scored below the 
national average. 

*You must remember that the 
study maps entrepreneurs' confi- 
dence levels. Hence it is more a 
reflection of their perceptions and 
expectations and not a perfect re- 
flection of ground-level activity. 
It's definitely not a ranking," says 
Sridhar Iyengar of TIE, who co- 
authored the report. “For example, 
Gujarat despite its robust on- 
ground infrastructure scores much 
lower in the confidence index be- 
low the national average. That may 
be because entrepreneurs in Gujarat 
and Andhra Pradesh have higher 
expectations as compared to their 
counterparts in most other states,” 
adds Iyengar. 

Kerala on the other hand got 
higher scores probably because of 
a renewed focus to develop its 
services sector and lower expec- 
tations from its entrepreneurial 
community. Uttar Pradesh’s higher 
scores were largely because of its 
respondent base largely being from 
Noida and Ghaziabad. Karnataka, 
clearly, suffers from low scores 
due to a case of “Bangalore angst’. 
Another surprising insight that the 
survey threw up was that entre- 
preneurs in the manufacturing sec- 
tor appeared to be more confident 
(3.32) as compared to those in the 
services sector (3.09)—probably 
again a case of higher expectations 
from the latter. 

The survey also attempted to 
track the confidence levels of en- 
trepreneurs across various stages 
of the entrepreneurial lifecycle. 
Start-up and growth-stage 
companies scored higher than 
early-stage companies. 

T.V. MAHALINGAM 
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BRIAN CARVAL 


GAMBIT IS A CHESS OPENING IN WHICH 

material (usually a pawn) is sacri- 

ficed in order to achieve an advan- 

tage. There are various kinds of gam- 

bits—usually played out in the first 
few moves of a chess game—the more popular ones being the King's 
Gambit and the Queen's Gambit. A lesser-known gambit (and 
one considered dubious by purists) is the Halloween Gambit, an 
aggressive attack in which the person playing with White sacrifices 
a knight to gain a pawn. The idea: To create a strong centre with the 
pawns and drive back Black's knights. It rarely works. 

What Indian Pharma is attempting with its Blockbuster Gambit isn't 
too different from the Halloween Gambit. A clutch of Indian innovation- 
driven drug companies is pouring big money into discovery of altogether 
new treatments for existing diseases. Already, over the past 8-10 years, 
these firms would have spent a couple of thousand crore on putting a new 
chemical entity (NCE, R&D-speak for a new drug) on the market. The mar- 
ket size for each of these drugs in various therapeutic areas, which 
range from oncology to metabolic disorders to asthma, runs into billions 
of dollars; suffice it so say that one new drug on the market will be ad- 
equate to change the scale of their existing operations in a big way. 
According to the most optimistic industry predictions, there are currently 
at least 60 molecules in various stages of development in the pipeline of 
Indian Pharma. Like the knight in the Halloween Gambit, many of these 
molecules—and the investment pumped into them—are sacrificed at some 
stage when the lead doesn't have the legs to progress (typically in the 
West, for a hit to transform into a lead and then progress through three 
stages of clinical trials, costs close to a billion dollars and takes almost a 
decade to progress from initial research, to clinical trials, to market). The 
Blockbuster Gambit, like its counterpart in chess, may just not work. 

Try telling that to the CEOs of India's innovator drug firms, almost each of 
whom is eyeing to put a new drug on the market in the next five-seven years. 
This is significant at a time when Big Pharma is spending billions of dollars 


along the way, but nobody's giving up—not yet. 






The Value in Discovery 

Market value of Indian Pharma could more 
than double by 2015, if new drugs are 
launched. 


Market value of 
NCE research 64 


CAGR = 25% 
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annually (Pfizer spent $7.5 billion on R&D in 2006) in its 
quest for blockbusters (blockbusters are loosely defined 
as drugs that can bring in $1 billion a year). But successes 
have been few and far between, even as blockbusters 
from the past are set to lose patent protection and invite 
generic me-toos. By using the India cost-advantage 
(which has dwindled over the past decade from a tenth 
of R&D costs in the US to perhaps a sixth-seventh), re- 
search skills that were gathered initially, courtesy of 
reverse-engineering and honed on generics, and a highly- 
skilled talent pool of scientists that exists in the country 
(many who are returning to India), the Indian pharma 
sector may just be on to something big. 

The bounty is still some years away, with the maxi- 
mum distance travelled by Indian molecules being Phase 
Il of clinical trials (only Dr Reddy's has a molecule that's 
in Phase III). But at R&D centres of India, the excite- 
ment is palpable. An internal scenario analysis done by 
Nicholas Piramal India Ltd (NPIL) suggests that Indian 
Pharma could command a market value of close to $130 
billion by 2015, up from the current $60-odd billion. And 
the NCE part of this business, which is estimated to be val- 
ued at just $11 billion, would grow at cumulative average 
rate of 25 per cent till 2015, to account for half of that 
market value ($64 billion). The base business is expected 
to nudge ahead at 4 per cent on a cumulative average 
basis, from $47 billion in 2007 to $65 billion by 2015. 

These are mouthwatering numbers, although there 
are sections of industry that aren't swayed by such op- 
timism. After all, as they point out, every NCE is differ- 
ent, and enjoys different prospects, so it isn't the simplest 
of tasks to arrive at one single value for the entire in- 
dustry —particularly when there's still such a long way 
to go. Ajay Piramal, Chairman, NPIL, himself agrees 
that *NCE research is fraught with uncertainty", and 
that these figures may not pan out. 

Yet, years before any drug from India hits the global 
shelves, the good news is that many companies are 
slowly but surely beginning to cover up their research 
costs—and even earn a return on it. This is being done by 
licensing out molecules to international players in return 
for chunky upfront and milestone payments (with a 
promise of royalties and marketing rights in select mar- 
kets if the drug does make it to market). Collaborations 
involving such payments are also being worked out with 
Big Pharma firms. Private equity too is pouring in, but 

there's little guarantee of it staying (see Trials by 
Fire). The trick, of course, is to decide 
when to license out or sell equity, 
or whether to do that at all. A lot 
depends on the appetite for 
risk, and for how long one can 
maintain that appetite. It’s a 
sacrifice. It may just work. 








DR REDDY’S LABORATORIES 


Trials by Fire 


PCHAIRMAN: К. Anji Reddy — — 
NCES IN THE PIPELINE: Five 


THERAPEUTIC AREAS OF FOCUS: Metabolic 
disorders, cardiovascular indications and cancer 


PROGRESS MADE: One in Phase III, two in 
Phase II, one has completed Phase | and 
one is in Phase | 


INVESTMENTS SO FAR IN NCE RESEARCH: М.А. 
Currently, investment is Rs 80-100 crore annually 


ANNUAL INVESTMENT IN R&D: 7-8 per cent of 
revenue 056 


LIKELY TARGET DATE FOR NEW DRUG LAUNCH: 
2011- 2012 


ceo (ox. PRASAD) eeu "In five years, we 
need to get a drug to market" 


HEN THE DRUG MOLECULE CARRYING 
his name let him down, Kallam Anji 
Reddy, the scientist Founder- 
Chairman of Dr Reddy's Labor- 
atories, hinged all his hopes on the Lord. The 
next compound, Balaglitazone (Bala there referring 
to the Lord), has apparently retained his faith 
and kept his hopes alive. Unlike the earlier 
Ragaglitazar (Raga stood for Reddy), where further 
developments had to be suspended following 
some unacceptable side-effects. On August 1, 
2007, Rheoscience A/S and Dr Reddy's announced 
that the first patient has been dosed in a Phase III 
study with Balaglitazone (DRF2593-307), which is 
an insulin sensitiser that acts as a partial PPAR 
(peroxisome proliferator-activated receptor) gamma 
agonist. "It is difficult to predict here, but the 
earliest we hope to hit the market with a drug is 
2011-2012,” says G.V.Prasad, vc and CEO. 

What is perhaps important is that he says this 
despite possible additional tests/ experiments the 
company may have to carry out in the light of de- 
velopments in the case of GlaxoSmithKline’s 
Avandia, where the us Food & Drug 
Administration (USFDA) issued a safety alert last year 
on the blockbuster diabetes pill which, in 2006, 
posted worldwide sales of £1.6 billion ($3.2 bil- 
lion). This came in the wake of reports that the 
drug may raise the risk of heart attack (the data on 
this remains inconclusive) and the company has 
revised its labelling in the us. 








Balaglitazone also comes in the class of glitazones and 
there are only two major drugs in this class for diabetes. 
Other than Avandia, there is Japan's Takeda 
Pharmaceutical's Actos. Both have a combined market 
worth around $7 billion annually. *We have a 60 to 70 
per cent chance of making it to the market by 2011," is 
what Anji Reddy told a few journalists on the sidelines 
of a meet in Hyderabad recently. The company is not 
willing to discuss the nature of additional experiments 
to be performed or the additional costs and time in- 
volved. All that Prasad says is: “Increasingly, drug reg- 
ulators worldwide are becoming more conscious of 
safety concerns. This is making it tougher for companies 
to come out with compounds that are highly safe (as the 
data indicates) and efficacious at the same time.” 

In Dr Reddy’s pipeline are five molecules in various 
phases of development. Three of these (one of which 
has completed Phase I, one is in Phase I, and another 
has completed Phase ПА) are in co-development with 
Perlecan, promoted jointly by Dr Reddy’s and pri- 
vate equity investors ICICI Venture Funds and Citigroup 
Venture Capital. The industry is rife with speculation 
that the investors in Perlecan want to pull out. Neither 
is the company willing to talk about this nor are the of- 
ficials at ICICI Venture available for comment. “I have 
nothing to report on Perlecan and we will not comment 
on anything that is speculative in nature," is all that 
Prasad is willing to say at the moment. Whatever the sit- 
uation, it would be foolish to write off the pioneer of 
drug discovery in India. 

E. KUMAR SHARMA 
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RANBAXY LABORATORIES 


Clinical Precision 


» CEO & MD: Malvinder Mohan Singh 
NCES IN THE PIPELINE: 12-15 


THERAPEUTIC AREAS OF FOCUS: Metabolic diseases, 
respiratory/inflammatory, anti-infectives, oncology 


PROGRESS MADE: One molecule in Phase IIb trials 
(antimalarial RBx 11160), another completed Phase | 
(RBx 9841 for urology), 4 in pre-clinical development 
and rest in early stages of development 


INVESTMENTS SO FAR IN NCE RESEARCH: N.A. 
ANNUAL INVESTMENT IN R&D: Around $100 million in 2007 


LIKELY TARGET DATE FOR NEW DRUG LAUNCH: During 2011 
(anti-malarial) 


ceo-speak: "The new structure will unlock value 
at different layers of the value chain, result- 
ing in faster growth of the NCE business" 


F IN THE PREVIOUS DECADE INDIAN PHARMACEUTICAI 
companies discovered gold in generics, the com- 
ing decade may well see them prospecting in the 
true innovation space of drug discovery. Early 
signs are visible in the hiving off of drug discovery di- 
visions, which work on new chemical entities (NCEs), 
into separate companies. Last October, Ranbaxy 
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Ranbaxy spent $100 


million on research last 
EA Laboratories, too, revealed its 
work alone ў, plans to do what is essentially 


/ an Indian phenomenon. 
Malvinder Mohan Singh, CEO 
se ^ & MD, Ranbaxy, explains: “We 
have been leveraging the opportunity 
in the global generics space, yet allocating long-term 
resources for drug discovery and at the same time with- 
standing pressure on the bottom line—juggling these 
three balls optimally is a quite a challenge.” It’s not 
surprising then that Ranbaxy intends to transfer its en- 
tire NCE pipeline of 12-15 molecules along with all rel- 
evant intellectual property to a new company. 

Ranbaxy spent $100 million on research last year, 
of which $20-25 million was on NCE work alone (it 
follows a January-December financial year). And it ex- 
pects the restructuring to bring in savings of around 
$20-25 million to the parent company. “The new 
structure will ultimately unlock value at different 
layers of the value chain, resulting in faster growth of 
the NCE business, thereby, generating greater wealth for 
shareholders,” says Singh. 

Ranbaxy intends to list the new company sometime 
in the second half of 2008. Investor appetite in such 
research-led companies is quite high not just due to tra- 
ditional Indian cost advantages but also due to India’s 
talent pool. Costs improve if clinical trials and sup- 
porting toxicity studies are done in India. 

Nevertheless, drug discovery is an arduous time- 
and fund-consuming exercise. Hence, Singh is not pre- 
pared to take on complete risk of taking a drug to mar- 
ket, except perhaps for the anti-malaria molecule. 
“We will explore the possibilities for more alliances, 
co-development, out-licensing and bringing in more 
partners,” he says. 

Ranbaxy already has successful out-licensing deals 
behind it. In the last seven years, it has earned milestone 
payments and royalties close to $100 million from all 
its deals, including one for novel drug delivery. 
Moreover, Singh believes that Ranbaxy’s risk-reward 
sharing alliance with GlaxoSmithKline is a decided 
advantage. Ranbaxy takes the molecule through the 
early stages while GSK comes in at the later stages. The 
alliance has significant benefits for Ranbaxy—potential 
milestone payments of more than $100 million and up 
to double-digit royalties on worldwide net sales. 

Yet, that pot of gold is still at the end of a very long 
rainbow. Shahina Mukadam, Head (Research), IDBI 
Capital, who has put a ‘Buy’ on Ranbaxy, does not fac- 
tor in any of the positives from potential drug dis- 
covery as yet. She also believes that the pharma re- 
search companies are where the IT companies were a 
decade back: They've got a long way to go. 
SHALINI S. DAGAR 
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NICHOLAS PIRAMAL 


More the Merrier 


> CHAIRMAN: Ajay Piramal 
NCES IN THE PIPELINE: 8-10 by March 2008 


THERAPEUTIC AREAS OF FOCUS: Oncology, arthritis, 
anti-infectives 


PROGRESS MADE: Two oncology compounds and 
one arthritis compound in Phase || 


INVESTMENTS SO FAR IN NCE RESEARCH: $80-90 million 
(including R&D centre and infrastructure) 


ANNUAL INVESTMENT IN R&D: 5 per cent of sales 
LIKELY TARGET DATE FOR NEW DRUG LAUNCH: 2010-201 1 


cEo-sPeAK: "If you have 8-10 molecules in the 
pipeline, the chances of one making it to 
market are high" 


RUG DISCOVERY IS FRAUGHT WITH UNCERTAINTY, 

shrugs Ajay Piramal. But the Chairman of the 
innovation-driven Nicholas Piramal India Ltd 

(NPIL) appears at ease in such perilous environs. 

“Our philosophy is: The more risk you can bear, the 
larger is the reward you can take home,” grins Piramal. 
"The day we think we are taking on too much risk, or 
things are getting too delayed, or our costs are going 
too high, we may decide to license out our compounds." 
For the moment, Piramal is facing few such pressures, 
even as he clocks roughly $100 million in R&D expenses, 
some 80 per cent of that on NCE research. Almost all that 
investment has been made from internal accruals, which 
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have been flowing in through two main lines of 
businesses—the domestic activities of branded 
generics and contract research. 

But Piramal has found another way to make 
drug discovery pay for itself, and save costs 
that come along with it: Collaborative research 
with Big Pharma, which will provide NPIL leads 
to work on. Depending on the progress the 
company makes, it is entitled to milestone pay- 
ments. Consider the alliance with Merck, which 
has given Nicholas two early-stage targets in the 
field of oncology. The Indian company stands to 
receive payments of up to $175 million per 
target, plus royalties on sales if the leads trans- 
late into drugs on the market. The first milestone 
payment would be once NPIL completes Phase II. 
Merck has the option to advance the candi- 
dates into late-stage clinical trials (Phase III) 
and to commercialise them. Similarly with Lily, 
NPIL steps into the picture from Phase II onwards 
for the development of a drug for metabolic dis- 
orders (with an option to take on three more 
such leads). The payments NPIL stands to gain 
with this deal work out to $100 million. 

Nicholas also benefits by side-stepping the 
costs that come with pre-clinical studies. By 
getting leads from Merck, NPIL could be saving 
up to $10 million, which it would have had to 
spend on the early stages of R&D, points out 
Somesh Sharma, Chief Scientific Officer, 
Nicholas Piramal Research Centre. *And it 
would have cost me up to $20 million for the 
work Lily has already done," he adds. Comp- 
etitors privately wonder why Merck and Lily 
would want to share the spoils with another 
company if they saw potential in these leads, in 
the first place. Also, the fact that the last lap of 
development along with the launch will be 
taken care of by the Big Pharma firm (although 
NPIL has the option to do it themselves in the 
case of the lead from Lily), takes some sheen off 
the Indian company's efforts. 

Piramal is keen to have many molecules in 
the NCE pipeline—by 2009, he expects to have 
14-15. And he’s focussing on areas where there 
are huge opportunities. Like cancer, of which 
there are 10,000 different types. Similarly, 

x NPIL’s anti-diabetic molecule 
N, won't have the side-effects 
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GLENMARK PHARMACEUTICALS 


(Out)-license to Thrill 


CEO & MD: Glenn Saldanha 
NCES IN THE PIPELINE: 11 (five new biological entities, or NBEs) 


THERAPEUTIC AREAS OF FOCUS Diabetes, asthma, obesity, 
oncology, inflammation 


PROGRESS MADE: Three NCES in Phase II, one is set to enter 
Phase |, and one in pre-clincial. NBEs still in early stage 


INVESTMENTS SO FAR IN NCE RESEARCH: $25-30 million in 8 years 
ANNUAL INVESTMENT IN R&D: 6-7 per cent of revenues 
LIKELY TARGET DATE FOR NEW DRUG LAUNCH: 2011-12 


ceo-speak: | feel in the long run, generics and 
high-end innovation will be the two focus areas. 
Incremental innovation won't work" 


ONVENTIONAL STRATEGY IN THE INDIAN DRUG INDUSTRY 
till date has been to wring the US generics market, 
along with Europe and even the domestic market, for 
all its worth, and pump those gains into drug dis- 
covery. A few years ago, Glenmark Pharmaceuticals began 
the process of turning convention on its head—and making NCE 
research more than pay for itself. The strategy: License out mol- 
ecules for development to global pharma, and reap the gains by 
way of upfront and milestone payments, and royalties along with 
marketing rights in certain markets, if the drug does make it to 
market. MD and CEO Glenn Saldanha has so far pulled off 
three such alliances, two for its asthma molecule (which is in 
Phase II) with Forest Labs of the us and Teijin Pharma of 


Japan, and one for a diabetes compound, with Merck. 
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For Saldanha, the equation is simple: Over the 
past eight years, he's pumped $25-30 million in NCE re- 
search. He's already earned almost four times that 
amount, with the prospects of pocketing another $700 
million over the next five years. Not bad for a company 
that had consultants and skeptics frowning when it 
decided to focus sharply on innovation a decade back. 

If Glenmark has become a favourite of investors— 
market cap stands at around Rs 14,000 crore, making 
it India's fourth-most valued pharma company—it's 
clearly because of the upside that lies in research. 
That's prompted Saldanha to go against the trend in the 
industry and hive off its generics business into a 
separate subsidiary (even as, at least, 10 Indian drug 
companies have plans to spin off their R&D/NCE portfolio 
into separate entities). Glenmark Generics could get 
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RUE TO ITS NAME, BIOCON ENTERED THE BIO- 
pharma market a decade ago after initially be- 
ing a producer of industrial enzymes. Initially, 
the focus was on generics, one of the main ob- 
jectives being to understand the regulatory issues. 
“We were, however, clear that we would focus on an 
innovation-led strategy and we expect to get around 25- 
30 per cent of our revenues from proprietary drugs in 
the long term," says Kiran Mazumdar-Shaw, Chairman 
& MD, Biocon. 

Biocon made its first foray back in drug research in 
2000 when it licensed some anti-body programmes 
from Cuba. *We decided to go there because they had 
some interesting drug candidates and some human 
data to back it up. This led to the development of our 
first innovation in this segment with the BioMAB (mono 
clonal antibody)-EGFR (extended growth factor re- 
ceptor) for the treatment of various types of cancer," 
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^ Over the past eight 
4 years, Glenmark has 
| | i um 30 million 
listed in the quarters ahead, | In NCE research. It has 
point out analysts, whilst the h already earnéd almost =, 
NCE and branded business will ` ¥, four times that’ amount / 


be housed in the parent com- 7 
pany. The upshot of this restruc- ы d 
turing: Even as India’s innovator drug 
firms are attempting to unlock value from their NCE ac- 
tivities, Glenmark appears to have already done so, and 
this might just be resulting in the generics play not get- 
ting its just desserts. Saldanha's NCE play, though, 
faces no such problems, what with Glenmark hoping 
to have launched two drugs by 2015, by when it also 
hopes to have 70 per cent of its revenues coming 
from proprietary drugs. 2015 is long time away, but 
Glenmark is on course, so far. 

BRIAN CARVALHO 


BIOCON 


The Chemistry in Biocon 


P» CHAIRMAN & MD: Kiran Mazumdar-Shaw 
NCES IN THE PIPELINE: 7 


THERAPEUTIC AREAS OF FOCUS: Metabolic, inflammatory and 
immune disorders 


PROGRESS MADE: Three in Phase 111, two in Phase Il, 
two in pre-clinical (all in India) 


INVESTMENTS SO FAR IN NCE RESEARCH: Rs 100 crore 
ANNUAL INVESTMENT IN R&D: 15 per cent of sales 
LIKELY TARGET DATE FOR NEW DRUG LAUNCH: 2010 


ceo-speak: “We built a pipeline from early on to 
build our proprietary drug business, which will 
be key to our business in the next few years” 


adds Mazumdar-Shaw. 

Backed by such experience in innovation, Biocon 
is now going the whole hog in an attempt to put new 
drugs on the market. The focus is on immune, in- 
flammatory and metabolic disorders; the company 
says it has 7-8 NCEs in the pipeline. And it’s pretty up- 
beat about progressing rapidly. Mazumdar-Shaw 
expects to get 25-30 per cent of revenues from pro- 
prietary drugs in the next three or four years. Biocon 
has invested Rs 100 crore in R&D and this will increase 
as the company expands its basket of proprietary 
drugs. The first task, though, would be to get that one 
magic pill to market. 
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inspire us to create innovative insurance products, to 
meet the changing needs. We are committed to serving 
our 137 lac customers with more than 200 different 
insurance products, through our extensive network of 
about 1,000 computerised offices and a dedicated team 


of over 16,000 skilled personnel. 


Insuring assets. Ensuring smiles. 


e Accorded "AAA/STABLE'" rating by CRISIL 

• Won CNBC Awaaz Consumer Award 2007 for the 
most preferred non-life insurance brand 

* Won HSBC Best Institutional Solution Award for 2007 

* Pioneer in Bancassurance. Tie-up with 23 banks 

* Tie-up with Maruti and Hero Honda, India's strategic 
automobile majors for providing vehicle insurance 


* Tie-up with NGOs in reaching out to the rural sector 
with various insurance schemes 





101 Years of Service 





National Insurance Co. Ltd. (A Govt. of India Undertaking) ; 
Registered & Head Office: 3 Middleton Street, Kolkata 700 071 Н 


a» BÍ 2 oe ma oo occ атыбы ait سے س م‎ 


insurance is the subject matter of solicitation 


bt cover story 


ADVINUS 


Doctor at Home 


> FOUNDER, CEO & MD: Dr Rashmi Bharbaiya 
NCES IN THE PIPELINE: 3 


THERAPEUTIC AREAS OF FOCUS: Diabetes, hypertension, lipid 
disorders and chronic obstructive pulmonary disease 


PROGRESS MADE: All three NCEs in pre-clinical trials 
INVESTMENTS SO FAR IN NCE RESEARCH: Rs 200 crore 
ANNUAL INVESTMENT IN R&D: N.A. 


LIKELY TARGET DATE FOR NEW DRUG LAUNCH: N.A. (two-three 
compounds to go into development in 2008) 


ceo-speak: It Is extremely expensive and time- 
consuming to undertake drug discovery 
and the success rates are very low" 


FTER WORKING FOR TWO DECADES WITH BIG 
Pharma colossus Bristol Myers-Squib, Rashmi 
Bharbaiya returned to India four years ago to 
pursue his dreams of making the country a 
hot spot for drug discovery. His first port of call was 
Ranbaxy, where he headed R&D and spent a couple of 
years refining the company's operations and discovery 
pipeline. Then when D.S. Brar, then the firm's CEO and 
MD quit, Bharbaiya followed him out of the exit door 
and decided to set up his own venture, focussing excl- 
usively on drug discovery, without any of the distractions 
of manufacturing and marketing active pharma ingre- 
dients (APIs). Like many of his peers in pharma and 
other industries, he took the route of building a scalable 
business plan and shopped for much-needed vc inves- 
tment to support his initiative. However, on a cold 
evening in the town of Interlagos in Switzerland, 
Bharbaiya got an unusual call from the Tatas, who 
were interested in taking a controlling stake in his com- 
pany, Advinus Therapeutics. “They initially wanted to 
build a pharma services organisation, but I convinced 
them about the viability of the venture," he says. 
From those early days, Advinus has today grown 
into a 350-person outfit that focuses on drug discovery, 
but also mitigates much of the risk from this business 
with a services arm, which provides low-cost, high-qual- 
ity services to multinational pharma gi- 
ants. "It is extremely expensive and 
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then it will take 3-5 years with successful ones to hit the 
market,” Bharbaiya says. He estimates that compa- 
nies such as Advinus could save large multinationals 60 
per cent in cost (it costs around $1 billion to bring a po- 
tential drug to proof of concept) and aside from the ob- 
vious cost leverage, the saving could be used to put mul- 
tiple development programmes in place to try and in- 
crease the likelihood of success of multiple molecules. 
“We have generated some milestone payments before 
time. We focus on specific high-potential illnesses such 
as diabetes, hypertension, lipid disorders and chronic ob- 
structive pulmonary disease,” says Bharbaiya. 

RAHUL SACHITANAND 


WOCKHARDT 


Playing Safe 


> CHAIRMAN: Habil Khorakiwala 
NCES IN THE PIPELINE: 10 (including early-stage) 
THERAPEUTIC AREAS OF FOCUS: Anti-infectives 


PROGRESS MADE: One candidate has completed Phase II, 
one Is set to enter clinical trials, and one is in the 
pre-clinical stage. Others are at early-stage ” 


INVESTMENTS SO FAR IN NCE RESEARCH: Rs 200 crore over 
12 years 


ANNUAL INVESTMENT IN R&D: 8-9 per cent of sales 
LIKELY TARGET DATE FOR NEW DRUG LAUNCH 
2012-13 


сЕО-ЅРЕАК: It's only when the risk 
profile decreases that the value 
proposition increases" 









ABIL KHORAKIWALA, CHAIR- 
man, Wockhardt, 
like many of the 
CEOS BI spoke 
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to, is keen to have a new drug on the market in five 
years. However, unlike the others, Khorakiwala would- 
n't be terribly heartbroken—disappointed yes, but not 
shattered—f his efforts came to a naught. That's because 
NCES account for just a fifth of Wockhardt’s total spend 
on R&D. Most of the time—and Wockhardt’s money— 
spent by the 500 scientists at the Wockhardt R&D 
Centre in Aurangabad is on creating research expertise 
in niche areas such as ophthalmology, injectibles, novel 
drug delivery systems, and peptides. These, in turn, help 
the company to file abbreviated new drug applica- 
tions (ANDAs) in the US market for generics (in 2007, for 
instance, Wockhardt had filed 33 ANDAs). 

Yet, there’s little doubt that a new drug on the 
market is more than a gleam in Khorakiwala’s eye. In five 


LUPIN 


Long-haul Rider 


> CHAIRMAN: Desh Bandhu Gupta 


NCES IN THE PIPELINE: Four in clinical trials in India, one in 
pre-clinical development, two in early pre-clinical stage 


THERAPEUTIC AREAS OF FOCUS: Migraine, psoriasis, 
tuberculosis, diabetes, obesity, arthritis 


PROGRESS MADE: Two psoriasis compounds (one 
botanical) in Phase Il; a botanical product for migrane 
as a nasal spray) in Phase Ill; Phase | on an oral 

B product completed. 


INVESTMENTS SO FAR IN NCE RESEARCH: Roughly 100 crore 
since 2001 (excluding capital expenses) 


ANNUAL INVESTMENT IN R&D: 6-7 per cent of sales 


LIKELY TARGET DATE FOR NEW DRUG LAUNCH: 
2012-13 


ceo-speak: "The cost of doing research in 
India has gone up from a 10th of 
that іп the US a decade ago to a 
seventh today” 


N 2001, LUPIN FLAGGED OFF THE LUPIN 
Research Park in Pune, a cen- 
tralised research centre. Spread 
over 19 acres, this R&D hub has 
some 400 scientists working on three 
focus areas: Innovative generics, 
novel drug delivery systems (NDDS), 
and new chemical entities (NCEs). It’s 
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f Most kthe time spent 
g се scientists at 
| | ү Wockhardt R&D — 
years, he's hopeful that one of | Centre in Alirangabad is 
his candidates that has pro- | ere d е 
gressed up to Phase II—a broad- ~ е | тә) 
spectrum antibiotic codenamed 
WCK 771—would make it to mar- jy gr gos" 


ket in the next five years. In addition, 
he's got some 10 molecules in the NCE pipeline (most of 
them at an early stage of development). An analysis of the 
potential that exists in WCK 771 reveals that peak annual 
sales could hit $900 million (five years after launch). 
That's probably why Khorakiwala isn't in a huge rush to 
license out the molecule for further development. “The 
valuation has to be right,” he shrugs. “If it isn't, we would 
like to go all the way with this molecule." 

BRIAN CARVALHO 


a well-hedged strategy, with NDDS and generic R&D 
mitigating the high risk that comes along with NCE 
work (a little over Rs 200 crore has been spent on non- 
NCE work since 2001). Also, in the NCE space, Lupin 
has also taken a safer route by opting for clinical tri- 
als in India. However, it has to take that big step, of 
getting US FDA approval (by starting with an investi- 
gational drug, or IND, application). For three com- 
pounds, Lupin has made significant progress in clin- 
ical trials in India, and it hopes that because of these 
it can get certain waivers from the Us FDA when it goes 
there. For instance, Nilesh Gupta, President (Advanced 
Markets), Lupin, hopes that one of his psoriasis com- 
pounds may not have to do Phase I trials, or will be al- 
lowed to do a quick Phase II, and move straightway 
into the Phase III clinic in the us. 
What may work in Lupin's favour is the areas it 
has chosen to focus on. In psoriasis, for instance, 
the therapies in the market are 30-40 years old; 
and they are injectibles (Lupin's two compounds 
are oral and nasal). Also, in TB, there's been 
no new oral drug on the market for three 
decades now. And they're big markets. Migraine 
is worth $2 billion globally, and psoriasis $6 
billion. TB is relatively small at $850 
million, but India could well 
prove to be the biggest market 
for Lupin's drug, if it does hit 
the market. For the time be- 
ing, though, Chairman Desh 
Bandhu Gupta is content fo- 
cussing on the low-investment 
but relatively high-return area 
of NDDs. But he's hopeful of 
launching a psoriasis drug in the 
global market in five years. m 
BRIAN CARVALHO 
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THE ONLY "CONSUMER SUPERBRAND" 
AMONGST CEMENT BRANDS 





Being the largest cement company doesn't prevent us from paving newer paths and setting higher benchmarks. 

It's the same passion that has transformed us from being a brand of quality cement to a company that helps you build. 
And the prestigious panel at Superbrands India Council and an independent market research by A.C. Nielsen appreciates 
this unique endeavor of ours. 


We are ACC cement, the only cement brand conferred with the coveted "Consumer Superbrand" status. 


HANMER/M-31 


www.acclimited.com 


Build with confidence 
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Can This 
Marriage 


(Left) Vijay Mallya, Chairman, Kingfisher 
irlines; (right) G.R.-Gopinath, Vice Chairman 
ignate), Kingfisher Airlines 





Kingfisher and Deccan are like chalk and cheese, with different 
operating philosophies and different target segments. What, 
then, is the rationale behind their merger? к.к. вл: лѕовклмахулм 


T'S A PIECE OF NEWS THAT HAS 

brought considerable relief 

to the Indian aviation industry 

and caused great consterna- 

tion among the flying pub- 
lic. When liquor and aviation baron 
Vijay Mallya first acquired low-cost 
carrier (LCC) Air Deccan and then 
decided to merge his full service 
Kingfisher Airlines into it, the big 
daddies of the Indian skies—read: 
Indian and Jet Airways—must have 
heaved a collective sigh of relief. 
Reason: Mallya declared soon after 
taking over Air Deccan (since re- 
named Deccan) that the days of 
offering unviable fares to passen- 
gers were now over. But the big 
question now is: can the merger 
work? Kingfisher and Deccan are, 
prima facie, as different as chalk 
and cheese, or, as Capt. G.R. 
Gopinath, founder and erstwhile 
Chairman of the upstart airline, 
and Vice Chairman designate of 
the merged one, once famously put 
it: "We're from Mars and he 


THE BIG PICTURE 
The Kingfisher-Deccan merger can cut 
both ways. 
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(Mallya) is from Venus.” The two 
airlines have different business mod- 
els and cater to totally different 
passenger segments. Mallya, how- 
ever, is confident that he will be 
able to tap synergies and make the 
marriage successful, but that will 
take a lot of nifty footwork and 
considerable pain. 


THE MARRIAGE IN NUMBERS 






Kingfisher and Deccan make a formidable combine, but it must first get the financials right. 


— ee © 





Number of aircraft 24 Airbus 23 Airbus 47 Airbus 
.&15AIR &17АТК &32AIR _ 

Aircraft in the pipeline 106 Airbus 54 Airbus 160 Airbus _ 

No. of flights" 248 350 598 

No. of destinations 43 63 _ 1 70 | 

No. of pilots 496 421 917 

No. of employees 4,600 3,535 8,135 

Employees per aircraft 115 88 203 


* per day 


Cat Among the Pigeons 
Before Air Deccan arrived on the 
scene in 2003, a flight from 
Bangalore to Delhi cost Rs 12,000. 
The arrival of Deccan led to this 
falling to Rs 2,500. As Lccs like 
SpiceJet, Indigo and others sprouted 
and followed Air Deccan's lead, 
even full service airlines were forced 
to cut fares to stay in the business. 
Result: domestic air travel really 
took off; the number of passengers 
flying within the country jumped 
from 29.2 million in 2003 to 90.44 
million in 2006. The flip side: the 
airline industry was awash in red 
ink, and collectively incurred losses 
of Rs 2,000 crore last vear; Deccan, 
in particular, bled Rs 426 crore 
during the six months ended 
September, 2007. Kingfisher was 
not far behind, with losses of 
Rs 350 crore during this period. 

UB Group executives squarely 
blame Deccan for this state of af- 
fairs. They point out that while 
Deccan's cut rate and unviable fares 
even during peak hours ensured 
that it flew near-full, the premium 
Kingfisher (and some other airlines, 
too) took off near-empty in the af- 
ternoons. *The industry was fast 
losing its pricing power, and to that 
extent, it would have destroyed 
every airline,” says Kapil Kaul, CEO, 
(Indian Subcontinent and Middle 
East) of Centre for Asia Pacific 
Aviation (CAPA), a leading aviation 
consultancy firm. 

The first, and obvious, benefit 
from the merger will accrue to the 
entire domestic aviation industry. 
Mallya’s initiatives, analysts say, 
will not only help Kingfisher and 
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Deccan stem their losses, but also 
improve the fortunes of other air- 
lines. SpiceJet Chairman Siddhanta 
Sharma agrees. *I welcome the 
merger because when you have 
financially weak players, there is 
price dilution. The weaker play- 
ers pay more attention to cash gen- 
eration than profitability, and that 
brings down the overall financial 
health of the industry." Mergers in 
the aviation industry, he adds, will 
bring about financial discipline 
among the players. *The airline 
industry is ripe for consolidation," 
agrees Kaul, adding that the 
merged company should not go 
for domestic expansion for the 
next 12 to 18 months. Reason: 
while the growth in traffic during 
April-September 2007 was a 
healthy 35 per cent, the growth 
in capacity was higher at 39 per 
cent. And this gap is expected to 
widen when the pending deliveries 
of about 250 planes ordered by 
various domestic airlines arrive in 
the country by 2011. 

Therefore, it comes as no sur- 
prise that Mallya is planning to re- 
duce the number of Airbus A320 
planes he would have received 
shortly from 18 to eight. He has 
also reportedly swapped some of 
his 80-odd A320 delivery slots with 
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GRAPHICS BY SHINOD AP 


THE BOTTOM LINE 


Both airlines are 


bleeding heavily. 2142 






240 









340 





419 


577 
Kingfisher Deccan 


АШ Revenue 2005-06 WN Revenue 2006-07 
IB Loss 2005-06 кп Loss 2006-07 
Figures in Rs crore 

Air Deccan's 2005-06 figures are for the 15-month period 


"*"t THUMBS UP 
270.0+ Investors can see light at the 
end of the tunnel. 





Jan 2 , 2007 


Air Deccan's share price in Rs on NSE 


Jan 3, 2008 





BIT BY BIT 


The UB Group has үөү зү ир 
a 49 per cent stake in Air 
Deccan in three phases. 

MAY 2007 

8 = ТҮРЕ. Negotiated deal 

we STAKE: 26 per cent 

Б ЗБ - Price: Rs 155 per share 
OCTOBER 2007 

= TYPE: Open offer 

= STAKE: 20 рег cent 

= PRICE Rs 155 per share 
DECEMBER 2007 
= ТҮРЕ: Open market purchase 
* STAKE: 2.95 per cent 

= PRICE: Rs 275 per share 







Air Qatar to get expedited delivery 
of the Airbus A380 Super Jumbo. 
Given that trading in delivery slots 
takes place at $1-2 million (Rs 4-8 
crore) a pop, the combined airline 
stands to make a fairly nice packet 
from this. 

And as things stand now, the 
merged airline will become eligible 
to fly on foreign routes in June 
2008 when Deccan completes five 
years of operations—hence, 
Mallya's interest in it. There is, 
however, a move afoot in some 
quarters to replace this five-year 
rule with criteria based on prof- 
itability. A Group of Ministers, 
headed by Foreign Minister Pranab 
Mukherjee, was due to take a call 
on this at a meeting on January 
3, but this has now been resched- 
uled to January 10. But BT learns 
that a consensus is emerging in 
favour of retaining the five-year 
criteria. 

BT has learnt that Kingfisher's 
inaugural flight, Kingfisher Flight 
21, will fly between Mumbai and 
London (Heathrow) on June 1, 
while Kingfisher Flight 31 will fly 
between Bangalore and London 
(Heathrow) on August 1. This will 
be followed by non-stop services to 
New York (JFK) and San Fransisco 
in end-2008. 
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; `  JETLITE STILL GRAPPLING WITH AIR POCKETS 


But investors are taking a renewed interest in the Jet scrip. | 


| ELAYS, POOR SERVICE AND INEX- 


perienced staff combine to 


таке flying on JetLite, the low- 
-cost arm of Jet Airways, an often 
harrowing experience for many pas- 
sengers. Gary Kingshott, the 
Australian Chief Executive Officer 
(CEO) of JetLite, however, dis- 
misses such experiences as "isolated 


cases". But the integration of Air Sahara (as JetLite was 
called before its takeover) into the Jet Airways fold is not as 
smooth as the company would have liked. The airline was 
already saddled with huge costs, not least because of high 
lease rentals on its aircraft as well as a fleet of expensive-to- 
JetLite is to be successful, it will need 0 cut shes tp 
around Rs 2.5 per every Available Seat Kilometre (ASK), an 


offer some comfort. Batra gives 
the example of Emirates Airlines, 
which acquired a majority stake 
in Sri Lanka's national carrier Air 
Lanka, since renamed Sri Lankan. 
The acquired carrier offered 
Emirates Airlines an outstanding 
reach into the South East Asian 
market while, at the same time, 
feeding onward traffic to Emirates 
at its hub in Dubai. 


Good Timing 


The merger and the consequent 
beefing up of its domestic opera- 
tions couldn't have come at a better 
time for Kingfisher Airlines, which 
will almost certainly incur losses in 
the initial years of overseas opera- 
tions, which it plans to launch this 
year. The international market (both 
outbound and inbound), though 
growing at a healthy 17 per cent 
per annum, is already crowded and 
foreign airlines fly two-thirds of 
Indian passengers. 

[nvestors, though, don't seem 
very happy. The Deccan scrip slid 
from Rs 330 to a low of Rs 277.90 
on NSE on December 20, when the 
merger was announced. It has since 
recovered slightly to Rs 283 on 


January 3, 2008. 
the long-term prospects are 
reasonably good. “In the aviation 
space, we are positive about both Jet 
Airways and the merged Kingfisher 
Airlines," says Nikhil Vora, MD, 
SSKI Securities. Sandeep Shenoy, 
Head of Strategy at brokerage firm 
Pinc, expects the combined com- 
pany to break even in the first quar- 
ter of the next financial vear and 
turn profitable two quarters after 
that. He feels investors should stay 
invested over the long term for 
appreciation in the stock. 


The Fine Print of the Merger 
Deccan is a listed company; 
Kingfisher Airlines is not. However, 
that will change once it is merged 
into Deccan before the end of this fi- 
nancial year. And though the swap 
ratio has still not been decided, 
Mallya is expected to hold over 70 
per cent in Kingfisher Airlines, as 
the merged airline will be called. 
Then, the air charter service that 
the company also runs will be spun 
off into a separate entity, called 
Deccan Aviation. Gopinath, who 
will be non-executive Vice Chairman 
of Kingfisher Airlines after the 


But analysts say 





number wil be 75-80 per cent in 


soon start intemational fights to regional destinations under 
its own banner, much like its full-service parent. And Jet 
Airways actually posted a profit of Rs 59 crore for the first half 
of the year ended September 2007. 

Investors seem to think that the two airlines can still 
make a match of it. After touching an all-time low of Rs 533 
in March 2007, the Jet Airways scrip has ridden the bull 
market to trade at around Rs 1 ,000 now. 


merger is complete, will head Deccan 
Aviation as its Chairman. 

Years ago, Gopinath changed 
the rules of the Indian aviation 
industry and rudely woke up the 
established players with his innova- 
tive pricing policies. Following the 
merger between Kingfisher and 
Deccan, the Indian skies will 
resemble a near triopoly; the three 
large players—Air India-Indian, Jet 
Airways-JetLite and Kingfisher 
Airlines—will control over 80 per 
cent of the market. Will this mean an 
end to the low-cost dream? KPMG's 
Martin does not think so. The low- 
cost regime will not end so long as 
there are players like GoAir, SpiceJet 
and Paramount around. “The low- 
cost airline business is basically a 
model and there will be enough 
room for all the existing players plus 
a few more. Regional airlines will 
also come up soon to cater to short- 
haul fights that cover distances of 
300-500 km," says Martin. 

The bottom line: Mallya’s gam- 
bit may result in a win-win situation 
for both airlines. And passengers? 
That's another story. 8 

ADDITIONAL REPORTING BY 
KUSHAN MITRA 
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STARRY-EYED ENTREPRENEURS AND EAGER VCS, 


COUPLED WITH THE MEDIUM'S RELATIVELY LOW ENTRY 






PALLAVI SRIVASTAVA 


JANUARY 2006, LONDON-BASED 

Indian homemaker Sunaina Bansal 

made news (in British and Indian 

dailies as well as in various blogs) 

when she launched a pixel adver- 

tising portal, www.crorepatipage.com. To her, 
back then, it seemed like a tried and tested 
recipe for making a quick buck on the internet. 
After all, a 21-year-old Briton, Alex Tew, had just 
months earlier launched 
the www.milliondol- 
larhomepage.com and be- 
come a millionaire almost 
overnight. All he did was 
to set up a web page with 
a million pixels and sell 
each of those to advertisers for one dollar a pop. 
*So, why shouldn't I do something simi- 
lar?" Bansal asked herself. No problem with 
that except that dozens of others were thinking 
along the lines she was. Result: there are several 
milliondollarhomegpage clones on the inter- 
net, including Pixelmarathon, Indiapixelpage, 
Crorepagelndia, Lakhpatipage, Pixelrating, 
Successpixelads, Buypixelscript, Indiaonestop 
and, phew, many more. All of them, predictably, 
have identical business models. Bansal's been 
luckier than most others; at last count, she 
claims to have sold 40,400 pixels on her page. 
There's a short moral to Bansal’s long story: 
the internet in India (and elsewhere) is rife 
with copycats. Think of any popular internet 
service—say, YouTube. The clones include: 
Nazariya, Merovideo (Nepali videos no less!), 
Suckoobai, Tubedesi, Chatpatavideo, LayFile, 
Apnaspace, Megavideos, Connectfilms, 
Aapkavideo, Apnavideos, Apnatube, 


"UNLESS SITES FOCUS AND DESIGN 
THEIR PRODUCTS TO CATER TO 

A TARGET CONSUMER SEGMENT, 
THEY ARE VULNERABLE" 

HITESH OBEROI/ COO & DIRECTOR/ INFO EDGE 


BARRIER, ARE SPAWNING LEGIONS OF DOTCOM CLONES 
IN INDIA. WHAT ARE THESE GUYS THINKING? 





Canaravideo, Bollywoodtube, Mastitube... 
Think photo-sharing (read: Flickr clones), and 
there's Snapfish, iTasveer, Photohugs, Picsquare, 
Zoom, Merasnap, Printo, Fotokraze, Pixrat, 
Keepandshare, Pixparty, among others. Looking 
for a social networking site? Well, you can 
choose from Minglebox, Desimartini, Ibibo, 
Bigadda, Fropper, RediffConnexions, 
Humsubka, IndyaRocks, MetroJoint, Yaari, 
and GainPals, all inspired 
by Facebook and Orkut. 

Travel (Makemytrip, 
Yatra, Travelguru, 
Ezeegol, Cleartrip), real 
estate classifieds 
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(Magicbricks, 99acres, 
Indiaproperty), matrimonial 
classifieds (Bharatmatrimony, 
Shaadi, Jeevansathi, Lifep- 
artnerIndia, Freemarriage and 
Starmatrimonials), jobs (Naukri, 
Jobsahead, Monsterindia, 
Timesjobs and Naukrihub), lo- 
cal search (iLaaka, Guruji, 
iLaka, MyQuest and Asklaila) 
are other popular verticals 
where there are plenty of look- 
alikes (see Mini Me One Too 


"IT IS IMPORTANT FOR INTERNET- 
BASED BUSINESSES TO HAVE AN 
OFFLINE STRATEGY AS WELL" 


AVNISH BAJAJ/ CO-FOUNDER/ MATRIX PARTNERS 


RAJKUMAR 


Many). “The online players still have to wake up to the 
world of ‘brand building’ by creating differentiation. 
They are still too busy selling products and services,” 
says Sanjay Tiwari, CEO & Co-founder, JuxtConsult. 


Lure of the Known 

It's easy to see why dotcoms replicate so easily and rap- 
idly. First of all, the barriers to setting up a dotcom are 
pretty low: you need a domain name, some server 


space, and a home page—almost. No wonder, most of 


them—like Bansal's and Tew’s—pop out of dorms and 





MINI ME ONE TOO MANY 


Every popular vertical seems to have one or two leaders and many imitators. 
Matrimonial Search Dating/Friendship 


bedrooms. And since a suc- 
cessful dotcom can generate 
phenomenal wealth (at least, 
for the promoters, if few oth- 
ers), there’s no dearth of ven- 
ture capitalists (VCs) who are 
willing to take their chances 
with clones, especially when 
they have missed the Big One. 
And what better than invest- 
ing in a dotcom model that has 
already worked for someone 
else? “Most of the sites that 
have scaled up across the world 
have done so by adapting to local phenomena. Unlike 
other industries such as food, drink, apparel, the 
characteristics of the global internet citizen are more 
uniform across the world,” says Surya Mantha, CEO, 
Web18. “In fact,” he adds, “Orkut is an Indian and a 
Brazilian phenomenon and is not as huge a success in 
the more developed economies, while Myspace and 
Facebook have many more of their users in the us." 
As a result, according to Venture Intelligence, of 
the $1.29 billion that has come by way of venture cap- 
ital since 2005, a good $267 million has gone into 
ventures that, in one way or another, are imitations of 
successful dotcoms elsewhere in the world. By cate- 
gory, 90 per cent of the vC investments over the last 
three years (2005 to 2007) has been in travel portals 
and classifieds. There’s more money waiting to be in- 
vested. Although start-up funding went out of fashion 
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Job Search 





> TOP WEBSITES 
Online Travel Bharatmatrimony, 
TOP WEBSITES Shaadi 
Makemytrip, Yatra 

OTHER SITES 
OTHER SITES Jeevansathi, Lifepartnerindia, 
Travelguru, Cleartrip, Freemarriage, Starmatrimonials, 


Travelocity, Desiya, 
TraveMartindia, IndiaTimes 
Travel, Arzoo, Holiday Makers, 
Oktatabyebye, Travelershub, 
India Travel Mall, Ajubaju, 
Indiantraveldestinations, 
Tourtravelguide, Indiamike, 
Tourlndia, T2India, 
Indianholiday, Travelindia 
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Shubhlagan, Shaadi.co.in, 
imilap, Merasathi, Irishta, 
MatrimonyConnection, Baraat, 
MatrimonialSitesindia, 
Searchsaathi, Premkahani, 
Matrimonialsindia, Meetmatch, 
Indianmatrimonialnetwork, 
Marriageexpress, 
My-matrimony 


2008 





Networking TOP WEBSITE 

TOP WEBSITE Naukri 

Orkut OTHER SITES 

OTHER SITES Timesjobs, Monster, 


Minglebox, Desimartini, 
Ibibo, Bigadda, Fropper 
RediffConnexions, Zhoom, 
Humsubka, GainPals, 


IndyaRocks, Socialnetworking, 


Allindians, 
Metrojoint, Yaari 


Careerkhazana, Jobsahead 
Jobserachworld, Jobsbazaar 
Careerage, Careerbuilder, 
2myjobs, Bestiobsindia 
Careeriet, Tiptopiob, Naukrihub, 
Jobsinworld, Jobconsultancy 









back in 2000-01, it has made a tentative come- 
back over the recent past, thanks largely to a soar- 
ing stock market. According to Venture Intelli- 
gence, 67 start-ups received $270 million from 
VCs in calendar 2007. *However, there has been a 
dip in funding of internet companies in 2007 with 
VCs preferring to invest in KPO/IT product companies, 
essentially due to valuation concerns with regards to 
the internet companies,” says Arun Natarajan, CEO, 
Venture Intelligence. 

The question, then, is how are these clones doing? 
It's nearly impossible for outsiders to tell how they 
are doing financially, since 
almost all of them are pri- 
vately held. But it’s rela- 
tively easy to analyse their 
business context and, 
therefore, how they must 
be faring. Let’s start with 
the basics: How do they make—or rather, hope to 
make—money? By and large, through advertising, 
since few internet users are willing to pay for online 
services. How big is the spend on internet advertis- 
ing in the country? In calendar 2007, it is estimated 
to have touched Rs 400 crore. Sure, it’s an 83.5 per 
cent jump over the previous year, but even by 2010 
or 2011, internet advertising will continue to remain 
small at Rs 2,250 crore—or 6.8 per cent of the 
overall advertising spend around then. 


Photo-sharing Video-sharing 
TOP WEBSITE TOP WEBSITE 
Flickr YouTube 

OTHER SITES OTHER SITES 





Snapfish, 
iTasveer, Photo- 
hugs, Picsquare, 
Zoom.in, Мегаѕпар, 
Printo, Fotokraze, 
Pixrat, Keepandshare, Pixparty 





Nazariya, Merovideo, Suckoobai, 
Tubedesi, Chatpatavideo, 
LayFile, Apnaspace, 
Megavideos, Connectfiims, 
Aapkavideo, Apnavideos, 
Apnatube, Canaravideo, 
Bollywoodtube, Mastitube 


Н.К. RAJASHERKAK 


“THERE ARE MANY INTERNET 
COMPANIES IN EVERY SPACE, BUT 
ONLY A FEW OF THEM CONTINUE TO 
GROW OVER A PERIOD OF TIME” 


MURUGAVEL JANAKIRAMAN/ CEO & FOUNDER/ CONSIM INFO 





That means, relatively, the 
net will always have more dot- 
coms than advertisers. “Over- | 
crowding will definitely dilute 
the appeal of the advertisements, 
especially in the traditional ver- 
ticals (classifieds)," says Murugavel Janakiraman, 

CEO & Founder, Consim Info (till recently known as 
BharatMatrimony Group). He should know. At 

26, Janakiraman launched India’s first matrimony .99 

portal from his living room. Consim now has portals 

like Bharatmatrimony, Clickjobs, Indiaproperty, 

Indialist, Loanwala, and Indiaautomobile. “There are 

many internet companies mushrooming in every 

space, but only a few of them continue to grow 

over a period of time," he says. 






Real Estate Info 


TOP WEBSITE 


سب ہم رن Magicbricks‏ 


OTHER SITES 

99acres, Makaan, 
Indiaproperties, 
Realestateoniine, Indiaproperty, 
IndianPropertySearch, 
Indianrealtynews, Zameen- 
Zaidad, Propertytalaash, 
123yards, Hotpropertyindia, 
Properly-India, Indiarealtors 


Local Info/Search 
TOP WEBSITE 
Google Local 


OTHER SITES 

iLaaka, Пака, MyQuest, Guruji, 
Asklaila, Onyomo, 

Tolmolbol, Ziva, Dwaar, 
Mycitybuddy, 
Infomediayellowpages 
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"PROBLEMS ARISE WHEN 

THERE IS A DISCONNECT BETWEEN 
THE CONCEPT INNOVATION 

AND EXECUTION OF THE PROJECT” 


ALOK MITTAL/ MD/ CANAAN PARTNERS 


Needed: Differentiation 


The ones that end up doing well are invariably the 
ones that manage to achieve some sort of differenti- 
ation—by way of positioning, product and services, or 
simply marketing. Says Hitesh Oberoi, Coo and 
Director, Info Edge India: “Unless sites focus and 
design their products to cater to a target consumer seg- 
ment, they are vulnerable.” “But the other good 
thing about the medium is that it allows for experi- 
mentation,” says Mantha of Web18, which over the 
past year or so has rolled out a clutch of dotcoms, 
including EasyMF.com, Cricketnext.com, 
Compareindia.com, and Homeshop18.com. “The 
guys who get the business model and product right 
will be the ones who will survive,” he says. 

Venture capitalists, the people who stand to lose 
money when the dotcoms go up in flames, say as 
much. “It’s a concern that there are too many people in 
the same business. But copycat portals in themselves are 
not a bad idea; the question is whether (having such a 
portal) makes business sense in India,” says Ashish 
Gupta, Managing Director, Helion Venture Partners. 
His firm has invested in 11 start-ups in the last one year, 
including makemytrip and jigrahak. 

To survive, other VCs say, the dotcoms will have 
to tap multiple sources of revenue. “The economics 
of the internet business is different in India and it is 
important for internet-based businesses to have an 
offline strategy as well,” says Avnish Bajaj, who 
launched Baazee.com and has since co-founded 
Matrix Partners, which has investments in internet- 
based companies such as ItzCash Card, Seventymm, 


“THE QUESTION IS WHETHER COPYCAT 
PORTALS MAKE BUSINESS 

SENSE IN INDIA” 

ASHISH GUPTA/ MD/ HELION VENTURE PARTNERS 


and Asklaila. *I am not worried about 

the number of players. The problem arises 
when there is a disconnect between the con- 
cept innovation and execution of the project," 
says Alok Mittal, Managing Director, Canaan 
Partners, which has invested in Bharat- 
matrimony.com. “Those who can sus- 
tain and invest until the expected growth 
comes in 2-3 years will stand to gain," 
adds Mrutyunjay Mishra, Co- 
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STICKY LEADERSHIP 


Segment leaders tend to have a high share of consumers. 


ONLINE ACTIVITY TOP WEBSITE % PREFER Y-0-Y 
TO USE INCREASE (%) 
INFO SEARCH (ENGLISH) Google 15 2 V 
JOB SEARCH Naukri 37 -13 V 
ONLINE TRAVEL Makemytrip 17 1 A 
Yatra 16 16 A 
REAL ESTATE INFO Google 17 МА. 
Magicbricks 14 МА. 
MATRIMONIAL SEARCH — Bharatmatrimony 29 4 ү 
Shaadi 28 5 V 
DATING/FRIENDSHIP Orkut 36 32 A 
SOCIAL NETWORKING Orkut 64 NA. 
ONLINE GAMES Yahoo 18 -13 V 
Zapak 17 17 A 
MOBILE CONTENT Yahoo 14 5 V 
Rediff 12 -10 Y 
BLOG SITE Google 21 N.A. 


N.A.: Not available Source: JuxtConsult 


founder, JuxtConsult. 

Growth is on its way, but slower than expected. 
According to the Internet in India (I Cube) Report 
2007, published jointly by the Internet and Mobile 
Association of India and IMRB International, the 
number of internet users in India in the ‘ever’ user or 
claimed user category touched 46 million in 
September 2007 from 32.2 million in 

September 2006. During the same period, the 
number of active internet users reached 32 
million. But is a growth of 40 per cent year- 
on-year fast enough? “Relative to what can 
be achieved and what needs to be achieved, 
the growth rate is not very satisfactory," 
admits Subho Ray, President, IAMAI. 
Less than satisfactory growth, 
however, is unlikely to deter 
India's starry-eyed entrep- 
reneurs or the equally fervent 
VCs. For now, everyone's 
looking at what can be, not 
what is. Ш 





Anil Gupta 
Joint Managing Director 
Havells India Ltd. 


Our fantastic reach, amazing coverage 

and a unique panel of experts on cricket 
make sure you always win. So don't miss out 
on the ongoing India's tour of Australia 
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Bankingon YOUR 
Handset 


If cash is going out of fashion, thanks to 
the credit card, it won't be long before 
plastic makes way for another payment 
system. And this one could well be in 
your mobile handset. ANAND Apuikani 















SHEKHAR GHOSH 


MAGINE A SCENE AT A JAM-PACKED RESTAURANT IN NEW 

Delhi's Connaught Place. A waiter leaves behind a bill , 

copy on a corner table where a couple has just fin- 

ished its desserts. One of the guests whips out a pen 

and writes a 10-digit mobile number on the bill 
and hands it over to waiter. In a few seconds, his mobile 
beeps, indicating the receipt of an SMS. A payment re- 
quest from the merchant (restaurant) flashes on his mo- 
bile screen. He immediately confirms the payment by 
entering the secured encrypted PIN on his mobile. 
The bill is settled within seconds and the couple 
leaves the restaurant. 

In Mumbai’s outer limit, a long line of vehicles 
is waiting to pass through a toll gate. A driver 
punches the number of his car on his mobile 
and flashes the handset before a mobile reader B 
at the checkpoint. He instantly gets a pay- 
ment receipt on his mobile for the toll tax. The 
toll gate opens and he drives away without any 
physical payment or receipt. 

Surprised? Don't be; this is already a reality in 
countries like South Korea and Japan where peo- 
ple regularly use mobile phones for even complex 
transactions like share trading, withdrawing money 
from ATMs and making payments at local stores. But 
mobile banking is still in its infancy in India, and 
technology companies are working overtime to 
bring your bank closer to your fingertips on a secure 
anytime-anywhere basis. 











^ 
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A Large Field 


In India, dozens of homegrown 
technology companies (many are 
start-ups operating from Bangalore; 
Sam Pitroda's C-Sam is one such) 
are undergoing rigorous test pilot- 
ing with the who's-who of the 
Indian banking industry. “The mo- 
bile has the potential to rewrite the 
rules of banking," says Dewang 
Neralla, Director (Technology), 
Financial Technologies India (FTIL), 
which owns the Multi Commodity 
Exchange (MCX) of India. The 
mission clearly is to make your 
pocket a bit lighter—and here, 
we're talking weight—by mounting 
all your credit and debit cards and 
cash onto your hand-held device. 

The Indian banking sector is taking baby steps 
into this emerging arena by offering non-transactional 
banking on the mobile phone through sMses—like 
salary receipts, details of last five transactions, stop pay- 
ment requests, etc. Many banks are also test piloting 
mobile banking on the sMs platform for very low- 
ticket transactions and closed funds transfers (be- 
tween registered parties) to familiarise themselves 


SATISH KAUSHIK 





"Younger people are more receptive to new age 
technologies and applications" 


JAGDISH MITRA, CEO, CanvasM 


with the new technology. 

The two biggest banks, the public sector State 
Bank of [ndia (SBI) and the private sector ICICI Bank. 
are working closely with mCheck, a Bangalore-based 
company set up by Silicon Valley veteran Sanjay 
Swamy. mCheck already has a product through 
which Airtel customers holding a Visa Card or 
MasterCard can make payments on select e-com- 
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А customer has to download a customised A customer is required to share his mobile This system requires the credit and debit card 
application (credit card, debit card or share number with the merchant. He will then details to be loaded on the SIM card of the 
trading software) from his banker onto his receive an SMS asking for payment customer's mobile handset. Under this model, 
mobile. The user will have to share his cus- authorisation. Once the customer replies to customers can transact business by flashing 
tomer ID with the merchant, who will send the | this SMS, the bank will authenticate the de- the mobile handset before a merchant's card 
payment request to his mobile number. The tails, debit the amount to his account, and reader to get instant confirmation (much like 
customer will then have to confirm the trans- send confirmation of the same via SMS; swiping a credit or debit card). This systern 
action. The bank will instantly authorise the е merchant's system will also be updated doesn't need any secondary authorisation and 
transaction and send receipts to both parties. | with the status of the payment. is very popular in Japan and South Korea. 
PROS | PROS PROS 
= Offers a window for complex | wItis user-friendly as most pe п Ideally suited for small ticket 
_ banking transactions aye .  arefamiliar with SMSes in India — transactions of Rs 1 Е " 
| m You don't need an expensive or Java- | ж Newer technologies like Near Field 
= Secured and reliable as PIN is encrypted | enabled handset о transact business. | Communication wil male hs secure 
а Allows users to transact using 
multiple cards ` CONS CONS 
CONS п Security is an issue as sending a PIN. UN SRI m to ot cs A medir 
п Time consuming at the bank's end ووا‎ it vulnerable а Transaction costs are high as mobile - 
ае SOROR fas wo De coim]. | v system; o cannot suppor | operators anaes a share of revenues 
m m | complex transacti | m Credit details are embedded on the 
edition)-enabled handsets SIM card; this ca can pose a high risk 


bt banking 


merce portals (like yatra.com) 
through sMses. 

The south-based Corporation 
Bank is test piloting a similar 
scheme with PayMate, another 
technology company working in 
this space. Today, Corporation 
Bank’s credit and debit card hold- 
ers can transact business on more 
than 2,500 online portals through 
their mobile phones. The com- 
pany is currently in talks with other 
banks to expand the scope of this 
product, And Axis Bank has roped 
in FTIL, which has developed ATOM 
technology, to make mobile com- 
merce possible. 

The banks are guarded about 
their plans in this space, but tech- 
nology companies are more forth- 
coming on the subject. mCheck, 
for example, recently announced 
a pilot project that allows clients of a leading broker- 
age house to respond to margin calls and even enhance 
their credit limits by just clicking on their mobiles. 

Says Jagdish Mitra, CEO, CanvasM, a joint venture 
between Motorola and Tech Mahindra: “CanvasM 
is working on Near Field 
Communication (NFC) technology 


NISHIKANT GAMRE 


“The SMS model i 
industry has a penetration of just 300,000 points of sale” 
AJAY ADISESHANN, FOUNDER AND MANAGING DIRECTOR, PayMate 


` 





at ; 


s best suited to India, where the credit card 


for the future and is also developing banking solutions 
based on sMses or Unstructured Supplementary 
Service Data platform (USSD) for the medium term." 
The ussp platform is fast emerging as a potentially 
"hot" technology for powering mobile banking. 


"The SMS is a convenient tool, but it is not secure" 


SAI NARAIN, HEAD, TRANSACTION BANKING, STANDARD CHARTERED BANK 
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Security Remains an Issue 
Mobile banking can go mass market, but what's wor- 
rying bankers are the cost and the security issues. “It’s 
a trade-off between cost and security," says a banker on 
condition of anonymity. Instances of online fraud are 
well documented. “The SMS is a convenient tool, but it 
IS not secure," says Sai Narain, Head, Transaction 
Banking & Strategic Initiatives, Standard Chartered 
Bank. Ajay Adiseshann, Founder and Managing 
Director, Pay Mate, however, argues that the SMS model 
is best suited for a country like India. As proof, he points 
out that the credit card industry in the country has a 
penetration of only 300,000 points of sale (Pos). “But 
they will need fresh infrastructure, like phone readers 
or scanners, at merchant establishment," he adds. 
But the biggest drawback of the sMs model 
remains security as messages are not encrypted. 
"Banks are naturally more comfortable with an 
application-based model where the message is encr- 
ypted end-to-end,” says Vijay Ramchandran, 
Marketing Director, Citibank India. Market experts 
feel the sMs-based model may work well for small 
value transactions of less than Rs 500. 





Uniform Standards 
Needed 


Another problem area is reg- 
ulation. The Reserve Bank of 
India doesn't allow any 
money transactions outside 
the banking channel, which is 
why all the credit card issuers 
are banks. Mint Street’s 
biggest worry is the safety of 
transactions, though it is quite 
receptive to using mobile 
phones as a payment device. 
Says Narain of StanChart: 
“There are no common hard- 
ware and software standards 
across handset models. And 
there is a need to build a sec- 
ondary security system 
around these.” 

Today, a wide range of 
mobile handsets are available 
in India under the GSM and CDMA 
technology platforms. In order to 
address this complexity, banks are 
vigorously test piloting all the avail- 
able technologies to address issues like the massive vol- 
umes of cheap, entry-level handsets (that will not sup- 
port many of the technologies required for mobile 
banking), multiple languages and also the security aspect 
for high net worth clients (See: How M-Banking Works). 

Globally, the big mobile operators and handset 
manufacturers are working on newer technologies like 
NEC, which allows transactions to be carried out by sim- 
ply touching the mobile handset to a point of sale 
terminal or a card reader without the hassles of send- 
ing SMses or running an application or loading a chip. 
Other technology companies are working on a pure 
voice recognition model to enable money transactions 
through the mobile network. 

Sankalp Saxena, Founder & CEO, Moveo Systems, 
a Bangalore-headquartered start-up working on next 
generation mobile solutions, says: *The lack of stan- 
dards in the mobile e-commerce space will make fi- 
nancial transactions through mobile devices vulnera- 
ble to hacking." Then, liability in case of fraud is a grey 
area legally. For example, there is no law to define the 
liabilities of the subscriber, operator, technology 
provider and bank. 


Massive Market 

Though many issues are still undecided, cut-throat 
competition and the fear of losing customers are forc- 
ing banks to formulate mobile banking strategies even 





SANKALP SAXENA 


before the door is fully open. 
The reason is simple: today, 
more than 200 million 
Indians use mobile phones 
compared to 20 million who 
have access to computer, and 
the population of mobile 
users is now expected to 
grow at 25-30 per cent. 

In addition, India’s de- 
mographic profile—more 
than half the population is 
under 35 years old—is ideally 
suited for a mobile-based pay- 
ments system, rather than a 
pc-based one. “Younger peo- 
ple are more receptive to new 
age technologies and appli- 
cations,” says Mitra of 
CanvasM. 


' NVddad 
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“Lack of standards in the mobile e-commerce space will make 
such financial transactions vulnerable to hacking.” 


FOUNDER & CEO, MOVEO SYSTEMS 


Then, mobiles banking can help banks reach out to 
unbanked areas and meet RBI's financial inclusiveness 
objectives. “Mobiles have reached places where banks 
are still to touch base,” says a banker. 

But can India, with a population of 1.1 billion, 
replicate the successes of small countries like South 
Korea and Japan? “The biggest difference between 
India and those markets is in the hardware used and the 
acceptability of Gprs technology,” says Narain of 
StanChart. In India, low-end phones still make up 
an overwhelmingly large chunk of market share and 
penetration of GPRS is still very low. “If you offer a high 
security mobile banking platform, the system may 
not attract the masses; and if you build a low-cost SMS 
model, the security issue will keep customers away," à 
banker points out. 

Besides, unlike Japan and South Korea, any mo- 
bile banking system in India has to support a di- 
verse set of local languages and scripts. "This in- 
creases the complexity of the solution for India," says 
Saxena of Moveo Systems. But Swamy of mCheck ar- 
gues that the payment mechanism in a mobile is not 
rocket science. "It's as simple as operating a mobile," 
he argues. 

The debate will carry on and the jury is still out, but 
it is fairly certain that given the market size and the po- 
tential, mobile banking will soon become as ubiquitous 
as the mobile phone itself. 8i 
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HE HAS JUST FINISHED SPEAK- 
ing to her employees in 
Chennai and is scheduled 
to see her mother later in 
the evening. As the 
Chairman and CEO of the $35 bil- 
lion (Rs 1,40,000 crore) PepsiCo, 
Indra Krishnamurthy Nooyi, 52, 
has her hands full, even though she 
is visiting her hometown for a va- 
cation. Dressed in a grey pant suit 
accessorised with a soft pink scarf, 
ihe energetic Nooyi walks purpose- 
fully into a suite at the swish Taj 
Coromandel in the city, where this 
interview will be held, and after 
opening an ice-cold can of Diet 
Pepsi, quickly settles down for what 
turns out to be a free-wheeling in- 
lerview with &r's Rahul Sachitanand 
over the next 45 minutes. 

For the last few years, PepsiCo, 
best known for its range of carbon- 
ated beverages, has been trying to 
build a newer (and healthier) im- 
age for itself, growing its non- 
beverage business by making large 
acquisitions of Quaker Oats and 
Tropicana, both steered by Nooyi 
herself. At the same time, the once 
very American PepsiCo has also been 
consciously trying to globalise its 
brand appeal as it seeks to focus on 
fast-growing markets around the 
world. The company already gets 
around 40 per cent of its revenues 
from outside its home market and 
Nooyi is using inorganic growth to 





88 HUSINESS TODAY JANUARY 27 2008 


"Developin 





boost its profile. Nooyi, a one-time 
rock musician and now occasional 
vocalist and guitar player, discusses 
her plans for PepsiCo, the industry 
and even ber beloved baseball team, 
the New York Yankees. Excerpts: 


How has been your first year at helm of 
PepsiCo and are you happy with where 
the company is today? 

Being CEO of PepsiCo is an incred- 
ible responsibility, but also an in- 
credible privilege. It's a responsi- 
bility because I get to lead such a 
large enterprise, but a privilege too 
because I lead such a great team. 
The PepsiCo people have a can-do 
responsibility with a must-do spirit, 
so when you have a team like this, 
it’s very easy to lead them. The first 
year has surpassed my wildest ex- 
pectations. On the performance 
side, we have nailed it, but we've 
also done this with a heart, with 
purpose, in delivering what we call 
performance with purpose. This in- 
volves giving back to the community 
and making the environment even 
better than what it was earlier. 


Operationaily and financially, PepsiCo is 
doing very well. As the former CFO 
and now CEO, what are the ingredients 
of your secret sauce? 

PepsiCo has been doing very well 
over the last few years (since Nooyi 
was appointed CFO seven years ago, 
revenues have grown 72 per cent 





Markets Are Key 


to PepsiCo's Growth” 


and profits have doubled to 
billion or Rs 22,400 crore) i 
believe we can sustain this 
formance. I think the key ingre 
to our continued success is our 
ple, because everyone comes to 
with a deep sense of ownership at 
the company; they truly believe that 
they can truly make the impossibl 
possible and that's a great motivato 






How do you think the US econ 

will shape up and are you worried 
growing clamour over the sub 
mess and now recession? 

Both issues depend on whether you 
talk to the bulls or the bears in the 
market (shrugs). The bulls will say, 
"hey, there is a slowdown and it's to 
be expected, since we have had 
years of giddy growth," and they - 
will say GDP will grow between 2.6- 
2.8 per cent. Then you have the 
bears who will not call a recession, 
but will say that GDP growth could 
slow down to 1.5-1.6 per cent. I 
think the Us economy is very re- 
silient and when push comes to 
shove, I think people will figure 
out ways to sustain growth. Me? 
Personally, | am a bit more in the 
bulls’ camp and the hope is that 
the subprime crisis is something we 
work through and we emerge 
stronger from it. PepsiCo is itself 
one of those companies where in 
bull markets, people eat (or drink) 
our products because they feel good f 





determinant. If it does scale up, 
then large scale planting needs to 
take place to offset this demand. If 
it stays at current levels, you won’t 
need to ramp up production. We 
can offset much of this through 
higher productivity or price in- 
creases, but I am not too keen on 
the latter. We don’t foresee any 
significant impact for now. 


What is your vision now for PepsiCo and 
do you think that you have managed to 
expand sufficiently beyond beverages? 
PepsiCo has not been just a soft 
drinks company for a long time; 
PepsiCo has been a diversified food 
and beverages company. If you'll 
pardon the marketing speech, let 
me take you through our portfolio. 
We offer beverages of all kinds; 
we offer juices, sports drinks, many 
kinds of water, iced coffee and tea. 
In our snacks portfolio, we offer 
standard potato chips, extruded 
snacks, we offer Quaker healthy 
snacks. We give people the gift of 
time, since you can consume every 
one of our products with a rip, 
twist, flip or tear. We want to take 
convenience to a new level with 
our products. We recently moved 
from just two main business units to 
three to try and get more ideas 
from international businesses to 
North America and we want lead- 
ers to manage both developing and 
developed markets. 
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such acquisitions and we have al- 
ready spent $1 billion (Rs 4,000 
crore) on such deals. This is going to 
be a major growth driver for us, in 
addition to our organic growth, 
which will also contribute a major 
share of our business. We will look 
across the spectrum for our inor- 
ganic deals, but it would be nice to 
get more of these done across high- 
growth markets. India is very much 
part of this growth, although there is 
not much here to buy. If there is, we 
will look at it for sure. 


Has your evolution into these growth 
markets been as simple as expected? 
It took time for PepsiCo to find its feet 
in India... 

I think you have to have a long- 
term perspective with these emerg- 
ing markets. You can’t enter these 
markets and immediately expect to 
make the same sales and profits as in 
the West. There is a long-term build 
model; you have to be patient and 
you must learn to manage a long- 
term outlook better to be successful 
in these markets. Once your mind- 
set changes, then you can navigate 
the results from these markets bet- 
ter. The portfolio of markets and 
products that PepsiCo has works 
very well; the thing about the firm 
is we have the growth markets in 
India and China, but we also have 
the stable developed markets, from 
where we can use funds to invest in 


growth. We have the beverages and 
snacks, which provides natural di- 
versification; fun for you, good for 
you, better for you products; low 
per capita and high per capita prod- 
ucts. Everywhere I look, I see bal- 
ance and that’s why I am so bullish 
about the company. 


Just as you took over as Chairman and 
CEO of PepsiCo, there were issues over 
closed plants and allegations of ground- 
water exploitation. Has that image 
improved over time? 

I am looking at people like you to 
paint a better image (laughs). At 
the end of the day, private enter- 
prise is required to be the engine of 
growth for economies, especially 
democracies, since they thrive to- 
gether. Private enterprises are mod- 
els of efficiency and governments 
can learn this from them. Private 
enterprise, in turn, has a responsi- 
bility to be a good citizen of the 
community it operates in, I would 
like to suggest to you that PepsiCo 
is a phenomenal citizen of any 
community it operates in. We are 
indeed the good company. Good in 
every sense. Let's approach private 
enterprise with a positive mind and 
see what we can do to move the 
economy along, after all we have 
enough problems to solve and no 
one can do it alone. 
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How important is the image overhaul for 
companies like PepsiCo into more 
health-conscious outfits? As some crit- 
ics argue, is this movement more 
reactionary than proactive? 

Not at all; everyone else was reac- 
tionary. We were proactive back 
in 1991 even before I started out at 
Pepsi with the Jv with Lipton Tea 
and launching Aquafina and I just 
hastened it along with Tropicana 
and Quaker. However, it doesn't 
matter if you're reactive or proac- 
tive, PepsiCo wants to offer its cus- 
tomers a culinary treat with its prod- 
ucts. We like to place our products 
into two categories, ‘good for you’ 
and 'better for you' (in terms of 
taste and health) and we believe 
we can offer them the widest range 
in the market. 


Given your experience in large M&A 
deals, do you have any advice for the 
raft of Indian companies buying their 
way into a global presence? 

| think it's fascinating and it's glob- 
alisation at its best. If you really 
want to embrace globalisation, you 
have to accept companies in the 
West buying those in the East and 
equally, those here going westward. 
So, I think globalisation is being 
played out exactly as intended; you 
open up the markets and everyone 
benefits. There is a strong opposi- 
tion with Indian companies because 
of the fear of the unknown; many 
companies in the West are unaware 
of those in the East that are playing 
in the global scene. Companies in 
India are sitting on large growth. 
India is the place to be seen right 
now. Every politician and business 
executive wants to be seen in India. 


Are you worried about the Indian econ- 
omy overheating at this current 9-10 
per cent (growth) rate? 

India needs to sustain this growth at 
9-10 per cent to reduce under and 
unemployment. However, to sustain 
this growth rate, three things need 
to happen. One, infrastructure in- 
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vestment needs to happen and | 
don’t need to tell you that. 
Investment in this sector has to be 
massive. Secondly, the wealth being 
generated has to trickle down to 
the masses, it’s not good to be re- 
stricted to a select few. Finally, the 
government has to make massive 
investments in the Indian educa- 
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tion system. | am a product of the 
Indian education system and de- 
mand far outstrips supply in the 
current system. Ultimately, this 
country's greatest advantage is its 
people, so we have to invest in 
them. China is going to grow faster 
than India for us in every shape 
and form, but India is a 10- or 15- 
year market for us. 


What are your plans for the India mar- 
ket? Are you looking to introduce new 
products and brands here? 

We will expand the non-carbon- 
ated beverages substantially and we 
will bring many of our other brands 
in this segment to India. We will 
bring the whole range of snacks we 
have to India and develop many 
more snacks for India specifically. 
We will also bring the Quaker 
brand and many of its variants to 
India over the next few years. Aside 
from our business side, PepsiCo 
wants to do much more on sus- 
tainability in India (PepsiCo calls 
this area its ‘Purpose’ side), we want 
to do much more on water effi- 
ciency, energy efficiency, waste 
management and lots of innovative 
things to hold on to our people. 


We hear you're a (New York) Yankees 


of any community 





and baseball fan. Do you manage to 
make time for these even today? We 
hear you're a musician... 

When I am at home and a Yankees 


game is on, it will be on the Tv 
with the volume on mute; if they’re 
winning, the volume comes up 
(laughs). If they’re losing, the vol- 
ume goes down and it’s just an- 
other uninteresting game. This sea- 
son the Yankees flamed out in the 
first round of the Playoffs ... it was 
heart-breaking. | go to games even 
now, a couple a year and try to 
stay in touch. Calling me a musician 
is an overstatement. I play the gui- 
tar and sing. There's no fixed time 
you make for all this; one of the 
things you sacrifice when you reach 
this level. When I feel like listening 
to music, | do and I want to watch 
a game I do what | need to do, as 
long as it doesn't disrupt too many 
peoples’ lives. Do I do it often? 
No. Would I like to do it more 
often? Hell, yeah! 


Finally, did you always see yourself 
becoming the CEO of PepsiCo? 

No, not at all. Not until my boss 
walked in and told me the board 
wanted me to be the next CEO | 
had no plans or ambitions for 
myself at this level. as 
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100% of IIPM graduates have international exposure through our Global Opportunities and Threat Analysis programme & get exposed to 
more than a dozen different professors & management gurus from Ivy League universities like Harvard, Yale, Columbia and top B-Schools 
like INSEAD, IMD, LSE, LSB, Wharton etc. 
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interior like never before! 
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Yes, the stock markets have been on a roll for four years now and 





the Sensex is at 20,000 plus. But a surging economy is expected 
to keep the Fils interested in India this year. MAHESH NAYAK 


HERE'S THIS LITTLE JOKE DOING THE ROUNDS 

on Dalal Street: The New Year resolu- 

tion of most brokers and fund managers is 

to pretend that it is still 2007. Can't blame 

them. The year gone by has been, well, fin- 

ger-lickin’ good. Investors made oodles of money 

and then some. The Sensex surged from 13,942.24 be- 

ginning of 2007 to 20,286.99 when the year was 

rung out. Not surprisingly, India was the third best per- 

former among emerging markets, with Morgan Stanley 

Composite Index (Mscr) India Index rising 71 per 

cent compared to the overall Msct Emerging Market 
Index gain of 36.5 per cent. 

What helped was the surge in foreign institu- 


Red Hot 


tional investment, which more than doubled to $17 
billion last year over 2006. In fact, the collapse of the 
subprime market in the Us towards the end of July 
2007 drove even more money into India—some $7 
billion in the last five months of the calendar—since 
the Fils did not find too many other safe havens for 
their stricken funds (See India Story). 

The million dollar question on D-Street, then, is if 
2008 will prove to be as good as 2007. If not as 
good, how good—or bad? “Unlike the past four years, 
it’s no more a one-way street for the Sensex. There will 
be hiccups on the way up. We are at levels where play- 
ers are cautious and there is no room for errors," 
says Gurunath Mudlapur, Managing Director, 


India was the #3 performer among emerging markets. 





Returns as on December 31, 2007 
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INDIA STORY 
A staggering $17 billion poured into Dalal Street last year. 
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* Upto November 2007; # December 31, 2007 Source: Morgan Stanley, 
Bloomberg ^ As on December 28, 2007; NA: Not available; Figures in $ million 


Atherstone Institute of Research, a Mumbai-based 
equity research firm. “I expect 2008 to be tougher, yet 
a positive year for Indian equities. Valuations overall 
are not really a big concern once embedded asset val- 
ues are considered, but further P/E (price-to-earning) 
multiple expansion looks unlikely," adds Ratnesh 
Kumar, Managing Director & Head India Research 
(Equity Strategy), Citigroup. 

Others like Gurudatta Dhanokar, technical analyst 
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9 QUESTIONS FOR 2008 


Will the momentum continue? 

Yes, the stock market will continue to move up. 

But RBI's moves to control capital flow as well as any 
populist measures by the government ahead of the 
general election in 2009 could spook the markets. 
Experts expect an upside of 20-25 per cent, and a 
limited downside of 10-15 per cent. 


Will Fills continue to pour into the equity 
market? 

Yes, since there aren't too many economies globally 
that are growing at steady 8-9 per cent a year. 


What kind of returns are expected from the 
Indian stock market? 

The market may continue to deliver its 10-year CAGR 
return of 18 per cent with companies (in the Sensex) 
expected to record earnings growth of 15-20 per cent. 
However, this year the focus may shift to select mid- 
cap and small-cap companies that may record earn- 
ings growth in the range of 35 per cent. 


What can trigger the rise in market? 
Opening of the financial sector and retail, enabling of 
special economic zones (SEZs), reduction in the fiscal 
deficit, disinvestments, implementation and execution 
of infrastructure projects and improving health and 
education sectors. 


What are the concerns for the market? 

A lack of political will to continue reform, major 
measures aimed at curbing foreign inflows, US 
going into recession and heightened political risk 
in neighbouring countries can slow the momentum 
of the Indian stock market. 


and derivative strategist at Almondz Global Securities, 
say that the Sensex will continue to deliver more 
than the 10-year CAGR of 18 per cent. “We expect it to 
touch a high of 24,800 this year," Dhanokar says. "It 
will not be an easy ride as we will see bouts of volatil- 
ity with the Sensex even expected to witness twin 
dips that can bring it down to a low of 17,150," 
elaborates Dhanokar. Then why are Indian stocks 


"Trigger for the market will come from 
government's willingness to implement 
infrastructure projects that will drive 
employment and, in turn, boost spending" 


Ashith Kampani 
Managing Director, JM Financial Consultants 
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“| expect 2008 to be tougher, yet a positive 
year for Indian equities. But further PE 
multiple expansion looks unlikely" 


Ratnesh Kumar 
MD & Head India Research (Equity Strategy), Citigroup 


trading at a premium compared to other emerging mar- 
ket stocks? Barring China (32.4 times), India is trading 
at a forward P/E multiple of 21 (See Expensive?). 


The Chips are on Growth 


There's a relatively simple explanation for that: the 
country's GDP growth isn't just strong but looks sus- 
tainable, besides which corporate earnings have been 
robust. That's precisely why while the Msci world 
index fell by 2 per cent between July and December 
(this was after the subprime crisis broke in the us) last 
year, the MSCI India Index jumped 36.4 per cent and 
the MSCI Emerging Market rose 7.7 per cent in that 
period—funds both domestic and foreign, continued 
pumping money into the stock markets. Prior to the 
subprime crisis, the MSCI world index was up 9.4 per 
cent (between January 1 and July 24), compared to 
25.5 of MSCI India Index and 26.7 per cent of the MSCI 
Emerging Market Index (See Red Hot). 

While the mood now is definitely cautious, it's 
far from negative. “Positive advance tax payment by 
companies, sustained inflows from both domestic 
and foreign institutions, and the steady rate of growth 
augur well for Indian equities," says Ashith Kampani, 
Managing Director, JM Financial 
Consultants. But he adds that the 





tion will impact the ability of the Indian economy to 
grow under its own steam." 

In a world where everything is relative, India is bet- 
ter placed than most of its peers in the emerging 
markets. Take the us slowdown, for example. 
According to a recent Citibank Global Equity Strategy, 
the Asian economy in 2008 is expected to maintain its 
strong growth provided that the us experiences a 
slowdown and not a recession. In such a scenario, a one 

percentage point fall in the us СОР 
will reduce growth in Asia by about 


pick-up in growth will have to come 
from the government's willingness to 
implement infrastructure projects 


EXPENSIVE? 


Possibly not. India's PE reflects the 
premium for its booming economy. 


1.1 percentage point, with 
Singapore, Indonesia, China and 
Hong Kong being the most vulner- 


; | ; COUNTRY FORWARD P/E TRAILING P/E , 

in the country that will drive em- Ch 3238 95 12 able of the Asian economies, says the 
ployment and, in turn, boost spend- EM ' report. However, according to 
ing. “Aspiration levels are increasing, — !ndia 20.89 2189 Tushar Poddar of Goldman Sachs: 
and it's no more ‘roti kapda aur ЧК 20.5 12.45 “A one percentage point slowdown 
makaan’ but ‘roti, караа, bangla ^ Hong Kong 17.53 17.95 in the US will impact the Indian 
aur раа?” says Kampani. Philippines 15.25 15.18 economy by a quarter percentage 

However Subir Gokarn, chief ү 139 58 97 point.” 
economist, S&P Asia-Pacific, is of a A large part of the reason is the 
5 Korea 13.69 15.04 | 
different view. “The central bank | large domestic demand. Unlike 
Uf: ! | Taiwan 13 19.88 i ie 

measures will slow down Indian China, almost 40 per cent of whose 
economy in 2008 with the real GDP Brazil 12.79 19.07 GDP is export driven, India consumes 
falling a tad lower to 8.1-8.6 per Germany 12.13 13.55 internally more within than it ex- 
cent as against the current growth France 11.78 13.35 ports (at Rs 5.5 lakh crore, exports 
rate of 8.5-9 per cent,” he predicts. Mexico 113 15.55 in 2006-07 were 13.83 per cent of 
The good news, according to him, is Thailand 11.27 19.56 the GDP). Sure, some sectors such as 


that the Indian economy is relatively 
immune to US credit woes, *but the 
rapid growth in energy consump- 
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Note: Korea's and Taiwan's forward P/E is for 
November 2007, while others are as on January 2, 
2008 Source: Reuters, Bloomberg 


IT and BPO are heavily dependent 
on the us, but a slowdown in 
America may only increase the pres- 
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sure on companies to step up offshoring. Therefore, at 
an aggregate level, corporate earnings are expected to 
grow at 20 per cent in India this year. “Domestic 
factors are all discounted in the price (of Sensex 
stocks) and only global factors will provide the trigger 
for our markets,” says Deepesh Pandey, Deputy Chief 
Investment Officer, Mirae Asset Global Investments 
(Singapore), which manages a $2.5-billion India- 
dedicated fund. 

What Pandey means is that investors already expect 
rising commodity prices (oil has finally topped $100- 
a-barrel mark), wage inflation and rising interest rates 
to soften corporate earnings growth to 15-20 per 





"We may see a greater shift in fund flows this year from 
developed markets to developing markets" 


Ved Prakash Chaturvedi 
Managing Director, Tata Mutual Fund 


cent for 2008-09 (compared to 32 per cent in 2006- 
07), and those concerns are reflected in the current 
Sensex pricing. Therefore, the only variables are 
global events. *We don't see much of an upside for the 
index (Sensex), therefore, investors will have to be pre- 
pared for moderate returns," says Pandey. 


More to Come 

Just the same, more Fil money is expected to flow into 
the country this year simply because, experts say, it has 
few options. “Most of them (Fils) are underweight 
on emerging market, but that’s the region which is 
making money and therefore we may see a (greater) 
shift in fund flows this year from developed markets to 


developing markets,” reasons Ved Prakash Chaturvedi, 
Managing Director, Tata Mutual Fund. Adds Keshav 
Sanghi, Director & Head of Equities, Deutsche Equities 
India: “Flows should also pour with the regulators 
making it easier for trusts and endowment funds to get 
directly registered in the country.” 

Capital flows could also remain strong due to the 
fact that 65-70 per cent of the private equity investment 
in the country is in so-called pire deals, or private 
investment in public equity, where private equity 
firms buy shares of listed companies on the stock 
market. Positive interest rate differentials and the 
need to finance an estimated $475 billion (Rs 
18,71,500 crore) in infrastructure 
spending over the next five years will 
continue to funnel capital into India. In 
fact, with domestic institutions (banks, 
mutual funds and insurance) buying 
equities worth more than Rs 25,500 
crore in 2007, compared to Rs 642 
crore in 2006, it is evident that 
domestic institutions are becoming as 
significant a force as Fils in the market. 
“I see a shift of fund dominance from 
foreign to domestic institutions, and 
the flow will come from insurance and 
mutual funds,” says Chaturvedi of Tata 
Mutual Fund. 

Due to the increase in retail partic- 
ipation, it wouldn’t be surprising if 
mid-cap and small-caps stocks outper- 
form the large-caps this year. But not all 
of them will do well. The gains will be 
selective. “Investors should play the 
domestic infrastructure investment and 
domestic consumption story,” says 
Shriram lyer, Head of Research, 
Edelweiss Securities. That means, in- 
vestors should invest in good stocks in 
sectors such as construction, capital 
goods, urban infrastructure, utilities, energy, telecom, 
transportation infrastructure, organised retail, media & 
entertainment, travel, food & beverages and personal 
care, which will be the direct beneficiaries of higher 
spending. The indirect beneficiaries will be banking & 
financial services, real estate, logistics, retail financial 
services and insurance companies, says lyer. 

As always, there are things that can go wrong— 
ranging from overzealous RBI controls to political un- 
certainty to escalation of problems in neighbouring 
countries—but what India has going for it is the fact 
that compared to other high-growth markets, it looks 
far more stable and attractive. At the end of the day, 
that’s what matters to investors. 
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9" hole, La Masa Golf Resort, Spain 





THE WORLD CORPORATE GOLF CHALLENGE 
WORLD 

CORPORATE The World Corporate Golf Challenge, now in its 12th year, with 30 participating 
— eset countries links corporate golfers from around the globe through national events with 
local sponsors like TAKE Solutions, the title sponsor in India. The winning team from 
each country contests the World Final held annually at prestigious international 
locations including the La Manga Club - Spain, Half Moon Resort - Montego Bay, 
Jamaica and Le Touessrok, Mauritius. 





Official qualifier for the 
World Corporate Golf Challenge 


Re Soto ee ү TL RA " Vas o olv re pe VAI EHE M усыл. 
. REGIONALI — — Saturday, January 5th at Willingdon Golf Course, Mumbai 
REGIONAL 2 Saturday, January 26th at Eagleton Golf Resort, Bangalore 
. REGIONAL3 Saturday, February 2nd at Jaypee Greens Golf Resort, Greater Noida - 
Promoted By REGIONAL 4 saturday, March 1st at Aamby Valley Golf Course, Lonavala 
1 - NATIONAL FINAL Sunday, March 2nd at Aamby Valley Golf Course, Lonavala — 
WORLD FINAL July 2008 at The La Manga Club, Spain 





www.rishinaraingolf.com Entry by Invitation Only 
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ACME Tele Power* 1,200 
Future Capital Holdings * 500 
* Draft prospects already filed with Sebi 


List as on December 28, 2007 
Source: Prime Database 
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th a strong line-up of public issues, big demand from 
s and bullish secondary market, 2008 promises to be 
other good year for the primary market. MAHESH NAYAK 





ERCHANT BANKERS WHO MANAGED 
the state-owned oil giant, ONGC's 
$2.36 billion (Rs 10,600 crore) fol- 
low-on offering (FPO), back in March 
2004 will not admit it but most of 
them spent sleepless nights in the weeks preceding the 
issue. It was the biggest ever issue by any Indian com- 
pany till then and the bankers were, understandably, 
anxious about how such a mammoth issue would 
fare. As it happened, the ЕРО was fully subscribed in a 
mere 30 minutes after opening and, when it closed, it 
was oversubscribed 5.88 times, with HNIS and retail 
portion undersubscribed. Today those very same mer- 
chant bankers aren't batting an eyelid while helping 
Reliance Power raise nearly $3 billion through its 
IPO, scheduled to hit the market on January 15. 

A lot has happened since ONGC went to market 
with its IPO nearly four years ago. Says S. Ramesh, 
Chief Operating Officer at Kotak Mahindra Capital 
Company: “Besides the increase in the appetite of Fils 
as well as retail investors, a lot more people have en- 
tered the market and they want good quality Indian 
paper at a low price; the increased savings rate among 
individuals as well as big corpuses of funds avail- 
able with insurance companies and mutual funds 
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have also helped in stoking up demand for IPOs.” In 
short, the market is flush with funds and that is why 
merchant bankers are sanguine about mega-sized is- 
sues sailing through. They may be right. In 2007, there 
were six flotations of more than Rs 1,000 crore 
compared to five in 2006. Moreover, the average size 
of a public issue was Rs 421 crore in 2007 com- 
pared to Rs 268 crore in 2006. In fact, Indian com- 
panies raised Rs 45,137 crore from 107 public issues 
in 2007, up 83 per cent from Rs 24,679 crore raised 
through 93 issues in 2006. 

This upbeat trend shows signs of continuing, at 
least during the early months of 2008. This month will 
witness Reliance Power tapping the market with the 
largest ever IPO floated by an Indian company. 
Reliance Power, part of Anil Ambani's group, is 
estimated to raise Rs 10,530-11,700 crore, eclipsing 
2007's biggest IPO of Rs 9,200 crore by realty major 
DLF. "There is tremendous appetite among investors. 
And this year too I see new records being set in the 
primary market,” says Prithvi Haldea, CMD, Prime 
Database, which tracks the primary market. “There is 
a strong pipeline for the issues, with almost 450 
companies lining up to raise nearly Rs 1.8 lakh 
crore." Says Ravi Sardana, Senior Vice President, 
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icici Securities: “I wouldn't be sur- 
prised if companies raise $20 bil- 
lion (Rs 80,000 crore) from the mar- 
ket this year." If that happens, this 


could be the highest amount raised Year 

by companies through primary mar- 2002 

ket in any year (See Bigger 2003 

And Bigger). 

New Kids on the Bourses 2005 9990 
The RBr's efforts to check a strength- 2006 

ening rupee and control flows of 2007 

foreign exchange by restricting over- a 

seas borrowing and the need for cap- 2008** |. 

ital in an economy that is booming Figures in Rs crore 


will prompt many companies to tap 
the domestic market with big IPOS 
(See The Top 20). Moreover, with more large con- 
glomerates spinning off their divisions and listing sub- 
sidiaries on the stock market in order to unlock their 
values, a plethora of new issues may take place, par- 
ticularly in financial services, information technology 
and power generation. Says Sardana: *The buoyancy 
in the IPO market will see companies take advantage of 
the market by raising funds for projects, but there 
would also be some that would raise money even a few 
years before commencement of operations." 

In 2008, merchant bankers expect to see a bunch of 
new companies tapping the market and getting listed. 
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"Increased savings rate among individuals 
as well as funds available with insurance 
companies and mutual funds have helped 
in stoking up demand for IPOs" 


S. Ramesh 
COO, Kotak Mahindra Capital 
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BIGGER AND BIGGER 
There's been a sharp rise in IPOs & 
FPOs in the recent —n 


Source: Prime Database **Expected 


So, expect to see IPOs from film pro- 
duction companies, transportation 
consultancies and asset management 
companies. Also companies in print 
media, cable networks, telecom tow- 
ers, holiday home chains, engineering, 
infotech and biotech. 

Investor interest in IPOs has been 
further stoked by the impressive re- 
turns delivered by companies that 
made issues. In 2007 (till December 
28), investors in more than 70 per 
cent of the issues made money on 
their investments. Of the 102 IPOs 
that listed, 85 were listed at a pre- 
mium to their issue price, with gains 
exceeding 50 per cent in 38 issues 
and 10 per cent in 72 issues. And 16 of them gained 
more than 100 per cent on listing. Real estate com- 
panies accounted for 33 per cent (Rs 15,185 crore) of 
the total mobilised money. This was followed by 
banking (28 per cent or Rs 12,639 crore), power (7 
per cent) and telecom (7 per cent). 

With such huge post-listing gains, the question may 
arise whether companies are under-pricing their issues 
or not adopting the right mechanism for discovering 
the price of an IPO. While a post-listing gain of more 
than 20 per cent could indicate under-pricing, mer- 
chant bankers feel companies ought to keep some list- 
ing gains for investors. Says Ramesh of Kotak 
Mahindra: “Raising money in a booming economy is 
not a one-time affair; so, if a company doesn't main- 
tain a good relationship with its investors it can be dif- 
ficult for it to go back to them when it wants to 
raise more money later." 

Sometimes it is the secondary market that plays 
spoilsport. Last year, real estate developer 
Purvankara Projects had to revise its offer price 
24 per cent, from Rs 525 per share to Rs 400 be- 
cause of a weak secondary market—at the time of is- 
sue, the market fell 5.5 per cent. Yet, on listing, the 
share price closed nearly 10 per cent lower than the 
offer price of Rs 400—chiefly because of a weak sec- 
ondary market. Says Gurunath Mudlapur, Managing 
Director, Atherstone Institute of Research, an equity 
research firm: *No one is greater than the market. 
Besides aggressive pricing of the issue, the fall in the 
secondary market during the issue was the reason 
why its IPO fared badly.” 


Getting the Right Price 

Contrast Purvankara's travails with BGR Energy's 
windfall. The Hyderabad-based power equipment 
supplier company came out with its IPO during 5-12 
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special 


December, 2007 (when the stock market soared 3.3 
per cent) and got oversubscribed 119 times despite 
some risk factors, including tax related cases and a re- 
fusal from BHEL to award the company contracts. 
Says a merchant banker: *When the going is good no 
one is concerned about risk. With companies related 
to the power sector being in limelight, everyone is try- 
ing to lay their hands on issues like BGR Energy, 
which get oversubscribed." On Thursday, January 3, 
2008, the stock got listed at Rs 801 per share, up 67 
per cent from the issue price of Rs 480 per share. 
Interestingly the stock got listed exactly at the price it 
was quoting in the grey market. 

If issue prices are decided in consultation with 
brokers and institutional investors, why does pricing be- 
come a hit or miss exercise? “Conflict of interest,” says 
a merchant banker, “is the main reason why price dis- 
covery is not perfect; everyone wants shares cheap and 
they try to lower the price of an issue." 

Prithvi Haldea of Prime feels the price discovery 
mechanism ought to change. Instead of a Dutch auc- 
tion for the institutional bidders, where the price 
band is decided before the bidding begins, the French 
auction works on the principle of “winner takes all”. 
This follows a top-down approach where the highest 
bidder gets the first allocation, followed by the second 
highest bidder and so on. Haldea says the method can 
be used to determine the price offered to retail investors 


"No one is greater than the market. 


Companies planning IPOs would do well to 
remember that" 


Gurunath Mudlapur 
Managing Director, Atherstone Institute of Research 
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"There is tremendous appetite among 
investors. And this year too | see new 
records being set in the primary market" 


Prithvi Haldea 
CMD, Prime Database 


who could be allotted shares at the lowest auction price 
or the average price. 

Merchant bankers don't seem to like the idea, 
though. Says Sanjay Sharma, Managing Director (eq- 
uity capital markets), Deutsche Equities: *With pro- 
portionate allocation, a French auction doesn't make 
sense as there isn't any incentive for the institutional 
buyers." In a proportionate allocation, irrespective 
of the number of shares or the price one bids for, any 
institutional bidders that make the cut-off receive an 
equal number of shares among each other. Thus, à 
French auction scheme wouldn't work with that. 
Meanwhile, the Securities & Exchange Board of India 
(Sebi) is attempting to find alternatives to improve the 
pricing process. Among the proposals being considered 
are ones that would merge the portions reserved for in- 
stitutional buyers as well as high net-worth individu- 
als into one as well as to improve the time and price 
efficiency of an issue. Today an issue is generally 
divided among institutions, HNIs and retail. Of this, in- 
stitutions get 50-60 per cent allocation of the issue, wh- 
ile retail gets 30-35 per cent and the rest—10-15—is 
left for HNIs. To bring in price efficiency and fair 
play, Sebi is trying to merge the institutional and HNI 
portion together, such that HNis can bid for more. Also, 
Sebi is thinking of introducing French auction for 
bringing in price efficiency that can again pave way for 
discretionary allocation. 

But with more than eight of every 10 issues mak- 
ing money for investors, not too many people are 
complaining about the whys and hows of pricing. At 
least for now. Ш 
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ACUMEN 2007 


Of Women Directors, 





Mile-high Clubs 


and John Abraham 


The Business Today-Aditya Birla Group Acumen 2007 finals saw the 
best B-school talent quiz and debate about women, mile-high clubs and 
breaking the glass ceiling, among other things. T.v. MAHALINGAM 


D isiness today} 





HEN THE BES1 
minds from B-sch- 
ools rattle sabres 
and engage in ver- 
bal and mental 
combat, expect the following— 
statistics, hyperbole, decibel level 
records and above all indefatiga- 
ble enthusiasm. The Business 
Today-Aditya Birla Group 
Acumen 2007 National Finals 
had all the above and more. 

On a lazy Saturday afternoon 
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National B-School Challenge 
ARE YOU SHARP ENOUGH ? 


(strictly outside the venue, of 


course), students across colleges in 
Mumbai trooped into the ball- 





PHOTOGRAPHS BY FOTOCORI 


room of one of the city’s leading 
hotels to witness the orators and 
quizzers from the country’s B- 
schools lock horns in a battle of 
wits and intellect. The day kicked 
off with the first semifinal of the 
national-level debate with the 
topic: “India’s demographic div- 
idend is nothing but marketing 
hype.” Speaking for the motion 
were detending champions, Arka 
Bhattacharya and Anchal Gupta 
from the Indian Institute of 
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Gift of the gab: Acumen 2007 Debate winners Naviin Ibhrampurkar and Arzi Adbi (IIM Calcutta) in action. 
(Right) Runners-up Vinamra Srivastava and Mohit Sadani (IIM Ahmedabad) 


Foreign Trade (HFT), Delhi. 

Challenging the motion were 
Vinamra Srivastava and Mohit 
Sadani from им Ahmedabad. As 
Moderator of the debate and host 
of the event Harsha Bhogle put it: 
“It’s rarely that IIM-A finds itself in 
a position of being challengers.” 
Once the floor was opened for 
debate, the stats flowed—trom 
the contribution of women to 
GDP, to the abysmal education 
levels in the country to unem- 
ployment and underemployment 
levels. That seemed to be the tack 
of IrFT—hit 'em with the num- 
bers hard till their heads reel. 

But then for everv statistic, 
there is another counter-statistic. 
Moreover, they were up against 
пм Ahmedabad. These guys, when 
they pass out, become investment 
bankers and chief financial offi- 
cers—numbers are what they live 
and die by. Some more numbers 
were thrown at a by-now-dazed 
audience. Finally, it was logic and 
smart lines like “when handed 
lemons, make lemonade. When 
we have a demographic dividend, 
let us make use of it" that saw IIM- 
A pip the defending champions to 
make it to the final round. 


B-SCHOOL 


DEBATE 





Winners 
IIM Calcutta 


Naviin Ibhrampurkar and Arzi Adbi 


lst Runners-up 
IIM Ahmedabad 


Vinamra Srivastava and 
Mohit Sadani 





2nd Runners-up 
IIFT Delhi 


Arka Bhattacharya and 
Anchal Gupta 





3rd Runners-up 
IIM Bangalore 


Sahil Barua 
and Sandeep Das 





Let's hear it from you: Quizmaster 
Harsha Bhogle in full flow 


Gender Roles 

The second semifinal was perhaps 
among the most engrossing events 
of the day. Like most of the 
fiercest battles in history , this one, 
too, was fought over—women. 
Now, before vou start cooking up 
images of the contestants slugging 
it out for the pretty master of cer- 
emonies, here's the topic of the 
debate—“India Inc. is not doing 
enough to groom women lead- 
ers." The team for the motion— 
IIM Calcutta—started off with, 
guess what, some statistics. "Out of 
the 278 directors on the BSE Sensex 
companies, there are only 10 
women...even China fares bet- 
ter," said Arzi Adbi, of пм-С mak- 
ing an impassioned appeal to India 
Inc. to get more women into the 
boardrooms. “Bring in flexi-tim- 
ing, extend maternal leaves, start 
créches.” Most males in the audi- 
ence nodded their heads as the 
idea of having more women col- 
leagues around them seemed to 
appeal one and all. 

“Gender has nothing to do with 
leadership,” countered Им 
Bangalore’s Sahil Barua and 
Sandeep Das. “Anyhow, IT com- 
panies in Bangalore are doing what 
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From the podium: (L-R) Pavan Varshnei, Publishing Director, Business Today; Sumant Sinha, CEO, Aditya Birla Retail; 
Govind Grewal, National B-school Quiz winner; John Abraham; and Souvik Basu, National B-school Quiz winner. 
(Right) Runners-up Harkirat Singh and Siddharth Mukund (IMT Ghaziabad) 


you talked about right now (build- 
ing crèches and the ilk) for the last 
five years. In the next 20 years, 
you will see more women direc- 
tors in the boardrooms.” Harsha 
Bhogle had an interesting tongue- 
in-cheek take on the whole debate. 
"Ban every soap on TV....to think 
that these are made by a woman," 
he said, to a generous round of 
applause from the audience. 

After everyb ху grabbed a spot 
of lunch, the show resumed with 
the B-school Alumni Quiz. 
Questions like *From which source 
does the Chinese recording indus- 
try get half of its income?" were 
answered in a jiffy. If you are still 
scratching your head like I was, 
here's the answer—"Ringtones". 
But the question of the day was, 
"What did Lawrence Sperry, the 
founding member of the mile-high 
club (an esoteric club of individu- 
als who have enjoyed sex on an air- 
borne aircraft) invent?" The an- 
swer— 'autopilot"—rather а logi- 
cal one in hindsight, was answered 
by Jayashree Mohanka, an alumnus 
of IM Calcutta, and currently em- 
ployed with Eveready. Mohanka 
and her partner Rabi Sankar Saha, 
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B-SCHOOL 


QUIZ 





Winners 
NMIMS 
Souvik Basu and Govind Grewal 





1st Runners-up 
IMT Ghaziabad 


Siddharth Mukund and 
Harkirat Singh 





2nd Runners-up 
IIM Kozhikode 


Chinmay Mishra and Shamanth 
Madhava Rao 





3rd Runners-up 
XLRI Jamshedpur 


Raghu M. Reddy 
and Shrikant N. 





Pragnya Ram, Group Executive 
President Corporate Communications, 
Aditya Birla Group, is all smiles 


an employee with BPCL and alum- 
nus of the Delhi School of 
Economics, went on to win the 
Alumni Quiz, rather comfortably. 


ИМ Slugfest 


It was time for the finals of the de- 
bate. A cracker of a topic— "India 
Inc's business leaders should take 
over the political leadership"— 
ensured that a final debate worth 
the occasion would happen. 
Speaking for the motion, IIM-A's 
Sadani set the tone with this ob- 
servation: “Look at the business 
headlines instead of the political 
headlines and you will see the 
difference. Our Civil Aviation 
Minister, Praful Patel, is a great 
example of a successful business- 
man-turned-politician." 

IIM-C hit back quoting Infosys 
founder N.R. Narayana Murthy 
who had said that managing a 
company with homogenous set of 
people was easier than politics, 
where interests are diverse and is- 
sues more complex. “Take the case 
of Dr Vijay Mallya,” said IIM-C’s 
Adbi, “He is no stranger to the 
Cauvery issue. But he cannot talk 
about it openly despite being a 


Fuelling the pride 
of one billion Indians 





ONGC becomes the first-ever Indian Corporate 
in the Fortune magazine's list of 
‘World's Most Admired Companies' 2007. 
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Still shining bright: (L-R) Sumant Sinha, CEO, Aditya Birla Retail; Rabi Sankar Saha & Jayashree Mohanka, 
National B-School Alumni Quiz Winners; John Abraham: and Bharat singh, Director, Aditya Birla Group. 
(Right) Runners-up Tanmay Prusty and Anish Raju 


representative from Karnataka 
without endangering his business 
interests in another state. There is 
a serious conflict of interest." After 
some hardcore grilling by the 
judges—BNP Paribas COO Praveen 
Chakravarty, Aditya Birla 
Retail CEO Sumant Sinha, and 
Business Today Managing Editor 
К. Sridharan—tM-c was declared 
the winners. 


Thrilling Finale 

The final competition of the 
evening was the B-school Quiz 
Finals. Four teams, including 


Narsee Monjee Institute of 


Management Studies (NMIMS); 
Institute of Management 
Technology (IMT), Ghaziabad; 
Indian Institute of Management, 
Kozhikode; and XLRI Jamshedpur, 
made the final cut. As Bhogle 
popped question after question, 
the answers flowed and pulses 
raced. Questions like which film- 
maker does not like to use brand 
names in his movies and invents 
names, or which place has a 
turnover of over Rs 200 crore, is 
spread over 223 hectares and has 
an economy which makes leather 
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B-SCHOOL 
ALUMNI QUIZ 


Winners 


Rabi Sankar Saha and 
Jayashree Mohanka 








lst Runners-up 


Tanmay Prusty and 
Anish Raju 





2nd Runners-up 


Saurabh Goel and 
Rakesh Taklikar 





3rd Runners-up 


Sujit Varkey and 
Arun Kumar Pradhan 





Star power: Chief Guest Bollywood 
heart-throb John Abraham 


goods, pottery, handicrafts etc? 
The answers—Quentin Tarantino 
and Dharavi. By the third round, 
IMT Ghaziabad, was cruising 
towards a win. But a couple of 
incredible winning answers by 
NMIMS set up a befitting finale. A 
last ball thriller, like Bhogle would 
have commented on television. A fi- 
nal rally by NMIMS' Souvik Basu 
and Govind Grewal made them 
all-India champions defeating IMT’s 
Siddharth Mukund and Harkirat 
Singh by a mere 5 points. 

Perhaps seeing the fierce le els 
of competition, Aditva Birla 
Retail's CEO Sumant Sinha in his 
speech remarked: “Seeing the 
quality of people, | am glad that I 
finished my MBA when I did. The 
quality of the debate was just 
stupendous.” 

The icing on the cake, espec- 
ially for the female species in the 
gathering, was the Chief Guest. 
none other than Bollywood heart- 
throb, John Abraham. *Intelli- 
gence shows and these gentlemen 
on the stage just proved it...seeing 
all this made me feel very young,” 
he said as he distributed prizes 
to the winners. Ш 
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The Best Mutual Funds 











It has been a great year for mutual funds, but some 
funds stood out from the others. CLIFFORD ALVARES 


HEN MUTUAL FUND INVES- 
\ X tors started out at the 
beginning of 2007, many 


viewed the year ahead with cir- 
cumspection. After all, in 2006, 
the show was muted as mutual 
funds were a mile behind the broad 
market. That year, the Sensex re- 
turned 45.9 per cent; on average, 
diversified equity funds returned 
only around 32 per cent. Much of 
the action in 2006 was in the large 
cap space, while funds were largely 
invested in mid- and small caps. 
So, for fund investors looking for 
the alpha (fund manager lingo for 
outperformance), it seemed that 
the year ahead could again turn 
out sluggish. 

But to investors' surprise, 2007 
proved a fabulous year for mutual 
funds in general, and diversified 
equity funds in particular. Broadly, 
the industry also had a fantastic 
year as new categories were intro- 
duced. The year saw the launch of 
gold exchange traded funds 
as the first Gold Bees was launched 
in February 2007. Draft guidelines 
for real estate investment trusts 
have also been released and real 
estate trust funds will soon see 
the light of day. Two new AMCs set 
up shop and 76 new equity funds 
were launched last year. 

The good cheer rubbed off on 
equity funds market performance 
as well. Diversified equity funds 
put up an extraordinary show last 
year, with a majority outperform- 
ing the broader markets. As stocks 
of all sizes saw a spectacular run- 
up, diversified equity funds made 
the best of buoyant equity mar- 
kets. Out of a total of 159 funds 
active in the market, an over- 
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whelming 81 per cent of them or 
129 funds outperformed the 
Sensex. On average, too, the di- 
versified equity funds did far better 
than the market, returning 60.38 
per cent against the Sensex’s 47.15 
per cent. As a majority of the 
stocks participated in the broad- 
based rally, the diversified equity 
funds with a mix of large, mid- 
and small cap stocks performed 
exceedingly well. 


Among the toppers in the fast 
movers list was JM Basic Fund, 
which logged an impressive 111.44 
per cent return. JM Financial’s new 
CIO Sandip Sabharwal, who took 
over in December 2006, turned 
things around for the fund, invest- 
ing in construction, metals, power 
generation and electrical equipment 
manufacturers. Close behind is the 
Standard Chartered Premier Equity 
Fund, which invests largely in mid- 


cap stocks. The fund invested heav- 
ily in a few sectors that paid 
Off, and it returned a solid 110.47. 
The Taurus Discovery Stock Fund 
was close behind with a return of 
100.71 per cent. 

As if to prove the sceptics 
wrong, in many ways, 2007 set a 
new benchmark for mutual fund 
performance. Usually, only 20-30 
per cent in the diversified equity 
category manage to outperform 
the Sensex on a yearly basis. Now, 
with 81 per cent of the funds out- 
performing, all eyes are now on 
this calendar year and whether the 
equity funds can manage to repeat 
a similar or better performance. 

Like the diversified equity cat- 
egory, equity-linked savings funds 
also had a fabulous 2007. On 
average, the category returned 
59.25 per cent, much better 
than the broad Sensex. The Taurus 
Libra Taxshield outshone its ELSS 
peers by a small margin, returning 
111.69 per cent. The fund out- 
performed due to its bets in 
the mid-cap space. Following 
it were two funds from Principal 
AMC—Principal Personal Tax Saver 
and Principal Tax Savings, which 
returned 86.17 and 80.81 per 
cent, respectively. 

For the balanced category, 
things cheered up in 2007 as they 
returned 46.86 per cent on average, 
almost matching the Sensex. 
Considering that these funds invest 
about 30-35 per cent in debt and 
money market instruments, the per- 
formance is nothing short of im- 
pressive. The best performing fund, 
the Escorts Balanced Fund returned 
67.89 per cent, while ICICI 
Prudential’s Child Care Gift Plan 
ended the year with a return of 
65.18 per cent. 

Another popular retail category, 
monthly income plans, lagged a bit 
on performance and managed to 
give an average return of 13.64 per 
cent. As these funds invest around 
80 per cent of their corpus in debt, 


The High and Mighty 
The top 10 equity funds beat the markets and their benchmarks comfortably. 


6-топ! 









ЈМ Basic 39.81 


Standard Chartered Premier Equity 27.8! 20 | 
Taurus Discovery Stock 3105 _ U 1 
JM Emerging Leaders 2057 19 | 
Reliance Regular Savings Equity 3018 445 | 
ICICI Prudential Infrastructure 6S | 7.87 ` | 
Sundaram BNP Paribas CAPEXOpp.-D 25.82 _ 14 | 
Kotak Opportunities 5418 309.22 25 | 
Canara Robeco Infrastructure 26.77 175.9 155 | 

| 


DWS Investment Opportunity 4483 2995 | 
Remarks: Qut of 159 equity funds, 129 outperformed the BSE Sensex. The Sensex returned 47 15 per cent in 2007. Equity 
funds, on average, returned 60.38 per cent as fund managers picked the right stocks 


Returns in per cent as on December 31, 2007 Assets as on November 30, 2007 


Going Great Guns 


Tax saving funds also had their day in the sun last year. 














Taurus Libra Taxshield [ 
Principal Personal Tax Saver 2.64 | 
Principal Tax Savings 240 | 
Birla Sun Life Tax Relief '96 | | 
DWS Tax Saving 59.1! І | 
Escorts Tax Plan 7403 | 505 G ] | 
Sundaram BNP Paribas Taxsaver 4689 35298 45 | 
Canara Robeco Equity Tax Saver 29578 3227 M | 
Kotak Tax Saver 2345 388.43 { | 
$аһага Тах баїп 3439 | 7M 


Remarks: Again, a majority of 20 funds out of 26 outperformed the BSE Sensex. On average, 2155 funds outperformed the 
Sensex last year. Fourteen out of 26 funds managed to outperform their respective benchmarks 


Returns in per cent as on December 31, 2007 Assets as on November 30, 2007 


One up on Balance 
Balanced funds, too, had a great year with better than average returns. 









Escorts Balanced 77.67 a 6 

ICICI Prudential ChildCare-Gift 67.21 1548 90 
Principal Child Benefit 90.8 45 
LICMF Balance A51. 5.31 
BoB Balance 3474 23 
Tata Balanced 7663 2% M 
Birla Sun Life '95 26528 — J 
Kotak Balance 3326] — 41.21 
DSPML Balanced 5821 5072 | 
Reliance Regular Savings Balanced V2. Bs | 


Remarks: On average, balanced funds returned 46.86 per cent, almost at par with the BSE Sensex. Lower interest 
rates helped prop the debt side of the portfolio 


Returns in per cent as on December 31, 2007 Assets as on November 30, 2007 
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Lagging, But Steady 
The popular monthly income plans managed a better performance. 


6-month 1-уваг 
return return 





Principal MIP Plus 
Principal MIP 

HSBC MIP Savings 

LICMF Floater MIP Plan A 
LICMF MIP 

UTI MIS-Advantage Plan 
HDFC MIP Long-term 
Birla Sun Life MIP 

FT India MIP 

Birla MIP 


` SANE 
29915 1440 


Remarks: Monthly income schemes were able to clock moderate returns. On average, 38 MIP plans managed to give re- 
turns of around 13.64 per cent. Only half the funds managed to better the average 


Returns in per cent as on December 31, 2007 


Assets as on November 30, 2007 


On a Secure Road 
The liquid fund category made the best of the see-sawing debt market last year. 


6-month l-yeal 2-year 
return return return 








1150 9625 


DWS Money Plus 
ABN AMRO Money Plus Regular — — 11.68 | 
HSBC Liquid Plus Regular 11.00 5,149. 


Canara Robeco Liquid Plus Retail — 1300 
HOFC Cash Mgmt Saving Plus Retail 17.24 


UTI Liquid Plus 201584 — 
DBS Chola Freedom Income Short-term 12.58 
Birla Sun Life Liquid Plus Retail 14.75 
DSPML Liquid Plus Retail 1,102.63 2,968. 
JM Liquid Plus Regular 1266 96. 


Remarks: Liquid funds returned 7.98 per cent on average. Out of the 10 funds with a track record of one-year. five 
bettered the average 


Returns in per cent as on December 31, 2007 Assets as on November 30, 2007 Source: Valueresearchonline.com 


the returns from these funds are 10 per cent. 





tilted towards the conservative side. 
But two funds managed 20 per 
cent-plus gains—Principal мір Plus 
(25.78 per cent) and Principal MIP 
(20.20 per cent). HSBC MIP Savings 
Plan follows close behind with 
19.74 per cent, while LIC NF's 
Floater мір Plan A gained a decent 
19.6 per cent. About eight funds 
out of 38 in this category, how- 
ever, provided returns of less than 
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In the liquid plus category, of 
the 10 funds that have been 
around last year, the performance 
ranged between 7.12 and 8.61 
per cent. DWS Money Plus and 
ABN AMRO Money Plus regular 
returned 8.61 and 8.41 per cent, 
respectively. Overall, this category 
has delivered above average re- 
turns considering that the interest 
rate scenario has been a tad 


volatile last year. 

But, how will 2008 pan out for 
mutual funds investors? In general, 
avid market watchers point out that 
the year is expected to roll out well 
with equities likely to return in ex- 
cess of 15-20 per cent. All cate- 
gories of funds, particularly those 
that have invested in the financial, 
engineering, construction, oil and 
gas, real estate and metals, are on 
course to have a good year. Funds 
that have a good blend of different 
market caps will stand out more 
than those that have invested largely 
in the large cap space, and the- 
matic funds, too, are expected to do 
well. Equity-linked savings plans 
are expected to rank close behind 
diversified equity funds. The buoy- 
ant stock market will reflect on 
balanced funds too, particularly 
those that have invested in core 
sector stocks. 

Monthly income plans may 
have another muted year as much 
depends on the interest rate sce- 
nario. The interest rate scenario is 
likely to remain firm due to strong 
capital flows and the above average 
inflation. As MIPs have invested 
largely in debt, the returns could be 
volatile here. But for liquid-plus 
funds, the firm interest rate sce- 
nario bodes well. Those investors 
who park their money for the very 
short term should see similar re- 
turns from this category of funds, if 
not better. 

But will a bulk of the diversi- 
fied equity funds manage to 
outperform? That is the big ques- 
tion. Like 2007, if more than 
three-fourth of equity funds out- 
perform, fund investors will be 
more than happy. But if just 
a handful of sectors and stocks 
perform in this market, it could be 
a sluggish year for many funds. 
The good news is that the year 
has started on a strong note and 
has accelerated smoothly so far. It 
seems like 2008 could still spring 
a few surprises. 





That's why when it comes to Fixed Deposits, 
SIDBI FD makes an ideal and safe investment 
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INTEREST RATE STRUCTURE UNDER SIDBI FIXED DEPOSIT SCHEME 

Duration Revised Annual Interest Rate 
% p.a. * w.e.f. December 20, 2007 
Annual Quarterly Monthly 





















12 months - 24 months 7.95 
25 months - 36 months 8.19 
37 months - 59 months 8.42 


60 months 


For Senior Citizens * 

12 months - 24 months 
25 months - 36 months 
37 months - 59 months 
60 months 


Quarterly Monthly 
8.42 
8.65 


Minimum amount Rs. 10,000/- and thereafter in multiples of Rs. 1,000/- 
*|n cose of application from Senior Citizen (Age 50 years ond above), applicants are requested to furnish the proof of oge viz. an attested 
copy of ony one of the following: Ration Card, Possport, Driving License, Voter Identification Cord, PAN cord, Pension/Service Book, Birth 
Certificate, Schoo! Leaving Certificate, LIC Policy etc indicating the date of birth, or depositor's status as Senior Citizen 


All eligible Depositors will have to comply with the КҮС norms 


Safety * Security * Service 


Mighesi Rutinp FT 
Highest Rating 

CRISIL | 7 / 
CARE | SMALL INDUSTRIES DEVELOPMENT BANK OF INDIA 


We empower Micro, Small & Medium Enterprises 





*conditions apply. 
Call Toll Free No. 1800 22 6753 or visit www.sidbi.in Interest rates subject to change. 
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SUBSCRIBE TO 
GOLF DIGEST INDIA AND... 


Get a quality crafted cabin traveler with strolley 


to suit all your travel needs absolutely free 
• Spacious interiors 


e Collapsible strolley 


e Comfortable grip top handles 
e Zippered pockets 


Also get a Greg Norman Mercerized Polo - bold striped 


t-shirt, a perfect wear for a sunny day on the course 
e 100% mercerized cotton 


* Fabulous sheen and contrast collar enhances 
the style appeal 


e Available in 2 colours - Red and Biege 





GROUP 


1 YEAR SUBSCRIPTION 


Get a Greg Norman Mercerized Polo - bold striped 
t-shirt, a perfect wear for a sunny day on the course 


Golf Digest India, a monthly magazine, has an entire spectrum of golf 
related issues for discerning followers of the game. Subscribe now and get 
ready to hit some crisp shots around the green. 


* Learn from the experiences of international golfers like Tiger Woods, 
Ernie Els, Annika Sorenstam * Tournament coverage and articles on Indian 
golf and golfers 


mm md ра = = —— 


Best Offer 





Rs. 1200 10% | Rs.1080 


SUBSCRIPTION INVITATION AND SAVINGS FORM 


E DM NON DX SENE SERE HERE HARE 


Golf 


How to play, what to play, where to play 
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The Top Picks for 2008 








There are still quite a few undervalued stocks that could see big 
upsides in the new year. We shortlist 10 such gems. кїнї JOSHI 


HE YEAR 2007 WAS A HEADY ONE 

| for the Indian stock markets 
as the Sensex raced from 
12,500 to 20,000 levels. The march 
of the market was fuelled by a 
booming economy that grew over 
9 per cent and strong corporate 
earnings growth driven by rising 
domestic consumption. With the 
India growth story still on track, 
2008 may be another good year 
for the domestic markets. Says 
Hitesh Agrawal, Head (Research), 
Angel Broking: *We believe that 
long-term money will keep flowing 


Reliance Communication 
Investment Argument 
e An established player in the Indian 
telecom market (the fastest 
growing in the world) 


e An integrated presence across the 
telecom value-chain 


e A player in the global voice and 
data business and a leader in the 
international long distance market 


TAS Lcid 
E , J 
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)ап. 3, 2007 413 
)ап. 3, 2008 133 
Percentage change 95 

*In Rs 
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into the country as fund managers 
across the globe look for relatively 
safer options to park their funds.” 
For investors, the rules of the game 
remain the same: back companies 
with sound fundamentals and qual- 
ity managements. We have short- 
listed 10 undervalued but quality 
stocks that have the potential to 
outperform the markets this year. 


Reliance Communications 

In just five years since the country- 
wide launch of its CDMA services in 
2002, the Anil Ambani-controlled 


Vesuvius India 


Investment Argument 


e Strong growth expected in the steel 
industry, which is a major consumer 
of refractories 


e Backed by a strong parent, the 
Cookson Group, which has a global 
presence in the refractories industry 


e A debt-free balance sheet 


Eb ^, tag 
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Stock Performance ** E 


Jan. 3, 2007 261 
Jan. 3, 2008 286 
Percentage change 9.57 








Reliance Communications has be- 
come a leading player in the Indian 
telecom industry, the fastest grow- 
ing in the world. Thanks to attrac- 
tive tariffs and offerings across the 
telecom value chain, besides value- 
added products and services and 
brand-building initiatives, it has 
transformed the competitive dy- 
namics of the sector. Says Agrawal: 
“The mobile subscriber base in the 
country is likely to continue to grow 
at a robust pace. There is enough 
room for growth for all players, 
and since RCL is the second-largest 


/ 
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Nestle India 





Investment Argument 

e Best player in the food processing 
space in India with a strong focus 
on product development 

e Diversified product portfolio of 
established brands 

e Pick-up in consumer demand 


indicates a strong growth phase 
for the food giant 
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Stock Performance ** 


Jan. 3, 2007 1,154 
Jan. 3, 2008 1,484 
Percentage change 28.59 

**In Rs 


Investment Argument 
e Largest offshore drilling contractor in 
the private sector 


e Increased demand for rigs igs due to 
heightened eid in oil E E&P is leading 
to better day rates 


e A sustainable business model - 


Stock Performance 


Jan. 3, 2007 1,677 
Jan. 3, 2008 n 5,094 
Percentage change 204 





player in the market, we expect the 
company to be a major beneficiary 
of this growth." 


Vesuvius India 

As a major manufacturer of and 
trader in refractories, the com- 
pany appears poised to capitalise 
on the Indian steel industry's plans 
to almost double its production 
capacity to 80 million tonnes by 
2015. Vesuvius also caters to the 
ferrous and non-ferrous foundries 
and glass industries. “This increase 
in steel manufacturing capacity 
presents a huge opportunity for 
refractories in India," says Agrawal. 
Vesuvius is ramping up its pro- 
duction capacity to meet the an- 
ticipated demand. In the last eight 
years, the company has made four 
acquisitions to supplement capac- 
ity. More importantly, it is backed 
by a strong parent, the Cookson 








Investment Argument 


e Core mortgage business recording 
strong growth 


e Excellent asset quality despite strong 
asset growth 


e Has created significant value in its 
subsidiaries 





Stock Performance ** 


Jan. 3, 2007 1,607 
Jan. 3, 2008 3,046 
Percentage change 89.54 

* *In Rs 


Group, which has a presence in 
over 30 countries. 


Nestle India 

À 61.9 per cent subsidiary of global 
food and beverage (F&B) giant Nestle 
SA, Nestle India is one of the largest 
and most diversified F&B company 
in India. It boasts of some of the 
most established brands, including 
Maggi, Nescafe, Lactogen, Kit Kat, 
Milkmaid, etc. 

The company operates in four 
key segments—milk products and 
infant nutrition; prepared dishes 
and cooking aids; beverages and 
chocolate and confectionery. It is a 
leader in categories like baby foods, 
instant noodles and instant coffee. 
Says Agrawal: *Nestle has a dis- 
tinct advantage over its competi- 
tors in the F&B space on account 
of its strong focus on developing 
products around the nutrition, 


ploration Services 


Investment Argument 

e Largest player in onshore drilling and 
seismic Survey services 

® Healthy order book provides growth 
possibility | 

e Aggressive growth plans 





Stock Performance ** 


Jan. 3, 2007 319 
Jan. 3, 2008 | 616 
Регсеп!аре change 93 

**|n Rs 





health and wellness platform and a 
culture of innovation in its offer- 


ings." Moreover, the company is 
backed by a strong parent, which is 
the largest food company in 
the world. 


Aban Offshore 


It is India's largest offshore 
drilling contractor in the private 
sector, offering drilling and oil- 
field services for offshore explo- 
ration and production of hydro- 
carbons to domestic as well as 
overseas oil industry. The com- 
pany provides oilfield operators 
with equipment like rigs or float- 
ing production units (FPUs) for 
the exploration and production of 
oil from marginal oilfields. All 
its rigs are deployed on a charter- 
hire basis with reputed oil explo- 
ration operators like Oil & 
Natural Gas Corporation (ONGC) 
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Patel En 


Investment Argument 

e Focus on the hydropower segment 
likely to pay off 

e Robust order book 


e Development of land bank will unlock 
large value for the shareholders 


Lo 


* 





Stock Performance ** 

Jan. 3, 2007 465 
Jan. 3, 2008 982 
Percentage change 111 


**|n Rs 


for the entire year. 

Thanks to government poli- 
cies, oil E&P activities in the coun- 
try have increased considerably 
leading to a growing and sustained 
demand for rigs and, as a result, 
better day rates and long-term 
income sustainability for drilling 
companies like Aban. Says 
Sandeep Nanda, Head (Research), 
Sharekhan: “Aban’s business 
model provides opportunities for 
high earnings growth, which we 
believe is sustainable.” 


HDFC 

The company that began its journey 
in 1977 with the social objective 
of promoting home ownership by 
providing long-term finance to 
households for their housing needs, 
has today become one of the most 
sought-after financial conglomer- 
ates in India with interests in bank- 
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Investment Argument 


@ Strong focus on retail loans to 
drive growth 


ө Stable net interest margins — 
e Significant improvement in asset quality 


a 





Stock Performance ** 


Jan.3,2007 — — — | 248 
Jan.3,2008 — | 481 
Percentage change 98 





ing, asset management and insur- 
ance through its key subsidiaries. 

HDFC has gained significant 
market share over the past cou- 
ple of quarters. Also, continuous 
CRR hikes by RBI have benefitted 
HDFC the most, as the company 
doesn't need to maintain CRR. 
Hence, its lending rates have re- 
mained stable. Says Nanda: "Its 
core mortgage business is expected 
to grow at 25-30 per cent over 
the next couple of years." The 
company has also created signifi- 
cant value in its subsidiaries like 
HDFC Bank, HDFC Life Insurance 
and HDFC Mutual Fund. 


Shiv-Vani Oil and Gas 
Exploration Services 

With a fleet of 25 onshore drilling 
rigs and six seismic survey crews, 
Shiv-Vani has emerged as the 
largest onshore service provider 


panics, LHe ачшиои Ul uron vac 
pacities by the company is well- 
timed and coincides with the up- 
cycle in the industry. The height- 
ened exploration activity has re- 
sulted in severe shortage of re- 
sources among service providers, 
leading to firming up of day rates 
(or billing rates per km in case of 
seismic surveys) for various serv- 
ices. 

In addition to the favourable 
business environment, the existing 
order backlog of Rs 2,950 crore 
provides a strong revenue growth 
possibility over the next two years. 
The company also has a healthy 
order pipeline with planned bids 
worth over Rs 5,000 crore for 
global tenders over the next few 
quarters. Says Nanda: "To further 
consolidate its leadership position 
and effectively tap the huge oppor- 
tunity, the company has planned 
an aggressive capital expenditure 
programme of around Rs 1,000 
crore." 


Patel Engineering 
It's a specialised hydropower 
player that has been involved in 
construction of almost 25 per cent 
of the total installed capacity in 
the country. Hydropower forms 
nearly 50 per cent of its current or- 
der book of Rs 5,000 crore, fol- 
lowed by irrigation (28 per cent) 
and transportation and others (22 
per cent). Says Ajay Parmar, Head 
(Research), Emkay Share and 
Stock Brokers: *We believe that 
the company will be able to grow 
steadily over the next four-to-five 
years as investments in hy- 
dropower gain further momen- 
tum, thanks to increased focus on 
hydropower by the government." 
Patel Engineering is one of the 
few companies with the technical 
capability to construct hydropower 
plants in India. Till date, the 
company has been involved in 
building 7,000 ww out of the total 
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32,000 Mw installed capacity of 
hydropower. There is huge poten- 
tial in the business as the govern- 
ment is planning to add almost 
18,000 Mw of hydropower capac- 
ity over the next five years. 


Bank of Baroda 


The bank is pursuing a strategy of 
aggressive credit growth along with 
protection of net interest margins. 
It is now focussing on retail lending 
and SME and agricultural advances 
to drive growth. BoB has set up 
loan hubs in several Tier-I cities to 
market its retail products. Says 
Parmar: “This new initiative is go- 
ing to give a significant boost to 
its retail advances." 

The bank is also focussing on 
growing its fee income through co- 
promotion of third party products. 
For this, it has tied up with various 
financial intermediaries like HDFC 
Standard Life Insurance, National 
Insurance Company, UTI Mutual 
Fund and India Infoline to co-pro- 
mote their products. 

BoB has recently seen tremen- 
dous improvement in its asset qual- 
ity. With lower slippages and robust 
recoveries over the last five years, 
the bank has significantly reduced its 
gross and net NPAs to 3 per cent 
and 0.6 per cent, respectively. 


Tata Steel 

Established in 1907, Tata Steel is 
Asia’s first and India’s largest pri- 
vate sector steel company. It is 
among the lowest cost producers 
of steel in the world with a man- 
ufacturing network in India, South 
East Asia, the Pacific Rim coun- 
tries, and now, the European 
Union. Its products are targeted at 
the auto sector and the construc- 
tion industry. The company has 
recently increased capacity at its 
plants to ensure healthy realisa- 
tions going forward. Says Parmar: 
“Increased supply in a strong pric- 
ing environment is likely to boost 
Tata Steel’s revenues.” 
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Tata Steel 


Investment Argument 


e Capacity expansion to boost top-line 
and bottom line 


e Strong pricing environment 


e Corus acquisition gives it an entry into 
the lucrative European market 





Stock Performance ** 

Jan. 3, 2007 412 

Jan. 3, 2008 923 

Percentage change 95.55 
**|n Rs 





The acquisition of Corus last 
year is also expected to be benefi- 
cial for Tata Steel as it compli- 
ments the company's product port- 
folio besides giving it an entry into 
the lucrative European steel mar- 
ket. Corus' superior product of- 
fering, impressive client list and 
strong brand name are likely to 
ensure premium pricing for 
its products. 


Punj Lloyd 

Punj Lloyd is one of the largest en- 
gineering and construction (E&C) 
companies in India offering inte- 
grated design, engineering, pro- 
curement, construction and proj- 
ect management services, mainly 
to the energy and infrastructure 
segment. The hydrocarbon sector is 
the thrust area for the company, 
which provides a whole gamut of 





Investment Argument 
e Will benefit from strong growth in the 
Indian hydrocarbon sector 


e Robust order book 
e Sound business model 








Stock Performance ** 


Jan.3,2007 — | __ 282 
Jan. 3, 2008 — "A S. 
Percentage change 173 

**in Rs 


product offerings like E&C services 
for onshore and offshore pipelines, 
gas gathering systems, oil & gas 
tanks and terminals and process fa- 
cilities for refineries. 

The company operates in nu- 
merous geographies and has strong 
presence in West Asia, Asia Pacific, 
Africa and South Asia. Overseas 
business contributed almost 65- 
70 per cent of Fy 2007 consoli- 
dated revenues. 

Punj Lloyd appears poised to 
ride on the strong growth in the 
hydrocarbon sector where pro- 
posed capex is pegged at 
Rs 2,49,800 crore over the next 
four years. Says Parmar: “Punj 
Lloyd will reap handsome gains 
from the opportunities in the en- 
ergy and infrastructure segments 
by leveraging its experience and 
skillsets." 
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short-selling makes 
a comeback. It can 
be rewarding for 
investors, but there 
are downsides as 
Well. RISHI JOSHI 


Securities and Exchange Board 

of India (SEBI) has once again al- 
lowed short-selling of stocks by 
all market participants. Seven years 
after short-selling was banned, re- 
tail and institutional investors will 
now have the option to go short in 
the cash market from February 1. 
As the move looks set to reshape 
stock market dynamics, there are 
many implications for investors. 

For one, short-sales will bring 
the Indian stock markets on par 
with advanced markets. Until now, 
there were concerns that short-sales 
could be used to artificially depress 
prices—after the 2001 securities 
scam it was feared that a bear cartel 
had artificially rigged prices by ex- 
cessive short-selling. This had prom- 
pted the ses! ban on it. Analysts 
feel that the markets have matured 
enough to re-introduce short-selling. 
Says BSE member Ramesh Damani: 
“It will make the markets more sta- 
ble. Now market participants can 
express both views as they are al- 
lowed to go both long and short.” 
Adds Manish Sonthalia, vp (Equity 
Strategy), Motilal Oswal: “The de- 
cision to allow short-selling is sig- 
nificant and will make the markets 
more efficient.” 


First Up 
A short-sale, very simply, is a bearish 
position on a stock. In this, an 


[s A LONG-AWAITED DECISION, THE 
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End of the M 
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Shorting 


The 
киш 


profitable 
short-sale 











RAMEN SARKAR 
Bearish position on a stock 
Trader sells shares without owning them 


Shares are borrowed to settle position 


Interest paid to stock lenders by short-sellers at 
market determined rates 


Position is squared off at a lower stock price WEN 

















Both retail and institutional investors allowed to short-sell 
Naked short-sales not permitted 


Securities in futures and options segment to be 
eligible for short- selling 


A securities lending and borrowing (SLB) scheme to 
be made operational 


SLBs to take place on automated, screen- -based, 
order-matching platform of authorised intermediaries 


Institutional investors to be debarred from у trading 



































—— س 


Seller sells 10,000 shares of XYZ Ltd @ Rs 100 
— Rs 10 00 


Seller borrows 10,000 shares of XYZ from SLB (c) 
876 per annum for one month — = Rs 15, 000 








e Price of XYZ after a month — Rs 80 











Value of the repurchased 10,000 XYZ shares after 
a month = Rs 8,00,000 


Price difference at the time of XYZ repurchase = 
Rs 10,00,000 - Rs 8,00,000 = Rs 2,00,000 


Cost of borrowing shares from SLB 
s 15,000 














Profit from short-sellin 
5 15,000 = Rs 1, 


*\Illustrative example; actual borrowing cost may differ 


— Rs 2,00,000 
,000 


investor borrows shares, promises to 
return them in future and sells them. 
If the stock price dips, the short- 
seller buys the shares back at a lower 
price, returns the shares to the owner 
and pockets the difference between 
the price at which he sold and the 
new lower price. SEBI's green signal 
for short-selling, analysts say, is a 
step in the right direction. In a rising 
market, where demand for shares 
exceeds supply, a short-seller steps in 
with borrowed securities; when the 
markets are sliding, the short-seller 
squares his position by buying back 
the shares. This not only beefs up 
market liquidity but also balances 
the market on both sides. 


The Shorting Code 


Typically, investors short-sell when 
they feel that a stock is overvalued. 
They sell the shares hoping to buy 
them back at a lower price in the fu- 
ture. Traders also look to arbitrage 
between the cash and the futures 
market. For instance, if the spot 
price of a stock is higher than the fu- 
tures market, they short the stock 
and buy in the futures market. This 
cannot be done at present, though 
reverse arbitrage is possible—buy 
in cash and short the futures. 

The lack of short-selling in the 
cash market also perhaps explains 
the immense popularity of stock fu- 
tures. In the futures segment, short- 
selling is permitted. This has often 
led to the cash market taking signals 
from the futures market. Explains 
Damani: *Very often the spot price 
in the cash market runs far ahead of 
the futures. This is partly due to the 
absence of short-sellers." $ЕВІ hopes 
to remove this anomaly by permit- 
ting short-sales. The move is ex- 
pected to make the markets more ef- 
ficient by presenting proper arbi- 
trage opportunities between the cash 
and the futures market. Arbitrage 
funds that today buy stocks in the 
cash market and sell in the futures 
market will now be in a position to 
reverse arbitrage in a bearish market 


RACHIT GOSWAMI 





“Short-selling will make the markets more 
stable ici 


both 


. Market participants can express 
views as they are allowed to go long and short” 


Ramesh Damani, BSE Member 


and help true price discovery. 

To ease the process, the market 
regulator will shortly roll out a se- 
curities lending and borrowing 
mechanism (SLB) that will work on 
an automated, screen-based, order- 
matching platform to be provided 
by authorised intermediaries. SEBI 
wants to build a vibrant stock lend- 
ing and borrowing module in tan- 
dem with short-selling. Short-sellers 
will have to borrow securities from 
the sLB scheme to complete the 
transaction. All investors (includ- 
ing retail), who own shares, can 
participate in the SLB scheme and 
earn a fee for lending shares to 
short-sellers. Says Sonthalia: “It’s 
likely to be a daily borrowing and 
lending process where the interest 
charged for borrowing stocks will be 
based on the demand and supply of 
funds and securities.” 

To begin with, the securities 
traded in the futures and options 
segment will be eligible for short 
sales. However, SEB! is still treading 
cautiously and will review the list of 
stocks eligible for short-selling reg- 
ularly. No institutional investor will 
be allowed day trading (squaring 
off transactions on an intra-day ba- 
sis). Also, naked short-sales (where 


NISHIKANT GAMRE 





“The decision to allow institutions to short- 
sell is significant and will make the markets 
more efficient” 


Manish Sonthalia, VP, Motilal Oswal 


the seller does not deliver shares 
within the settlement period) will 
not be permitted. In a circular, SEBI 
says: “The stock exchanges shall 
frame necessary uniform deterrent 
provisions and take appropriate ac- 
tion against the brokers for failure to 
deliver securities at the time of set- 
tlement, which shall act as suffi- 
cient deterrent against failure to 
deliver.” The restriction on naked 
short sales is in line with similar 
checks in other markets and pre- 
vents manipulation through large- 
scale, naked short-selling. 


Short-sell or Not? 
Short-selling is rather risky. One 
has to be clear as to why a particu- 
lar stock will not do well in the 
short term, and also look at the 
demand and supply of that partic- 
ular stock. Essentially, short-sell- 
ing is a tool for traders and arbi- 
trageurs looking for opportunities 
in prices. Look for short-selling 
only if you feel the stock has run far 
ahead of its right valuation. 
Otherwise, investors can partici- 
pate in the stock-lending and bor- 
rowing system by lending shares 
to other short-sellers, and earn an 
additional income. 
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Taking Stock, Virtually 





Online and offline brokering work better in 
combination than alone. rEjEEsH N.S. вені. 


HEN 33-YEAR-OLD PRASHANT 
Shivram, a Mumbai-based 
marketing consultant, 


shifted from offline trading to online 
two years back, it was the conven- 
ience of trading from his home that 
got him hooked to online investing. 
“It’s far more real-time than offline 
trading. Plus, you can see your de- 
liveries coming through and for 
those who indulge in day trading, 
the online model holds a definite ad- 
vantage for obvious reasons," exp- 
lains Shivram. 

Shivram, of course, has no taste 
for day trading, but that in no way 
diminishes the advantages of online 
trading. “The very nature of the of- 
fline model makes customers de- 
pendent on dealers who they have to 
call to place orders—this means that 
as a customer you might miss out on 
a price point of a particular stock in 
the interregnum between the placing 
of the order and the delivery," says 
Amit Golia, Senior Vice President 
and Head of Retail, Motilal Oswal 
Securities. An online brokerage, he 
says, empowers customers to oper- 
ate in real time and more impor- 
tantly, to be on his own. 

Another major advantage that 
online broking holds over its offline 
counterpart is the power of informed 
decisions that it affords. “There are 
plenty of research-backed tools avail- 
able online to help customers take an 
informed decision on their stock 
choice—helped, of course, by the 
constant updates on real-time trad- 
ing calls," says Vinay Agrawal, 
Executive Director, E-Commerce, 
Angel Broking, who also doesn't 
discount the privacy factor inher- 
ent in online trading. 

It isn't just the customer who 
stands to gain more by opting for an 
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online brokerage. From an organi- 
sational perspective, too, an online 
model works better as it is more 
scaleable vis-à-vis an offline broker- 
age whose maximum capacity will 
be not more than 200-300 cus- 
tomers. Prasanth Prabhakaran, Senior 
Vice President, Kotak Securities, who 
differentiates between the two as in- 
dependent investing and assisted in- 
vesting, feels that online brokerage 
models are perfect for those who 
have the time to go through market 
research reports, don't need any- 
one to advise them on their stock 
portfolio and most importantly, 
have a high-risk appetite—which, he 
clarifies, is different from having 
high-risk capital. 

However, this doesn't mean that 
offline brokerages are to be written 
off. Brokers say offline trading has 
its own followers—especially peo- 
ple who don't feel confident about 
taking investment decisions on their 
own and who would like to discuss 
their concerns with a broker face-to- 
face and then arrive at a decision. 
Adds Prabhakaran: *For people with 
a large investment corpus—say about 
Rs 5-10 crore—it becomes impera- 
tive to provide personalised service 
so as to reassure them that they are 
putting their eggs in the right basket." 
This implies that customers with a 
large investment appetite are defi- 
nitely better served through an of- 
fline brokerage compared to small 
retail investors who may not get 
the same kind of time and attention 
since brokers, too, need bigger 
clients. The biggest advantage with 
offline brokerages lies in their ac- 
cessibility while travelling—some- 
thing that even Shivram concedes, 
saying that he just has to make a 
phone call to get his work done 





AP 








Net, Set..., Go 

PROS 

e Real-time stock quotes — 

e Independence of investing — 

e Scaleable—for an organisation 

e Better information flows — _ 

e No preferential treatment for 
large/HNI clients 

CONS 

e No human interface/advice _ 

e Dependent on net connectivity 


— —— 


e Investors must be net-savvy 





Helping Hand 
PROS 


e Reassurance of professional 
advice and human interface 


e Better client servicing— 
especially for HNIs and large 
clients 


e Can be done through phone— 
especially when travelling 


e Brokerage rates can be 
negotiated 

CONS 

e Absence of real-time information 


e Possibility of communication 
error over phone 


e Retail investor may not get 
broker's attention 


e Model not scaleable beyond a 
certain point 





when he goes out of town. “Besides, 
when the net connection is 
down—which is not uncommon in 
India—it's a telephone call to the of- 
fline that will save your day," says 
Prabhakaran. 

Statistically, the argument for 
online and offline can be sliced both 
ways. Compared to 2004, when 
internet trades comprised just 2 per 
cent of NSE volumes, in 2007, the 
figure was at 24 per cent. While 
that still leaves a huge chunk—76 
per cent—to offline brokerages, the 
rate of growth is pretty neat, feels 
Prabhakaran. “In the us, the share of 
internet trading grew from 15 per 
cent in the early 90s to 52 per cent 
now. The Indian market has wit- 
nessed a faster growth in three 
years," he observes. 


What It Costs 
Angel Broking's Agrawal says 
there's not much to choose in 





terms of charges: 0.5 per cent for 
delivery and 0.1 per cent for trad- 
ing. Golia, however, does admit to 
a difference between online and 
offline models. *At Motilal Oswal, 
we charge 0.4 per cent for online 
and 0.5 per cent for offline—both 
charges for deliveries. Offline 
charges generally tend to be higher 
due to certain add-on costs like 
personal financial advice," he elab- 
orates. Kotak Securities, according 
to Prabhakaran, charges 0.59 per 
cent for delivery in the online 
model and 0.5 per cent for the 
offline. Depending on the vol- 
umes, brokerage charges in both 
online and offline can be lower. 


Between the Two 


50, does that mean that offline bro- 
kerages are becoming redundant? 
And, more importantly, what should 
a retail investor opt for? While no 
one really believes that online trad- 


ing will make its offline counter- 
part obsolete—given the levels of 
net penetration in the 
country—choosing between the two 
depends on the investor. “If a cus- 
tomer has the time and resources 
to study and understand the mar- 
ket—and has absolute confidence 
in his own portfolio decisions, online 
trading is apt for him. However, if 
he feels the need for guidance, or has 
constraints in terms of time and ac- 
cess, it is better to opt for offline 
trading and graduate to online trad- 
ing in future," feels Agrawal. Besides, 
says Golia, while the online model 
works best for the retail in- 
vestor—compared to an HNi—it al- 
Ways pays to look at what kind of of- 
fline assistance is available. *An on- 
line model with some human inter- 
face not only reinforces the cus- 
tomer's belief in the financial ad- 
vice but also comes in handy when 
the servers are down," he says. 
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THOSE WHO HAVE BEEN LEFT RUING THE MISSED 
nent opportunities in the country's booming 
* market, market regulator SEBI played Santa 
mas and provided a glimmer of hope with its pro- 
t up Real Estate Investment Trusts (REITs) that will 
il investors to participate in the property market 
»onths. 
ling to sEBI's draft regulations, like mutual funds, 
1se collective funds for owning and managing in- 
in real estate projects. They will be managed by 
real estate investment management company and 
uired to distribute 90 per cent of their annual in- 
ividends. As safeguards, strict limits have been 
on investments and borrowing by REITs. 


Grey 
draft regulations speak of and what they don't. 


anot acquire vacant land ® Taxation norms for REITs 


Is cannot act as trustees e Transaction costs like stamp duties 
only companies can etc., which could impact returns 


wuld have close-ended ® The actual method of assessment 
and appraisal of a property 

SIR a e Compulsory termination of a scheme 
upon expiry makes them rigid 

of REITs and REIMCs @ Absence of regulatory framework 


ependent of each other supporting foreign investments 
in REITs 


zs should not exceed 20 ® Lack of proper definition of net 
of the value of total assets worth as applicable to a trust 


К.К. Reddy, CMD, MARG, a construction com- 
ле regulations favour the investor by helping 
nnelise their savings into real estate in a safe 
REMS will invest only in developed properties, there 
o speculation and this will help protect investor 
e scenario.” He also points out that REITs will help 
ю hedge against inflation, earn higher and con- 
arns and also provide ease of exit. 
· flip side though, SEBI has yet to spell out tax rules 
ard assessment values for REITS. 
h Nair, Managing Director, Jones Lang Lasalle 
Chennai, has a word of advice for investors. 
d be treated as a long-term investment and re- 
ors need to know about the company they are 
ith,” he says. Overall, REITs look like offering a 
package that make investing attractive for retail 
-low volatility, good: dividends, convenient liq- 
| professional management. ш 
-NITYA VARADARAJAN 
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DIVERSIFIED EQUITY 


1 Reliance Regular Savings Fund - Equity - Growth 


2 Lotus India Mid Cap Fund - Growth 

3 Principal PNB Long Term Equity Fund 
-3 Year Plan - Series | - Growth 

4 JM Small & Mid-Cap Fund - Regular - 


5 ICICI Prudential Discovery Fund - IP- Growth 


ELSS 
1 ICICI Prudential Taxplan - Growth 


2 Lotus India Tax Plan - Growth 

3 Kotak Taxsaver - Growth 

4 HSBC Tax Saver Equity Fund - Growth 
5 Sahara Taxgain - Growth 


SECTOR FUNDS 
1 Reliance Pharma Fund - Growth 


2 SBI Magnum Sector Umbrella - Pharma Fund- Growth 39.61 








Growth 


3 ICICI Prudential Technology Fund - Growth 1788 


4 SBI Magnum Sector Umbrella - FMCG 
5 ICICI Prudential FMCG - Growth 


BALANCED FUNDS 

1 Birla SunLife 95 - Growth 

2 LIC Balanced - Plan C (Growth) 
3 Escorts Balanced Fund - Growth 


4 DSP Merrill Lynch Balanced Fund - Growth 


5 Birla Balance Fund - Growth 


MIP 


1 DBS Chola Monthly Income Plan - Growth 


2 PRINCIPAL Monthly Income Plan Plus - 


3 Birla Monthly Income Plan - Wealth 25 - Growth 1576 


Fund 18.77 
8841 


Growth — 


4 Birla SunLife Monthly Income Plan - Growth 2916 
5 PRINCIPAL Monthly Income Plan - Growth 18.26 


INCOME FUNDS 
1 Birla Income Plus - Growth 


2 Birla SunLife Income Fund - 54EA - Growth 


3 Birla SunLife Income Fund - Growth 
4 ICICI Prudential Income Fund -Growth 


5 Reliance Income Fund - Retail - Growth Plan - Growth 25.47 


LIQUID FUNDS 


1 DSP ML Cash Plus Fund - Retail - Growth 1,016.56 


2 LIC MF Liquid Fund - Growth 


442 


3 ICICI Prudential Liquid Plan - Fil - Growth ` 14 


4 UTI Liquid Fund - Cash Plan - Growth 
5 Escorts Liquid Plan - Growth 


"Returns in per cent 
Source: Mutualfundsindia.com 


11.63 
Figures as on January 3, 2008 
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LAFARGE ROOFING IS NOW MONIER 





supplier of roofing materials for pitched roofs, 

roofing and chimney systems. It has got more than 
200 production facilities spread over 46 countries. A multi 
bullion Euro company MONIER's products and services 
offer is tailored to the local demands by the operational 
business units. The unique R&D and product testing 
capabilities of the MONIER group, back the technical 
qualities of its products. Each product launched is 
meticulously tested in wind tunnels on various degrees of 
rain and wind to ascertain its adaptibility to the local 
weather conditions. 

MONIER is present in India since 1997 and was known 
as Lafarge Roofing. It has got two production plants in 
India. One in Bangalore manufacturing Elabana® - the 
concrete roof tile and the second one in Calicut (Kerala) 
manufacturing Coloroof® - the glazed clay tile. Elabana® 
is the most superior quality roof 
tile available in the India market. 
It is dimensionlly stable and is 
quite strong. It comes in a wide 
range of single tone and dual tone 
colours. Produced in Bangalore 
(Karnataka), the Elabana® tiles 
benefit from all our worldwide 
research and development 
expertise. Developed for climates 
with heavy rain falls and sold for 
years in many countries (Malaysia, 
China, Europe, USA, ...), it has 
been introduced in India to 
withstand the severe monsoon 
season. Its profile gives it a modern aesthetic look. Its 
special manufacturing process and long life makes it 
affordable for major projects as well as for individual 
houses or public buildings. 

The specific range of fittings and roof components 
gives Elabana®, the potential to improve the aesthetic , the 
performance and the comfort of buildings. 

Coloroof® on the other hand is the ceramic glazed roof 
tiles made out of the best available clay roof tiles of Kerala 
and is without doubt the best in class available tile in the 
Indian market. Its coating process provides almost zero 
water absorption (from its surface) which prevents the 
growth of moss or fungi on them even after continuous 
rains. Associated with the roof components and fittings, the 
Coloroof® tile offers a high-performance roof, in terms of 
weather resistance and comfort, with a traditional look. 
These are available in a long lasting range of glossy colours. 


T* MONIER group is the leading worldwide 





In addition, MONIER can also import any of its roof 
tile manufactured abroad, in any of its plants, for its 
customers in India. 

"In 2007, we have invested in a new production line in 
India giving us an unmatched production capacity that 
ensures our customers a reliable supply of material even for 
their big projects" says Xavier Janin, CEO of Monier's 
[India operations. 

Another important step by the company in 2007, was 
the opening of the company owned exclusive showroom, 
for roof tiles and components in Bangalore, known as 'The 
Roof World'. Here MONIER seeks to educate architects, 
builders and home owners regarding its state of the art 
solutions in roofing. The showroom displays the entire 
colour range of all its roof tiles. There are mock up roofs to 
explain the customers the various benefits of MONIER 
products. "The Indian market is quite B2C oriented, 
regarding the decision process and 
we felt it was important that 
through 'The Roof World', we give 
our customers, as much 
information as possible, for them 
to build a home with a performing 
roof" says Ashok Ninan, Sales and 
Marketing Manager (India). 


ROOF SIMULATION 

In order to help architects, 
house builders or large contractors 
to visualize how their project 
could look with MONIER 
products (Coloroof and Elabana 
roof tiles), MONIER has developed a roof simulation 
software that shows how the roof would look when its 
products are laid on theroof of the house and which colour 
fits better with the style of the building and its owner. To 
get a free simulation, send a soft 3 Dimensional picture of 
your house (3D elevation view or actual picture) and the 
picture with the simulated roof having the tiles and colours 
of your choice would be sent back to you. 

You can send the soft copy of the image by email to 
contact.india@monier.com or send the CD/actual picture 
by post to the following address. 

The Roof World 

Phoenix Building, 1st floor (near Coffee Day) 

#57, 100 feet road, Indiranagar, 2nd stage 

BANGALORE - 560038 

You can even visit our website www.monier.in for more 
information. 


Nothing has changed. Only the name. 
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FARGE is now 
ROOFING 


MONIER 


ROOFS FOR LIVING 








The world leader in roofing systems who's present in India since 2000, was known as 


Lafarge Roofing Weare glad to announce that it has been renamed as MONIER. 


Www.rm-and-m in 


Over | 2,000 skilled roof experts Моге tnar 200 ргоаисиоп sites 4 сопоиппелпг 
46 countries. Millions of pleased clients. One name. MONIER. 





Exclusive Showroom: THE ROOF WORLD, Phoenix Building, Ist Floor (Near Coffee Day), No. 57, 
100 ft Road, Indira Nagar Il Stage, Bangalore 560 038. Tel: 080 412681 16/7/8 


Head Office: MONIER ROOFING PVT. LTD., No. 143/C3, Bommasandra Industrial Area, Phase |, 
Bangalore 560 099. 





For more information on roofs visit our showroom, THE ROOF WORLD or log on to www.monier.in for online roof support. 
Email: contact.india@monier.com or SMS: ‘ROOF’ to 5676776 for more details. 














KEEPING PACE 


Staying on I rack 


The mixed sentiment of the last quarter continues into the New Year, 
reveals the sixth quarterly BT-TeamLease Employment Outlook Survey 
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TS A MIXED BAG. IF THE LATEST BT-TEAMLEASE EMPLOY- 
ment Outlook Survey is any indication, the low business 
confidence and employment prospects are here to 
stay amidst certain upbeat trends. Quarter-on- 
quarter, the net employment outlook has risen a cou- 
ple of index points for the January-March 2008 quarter, 
recovering from the all-time low of the last quarter. This in- 
dicates that India's job market is positive but not as buoyant 
as it was a couple of quarters ago. This is primarily because the 
rupee appreciation and the slowdown in the Us economy con- 
tinue to negate the employment growth prospects for certain 
sectors, especially rr, in the coming quarter. 

The net employment outlook (calculated as the difference 
between the proportion of respondents reporting an in- 
crease in their hiring and those expecting a decline, ex- 
pressed as a percentage) stands at 80 per cent, an increase of 
two index points over the last quarter. 

Spread across eight cities—Mumbai, Delhi, Bangalore, 
Kolkata, Chennai, Pune, Hyderabad and Ahmedabad—the sur- 
vey drew responses from 490 companies (See Methodology for 
details). The net business outlook for the quarter starting 
January 2008 is 79 per cent, a marginal decline from the last 
quarter. Delhi, which witnessed an increase of 12 index 
points in the last quarter, seems to have lost the positive 
business sentiment with a decline of 32 index points. 
Ahmedabad, too, has a dismal business outlook with a drop 
of 40 index points. 

Another prominent trend that emerges is that Tier-I 
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Telecom has an impressive employment outlook, 
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and [I cities are gradually catching up with metros as the N et Em ployment Outlook 
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look in these cities has strengthened while the metros Quarter 4 Oct-Dec. 2007 Quarter 1 Jlan.-Mar. 2008 | 
have seen a weakening trend, albeit small for now. — ашы 20 No change 20 
A Cut Above 
[TES has kept the momentum of the last four quarters 
while it’s choppy waters for financial services along 
troduced in the survey in the previous quarter, has 
recorded an impressive employment outlook, next only 1 Decrease 
to ITES. Says Sampath Shetty, Vice President (Permanent 
Staffing), TeamLease Services: *The telecom sector is all 
set for the second phase of liberalisation; this is result- 
ing in an upsurge in the demand for manpower in the Emplovment Outlook Index — Sectorwise 
coming quarters. We also hope to see some positive im- p j^ 
pact on hiring given the fresh headcount forecast for the 
current business year in the rr and the ITES Industry 
An employment outlook index score of 58 means 
that there's been yet another decline in the hiring 
prospects of the infrastructure sector. The sectors that 78 15 
continue to gain momentum are ITES at 100 index 
points and the telecom at 90 index points, indicating a 
robust hiring trend. 
However, there's a word of caution for IT that is 
down five index points to 84. “Indian IT services com- 
panies, which are predominantly dependent on the US for TES Financial Retail, Infrastructure we & Telecom 
possibility of a slowdown in the world's largest economy. 
Bangalore-based rr majors do not anticipate any im- 
mediate slowdown in revenues but there is a general per- 
ception in the industry that the time has come for them Employment Outlook Index — Citywise 
to explore new markets," says Kris Lakshmikanth, 
Founder CEO & Managing Director, The Headhunters. M ——— 7 
i 66 
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a surge of 23 points in employment outlook compared 
to the last quarter. Bangalore with an index score of 
100 continues its upbeat outlook witnessed across the 
entire 2007. Ahmedabad and Hyderabad notch up im- 
pressive gains while Mumbai, Delhi and Pune take a 
hit this quarter with substantial declines in index 
points. Kolkata sees a fall of one index point for 
this quarter but some expect the city to perk up. 

Says Sankar Bhattacharya, a leading independent 
HR and placement consultant: *Following the Singur 
and Nandigram agitations in West Bengal, there has 
been a slowdown in the jobs market in the state. But 
this is a temporary phenomenon. There is and will be 
increased hiring in sectors like infrastructure, rr, retail 
financial services, ІТЕЅ and food processing.” 

The cities of Pune and Hyderabad, too, are set to 
witness a lot of action in the coming quarters. “With 
greenfield and brownfield projects sprouting across 
Pune, Hyderabad and Chennai in sectors like manu- 
facturing, automobiles, chemicals, energy and infra- 
structure, we see a polarisation of sectors like auto- 
mobiles, infrastructure in locations like Pune and 
Hyderabad, respectively," adds Shetty. 


Small Gains 

Tier-II cities seem to be gaining ground compared to the 
metros as the ITES companies continue to look at them 
as cost-effective destinations. “We also see the ВЕ 
(banking, financial services and insurance) sector driv- 
ing the job market in Tier-II and III locations, resulting 
in greater employment generation in these places 
than in metros and Tier-I locations,” adds Shetty. 

The boom in the manufacturing and engineering 
sectors has created a whole host of new employment 
and career opportunities in this sector. Says 
Yashovardhan Verma, Director (HR), LG Electronics: 
“The growth of the sector is not limited to metro 
cities; it is quite evident in Tier-II апа Ш cities such as 
Indore, Nagpur, Pune and Ahmedabad. Also, the 
growth of any industry is directly proportional to the 
employment generation. The last quarter saw manu- 
facturing and engineering sector grow between 10 
and 12 per cent, which is higher than the growth of the 
services sector.” 

The same holds true for Tier-II and III cities in 
West Bengal. Tushar Basu, Managing Director, 
Analytic Consultants, a leading head hunting firm 
based in Kolkata, gives the instances of Durgapur, 
Asansol and Siliguri. “A lot of steel and engineering in- 
dustries are coming up in those areas. But these in- 
dustries are not shifting their head offices to these 
places. So, there has been and there will be lot of lower 
level and mid-level recruitments in the Tier-II and III 
cities,” says Basu. 
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Metro Cities: Mumbai, Delhi, Kolkata, Chennai and Bangalore 
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The Biz Buzz 


Infrastructure gets a thumbs up with an increase of 25 
points, compared to the last quarter, in the business out- 
look index to 89. The business sentiment for IT is up to 
92 index points, an impressive growth of 15 index 
points. ITES is consistent and has stayed at the last 
quarter's level of 87 points. Explains Verma: *The 
businesses that are hardest hit by the dollar slide are 
small and mid-size Indian programming companies 
that don't have the option of shifting work around the 
world. However, many of them have taken drastic 
cost-cutting measures and hedged on currency. In a busi- 
ness model that is cost-plus, where the key cost and in- 
put is software developers, companies cannot reduce 
their hires. But they can increase their productivity.” 

Infrastructure is riding high on the back of a spate 
of government-led initiatives over the past few months. 
FDI in infrastructure investments into India is now 
permitted up to 100 per cent in sectors such as roads 
and highways, ports, electricity generation, transmission 
and distribution, industrial parks, among others. 


Taking Stock 


Across functions—IT, marketing and finance score re- 
markable gains in hiring while production, human re- 
sources and customer service all display a positive sen- 
timent. It's, however, bleak news on the front of junior 
level hiring thanks to the skilled talent shortage at the 
level. In fact, the intention to hire across all managerial 
levels is gradually decreasing. 

In the case of junior management jobs, compa- 
nies across sectors have been trying hard to retain 
talent with best possible packages available. “As a re- 
sult, it's become increasingly difficult for companies to 
poach the talent from other companies. Also, as the an- 
nual appraisals are imminent, the movement of people 
has declined significantly," points out Tapan Mitra, 
Chief (HR), Apollo Tyres. 
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But this seems to be a temporary phenomenon. 
Says TeamLease’s Shetty: “The major bulk of hiring in 
this quarter will be at the entry and junior management 
level than higher up, given the appraisals and succession 
planning for the current incumbent employees.” For its 
part, the employee turnover is uniform across cities 
covered in the survey. During the past three months, 
the cities of Hyderabad and Chennai had the highest 
attrition rates of 16 per cent and 15 per cent, re- 
spectively; whereas Mumbai, Delhi and Pune had 
the lowest attrition rates of 13 per cent. 


Odds and Ends 
While the hiring prospects offer a tentative start to the 
current quarter, the future course promises to bring 
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some level of certainty. Reasons Lakshmikanth: “The 
growth in the savings and investment rates, surge in the 
money poured by Fils in to stock markets, and growing 
M&A activity in the corporate sector have led to rise in 
staff requirement of the banks, mutual funds, insurance 
companies, brokerage houses." 

On IT and ITES, Ambarish Dasgupta, Executive 
Director and Head of Pi Consulting, Pricewater- 
houseCoopers India, has an interesting point to make. 
*Employment scenario in this sector is looking up be- 
cause, compelled by a shortage of right manpower, 


these companies are recruiting non-engineers and peo- 
ple with different domain knowledge or expertise in 
large numbers and training them up, but they are not 
taking up complex application challenges... As a result, 
high-end performers are still moving out of the country." 
Once the Indian manufacturing sector starts looking 
beyond ERP and sap and Indian rr companies start tak- 
ing up much more intellectual and application-ori- 
ented jobs, the job market will look up further, he asserts. 
ADDITIONAL INPUTS BY RITWIK MUKHERJEE 

AND MANU KAUSHIK 


METHODOLOGY 


HE BUSINESS TODAY-TEAMLEASE EMPLOYMENT OUTLOOK SURVEY, 
which follows a rigorous, statistically validated process 
adhering to the highest standards in market research, was 


conducted among 490 companies selected from the 


Kompass Directory that enlists 
70 per cent of the registered 
companies in the organised 
sector, from NASSCOM for IT com- 
panies and from companies 
registered with the website of 
www.bpoindia.org for ITES 
companies. A combination of 


Employee Base 
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three months and next three months); overall recruitment 


needs (last three months and next three months) and re- 


cruitment trends (across age, geographies, cities, functions 


and levels). A total of 490 interviews were conducted dur- 
ing November 2007 over tele- 
phone and responses obtained 
were coded at the time of data 
collection. The information was 
then analysed using the 
Statistical Package for Social 
Sciences software, which is 
used by research and consult- 


<250: 240 


database and random sam- Figures are number of companies interviewed ing companies worldwide. 

ling as a technique has been i concentrati 
jen Care was e to ensure Turnover Base ен чаран анн 
»1000.22  NotDisclosed*.93 250-1000: 70 <250: 305 


a good mix of large, medium 





Kolkata, Chennai, Bangalore, 


and small companies as also Hyderabad, Pune and 
an equitable representation Ahmedabad, the study was 
across industries to remove any restricted only to companies 
bias or variation that might be with a presence in these cities. 
attributable to a particular in- A random sampling was drawn 
dustry. The target respondents | T from each city with due weigh- 
at these companies were the HR Figures in Rs crore *The turnover of the company; however, they tage to size. Two indices, the 


heads or decision makers in 
the hiring process. The questionnaire used for the survey col- 


lated information on overall business improvement (last 


The Break-up 


Sectors 
Manufacturing & 
Engineering 
Retail, Media & FMCG 
Financial Services 

IT 

ITES 

Infrastructure 
Telecom 

Total 
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shared the rest of the information as desired in the questionnaire 


Kol Chn. 


Employment Outlook Index and 


the Business Outlook Index were computed to elaborate and 


analyse the trends that emerged from the data. 
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70 
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45 
30 
490 


Reference: Mum.: Mumbai, Del.: Delhi, B'lore: Bangalore, Kol.: Kolkata, Chn.: Chennai, Pun.: Pune, Hyd.: Hyderabad, Ahd.: Ahmedabad 
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In Іор Gear 


Surge in demand for auto design engineers. 


ITH INDIA EMERGING AS A GLOBAL HUB FOR SMALL CAR 
X manufacturing, car makers are expecting the annual 
output to exceed three million cars by 2010. And with the 
rising steel prices, automobile companies—both do- 
mestic and international—are scrambling for experts 
who have the talent to modify and design various com- 
ponents efficiently. “India enjoys a distinct cost advantage 
with respect to auto-ancillary manufacturing capabilities. 
While the labour cost component in developed nations 
is 30-35 per cent of sales, Indian labour cost is only 
around 8-9 per cent of sales," says Rajesh Kumar, Deputy 
General Manager, Knowledge Management & Business 
Development Team, TMI Group. India has now become 
the global supplier of components and accessories and 
thus the need for design engineers. 8 
PALLAVI SRIVASTAVA 


FACT FILE 

WHO'S HIRING: Automobile companies such as Tata 
Motors, M&M, TVS Motors, IT firms doing engineering 
services offshoring as well as auto design firms # 
WHO'RE THEY HIRING: В.Е. /B.Tech. /M.E. /M.Tech with 

3-5 years of experience in CAD/CAM (computer-aided 
design and computer-aided manufacturing) software 
design and development experience, good programming 
background in developing CAD applications using C, 
C++ programming languages. 

AT WHAT LEVELS: Across all levels—trainee, team members 
and managers 

AT WHAT SALARIES: Starting at Rs 2 lakh for trainees. Can 
go up to Rs 15 lakh depending on experience 

WHAT ARE THE NUMBERS LIKE: Industry experts estimate that 
India will need around 10,000 such professionals over 
the next 2-3 years 








COUNSELLING 


HELP 
TARUN! 


Q: | am a commerce graduate interested in art. Although ! 
am not an artist, | want to be in the business of buying and 
selling art. Is there any specific course that | should do? 
There are courses in Art Appreciation and Art History 
that should help you sharpen your skills as an art 
dealer. Many art institutes, museums and polytechnics 
conduct these courses as do independent entities 
from time to time. A lot of art dealers also do a lot of 
reading on their own. Try attending art exhibitions 
and auctions in order to know the customer base and 
values attached to each piece of art. 





Q: | have heard that a PhD in the US is similar to an MBA 
in India—it opens doors across industries. What is the 
currency of a PhD (in whatever field) there, and will | find 
myself overqualified if | choose to work in India? 

PhDs in India or abroad are usually related to aca- 
demics or research. Industry does reserve a few 
functions for PhDs and whether or not a PhD will 
open doors for you depends on the field you are aim- 
ing for. The question really is what you want to do 
and whether a PhD is the ideal degree for that. If you 
want to be in management and would like to do a 
PhD, then that is what you have to explain to your 
prospective employer. 

Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


AADI Resource, AGM/ DGM - Civil, 
Hyderabad, 10 - 20 Years, Job ID: 
4340188 

Applicant will be responsible for Management 
reporting and proactive support for short 
term, mid term and long term planning, 
includes handling of civil engineering, 
estimation, tenders, costing & MIS reporting 


ACG Worldwide, DGM/ GM - 
Quality Assurance, Mumbai, 8 - 15 
Years, Job ID: 4654666 

Responsibilities include vendor development, 
approval, rating, customer correspondence, 
complaint investigation & reply to customer, 
Q. A. MIS reports to top management, SOPs, 
Specifications & methods of analysis — 
scrutiny & approval. 


Compare Infobase Ltd., Asst. Vice 
President (Marketing), Delhi, 7 - 10 
Years, Job ID: 4314985 

The candidate should be able to lead from 
front his team of sales & marketing personals 
in varied aspects of business ie. Portals, 
Products, Projects & E Commerce. Prior 
experience in dotcom/media assignment is 
must. 


Cry Child Rights And You, Dy. 
General Manager - Individual 
Partnerships, Bangalore, 8 - 11 Years, 
Job ID: 4142178 

The person must hold a Post Graduate 
Degree/ Diploma in Marketing Management 
and should possess 9-11 years of experience in 
marketing, preferably direct marketing. 


Leighton Delhi, Commercial Director 
‚ Mohali, 15- 20 Years, Job ID: 4681438 

Responsible for finalising the terms and 
conditions of the main contract, including the 
contract price, performance bond, advance 


payments etc. 


Maytas Infra Pvt. Ltd., DGM (BD) 
Water Supply Hyderabad, 15 - 18 
Years, Job ID: 4711933 

Person should have excellent communication, 
management skills and proactive nature. Well 
versed with FIDIC contract conditions, BOT, 
BOOT, EPC and ltem rate contract 
agreement conditions. 


New Horizons India Ltd., Head - 
Institutional Sales, Mumbai, 8 - 16 
Years, Job ID: 4679514 

Person would be heading the entire 
Institutional sales for the organization. You 
should have strong relationships with key 
institutions and a proven track record for the 
same. 


Radhakrishna Hospitality Services 
Pvt. Ltd., DGM Accounts, Mumbai, 
10-18 Years, Job ID: 4667884 

Head Accounts vertical at corporate level 
including MIS, Costing, Budgeting, Taxation 
and Auditing, Review and modify Accounting 
Policies and Internal Control Systems. 
Develop and institute proactive. 


Redknee, Sales Director, Pune, 8 - 15 
Years, Job ID: 3857713 

Entrant should have 8 or more years of 
industry experience selling into mobile 
and/or wireless providers, having expert 
knowledge of sales cycles, strategies, and 
methods. 


Silent Archer, GM - Airport Services, 
Mumbai, 14 - 20 Years, Job ID: 4692192 
Responsible to monitor, through Airport 
Managers, activity at all Airports, direct all 
airport terminal activities, ensure all processes 
in place and complied with by staff at all 


airports etc. 


Tata Autocomp Systems Limited, 
DGM - Business Development, Pune, 
12 - 15 Years, Job ID: 3657794 

Aspirant will be an engineer with Management 
degreein Marketing, having experience of 12 
to 15 years is must. You will be responsible to 
develops and executes product programs, 
bóth short and long term, to ensure the profit 
growth and expansion of company products. 


Tops Security, Regional Heads, 
Ahmedabad, Mumbai, 15 - 20 Years, 
Job ID: 4645172 

We are looking for a person who will know 
how to handle muluple cities and branches. 
Should know how that a strategic business is 
not as comfortable as a settled business. 


Unisys Global Services Ltd., Chief 
Technology Officer, Bangalore, 15 - 25 
Years, Job ID: 4236946 

Candidate heeds to have the experience of 
developing and implementing large, complex, 
mission critical, high performance, high 
availability software systems with large 
enterprises, 


Unity Infraprojects Ltd., Asst. 
General Manager - Business 
Development, Mumbai, 10 - 14 Years, 
Job ID: 4495356 

Candidate must be a first class Graduate in 
Civil Engineering from reputed institute with 
last 4 to 5 years of Business Development 
experience. He will be responsible for 
strategizing business plan, business 
development etc. 


US Tech Solutions, Key Account 
Manager/ Asst. General Manager, 
Pune, 8-10 Years, Job ID: 4672651 
Responsible for periodic achievement of the 
customer acquisition & revenue targets for the 
assigned national accounts through a team of 
Account Executives. 


Vatech Wabag Ltd., Head - Design & 
Engineering, Chennai, 15 - 20 Years, 
Job ID: 4672467 

The candidate must be a Mechanical Engineer 
with 15 - 20 years Design experience and 
exposure in leading a group of multidiscipline 
Engineers in EPC Contracting. 


Voltas Limited, Material Head, EM & 
RBG, Mumbai, 15 - 25 Years, Job ID:. 
4201719 

We require qualified candidates with 
minimum of 15 years experience working in 
the corporate purchase department. 


Experience in purchase of raw materials, 
semi-finished and finished goods. 


Welspun Group, GM IT, Mumbai, 

10 - 12 Years, Job ID: 4664551 

You will be responsible for Lan & Wan 
management, Local vendor licensing, 
Monitoring the outsourced team, Overall IT 
management, SAP (Should have implemented 
all module). 


To know how to apply for these jobs, go to finance jobs listing page. 


Caught in the wrong job? ; 


E ee 
AI. 








l———————— OSE OOOO e i > ee تف‎ 


—————— و‎ —À—— OOo 





monster.com 


Р | | Е ч 
а 
eee ^ V d 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Accenture, Sybase Professionals, 
Mumbai, 3-6 Years, Job ID: 4721087 
Person should have 3+ years of experience on 
Sybase SQL and Stored Procedures 
development with knowledge of C++ or Java 
or Capital Markets domain knowledge would 
bean added advantage. 


California Software Co. Ltd., Oracle 
Applications DBA, Bangalore, 
Chennai, 3-8 Years, Job ID: 4707161 
Responsibilities include day to day support of 
Production and Development database 
environments, excellent Oracle PL/SQL 
skills, define, document and maintain 
hardware specifications to support our 
business requirements. 


Cisco Systems (India) Private 
Limited, Network Consulting 
Engineer, Bangalore, 6 - 8 Years, Job 
ID: 4699393 

Ideal candidate has considerable experience 
working with Tier-1 Service Providers in 
US/Canada, 2+ years work in GSM or CDMA 
data networks, 1+ years experience working in 
mobile data content billing environment 
including GTP" protocol. 


Cybernet-SlashSupport, SAP Testers, 
Chennai, 2 - 6 Years, Job ID: 4701716 
Aspirant should have at least 1 yr experience in 
SAP testing particularly in CRM module 
having knowledge to perform L&P testing for 
SAP. 


Dell, Middleware Senior Developer, 
Bangalore, 5 - 7 Years, Job ID: 
4665723 

Responsibilities include work with IT 
counterparts to ensure that business 
requirements are fully defined and the 
software developed inherently supports their 
change over time. 


EMC Corporation, QA Manager - 
CMA, Bangalore, 8 - 13 Years, Job ID: 
4701998 

Applicant should have knowledge of 
enterprise software architectures and 
components, Windows 2000/2003 servers, 
SQL Server, HTML, JavaScript. Knowledge 
of Javais a plus. 
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Genpact, Citrix Administrator, 
Bangalore, Hyderabad, 4 - 8 years, Job 
ID: 4709594 

Candidate should be Graduate with 4+ years 
of IT experience, you should experienced in 
handling migrations from Citrix 1.8, XP, 3.0 to 
Citrix PS 4.0. Prior working knowledge of 
earlier versions of Citrix is Preferred. 


Hexaware Technologies Ltd., Dotnet 
Professional, Chennai, 4 - 8 years, Job 
ID: 4704262 

Responsible for design, coding, acting as 
Quality co-ordinator on need basis, taking 


training programs on need basis, liaison with 
client based on requirements, design and code 
of internal tools. 


IP soft India Pvt. Ltd., Oracle DBA 
Manager, Bangalore, 10 - 20 Years, 
Job ID: 70773 

We require Engineers from prestigious 
Institutes, working in top-notch Companies. 
The candidate should be amongst the BEST in 
the domain of DB administration, and should 
have worked in Tier-4 capacity in fixing 
problems. 


Iris Software Pvt. Ltd., Visual Basic 
Developer , Delhi, 3 - 7 Years, Job ID: 
4566340 


Aspirant should have 3 - 7 years total software 
development experience with at least 3 yrs 
experience in developing application using VB 
6.0, ASP, SOL, COM/DCOM. 

Persistent Systems Ltd., C++ Unix 
Developer, Nagpur, 3 - 7 Years, Job 
ID: 4705790 

Requires aspirant with 3-7 years hands-on 
experience іп C++ programming on Linux / 
UNIX/ Solaris/ HP-UX/ AIX platform. 
Experience in socket programming, 
Multithreading with knowledge of TCP/IP is 
highly desirable. 

Polaris Software Labs, Technical 
Consultant - BAAN, Mumbai, 3 - 8 
Years, Job ID: 4699605 

Person should have experience of working 
with source codes and automation facilities 
like AFS, BOI etc. Experience on 
documentation(technical/ functional 


specifications), offshore working and dealing 
with multi national users will be a plus. 


Rave Technologies, .Net 
Professionals., Mumbai, 2 - 9 Years, 
Job ID: 4693217 

Candidate should be good at OOPS concepts, 
.NET Framework and C#, XML and Web 
Services. You need to be aware of Windows 
Services, SQL Server, ADO.NET, UML, 
Message Queuing. 


SAS Institute (India) Pvt. Ltd., 
Technical Consultant, Mumbai, 8 - 13 
Years, Job ID: 3683759 

Responsible to undertake business solution 
testing and fully understand how the business 
solution works, investigate new releases of the 
business solution, communicating changes to 
other staff and providing feedback to the 
development team. 


SQL Star International, Oracle D2k 
Developer, Delhi, Gurgaon, 2 - 3 Years, 
Job ID: 4252128 

We are looking for Oracle D2k professionals 
with around 2 years of relevant experience in 


the following areas: Oracle Forms, Oracle 
Reports, PL/SQL, SOL*Plus. 


Subex Systems Ltd., Test Lead, 
Bangalore, 5 - 8 Years, Job ID: 
4697219 

Applicant should be BE/ MCA/ MSc 
Computer Science with 5 to 7 years experience 
in software products, preferably in the 
Telecom segment. 


Sun Microsystems, Senior Developer, 
Bangalore, 5 - 8 Years, Job ID: 4704529 
The candidate must be able to work effectively 
with geographically dispersed functional 
teams such as development, QA and other 
interfacing organizations with minimal 
guidance. 


Usoft Technologies (I) Pvt. Ltd., 
Software Developer, Noida, 2 - 4 
Years, Job ID: 4709543 

Entrant should have experience in following 
areas - WebSphere Application Server and 
WebSphere Portal Server, Portal/Portlet 
development (JSR 168 etc) using 
RAD(Rational Application Developer 7.0), 
J2EE Web-Tier developments. 
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Tobs Today 


Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Atos Origin India Pvt. Ltd., Sales 
Manager, Mumbai, 5 -7 Years, Job ID: 
4276729 

Candidate will have overall responsibility in 
handling small and medium sized bids, should 
be able to develop new business from existing 


clients, capturing and managing customer's 
expectation. 


CentrumDirect Ltd., Area Manager - 
Distribution, Chandigarh, Jaipur, 

2-5 Years, Job ID: 4667915 

The candidate should be capable of widening 
the client base, maximizing revenue and 
achieving the right Cost Revenue Ratio. You 
will be required to manage a team of Team 
Leaders and FOS. 


Diffusion Engineers Ltd., Divisional 
Marketing Manager, Nagpur, 10 - 20 
Years, Job ID: 3870097 

Aspirant will be responsible for market 
development involving interaction with all 
field force, collecting data, monitoring 
competition, new product development and 
extensive traveling to support field force. 


eSys Information Technologies Ltd., 
Channel Sales Manager, Hyderabad, 
Chandigarh, 2 - 5 Years, Job ID: 
4625031 

Candidates having rich experience in channel 
sales/ channel management of IT hardware 
products/ PC's. Good skills in vendor 
development and co-ordination with his team. 


Eurobond Industries Pvt. Ltd., Area 
Development Officer , Mumbai, 
Jaipur, 5-9 Years, Job ID: 4652359 
Graduate with excellent communication skills. 
Confident, go-getter. Knowledge of internet 
and MS-office. Capable of translating 
enquiries into sales and independently 
managing dealers, sub dealers and end users. 


Godrej Upstream Ltd., Sales 
Execuitve, Mumbai, 4 - 7 Years, Job 
ID: 3873138 

Candidate would be required to sell services 
(ie. generating business for calibration, 
inspection, consultancy, training activity) to 
potential clients who use different kind of 
equipment for measurement. 





HDIL, Managers (Sales), Mumbai, 

6 - 7 Years, Job ID: 4665831 

Graduate + Post Graduate Degree or 
Diploma (Equivalent to Degree) i in Marketing 
and 6-7 years experience in sales and 
marketing. Preference shall be given to 
persons having experience in real estate/ 
construction industry. 


Hinditron Infosystems Pvt. Ltd., 
Business Development Manager, 
Delhi, 4-8 Years, Job ID: 2171001 

Aspirant should be Graduate in Engineering 
or Science with 4 to 6 years relevant 
experience in selling high performance 


servers, multi/ parallel processing systems 
such as IBM/ HP/ SUN/ Sgi etc. 


Honeywell, Sr. Sales Engineer, 
Mumbai, 2-5 Years, Job ID: 4250258 
Responsibilities include Selling of Sensors viz. 
Switches, Encoders, Proxy, Photos, current 
sensors, Achieve Sales & Revenue Target, 
Ensuring customer satisfaction. 


Krishidhan Seeds, Regional Business 
Manager, Guntur, 8 - 15 Years, Job ID: 
4042862 

We require Graduate/ Post Graduate in 
Agriculture having 8 to 10 years' experience in 
Seeds/ Pesticides Marketing. He should be 
computer literate and should be having 
knowledge of seeds market in the above 
states, 


PCS Industries Ltd., Manager - 
Business Development, Ahmedabad, 
Mumbai, 2 - 6 Years, Job ID: 4639649 
Candidate will be responsible for business 
development of IT Services (Annual 
Maintenance Contract & Facility 
Management Services) to Banks, Institutions, 
Corporates, etc., and meet target. 


Procentris India Pvt. Ltd., Business 
Development Executive, Mumbai, 
Ranchi, 3 - 10 Years, Job ID: 4458085 
This position requires Networking, and 
Network Security knowledge along with basic 
knowledge of Operating Systems like 
Windows, LINUX, UNIX etc. as well as 
knowledge of Patch Management or Security 
Updates. 
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PTC Software India Pvt. Ltd., 
Technical Sales Specialist, Bangalore, 
Pune, 7-8 Years, Job ID: 4622536 
Person should have Masters or Bachelors 
Degree, preferably in Mechanical 
Engineering/ Production/ Tooling with 
technical background. Knowledge of CAD/ 
CAM software like Pro/ Engineer, UGNX, 
CATIA etc. 


Qualcomm Inc., Key Account 
Manager, Mumbai, 12-15 Years, Job 
ID: 4706889 

Responsible for account management of 
assigned network operators, marketing 
programs jointly with operators, 
understanding customer's business, strategies 
and objectives. 


Tata Sky Limited, Manager — 
Planning & Control, Mumbai, 8 - 12 
Years, Job ID: 4426816 

We require a candidate MBA in Finance/ CA/ 
ICWA with 8 -12 years experience in handling 
commercial functions at a managerial level. 
SAP SD knowledge, MS Excel, MS Word & 
MS PowerPoint. 


Tata Teleservices Limited, Manager - 
Sales & Distribution, Hyderabad, 
7-10 Years, Job ID: 3921029 

Responsible for Subscriber Acquisition 
through Distributors/ DST & Dealer 
Management FOS recruitment/ Training/ 
Improve Productivity. 


Transasia Biomedicals Ltd., 
International Business Manager, 
Mumbai, 8 - 15 Years, Job ID: 3775726 
You will be responsible for monitoring & 
generating expected business in the assigned 
countries to meet the sales targets, 
identification, finalization of distributors for 
business cooperation in various countries in 
the respective geographical area. 


Wings Pharmaceuticals Pvt. Ltd., 
Zonal Sales Manager, Delhi, 10 - 15 
Years, Job ID: 4646030 

Incumbent will be responsible for motivating, 
team building, controlling and sales target 
achievement of allocated state with the help 
of SR's, ASM’s. & RSM's. 





Finance Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


31 Infotech Ltd., Executive - Taxation, 
Mumbai, 3 - 5 Years, Job ID: 4599173 
Responsibilities include working of Fringe 
Benefit Tax, compilation and working of tax 
depreciation for quarterly tax provision, 
preparation of deferred tax workings for 
subsidiaries etc. 


Atlas Copco (India) Ltd., Manager — 
Customer Financing, Pune, 3-5 Years, 
Job ID: 4647072 

Applicant should have Degree in any discipline 
with MBA (Finance) with 3- - 5 years experience 
in Bank or any organisation preferably 
handling receivables/ channel financing. 


ETA West Asia Exports & Imports (P) 
Ltd., Chief Accountant, Chennai, 3 - 5 
Years, Job ID: 4573563 

Applicants should preferably possess a 
Chartered Accountant qualification with 3 - 5 
years experience in the Accounting or Audit 
function of a medium sized company. 


Everest Kanto Cylinder Ltd., 
Accounts Head, Aurangabad, 5 - 8 
Years, Job ID: 4664029 

Entrant should have thorough knowledge of 
the accounting as well as costing functions 
preferably in a manufacturing environment. 
Completion/ updation of day to day accounts 
and preparation of final accounts up to the 
point of audit. 


Hero Corporate Services Ltd., 
Manager - Costing, Delhi, 4 - 10 Years, 
Job ID: 4655811 

Responsibilities include maintenance of cost 
accounting record, project cost, product 
costing, cost controlling through various 
method, ABC costing, MIS reporting, 
variances analysis, budgeting etc. 





Jobseekers - To apply for above jobs 
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Inter Globe Technologies Pvt. Ltd., 
Accounts Payables Supervisor, 
Gurgaon, 3-5 Years, Job ID: 4645591 

Responsible for Tax Audit and Return of 
Income, Annual TDS & Work Tax return, 
Advance Tax, FBT, Accounts payables, 
Preparations for Income Tax Cases, cross 


department coordination. 


Kanbay, Financial Analyst, Pune, 

4 - 7 Years, Job ID: 4577382 

Applicant should have very good Excel skills 
with ability to build macros, graphic charts etc. 
You should be responsible for cash flow, MIS 
and reporting, invoicing & tracking system, 
planning & analysis of budget. 


Leighton Delhi, Finance & 
Administration Manager, 
Chandigarh, 8 - 10 Years, Job ID: 
4682045 

Responsible to perform the full spectrum of 
financial and management accounting 
functions, with focus on internal control and 
financial analysis, manage day-to-day 
accounts and accounts payable. 


Mahagun India Pvt. Ltd., Chartered 
Accountant - CA, Noida, 10 - 16 Years, 
Job ID: 4592103 

We need a Chartered Accountant with 
minimum qualification of CA and additional 
qualifications would be desirable. You should 
handle all the accounts of the company. 


McAfee Software India Pvt. Ltd., 
Chartered Accountant, Bangalore, 
2-5 Years, Job ID: 4632820 
Responsibilities include filing of quarterly & 
Annual Return with Income Tax towards tax 
deducted from vendors under various 
categories/ Heads/ Sub- heads, preparation 
of STPI reports and ensuring report 
compliance, 


Employers - 





or 







1 from left). Just type 


3636 


an find him in a flash (по 


© 


monster.com 





Sunquest Information Systems 
(India) Pvt. Ltd., Head - Finance, 
Bangalore, 12 - 20 Years, Job ID: 
4461145 

Seasoned finance professional with around 
12+ years of exp. in the areas of Strategic 
Financial Control, Operations Management, 
Resource Planning & Control, Accounts, 
Fund Management, Costing, Taxation, 
Auditing etc. 


Suzlon Energy Ltd., Assistant 
Manager - International Operations , 
Pune, 2-5 Years, Job ID: 4638075 
Responsible for Fund Planning and 
Budgeting, Monthly, Quarterly and annual 
Financial Statements, ensuring taxation 
(including transfer pricing), commercial and 
legal compliances of the cross border 
transactions. 


Vcare Call Centers India (P) Ltd., 
Internal Auditor, Delhi, 2 - 6 Years, 
Job ID: 4696281 

Ideal candidate need to do all kinds of auditing 
assignments of medium and large companies, 
non - profit organizations etc, domestic and 
international taxation assignments. 


Vmoksha Technologies Pvt. Ltd., 
Accounts Executive, Bangalore, 

2-9 Years, Job ID: 4708834 

Person would be responsible for updation of 
bank balances, vendor bill booking, 
processing for payment approvals, bank 
transfers, BRS preparation and assisting in 
MIS. Also preparation of STPI reports etc. 


WLC College India, Sr. Manager - 
Accounts, Delhi, Noida, 8 - 12 Years, 
Job ID: 4664543 

The person should be a CA / M. Com with 8 to 
12 years of industry experience. Should have 
sound Analytical skills and Accounting 
knowledge, eye to detailing, good with 
numbers. 


To buy Monster products and services 
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Challenging 
opportunities 
in GMR Group, India 


GMR Group is one of the fastest growing private sector organisations in 
India with Infrastructure Development as its core business. Founded in 
1978, the groupis well «diversified and professionally managed. 


The core areas of the group cover Agri-Businesses, Airports, Highways, 
Energy, SEZ and Property Development. The Group is also actively 
engaged in Foundation actives the areas of Education, Health and 
Community Services through its Foundation, reaffirming its grass root 
presence as a change agent of society, in the field of Corporate Social 
Responsibility. 

To enable Growth and create a leadership pipeline we are 


looking for: 



















Creating tomorrow today 


POSITION : CORPORATE RELATIONS / LIAISON Job Code : С-СКООІ 


Role : Responsible for Liaison and co-ordination with all the government officials, government bodies, 
customs and police offices, with the objective of enabling GMR and its employees to perform effectively. 
Profile : Banker / Ex - Banker from a large reputed bank with minimum 15 years of experience in customer 
facing role, pleasing personality, excellent communication & multi language skills, well - developed 
network of contacts. 


Location : All Major state capitals 


POSITION : CHIEF RISK OFFICER Job Code : C-MAGOO! 


Role : Provide central co-ordination, Risk Measurement Techniques & Risk Management Practices, provide the Leadership 
team with consistent, reliable analysis and make recommendations, provide insights on the potential impact of risks as well 
as Risk Mitigation / Management strategies. 


Profile : Engineer B.E / B. Tech and MBA / CA with an exceptional academic record with work experience of 15 years & above, 
preferably with experience in Risk Management role in a large enterprise, should have headed a business unit or division. 
Experience in the infrastructure sector ( Power, Roads, Ports, Airports, etc. ) is desirable. 


Location : Bangalore 


POSITION : HEAD STRATEGIC PLANNING Job Code : C-CSPDOOI 


Role : Lead the strategy planning process ; provide thought leadership towards formulating and integrating business issues / opportunities. To 
provide the leadership team with consistent, reliable analysis and make recommendations. Provide support to the risk management group in 
identifying, measuring and mitigating risks at an organizational level. Ensure that the selected strategies deliver upon their promise. 


Profile : Engineer ( B.E. / B.Tech.) and an MBA with an exceptional academic record from reputed institute. 15 - 20 years of total experience with 
a minimum of 3-4 years in infrastructure, previous experience of having worked in a Corporate Planning role of a large organization. Exposure 
en Indian (family based organizations) and MNC working environments is desirable. Age Group - 35 to 45 years. Industry Preference - 
Infrastructure. 


Location : Bangalore 


POSITION : EXECUTIVE ASSISTANT / BUSINESS ANALYST Job Code : C-CMO001 


Role : Review, Analyze and summarize various reports related to the business, prepare background documents, prepare the strategic plan in 
co-ordination with various stakeholders, co-ordinate all related workflow and ensure the projects are completed as per the deadlines. 

Profile : Engineer (B.E. / B.Tech.) and an MBA with 10-20 years of experience in the areas of Strategic planning and Businéss Co-ordination. The 
ability to interact with staff in a fast paced environment, remaining flexible, proactive and resourceful with a high level of professionalism and 
confidentiality. Expert written and verbal communication skills, strong decision making ability and attention to detail are important. 


Location : Bangalore, Delhi & Hyderabad 
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PROPERTY 
ا ا ا کک ج ص صصص س‎ 
^ POSITION : HEAD - PROJECT MANAGEMENT Job Code : Р-РМОО1 


Role : Analyze the Market and Identify suitable Consultants / Sub consultants Service Providers for Project Implementation. Develop Project 
Specifications and Bid Documents, manage statutory issues. Maintain high standards in Project Management, provide high quality of workman 
ship and complete the project on time and handover. 

Profile : Graduate or post - graduate in Civil Engineering, preferably with an MBA Degree with minimum 20 years of experience in Construction, 
hotel construction, Project management. Must have the experience into successful planning, execution & development of projects. 


Location : Delhi & Hyderabad 


POSITION : HEAD - BUSINESS DEVELOPMENT Job Code : P-BDOO1 


Role : Identify, evaluate & recommend projects for construction or investment, preparing technical / financial /pre-feasibility/ feasibility 
studies. Preparing bid documents / tenders for pre- qualification. Strategy for Tender pricing, checking the requirement of re-designing of DPR 
designs & risk mitigation. Conduct market studies, identify investment opportunities, structure deals, prepare board papers, conduct due 
diligence & ensure proper legal documentation. Development of commercial master plan, define real estate mix as well as commercial, 
constructional and architectural guidelines. 


Profile: Civil Engineering with an MBA Degree with minimum 20 years of experience in Property development. 


Location : Delhi & Hyderabad 

HIGHWAYS 
————————Á—À i —  — MM —— ee 
POSITION : HEAD - BUSINESS DEVELOPMENT Job Code : R-BDOOI 


Role : Seek out and develop new business opportunities and strategies. Develop partnerships and joint ventures. Effectively liaise with client 
organizations, consultants, contractors, suppliers and the community. Present to top management areas of opportunities, business ventures 
including financial / business proposals. 

Profile : Civil Engineer with a strong technical background and a successful track record (minimum 20 years) in the development and 
management of major highway and related infrastructure projects. 

Location : Bangalore 


POSITION : HEAD - COMMERCIAL AND CONTRACTS Job Code : R-CCO01 


Role : Negotiate and finalize various contracts with contractors, suppliers and consultants. Structure & manage contract management process 
including payments, handling claims & statutory fees & taxes. Manage concession agreements (BOT contracts) in the road sector. Provide 
leadership & guidance to the Road sector іп the Management of contracts. 


азо, Should be an Engineer with minimum of 20 years of experience in contract management. Should be experienced in working on NHAI 
projects. 
Location: Bangalore 


POSITION : HEAD - PROJECT MANAGEMENT Job Code : R-PMOO! 


Role : Lead, manage and direct a number of large highway projects including bridge structures together with a team from project 
. commencement stage till the transition to the asset management group. Effectively liaise with client organizations, design consultants, 
Contractors, suppliers and the community. Should be able to manage contractors with regard to work progress, contract administration and 
other implementation aspects. Project Agreement administration such as land acquisition, land lease and utility shifting issues, forest land 
clearances, ROB clearances etc. Responsible for the overall implementation of projects within the time and cost budget. 


Profile : Engineer with a strong technical background with a successful track record (minimum 20 years) in the management and delivery of 
major highway infrastructure projects. 


Location : Bangalore 
If you meet any of the above requirements and wish to be a part of a dynamic team, 
you may forward your detailed resume to jobs@gmrgroup.in with the Position and the Job Code as the Subject matter of the email. 
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GMR Group 
Human Resources Department 
IBC Knowledge Park, Phase 2, 'D' Block, 11th Floor, 4/1, Bannerghatta Road, Bangalore - 560 029. www.gmrgroup.in 
Our Vision : To build entrepreneurial organisations that make a difference to society through creation of value. 
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Finolex is one of India's fastest growing Groups, having interests in core sectors like Telecommunications, 
Petrochemicals, Irrigation, PVC Sheets and Education. Finolex Cables Ltd., with a strong Brand Equity is 
the market leader in the field of Electrical and Telecommunications Cables and has manufacturing plants at 
Pimpri and Urse near Pune, Goa and Uttarakhand. 


We are looking for dynamic individuals, with proven leadership and management qualities to set up and 
head our new joint venture with J- Power Systems Corporation, Japan to manufacture XLPE Power 
Cables up to 500 KVA, near Pune. 


J-Power Systems Corporation, a joint venture company established by Hitachi Cable Ltd. and 
Sumitomo Electric Industries Ltd, Japan, is a world leader in research, development, design, 
manufacturing, installation, and export of electric power cables and accessories, overhead power 
transmission lines, and related systems. 


We are looking for: 


MANAGING DIRECTOR 


A successful Business Leader / CEO (below 48 years of age) with an experience of 15 years in an organization 
having turn over of Rs. 1000 Crores or more. The ideal candidate will be a Graduate Engineer from a reputed 
engineering college / IIT with MBA from any premier management institute. He will be responsible for 
setting up & managing the new organization through a greenfield project to a vibrant organization and will 
be accountable to the Board of Directors of the company. 


DIRECTOR - FINANCE 

A Chartered Accountant or MBA - Finance (below 45 
years of age) from any premier management 
institute with 10 years' experience as CFO of a 
professionally managed large organization. He 
should be well versed with the latest management 
practices in finance management, SEBI rules & 
regulations and IPO procedures & formalities, 
liaison with senior level government authorities, 
leading financial institutions in the country. 
Additional exposure as Company Secretary and 
knowledge of company law practices will be 
preferred. 


PRESIDENT - COMMERCIAL 


Graduate Engineer with MBA in Materials 
Management (below 45 years of age) with 





around10 to 12 years experience in controlling and 
managing materials function in a large 
organization. He should be well versed with latest 
materials management concepts & practices, 
thorough knowledge of Import — Export policies 
and procedures etc. 


PRESIDENT - MARKETING 


Graduate Engineer (below 45 years of age) from a 
reputed engineering college / IIT with MBA in 
Marketing Management from any premier 
management institute. He should have at least 15 
years of experience in heading the marketing 
operations of an organization whose turnover is 
Rs. 1000 crores or more. 


Interested professionals may please send their 
CVs in confidence to: Managing Director, 
Finolex Cables Ltd, 26/27, Pune - Mumbai 
Road, Pimpri, Pune 411 018 


Or email to md@finolex.com 


Information submitted by the applicants will be 
treated as "Strictly Confidential". 


Finolex 


Cables Limited 
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Students of Narmada Jeevanshala face a bleak future. Their families have not 
received compensation for the land lost to the Sardar Sarovar Dam. 


That Sinking Feeling 


In Madhya Pradesh, Sardar Sarovar oustees are still battling corrupt officials and 
greedy middle men to claim fair and prompt rehabilitation. KAPIL BAJA] 





DECEMBER 14-16, 2007 
Narmada Valley, Dhar and Badwani districts, 
Madhya Pradesh 


N A COLD AND MOONLESS NIGHT AT JALKHEDA 
village in Manawar tehsil of Dhar district in 
the state of Madhya Pradesh, ВТ lensman 
and I are in august company. Ramon 
Magsaysay award winner Arvind Kejriwal and social ac- 
tivist Medha Patkar listen in rapt attention as agitated 
villagers narrate their woes. The 
occasion: A Jan Sunwai (public hear- 
ing) called by Narmada Bachao 
Andolan (NBA). Jalkheda inciden- 
tally is one of the 193 villages that 
are in the doob (submergence) zone 
of Sardar Sarovar Dam at its current 
height of 122 metres. 
An anxious Laxmi Narayan Patil 
tells Kejriwal how the survey of 
land (conducted by Narmada Valley 





Development Authority of Madhya Pradesh govern- 
ment), has been taken over by dalals (touts) and getting 
one’s house or farmland deemed under doob requires 
one to pay bribes. This very survey marks the areas that 
will be submerged because of the dam. “Everything here 
is done through touts and payment of bribes. A local ad- 
vocate collected Rs 750 per house from 80 of the 160 
houses in our village to get those houses declared under 
submergence,” he alleges. 

Uday Singh, another villager, recounts how a 
rehabilitation and resettlement (R&R) 
official advised him to make pay- 
ment to some people sitting out- 
side his office in order to get his 
property declared under submer- 
gence (so that Singh could claim 
the R&R package). Yet another vil- 
lager says he was paid Rs 2.8 lakh as 


Future imperfect: A villager shows 
land acquisition notice 








part compensation for his farmland out of which the 
tout took Rs 1 lakh. 

The compensation was made under state govern- 
ment's controversial Special Rehabilitation Package 
(SRP) that goes against the Supreme Court-interpreted 
Narmada Water Disputes Tribunal Award—according 
to which, oustees must be given land for land (not 
money for land). 

Morning after, villagers show us around, pointing out 
at the slabs of stones bearing inscription ‘BWL’ (Back 
Water Level—though none of the villagers knows what 
it stands for). While the stones are meant to mark the ar- 
eas under submergence, inexplicably many houses on 
higher ground are deemed under submergence and 
the neighbouring houses on lower ground are not. 

From land surveys to R&R implementation, villagers 
tell us, government neither consulted Gram Sabha 
(mandatory under both state Panchayati Raj law and 
Land Acquisition Act) nor made any effort to make the 
process transparent for those who are going to be 
affected by the project. 

Not surprising then the Madhya Pradesh govern- 
ment has few project-affected people who have accepted 
its compensatory farmland—unlike Maharashtra and 


In deep water: Dam oustees at the Narmada river bank 





(Left) Anna Hazare arrives for the 
public hearing at Kharya Bhadal 


(Below) Project-affected people at a 
public hearing in Badwani town 
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Gujarat, where about 3,000 and 8,000 people respec- 
tively have accepted compensatory farmland. 

Our next destination is a public hearing at 
Khandwa village in Dhar district. At Karauli rehabil- 
itation site in Dhar district, we meet Badam Singh, 
who shows us the jerry-built house that he has been 
allotted; he tells us that a dalal took Rs 18,500 that he 
was paid as a part of the mandatory compensation in 
addition to the house. Singh has also not received Rs 
49.500, the rest of the financial compensation that the 
government needs to pay him. 

At another Jan Sunwai, in Badwani town, Kejriwal is 
joined by Ramon Magsaysay award winning social ac- 
tivist Anna Hazare. Villagers here narrate some more tales 
of fake sale deed and registries. However, in a meeting 
with Kejriwal, Badwani district collector S.K. Pal 
claims: “Only one out of 395 registries under SRP in 
Badwani has been found to be fake." On being con- 
fronted about the fake registries that NBA has unearthed 
in Badwani, he says: “Let me know of those cases 
and I will take action." 

Since the discovery of the scam, the state government 
has also dragged its feet on bringing the corrupt officials 
to justice even as 75 FIRs have been filed against oustees 
who were lured into participating in the racket. 

Hazare tells the gathering that he will demand that 
all oustees be given land for land. He also demands that 
an enquiry into fake registries scam must be conducted 
in a manner absolutely transparent to the Gram Sabha. 
*In the democracy that India has adopted, Gram Sabha 
is sovereign; it's because all power resides in the people. 
In fact, Gram Sabha is higher than Lok Sabha and 
Rajya Sabha," says Hazare. 

As of now, there are few takers in government 
for that. 8 
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The World Not-so-flat 


A voice of reason in a world swept up in the 
(Tom) Friedman mantra. R. SRIDHARAN 


REDEFINING Ф ONGRATULATIONS, РАМКАЈ GHEMAWAT. 
GLOBAL STRATEGY Congratulations for keeping your head 
Pankaj Ghemawat | and sight in a world that so completely be- 
Harvard Business lieves that it is flat. And congrats, most of all, for 
School Press having the courage to tell managers what they re- 


Pp: 257 ally need to know: that the world is a lot flatter 


Price :$29.95 
(Rs 1,198) 


these days, but it is not as flat as what some 
would have us believe. To globe-trotting managers 
of multi-national corporations, the premise of 
Ghemawat’s (professor of global strategy at IESE 
Business School in Barcelona) argument would 
have been long obvious. Despite tariffs around the 
world coming down, information technology 
connecting more people around the globe than 
ever before, and the world becoming a global 
village, it’s a fact that the parts that make the glob- 
alised whole are, while linked, quite different 
from each other. Cultures, customs, regulations, 
politics, beliefs, varying levels of education and 
prosperity all mingle in complex ways to create 
barriers that can either stymie or force change in 
the best thought out global strategy. Examples of 
this in India range from Posco’s current trou- 
bles with regulators to McDonald’s McAloo burgers to Citibank’s 
Suvidha bank account. Conquering global markets is not as simple as 
catching the next flight to Delhi or Shanghai. If you need further 
proof, just consider the impasse in world trade talks. 

In Redefining Global Strategy, Ghemawat argues that the world is not 
flat but semiglobalised, and that borders still exist and they matter 
when it comes to strategy making. However, instead of focussing too 
much on the physical boundaries, Ghemawat, who joined the Harvard 
faculty when he was 23 (he’s still with Harvard, though on leave), 
urges managers to look at global differences in terms of a “CAGE” 
framework: that is, cultural, administrative/political, geographic, and eco- 
nomic dimensions. This framework, he argues, will make differences vis- 
ible, help understand the liability of foreignness, compare foreign com- 
petitors and discount market sizes by distance. In other words, it will help 
managers focus on the differences that matter the most to their respective 
industries. But the tool that managers are likely to find most useful is 
Ghemawat’s “ADDING value scorecard”. Using the celebrated example of 
Mexican cement giant, Cemex, the author explains what ADDING is all 
about: adding volume, decreasing costs, differentiating industry attrac- 
tiveness, normalising risks, and generating and deploying knowledge. 

If one distils what Ghemawat is telling managers, it is not to rush 
into globalisation just because everyone else seems to be doing so. 
Instead, they should consider the value that such moves are likely to 
generate. In a world where globalisation has been adopted as an 
unquestioned truth, that’s sane advice. 
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INDIA ARRIVING 
By Rafiq Dossani 
AMACOM 

Pp: 291 

Price: $24 (Rs 960) 


HE TITLE SUGGESTS THE THEME OF 
the book quite clearly. /ndia 
Arriving is yet another book that 
traces this country's tortuous history 
from Independence, through the 
years of socialist stagnation to the 
current era when things at last 
seem to be moving along. The 
book, which touches all the bases, 
from the rising influence of the in- 
dividual states in the Union, to the 
diverse outcomes of federalism, to 
faith and tolerance, etc., essen- 
tially offers an NRI's take on India. 
The language is lucid and it reads 
well. Only, an informed reader will 
spot numerous howlers that would 
be more at home in a book written 
in the 1970s than now. For ex- 
ample, the author suggests that 
the giant cutouts of Tamil politicians 
in Chennai are, in a subliminal 
manner, a way to get the upper 
castes to pass by their feet. Then, 
he says, Indira Gandhi went back 
on her Garibi Hatao programme 
by, among other things, not raising 
taxes. This particular howler is all 
the more surprising since Dossani 
was, at one point, editor of a lead- 
ing Indian business magazine. A 
cursory question to one of his for- 
mer (and older) colleagues would 
have elicited the answer that Indira 
Gandhi's regime raised income 
taxes to 90 per cent-plus levels. 
You can read it for the markers 
and for some of the concerns it 
raises, but otherwise, it really is 
old wine in a new bottle. 
ARNAB MITRA 
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akeover for Mishti 


In a bid to take their delicacies to a larger audience, Bengal's sweet 
makers are adding a dash of international flavour. RITWIK MUKHERJEE 
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Bon Vivant: Foodie Shilpi Saha relishing carrot rasogolla at Hindustan Sweets in Jadavpur, Kolkata 


HE DELECTABLE SECRET IS FINALLY OUT. AND 
this would make some of the biggies of 
Bollywood rue their absence at the biggest 
wedding of 2007 (the Abhishek Bachchan- 
Aishwarya Rai nuptials) even more. Savour 
this mouth-watering spread they missed: Parijat (a 
mix of pista, nuts and kbeer), Moushumi (sandesh 
stuffed with nuts and coconut), Golapi Pera (pure 
chhena rolled in rose water), Shorpuriya (rounded 
chhena with elaichi and kheer), Dilkhush 
(kheer, сррепа and pista) and 
Sourabh (cbbena with sugar glob- 
ules and pista). Inside Bachchan 
residence Pratiksha, the sweetest 
note was struck by the nondescript 
(nevertheless famous) North Kolkata 
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sweet shop—Girish Chandra Dey & Nokur Nundy, 
popularly known as Nokur. 

And if these delicacies sound unfamiliar even to the 
connoisseurs of Bengali sweets, there’s good reason for 
it. The inimitable Bengali sweets have turned exotic 
from the earlier days of the simple and bare sandesh, 
rasogolla, chamcham and a host of chhena goodies. 

Some prefer to think of it as the first tentative 
steps of Bengali sweet makers, who annually do business 

worth Rs 6,000 crore, towards 'glob- 

alisation’. Looking beyond Bengal, 
the traditional, family-based in- 
dustry is now talking of export 
markets and patents—terms un- 
heard of in the past. But before 
plotting their moves to create an 













international market, or perhaps simultaneously, they 
are concentrating on tapping a ready market in other 
parts of the country. 

The new market reality has resulted in a change in 
the character of Bengali sweets. Generally made of 
sweetened cottage cheese (chhena), reduced solidified 
milk (kboya), or flours of different cereals and pulses, the 
delicacies now come with a blend of nuts, pistachio, rose 
water and cardamom. Not just that, the enterprising 
sweet makers are adding a dash of some internationally- 
preferred flavours like black currant, kiwi and strawberry 
to the desi spread. Says Rabindra Kumar Paul, General 
Secretary of West Bengal Sweetmeat Makers’ Association 
and Director of Hindustan Sweets: “Besides people of 
Asian origin, Americans and Europeans are our po- 
tential customers. The new avatar of sweets will help in 
effectively marketing the products and convince 
the overseas market of the nutritional value of ei- 
ther a sandesh or a rasogolla compared to 
pastry, which is full of empty calories.” 

So you have Alphanso Dahi from 
Balaram; Black Currant Sandesh/Kiwi 
Sandesh/Strawberry Rabri from Nokur; 
Strawberry Rasogolla from Gupta’s; Tulsi Doi and 
Tulsi Sandesh from Hindustan Sweets; and Soya 
Roll, Rosecream Peshwari, Orange Dahi from 
K.C. Das. The hot favourite at the moment? 
Malpoa with brandy sauce, especially at 
the opulent parties. 

Film maestro Satyajit Ray was a regular 
visitor to Nokur, so are his son Sandip Ray 
and Tollywood director Rituparno Ghosh, of- 
ten billed as Ray's protégé. Singer Manna Dey has 
a sweet tooth; so do actors Vidya Balan, Abhishek 
Bachchan and Aishwarya Rai. "Bengali sweets are now 
travelling beyond Bengal. This recent gourmet trend is 
aimed at keeping sweets of Bengal contemporary and 
relevant to vounger people," says Prashanta Nundy of 
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Flavour of the season: Carrot and tulsi-based sweets are in 













Nokur. 
Therefore, to 
tempt the 
new palate, 
the 165-уеаг- 
old Nokur is 
adding new 
flavours—or- 
ange, pineapple, 
mango  lichi, 
black currant and 
kiwi—to its sandesh. 
Nokur already ‘exports’ 
its sweets to various parts 
of the country and abroad, 
from its base in North Kolkata's 
Hedua. 
K.C. Das, arguably 

the most popular 

brand of Bengali 

sweets (particularly for its canned rasogollas), 
is also keen on tapping this market, albeit 
more aggressively as is clear from its retail 
spread—five shops in Kolkata, as many as nine 
in Bangalore and one shop in Mysore. From a 
humble beginning in a tiny, obscure corner of 
Baghbazar in North Kolkata way back in 
1866, the rasogolla maker is now offering 
Golapi Pera, Rosecream Peshwari, Sandesh 
Cake, Soya Roll, Keshar Dahi and Orange 
Dahi to cater to contemporary palates. 

So, would the fusion sweets mark the end of the 

good ol’ mishti? A vehement no comes from the 

sweet makers. “We have come up with items like 
Carrot Rasogolla, Soya Rasogolla, Tulsi Rasogolla, 
and the responses have been overwhelming. It 
doesn’t mean we have done away with the traditional 
sweets,” says Paul. 

The next course? Sweet makers are now taking 
steps to integrate traditional and modern methods of 
production. K.C. Das is carrying on research at its 
southern unit in Bangalore to improve the flavour of its 
prime product, the rasogolla. 

Aiding these efforts is Jadavpur University, where 
scientists are trying to evolve standardised procedures 
to be followed by the sweet makers. “This apart, 
Kalyani University, Indian Institute of Chemical Biology 
and irr-Kharagpur are helping us with their research- 
based findings to develop new sweets that are healthy,” 
says Paul of West Bengal Sweetmeat Makers’ 
Association, which has more than 100,000 members. 

By all accounts, the unassuming mishti is going 
places and is well on its way to become a global 
epicurean delight. 


Sandesh mac 
(yes, made from) 
fruit juices 
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Music Іп а Вох 


Nokia sends BT's reviewer а 
briefcase full of tech goodies. 





OKIA RECENTLY SENT A BRIEFCASE OVER TO THE 

Business Today office and the obvious joke 

was that it had stashed it with money to get 
favourable reviews; not that we condemn too many 
Nokia phones to the pit of bad reviews. Anyway, to 
cut a long story short, the briefcase, as you can see 
pictured above, had the two latest Nokia XpressMusic 
devices, the 5310 and the 5610, a set of headphones 
and two portable speakers, one from JBL and one 
from Altec Lansing. 

To the phones first: the 5610 is a lovely device 
with a slider form format; those who like sliders 
will be drawn to the phone. The addition of quick 
access media buttons is becoming a hygiene factor on 
phones that claim to be music “optimised” and 
as such, the buttons do their job. The 
problem is that the phone cannot 
take a regular 3.5mm audio input 
jack, which is strange, since the 
cheaper 5310 has that ability. 

The slim form factor and 
overall feel of the device made 
this reviewer make it his 
primary phone and music 
player for quite a while. 

The 5310 that was in the 
briefcase came with a two- 
gigabyte memory card, instead 
of the standard 512-megabyte 
card that ships with the 5310 
and 5610. But the large card— 
coupled with a low bit-rate 
MPEG-4 Audio (M4A) encoding 
(which you can do through 
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JBL's snug sound-dock 


Nokia's 5310 attached to 
an Altec Lansing speaker 





Nokia РС Suite) that shrinks digital music files to 
around a fourth or a fifth the size of a standard 
128-kilobit encoded мрз file—ensures that you 
can really stuff the device with over 1,500 songs. 
And audio quality, while nowhere close to perfect, 
15 pretty good. 
While filling up the memory card with music 
might have some drawbacks—such as not having 
space to shoot pictures—that is not a big problem on 
this phone, because the camera is ordinary, to say the 
least. The other drawback is the less than stellar bat- 
tery life; not many phones with the slim form factor 
get battery life right, though some of Samsung's new 
Ultra devices do. 

Yet, that does not seem to have stopped people from 
buying the 5310, which has become one of the fastest 
moving handsets in December. Not bad for a phone 
that costs a shade above Rs 10,000. The 5610 is avail- 
able in stores for around Rs 13,000. 

But what was really interesting was the JBL ‘On 
Call' Sound System developed specifically for the 5310. 
No matter what the press release says about the 3.5mm 

jack on the speaker system to allow other devices 

to work with it, the form factor makes that 
nearly impossible. That, plus the volume 
controls on the On Call are little 
plastic knobs that manipulate the 
5310's volume controls. Whining 
aside, this is a very pretty sound- 
dock. 

But, when it comes to sound 
quality, this little system really 
impresses, delivering a surpris- 
ingly full range, though bass re- 
production could have been 
slightly better, but for its size, 
the system is remarkable. 
The On Call system costs 

; Rs 6,000 and as far as mobile 
==} phone accessories go, this is one 
er of the best we have ever tried. 

KUSHAN MITRA 
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bt treadmill 


T HEALTH CHECK-UPS 
Squat Safely . FOR EXECUTIVES 


ч 
they are so universal that they give rise to ill-founded arguments. Like 
the one that goes: *Running on hard surfaces like roads will harm 

your knees.” Heard that one? I’m sure you have. Nothing could be farther 

from truth. Running in proper form on a hard surface will not affect your 
knees, provided your knees are not injured or your bones weak. The trou- 
ble is many recreational runners run without proper technique and that can 
be injurious to their knees and even other parts of the body. For instance, 
while running, always land on the balls of your feet. Yes, those things are 
there on your feet too. The ball of the foot is the plump part where the toes 
join with the rest of the foot and experienced runners land lightly on that 
muscular portion of the foot and not on their heels or toes while running. 

That is an essential part of running properly and minimising injury. 

There are others but ГЇЇ leave that for another installment of Treadmill. 

Like the myth about running on hard surfaces, is another one that warns 
you against doing weighted squats for your leg workouts. “Don’t do squats; 
they mess up your knees," is so universal that it has generated its fair share 
of quadriceps (thigh muscles) and glutes (butt muscles) challenged breed 
of fitness enthusiasts. 


Tu ARE SOME WORKOUT MYTHS THAT REFUSE TO DIE. IN FACT, 


Don't believe me? Go to your own gym and see how 
many people do squats for their quads and glutes. Done 









squat is a compound exercise that not only works the 
thigh muscles but also provides a thorough lower body 
work out. While doing squats, your feet have to be flat 
on the floor and spaced slightly wider than shoulder 
width apart. Your toes should point outward but only 
slightly. For the back squat, the barbell bearing weights 
should be balanced across the upper back (not the 
neck). During the downward movement, your glutes and 
hips should be driving the motion and the chest should be out in 
its natural (not hunched) position. At the end of the downward 
motion, the thighs should be parallel to the floor and knees 
should not extend beyond the line of the toes (see illustration). The head 
should be up and eyes focussed in front (not below). When going back to the 
upright position, you should push upwards, exerting your thigh muscles and 
ensuring that your feet are firmly planted where they are and don't move. 
Often rotary movement at the knees cause injuries so it is important to en- 
sure that your knees don't twist while going up or down. Nor should your 
hips move laterally while going up or down. 

Try to use light weights to get your form and technique right before 
you start loading up the barbell. Experienced squatters can lift more than 
double their body weight doing squats. But don't try to get there in a 
hurry—give it time and you could find that squats are great routine to build 
into your gym regimen. 


RAMEN SARKAR 


MUSCLES MANI 


write to musclesmani@intoday.com and read the Treadmill blog 

at www.businesstoday.in 

Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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PRO-AM OF CHAMPIONS 2008 


` 


IN ASSOCIATION WITH 


L4 


ITC-WELCOMGROUP 


Hotels, palaces and resorts INTELLIGENT COMMUNICATIONS 


The Pro-Am of Champions is India's only standalone Pro-Am. It is an opportunity for the who's who 
of the corporate world to partner top notch professional golfers and stake their..claim on new turf. 


This coveted event will be played over three regional rounds in Bangalore. Kolkata and Mumbal which then 
culminates with the grand finale in Delhi. The business deals can wait. it's time to brush up your golf skills 
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The 13th Business Today-Honda Pro-Am of Champions’ 
eastern leg saw some keen competition among 
Kolkata's corporate bigwigs. RITWIK MUKHERJEE 


SIMPLE WALK THROUGH ITS 

lovely grounds can be a deli- 

ghtful experience in itself. 
The 112-year-old Tollygunge Club 
in the heart of metropolitan 
Kolkata is as much a place of great 
natural beauty with its flowering 
tress, tropical plants and fauna as it 
is a relic of history. Whether it's the 
200-year-old Club House or the 
idyllic 18-hole golf course, Tolly, as 
it is popularly known, is strewn 
with legends, anecdotes and mem- 
ories of all sorts about India’s 
colonial past. 

On a mid-December morning, 
amid the twitter of birds and the 
early rays of the sun filtering 
through the foliage of age-old 
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tropical trees and falling over the 
velvety expanse in an inclined 
shower of lights, 80 golfers sat at 
the Club House over a sumptu- 
ous breakfast discussing their 
strategies ahead of the start of the 
Business Today-Honda Pro-Am of 
Champions 2008 at 8 a.m. A little 
away from them and shaded by 
tall trees stood a spanking new 
Honda СКУ, there for the taking by 
anyone who was good enough to 
score a hole-in-one. 

Aditya Khaitan, Managing 
Director, McLeod Russel India; 
Vishambhar Saran, Chairman, Visa 
Steel; Ranbir Bhandari, Vice 
President, ITC Sonar Bangla; A.K. 
Sareen, Managing Director, 


Ceratizit India; K.N. Desai, Vice 
President, Tata Tea; Deepak 
Tandon, President, Birla Tyres; 
and R.K. Mohanty, former 
Director General of Police and 
now Advisor to Tata Sky, were 
some of the corporate honchos 
hoping to strike the same form 
that they display in their own pro- 
fessional arenas. They all seemed 
to like the Tolly. 

The 18-hole, 71-par Tollygunge 
golf course, spread over 100 acres 
and designed by world renowned 
golt architects, is one of the few all- 
season courses in the country, and, 
therefore, a favourite grooming 
ground for professional and ama- 
teur golfers. It caters to different 
skill levels. Naturally, the club is an 
ideal venue for the Business Today- 
Honda Pro-Am Championship, the 
only stand alone Pro-Am golfing 
event recognised by the PGAI and 
participated by the top echelon of 
the city's companies, profession- 
als and administrators. 

By the end of the day, only a 
few were able to translate their 
hopes into reality. But all the 
golfers looked disappointed as the 
stunning Honda Ску had eluded 
them: no one could get a hole- 
in-one on the 13th. But that dis- 
appointment was certainly over- 
shadowed by the feeling of having 
enjoyed a fun-filled day. The 


Business Today-Honda Pro-Am 
of Champions 2008 was played 
on the accepted Stableford for- 
mat and it had three distinct hand- 
icap categories of 0-8, 9-16, 17- 
24. Each player was allowed 75 
per cent of his handicap. Running 
concurrently was a team event 
with sides randomly chosen by 
the computer. 

The trio of Aditya Khaitan, 
Sanjeev Nagar and Kiran Desai 
booked a berth in the national fi- 
nals of the 13th edition of the BT- 
Honda Pro-Am of Champions. The 
three emerged victorious in their 
respective handicap categories to 
reach the final. While Khaitan was 
the winner in the 0-8 category, 
Nagar beat the field in the 9-16 
category, and Desai won the 17-24 
category. Incidentally, all the three 
logged an identical score of 37 
Stableford points. 

The quartet of Ravi Shankar 
Kataruka, Vicky Kapoor, Kiran 
Desai and L.K. Jhalaria emerged as 
the champion team with 97 
Stableford points. They beat 
Harmeet Sahney, Madhav Adige, 
J.P. Sarkar and Mahesh Khattry, 
who finished as the runners-up with 
92 points. 

“It’s not that a few individuals 
have won. The purpose of the 
game has won and each of us en- 
joyed it to the hilt,” said one of the 
golfers, summing up the mood. 


There were many who didn't play 
but had joined others to cool their 
heels over the weekend lunch at 
the sprawling Tolly Club. 

The grand finals of the four-leg 
event will be held in Delhi in the 
third week of February. The re- 
spective winners from each of the 
four zones will travel to the 
national capital where they will get 
a chance to rub shoulders with the 
best professionals in the country. 

Apart from the main trophies, 
there were other interesting prizes 
on four holes, which tested the 
golfers in all departments of the 


game. The tournament was spon- 
sored by Honda Siel Cars India 
and co-sponsored by Avaya Global 
Connect and rrc Hotels. ColorPlus 
was the styling partner. 

As L.K. Jhalaria says: “The 
beauty of golf is that vou tee off 
as just another golfer or an ac- 
quaintance and by the time you 
reach the last hole, vou are very 
good friends." 

The participants left with not 
just a one-of-a-kind golfing experi- 
ence but also as good friends some 
of whom may have forged some 
business associations as well. w 
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A Pictorial Delight 


I HIS HAS ALL THE MAKINGS OF A PICTURE-PERFECT 
dream. Punj Lloyd's Chairman ATUL PUN] has 
launched the group's Photographic Foundation 
and its first limited edition calendar for the year 
2008. To mark the beginning of the venture, an ex- 
hibition aptly called ‘Wanderlust’ was presented 
in association with former JWT India Creative 
Director Rohit Chawla. The opening theme: the 
Gujarati nomadic community of Rabaris in a studio 
set-up. Punj, 47, draws an analogy: “True to the 
wandering nature of our business crossing many 
boundaries, selection of Rabaris as a subject for 
the calendar came naturally to us." The launch is 
only a precursor to the setting up of Punj Lloyd 
Photographic Foundation to promote and cele- 
brate photographic art. “In times to come, we will 
actively support upcoming artists through the foun- 
dation,” adds the new champion of diversity. Punj 
seems to be on the right track, one frame at a time. 
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DEBASIS PALIT 


The Homecoming 


JUST A DAY INTO THE NEW YEAR, IT WAS TIME FOR A 
homecoming of sorts for R. SANKAR. Sankar, 48, 
recently quit as head of Mercer in India to join 
PricewaterhouseCoopers (PwC) as Executive Director, 
People & Change Consulting. While he has had two 
earlier stints spanning 10 years at PwC, his man- 
date this time around is to take PwC’s people practice 
to the next level of growth. Talk of his achievements 
at Mercer and a modest Sankar says: “I am happy 
that we were able to put in practice (at Mercer) what 
we tell our clients.” He is credited with shaping 
the Mercer brand and HR consulting practice in 
India. For this cricket buff and classical music afi- 
cionado, success is a way of life and life’s philosophy, 
a Chinese maxim that says: “Every day is a little life 
and life is but a day repeated.” 
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First Among Equals 


AFTER ALL THE HARD WORK, COMES THE REWARD. 
Three months before he could complete his second 
vear in the company, RAGHU PILLAI, Chief Executive 
of Operations and Strategy, Reliance Retail, got 
inducted onto the company's board with effect 
from December 2007. What makes this induction 
exceptional is that Pillai is the first Reliance Retail ex- 
ecutive to be given a board position. However, it's 
business as usual for the 50-year-old Pillai, who 
maintains that “there is absolutely no change in 
my workload and schedule" post his elevation. 
[hat might just change with the company under- 
going restructuring to break down the different 
retail arms into around 30 subsidiaries. During the 
last year, Reliance Retail had to shut shop in several 
states and could not meet its target of 550 stores by 
2007-end. With the industry abuzz with talks of a 
possible deal with French retail major Carrefour, 
Pillai surely has his hands full. 


Weathering a Storm 


BY ALL ACCOUNTS, THE ODDS WERE IN FAVO 
banker PURANAM HAYAGREEVA RAVIKUMAR wher 
he stepped into the corner office of the newly set-up 
national level commodity exchange “NCDEX” in 
2003. His close competitor was Multi Commodity 
Exchange (MCX)—promoted by an unknown first 
generation entrepreneur Jignesh Shah. Ravikumar, 
56, won the battle of turnover hands down in the 
initial years, but soon the spi- ( 

raling commodity prices had 
put the NCDEX's Ravikumar at 
the centre of UPA policymak- Ж Р 
ers’ ire. This was followed by е 
a ban on futures trading in EB 

wheat, rice, urad and chana. 
That spelt trouble and as a re- 
sult, Ravikumar's NCDEX 
market share plummeted 
to below 25 per cent in 
the last one year. He ts 
now toeing the MCX 
line by shifting focus 
to metals. The ray of 
hope for the seasoned 
banker is that the 
commodities mar- 
ket is attracting 
huge volumes. 
That's the reason 
he has already put 
his ‘quit’ rumours 
Raviku- 
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three decades 
of banking ex- 
perience, seems 
certainly set for 
a fightback. 


The Adroit Strategist 
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21 | NAME: 
AGE: 70 
DESIGNATION: Chairman 
COMPANY: Tata Group 


*— The New Henry Ford 


ATAN TATA HAS HIT A PURPLE PATCH. LAST YEAR, PARTICULARLY, WAS EXCEPTIONAL, 

martphone and this year promises to be more of the same. Over the last 12 months, the 

70-year-old Chairman of the Tata Group has wrested back the position of #1 

Indian business house, which the group had ceded to Reliance Industries sometime 

back. The Corus takeover last year added a 75 per cent incremental heft to the group's 

top line, taking it roaring past the $40-billion (Rs 1,60,000 crore) mark, well clear of 
its rivals in the field. 

Then, Tata Motors has recently been named preferred bidder for Ford Motor 
Company's luxury brands, Jaguar and Land Rover, and *hopes to seal" the final deal over 
the next few weeks. And in between these two deals, Tata has gobbled up smaller com- 
panies across the world, making his group the first Indian multinational in the truest sense 
of the word. The icing on the cake in what will, undoubtedly, go down as one of the finest 
years for the 139-year-old group, was its ranking, at #3 on the list of the world’s most 
accountable and transparent businesses by Britain's One World Trust, 
behind GE and GlaxoSmithKline. If there was one sour note, it was the rude—and un- 
civilised—rebuff Indian Hotels received from the management of Orient Express on its 
proposal for an alliance. 

But Tata's crowning glory is expected to be the launch of the much awaited “People’s 
Car”, aka the Rs 1-lakh car—his dream project—that has auto enthusiasts and rivals арор. 
Nothing instills confidence half as well as the respect of opponents. And Carlos Ghosn, 
President & CEO of Renault and Nissan, paid him that respect by saying: “If the Tatas can 
do it, so can we." This marks a first—of a world-leading multinational humbly admitting 
that it is following in the footsteps of a much smaller Indian company. There has been spec- 
ulation that Tata may announce his retirement after the launch of the much-talked-about 
car, but no confirmation has been forthcoming from the group. The New York Times even 
speculated that he will set up a small architecture firm after that—he is an architect by train- 
ing, from Cornell University—but again, there's no confirmation. 

For now, though, there's a huge prize waiting for him. After all, if the Rs 1-lakh car 
succeeds, Tata may well become a Henry Ford, who pioneered mass motoring with the 
Al r Ford Model T, of the 21st century. ШЕ 
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Leadership in its purest form. 


The new BMW M3 Coupé. Performance meets passion. 


For over 30 years, BMW M has been world renowned for combining breathtaking driving dynamics with day-to-day usability. 
And this tradition of technological leadership now comes to India with the new BMW M3. Its V8 high-rev engine generates an 
impressive 420 hp and catapults this innovative lightweight construction masterpiece to 100 km/h in only 4.8 seconds. PUN 
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From The Editor 


HE HINDUJAS HAVE ALWAYS BEEN AN ENIGMA IN 

India. Their closely-held business empire is esti- 

mated to have worldwide revenues of $10 billion 
(Rs 40,000 crore), more than a third of which comes 
from India. Yet, when it comes to investing in India, the 
group has not been as aggressive as many of its peers. 
Besides, none of its Indian businesses—ranging from 
commercial vehicle manufacture to media and enter- 
tainment—is a leader in its sector. Truck maker Ashok 
Leyland, considered the group's flagship company, is far 
behind market leader Tata Motors, and the group's 
bank, IndusInd, isn't among the top three private banks 
in [ndia. For the greater part of the past two decades, the 
group was also accused of involvement in the scandal over 
the Bofors arms deal (although those charges were 
eventually withdrawn a couple of years ago). 

The fact is that the Hindujas have never really 
demonstrated their bullishness about India by actually in- 
vesting here in a big way. Better late than never, say the 
Hindujas—the family's patriarch Srichand and his three 
brothers, Gopichand, Prakash and Ashok. In the next five 
to seven years (perhaps coinciding with the group's 
100th anniversary in 2014), the Hinduja 
brothers say they could be investing at 
least $50 billion (Rs 2,00,000 crore) 
across a welter of businesses, includ- 
ing oil & gas, real estate, power and in- 
frastructure. The third generation 
Hindujas, besides a few recently in- 
ducted professionals (like former ONGC 
chairman Subir Raha) are getting ready 
for that leap. Executive Editor Brian Carvalho met the 
Hinduja brothers to find out what the new blueprint is 
and, of course, to assess whether all those plans will 
become a reality (see They’re Back, page 62). 

Five years ago, Business Today began the annual 
India's Biggest Newsmakers study, a collaboration with 
Cirrus Media Research. The study ranks the salience of 
companies and CEOs measured by the quality and quan- 
tity of press coverage they get. To know who topped the 
charts for 2007, turn to page 107. 

Elsewhere, we cover how Sify, India's leading in- 
ternet service provider, is reinventing itself two years 
after a new owner took charge. Another feature looks 
at how Sajjan Jindal is leading his Rs 10,000-crore pre- 
dominantly steel-making group aggressively into a 
host of new areas—these include power, cement, alu- 
minium and infrastructure. Plus: 60 minutes with the 
$27.4 billion (Rs 1,09,600 crore) DuPont's CEO Chad 
Holliday where he talks about what makes the chem- 
icals giant tick and a story on how many Indian 
brands, including some really old ones that you thought 
had died, are making a comeback, repositioned and 
enriched with new value propositions. 


Sanjoy балта 


SANJOY NARAYAN 
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A Healthy Trend 

BLOCKBUSTER GAMBIT (BT, JAN. 27, 
2008) brings into focus the attempt 
of seven big Indian pharma com- 
panies to invest hundreds of crores 
of rupees into drug research. India 
has the advantage of having a talent 
pool of highly-skilled scientists and 
also facilities for carrying out clini- 
cal trials. Even if these companies 
succeed in one new discovery, it 
will change the face of Indian 
pharma and make it a force to 








Funds for R&D Still an Issue 
ADVANCEMENTS IN SCIENCE AND 
technology have made it imperative 
for pharma companies to invest in 
finding new chemical entities 
(Blockbuster Gambit, Jan. 27, 
2008). Indian pharma majors have 
already made their mark globally 
by providing generics to the needy 
at competitive prices. Now they 
are investing in R&D in a big way, 
despite the uncertainties involved. 
There is no dearth of talent in 
the country but concerns about 
adequate funding remain. The 
money going into R&D in India 
is still insignificant compared to 
the budget of global drug giants. 
Perhaps a collective effort by var- 
ious companies at setting up a 
joint R&D establishment will help 
make a difference. 

R.K. SUDAN, through e-mail 


Way to Go for Canara Bank 

THE ENTRY OF NEW GENERATION PRI- 
vate banks has made the turf a lot 
tougher for state-owned banks 
(Banking on the Brand, January 27, 
2008). This has made the public 
sector banks consistently realign 
their strategies in tune with the mar- 
ket forces. The prudent and cau- 
tious banking policy pursued ever 
since the time of S.R. Pai in 1906 has 
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reckon with globally. 


A. JACOB SAHAYAM, through e-mail 


— 





made Canara Bank one of the lead- 
ing banks in the country. Even while 
growing organically, it has never 
been averse to inorganic growth, as 
and when the opportunity arose. 
With a hefty business portfolio of 
over Rs. 2,50,000 crore and a com- 
fortable capital adequacy ratio, the 
bank is well on course to becoming 
a global one and take on new and 
greater challenges. Canara Bank has 
done the right thing at the right 
time to retain its competitive edge. 

SRINIVASAN UMASHANKAR, through e-mail 


Only Traditional Mishti Will Do 

MAKEOVER FOR MISHTI (BT, JANUARY 
27, 2008) is taking place on a 
minuscule scale. Your story gives 
the impression that mishti in new 
flavours and avtaar has become a 
trend in Kolkata (I don't think there 
will be any market for fusion mishti 
outside the city). It would have 
been worthwhile to know how 
many people buy such sweets com- 
pared to the traditional ones on a 
daily basis (and most Bengali house- 
holds do buy sweets everyday). 
Being a Bengali and living in 
Kolkata, I think the mishti 
makeover is limited to high-society 
parties and it does not have a wide 
market yet and is unlikely to have 
one. It’s like saying "let's have 


pancakes with nalen gur (date 
molasses)". Why go for something 
else when the original is available 
and so good. Anybody for jhaal 
moori (puffed rice) with a sprin- 
kling of dried shrimps? 


DEEPTI ROY, through e-mail 


Participation of People Important 
REHABILITATION OF PROJECT OUSTEES 
is always tardy and does not always 
get the requisite priority (That 
Sinking Feeling, Br, January 27). 
Big dams generate big problems 
and bigger controversies, as seen 
in the case of Sardar Sarovar Dam. 
The local people should be fully 
involved and taken into confidence 
at every stage of any development 
project. Their cooperation and vol- 
untary participation will ensure that 
there are minimum hassles in the ex- 
ecution of the project. This is a les- 
son, hopefully, our government 
should have learnt by now. 

D.B.N. MURTHY, through e-mail 


Correction 


IN CAN THIS MARRIAGE WORK? (BT, 
January 27, 2008), the number of 
employees per aircraft for the com- 
bined entity in the table The 
Marriage in Numbers should have 
been 103 and not 203. The error 
is regretted. 
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Boom and Bust 


N JANUARY 15, EVEN AS ANII AMBANI'S RELIANCE 

Power IPO was getting oversubscribed within 60 
seconds of it inviting bids, the stock markets were 
falling. By the end of the day, India’s biggest ever IPO (Rs 
11.700 crore) had offers for 10 times the number of 
shares on sale, but the Bombay Stock Exchange bell- 
wether index, Sensex, was down 476.96 points to 
20,251.09. It's hard to say if Reliance Power's 1РО, 
which eventually was oversubscribed 73 times, would 
have been such a spectacle had it been launched just a 
week later. For, Dalal Street looked very different 
when BT went to press early third week of January. In 
just five trading sessions (January 14-21), the Sensex had 
shed 4,000 points and stood at 17,605.35, having re- 
covered from an intra-day drop below 17,000. What's 
happening? Worried over a possible recession in the us, 
foreign institutional investors are pulling out money 
from Dalal Street, thus sending stocks into a tailspin. 
The markets may not recover until that money comes 
back. That's unlikely to hurt economic growth in the 
short term, but it almost certainly will jeopardise the 
chances of IPOs waiting in the wings. 

Over the last few years, IPOs have had a dream 
run on the stock markets. A booming secondary mar- 
ket, debut of good quality stocks at attractive prices, and 
the overall India growth story have been the primary 
reasons why IPOs have done so well. In 2004, when 
ONGC tapped the primary (read: IPO) market, the por- 
tion reserved for retail investors was not even fully sub- 
scribed. By contrast, the retail portion in the Reliance 
Power IPO was oversubscribed 14 times. What got the 
retail investor interested in IPOs post-2004 were the huge 
gains most of them delivered following their listing on 
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All tangled up: Telecom Minister A. Raja 
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D-Street spooked: The R-word strikes 


the stock markets. In 2007, for example, more than 70 
per cent of the IPOs gave positive returns to investors, 
with 84 per cent of them offering investors an exit at a 
premium on the date of listing itself. 

Restrictions on overseas borrowings and the need for 
capital in a booming economy will see many companies 
launching mega IPOs this year. If the economy contin- 
ues to grow at 8-9 per cent a year and the secondary 
market recovers, then the primary market will continue 
to flourish the way it has in the recent years. After all, 
there are several high-quality IPOS on the cards and the 
investor appetite appears robust. In fact, it shouldn't be 
surprising if companies raise nearly $20 billion (Rs 
80,000 crore) in 2008. However, whether that mate- 
rialises will depend on how quickly and how much the 
secondary market recovers. 


ARTIN JULIUS ESSLIN MUST BE CHORTLING FROM 

beyond the grave. The famous author and lit- 
erary critic coined the term, “The Theatre of the 
Absurd", to describe works by several famous authors 
from the 1920s to the 1960s. All these works had 
some common elements: satire, parody, a cast of 
characters trapped in hopeless conditions, cliches and 
often nonsensical wordplay. 

Esslin used the term in a literary context, but its de- 
scription fits India's tryst with the allocation of addi- 
tional spectrum to telcos to a T. Just when it seemed 
that the issue of spectrum allocation was reaching a de- 
nouement, the conclusion has been confounded with 
confusion. In the latest twist to the tale, the Central 
Vigilance Commission has trained its guns on the 
Department of Telecommunications (DoT) over the 
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allocation of this scarce resource. 

After dilly-dallying for nearly two years, the gov- 
ernment announced the release of fresh spectrum to nine 
applicants. This came as a major respite to the telecom 
industry, which has been clamouring for the same in or- 
der to expand its networks and offer higher-end services. 

But amidst allegations of an “unfair allocation pro- 
cedures” and “distortion of rules by рот”, the СУС has, 
suo moto, issued a questionnaire to DoT seeking replies 
on why it overstepped its brief. DoT has been asked to ex- 
plain why some operators have been allocated 6.2 MHz 
of start-up spectrum per circle, when the licence agree- 
ments specified that service providers would be given 
only 4.4 MHz of radio frequencies to launch services. The 
CVC pointed out that licence conditions entitled each op- 
erator to a "cumulative maximum" of only 6.2 MHz of 


Tread with Care 


HIS ONE PROMISES TO BE TRICKY—AND OCCASIONALLY 
T pricey, too. There is a renewed spirit of bonhomie 
in official Indian circles about China—and with good 
reason. As Prime Minister Manmohan Singh pointed out 
to his hosts in Beijing, it wasn’t that long ago, in the first 
half of the 18th century, that India and China boasted 
of economies that were as large, if not larger, than 
that of the whole of Europe. Economists and crystal ball 
gazers are almost unanimous that old balance will be re- 
stored in the course of this century. Trade between 
the two countries is galloping ahead. The target of 
$10 billion by 2008 was achieved two years ahead of 
schedule and the 2010 target of $40 billion is expected 
to be crossed this year itself. The revised target: $60 bil- 
lion in two years. China is already India’s largest trad- 
ing partner and India is China’s 10th largest. 

Then, India and China (and Brazil and South Africa) 
have, through their unofficial “alliance” at the World 
Trade Organisation, successfully stymied the carefully 
crafted plan of the G-8 to push through a discriminatory 
and one-sided international trade pact that would have 
ensured western hegemony in economic matters. 

So, obviously, there’s great mutual benefit in walking 
down the path of friendship and cooperation. But 
here, we must add caveat. Friendship and cooperation 
are all very fine, but they cannot be one-way streets. The 
Chinese leadership is playing a game of cooperation and 
containment with India. Even while making politi- 
cally correct statements about Indo-Chinese relations, 
it has blocked India’s attempts to deepen its ties with the 
ASEAN. It has been making equivocal statements about 
backing India’s attempts at securing a permanent seat 
on the United Nations Security Council, and it ts 
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radio frequencies per circle. All existing GSM opera- 
tors such as Bharti Airtel, Vodafone, Idea, Aircell and 
Spice would have gained additional spectrum as a result 
of DoT’s decision. Now, in all likelihood, the Telecom 
Commission, which is scheduled to meet on January 28, 
will ask GSM operators to return the excess spectrum. 
This will open the proverbial can of worms; and it is very 
likely that the matter will get embroiled in litigation— 
leading to further delays. 

There doesn’t seem to be any easy way out of the 
mess. Result: the Indian consumer will suffer in the 
short- to medium-term. But the government will do well 
to learn an important lesson it should have learnt a long 
time ago: policy issues have to be dealt with with 
transparency and fairness. But given its track record, this 
lesson, too, will be lost on it. 





Let’s not mince words: Singh with Chinese PM Wen Jiabao 


blowing hot and cold on the issue of resolving the 
border dispute. Further, it is trying to ring India mili- 
tarily with a string of military alliances with Myanmar 
and Pakistan and provoking India with its aggressive 
stance on Bhutan and Nepal, both of which have tra- 
ditionally been India’s backyards. Obviously, the rise of 
India as another pole in Asia is not something that fills 
Beijing’s elite with a lot of joy. 

But India's reaction to all these provocations has 
been marked with silence or a pusillanimous deference 
to Chinese assertions. Trade and cooperation are all very 
fine, but the Government of India should realise that in 
the real world, power respects power. Indian foreign 
policy must quickly adapt to the country's changed sta- 
tus—it is a rising world power now, and no longer a 
Third World basket case, and must learn to fight in its 
weight class. The way forward: take a strong line on po- 
litical and military issues while simultaneously pushing 
for stronger economic ties with the Dragon. In other 
words, tread with care. Ш | 
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Hoping Against Hope 


The promised tax cuts may not materialise in 
Budget 2008-09. SHALINI S. DAGAR 





P. Chidambaram: Will he keep his promise to taxpayers? 


EAD MY LIPS; NO NEW TAXES," SAID GEORGE H.W. BUSH, FATHER OF THE 

incumbent Us President. Many believe that one statement won him 

the 1988 presidential race and ensured his place at the White 
House. Just short of an election year (if the government lasts its full 
term, and it seems it will, Finance Minister P. Chidambaram will get a 
chance to present a vote-on-account next year), does the same economics 
have a chance of working in India? Chidambaram has been very consistent 
with his stance on taxes over the last few years—if there is increased vol- 
untary compliance, there is a case for moderation in rates. 

Well, compliance has been improving over the past few vears, both due 
to reasons of strong economic growth as also more stringent tax ad- 
ministration. Now, the compliant seek the promised carrot. As the Budget 
process got underway in the first week of January, there has been a 
build-up of expectations of tax concessions in the coming Budget. But the 
Finance Minister has tried to temper this sentiment. Yet, for the compli- 
ant, tax-paying middle class, there is clearly a case for some relief. Salaries 
may have risen but so have outgoings, whether through additional levies 
such as the education cess, or service tax on a phalanx of services. “There 
is surely a case for reduction in the tax incidence on individuals, which is 
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The fortnight's burning question. 
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already quite high," says T.K. Bhaumik, Chairman (Economic 
Affairs), ASSOCHAM. Income tax on individuals is a component of di- 
rect taxes, the other major chunk of which is corporate tax. Till mid- 
December, direct tax collections grew 40 per cent over the figure for 
the corresponding period of the previous financial year. Indirect taxes 
(mainly service tax and customs and excise duties) grew over 15 per 
cent till October 2007. 

Subir Gokarn, Chief Economist, Standard & Poor's Asia Pacific, 
however, wants the coming Budget to leave tax rates alone. "One 
should not underestimate the threats to fiscal consolidation," he says, 
expressing concern about burgeoning oil bonds, market stabilisation 
bonds and rising food subsidies, among other things. To top it, the 
government also faces the Sixth Pay Commission recommendations. 
The Fifth Pay Commission resulted in a payout of Rs 53,000 crore 
and was considered the single largest shock to public finances; the 
economy took more than a few years to recover from that shock. 
This one is expected to be more of the same. 

In terms of direct taxes, at least on the corporate side, Indian rates 


THE GUESSING GAME 


To cut or not to cut taxes, that's the question. There are sound economic 
arguments for both courses of action. Which ones will Chidambaram buy? 


A FEW REASONS TO REDUCE TAXES 

m Revenue collections have been buoyant = 

m The FM has been promising moderation in return for voluntary compliance. 
Compliance is certainly up 


MANY REASONS NOT TO DO SO 

= Oil prices are hovering at higher levels; the pass through of the real oil prices 
yet to happen | 

m Global food prices, too, are reigning firm 

= Off-Budget items such as market stabilisation bonds, oil bonds, etc., 
still a big threat to fiscal consolidation _ 

m The proposed Sixth Pay Commission is around the corner; it's a pre-election 
year; and political considerations may upset the apple cart 





are comparable to international benchmarks. Hence, India Inc.'s call 
for lower taxes may not get the patient hearing that it wants—except 
that economic growth, the basis for the current round of government 
prosperity, is showing signs of weakening. Manufacturing is turning 
out to be a laggard. For the first eight months of this financial year, 
manufacturing growth stood at 9.8 per cent, down from 11.8 per 
cent during the same period last year. And to spark consumer de- 
mand, the Prime Minister's Economic Advisory Council, too, sug- 
gests fiscal incentives. 

Chidambaram will then have to walk this fine line between 
matching expectations and ensuring fiscal discipline. Among the 
choices that seem probable are, higher exemptions on the per- 
sonal income tax (Bhaumik calls it a low-cost measure), possible re- 
ductions on the excise front and a spate of schemes pitching for an 
inclusive India. Broadly, the tax rates and slabs are likely to remain 
where they are. Was it Benjamin Franklin who said, "In this world, 
nothing is certain but death and taxes?" 
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Q&A 


“We’ll Now be More 
Aggressive in India" 


VAN KAM, DIRECTOR, FUJITSU PC ASIA 

Pacific, was recently in Mumbai for 
the launch of its new laptop computer 
range. He met BT's Deepti Khanna 
Bose to discuss bis company's plans 
for the country. Excerpts: 


What brings you to India? 

l'm here today for the launch of six 
new models of Fujitsu notebook com- 
puters. We're also showcasing another 
five of our best-selling models here. 


Is this the first time Fujitsu is formally 
launching a product in India? 

No, but it's after a very long time. 1 
have no idea when our last launch 
was in India. 


What are your plans for India? 

From this year onwards, we're going to 
get more aggressive on the marketing 
front and we're going to hype up the 
branding in order to drive awareness 
and boost our sales in this country. 


What proportion of your Asia Pacific sales 
come from India? 

We're not even in the top-10 here in 
India and we've got less than 1 per 
cent marketshare. But we're now com- 
ing in strong and we're hoping to grow 
quickly in the Indian market. 


Why has Fujitsu been so quiet in India? 
Being a premium brand, our prices 
begin at a very high level. So, we 
were waiting for the right time to 
enter the country and the time seems 
right now. 


I4IN VO INVMIHSIN 
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AMIT KUMAR 
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The Inflation Monster Stir 

e Inflation Monster Stirs 
BI’S TIGHT MONETARY POLICY MAY HAVE REINED IN INFLATION, IT WAS AT 
3.79 per cent for the week ended January 5, 2008—but the government 

is worried that it may rear its head again. The Prime Minister's Economic 

Advisory Council has warned that inflation will be the biggest challenge for 

RBI and the government in 2008. 

So, what are the areas of concern on the inflation front? Crude oil prices 
continue to be a source of worry for the Indian government. At the 
time of going to press, there was talk of an 
imminent increase in the retail prices of 
fuel. Says Shubhada Rao, Chief Economist, 
YES Bank: “Given the under-recoveries of 
the oil companies, a hike is imminent." 
The Economic Advisory Council says that 
headline wholesale price index (WP) inflation 
will cross 4 per cent if the government 
raises petroleum prices. Then, there are 





MANAGING INFLATION 


m Government may opt for a 
moderate fuel price hike 


m Oil bonds issued to oil — 
companies as compensation 


m Cheaper food imports to be 
considered to check prices 


m Higher public investments 


likely in agriculture concerns on food prices. Points out Ajit 
m Focus оп building adequate Капаае, Chief Economist, A.V. Birla Group: 
buffer food stocks 


“Foodgrains production is not keeping 
pace with the rising demand.” Adds Rajiv 
Kumar, Director & Chief Executive, ICRIER: “High food prices lead to an 
increase in labour wages and stoke inflationary pressures in the economy.” 

Thus, keeping inflation on a tight leash will remain the top priority for 
the government and RBI in 2008. 


RISHI JOSHI 





Low Air Fares Aren't Dead Yet 


IRLINES AND ANALYSTS CLAIM THAT WITH CONSOLIDATION IN THE 
Indian market, low costs and low fares have dried up. We don't 
think so. Searching through fare consolidator website ixigo.com, we 

found some steals for the February 8-11 weekend. 
KUSHAN MITRA 





Chennai-Kolkata 
Deccan: Rs 5,050 


Mumbai-Goa 


GoAir: Rs 5,050 


Dethi-Ahmedabad Bangalore-Hyderabad 


SpiceJet: Rs 5,050 JetLite: Rs 5,050 


Fares are to and fro and include Rs 4,100 as fees and taxes 
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PSUs ON THE 





SUS ARE CATCHING THE IPO BUG. 

In January, three major Psus, 
UTI Asset Management 
Company, Bharat Sanchar Nigam 
(BSNL) and State Bank of India 
(SBI) announced their intent of 
mobilising funds from the coun- 
try's white hot primary market, 
even as the top brass of Coal 
India is considering a proposal 
to seek the government's per- 
mission for listing on the bourses. 

The Left parties, as expected, 
have put a spanner in the works 





of BSNL's proposal, but UTI, 
India's oldest mutual fund house, 
has already filed the Draft Red 
Herring Prospectus with SEBI to 
enter the capital market soon 
with an offer for sale of 48.5 mil- 
lion equity shares of Rs 10 each; 
the shares will be offloaded by its 
four sponsors—SBI, LIC, Punjab 
National Bank and Bank of 
Baroda. Then, a number of pub- 
lic sector banks have lined up 
follow-on public offers. Among 
them are Canara Bank, Syndicate 
Bank, uco Bank and United Bank 
of India. It's time more PSUS hit 
the stock markets. 

AMIT MUKHERJEE 


The Oberoi Udaivilas, Udaipur 
Rated the Best Hotel in the World by Travel + Leisure in the 2007 Readers’ Poll 





WELCOME TO THE WORLDS BEST 


Oberoi Hotels & Resorts welcome you to the finest experiences at some of the best hotels in the world 


ravel « Leisure, USA, World's Best Awards, Readers' Poll 2007 Condé Nast Traveler, USA, Readers' Choice Awards 2007 
The Oberoi Udaivilas, Udaipur, India 


Vnd The Oberoi Udaivilas, Udaipur, India 
The Oberoi Vanyavilas 


Hanthambhore, India 


сә м 


6. Тһе Oberoi Amarvilas, Agra, India 


entai. Miur 


The Oberoi Amarvilas, Agra, India 2 
The Oberoi Rajvilas, Jaipur, India 


(| Yr 701 Hote / ё ` 2) NOT TS 


For reservations call us toll free 1 800 11 2030 
e-mail: reservations & eih-india.com or visit us at: www.oberoihotels.com 
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Higher, Higher, Higher 


ANGALORE-BASED PURAVANKARA PROJECTS HAS WON A BID TO DEVELOP 6.5 
В.о sq. ft of luxury retail, residential, commercial and hospitality 
complexes at Hi-tech City, Hyderabad; the project will have unlimited floor 
space index (FSI). R-ADAG has, meanwhile, announced plans for India's first 
100-ѕгогеу project in Hyderabad. Is this the shape of things to come? Indian 
cities, traditionally, have had low floor area ratios (FAR) or Fsi—both 
terms expressing the permissible ratio of the total floor area of a building 


to the total area of the 
THE DEBATE 


plot—of 1 to 2.5, result- 
ing in buildings of com- 
в Higher FSI generally means taller buildings 


paratively low height. 
Cities like New York and 
Hong Kong allow FSIS of 
20 and higher, resulting 
in many skyscrapers. 

But Hyderabad has 
dared to be different. 
"(Hyderabad's) Revised 
Building Rules 2006 al- 
low for any FSI subject to 
certain conditions," points 
out G.R.K. Reddy, MD, Marg Constructions, a Chennai-based devel- 
oper. There are other issues as well. Says Vivek Dahiya, Director, DTZ: 
“Increase in FSI must be preceded by improvements in power, water and 
sewerage-related investments and also safety-related services like fire 
tenders." Meanwhile, other Indian cities have made a small beginning to- 
wards rising vertically. Chennai and Gurgaon allow FSI of 3.75 for de- 
velopments by rr companies, Bangalore allows FSI of up to 3.5. 

KAPIL BAJA] 


m Since allowing higher FSI can result in more 
construction per unit of land, it is believed to be a 
way of boosting the supply of commercial and 
residential space and bringing down real estate prices 


m Almost all Indian cities suffer from poor planning. 
So, there is very little confidence in their abilities 
to provide for large expansion in infrastructure 
in line with higher FSI 





MNCs Lead IT Recruitments 


INDS OF CHANGE ARE SWEEPING ACROSS PLACEMENTS AT ENGINEERING 
X colleges across the country. Indian IT companies such as Infosys, 
Wipro and TCS are now finding themselves outpaced in the desperate race 
for talent by MNCs such as IBM and 
Accenture, which already offer at least 20 per 
cent higher salaries (companies like Microsoft 
R&D, in fact, dole out over 100 per cent 
more than its rivals). “IBM or Accenture are 
loosening their purse strings for the best 
talent,” says Gautam Sinha, CEO and 
Managing Director for TVA Infotech, a 
Bangalore-based HR Consultancy. “The de- 
mise of the widely distributed employee 
stock options (ESOPs) has also contributed to 
this change in the market,” he says. Time for 
Indian companies to pull up their socks. 
RAHUL SACHITANAND 


Accenture: Loosening 
its purse strings to get 
the best talent 
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Burns: Credit turmoil Will persist 


HE SLOWDOWN IN THE US WILL 
only modestly affect growth 
rates in India (and China), 

says a new report by the World 

Bank. Fuelled by these two coun- 

tries, developing economies, as a 

whole, are expected to post a 

strong 7 per cent growth in 2008 

and 2009, says the study, titled 

Global Economic Prospects. 

World Bank economist 
Andrew Burns, the lead author, 
and Hans Timmer, his co- 
author, in their 200-page report, 
argue that it is the resilience in 
developing economies that is 
cushioning the current slowdown 
in the US. They predict that 
high-income countries will grow 
at a modest 2.2 per cent against 
the projected global growth rate 
of 3.3 per cent in 2008. 

The authors say that the 
credit turmoil in international 
markets will persist into late 
2008, but costs to large financial 
institutions will remain manage- 
able. Any spillover from prob- 
lems in the US housing market on 
consumer demand will remain 
limited, they add. 

К.Н. BALASUBRAMANYAM 
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Q&A 


"GST Rate Should Not 
Exceed 15 Per Cent" 


HE COUNTRY WILL SWITCH OVER TO A COMMON 

Goods and Services Tax (GST) on April 1, 2010. 
M. Govinda Rao, Member of the Prime Minister's 
Economic Advisory Council, and Director, National 
Institute of Public Finance & Policy (NiPFP), shares 
his insights on the hotly debated subject with 
Business Today’s K.R. Balasubramanyam. 
Excerpts: 


What do you think is appropriate GST design? 

The most important consideration in the levy of 
GST is the rate of tax. The Empowered 
Committee has agreed that there will be a GST by 
the Centre and another by the states, though 
the rates have not yet been finalised. In order to 
ensure that the rate is low, you need to phase out 
tax concessions given to 5515, area-based exemp- 
tions, and other exemptions and concessions 
given under Cenvat. 


What should the GST rate of tax be? 

My own back-of-the-envelope calculations show 
that it should be possible to maintain the existing 
revenues under GST by levying a total tax of 
15 per cent. 


How will GST subsume all local taxes? 

Many of the prevailing taxes on services have al- 
ready been subsumed under var. There is, how- 
ever, a problem with Octroi. Except for municipal 
corporations in Maharasthra, all other states have 
abolished it. In any case, Octroi is a tax that 
should not be levied in any civilised society. 
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SELF-WORTH 


Funding Dreams: 


EGINNING WITH A SMALL SET-UP 
Bin Konnagar in the Hooghly 
district of West Bengal, Bandhan 
has traversed a long way over the 
last five years to be ranked second 
(after ASA, Bangladesh) in Forbes’ 
first-ever list of the world’s Top 
50 micro-finance institutions, cho- 
sen from 641 micro credit 
providers across the world. 

The story of Bandhan’s 
Founder-Director Chandra Sekhar 
Ghosh, is one worth telling. He 
started his life trying to make 
sandesh (sweets) at a local sweet 
shop in Konnagar. Bandhan’s cur- 
rent standing on the Forbes list 
(where it sits 25 notches above 
Grameen Bank of Bangladesh, 
founded by Nobel laureate 
Muhammad Yunus) is based on 
parameters like scale, efficiency, 
risk and returns. Ghosh’s Bandhan 
now has over 800,000 beneficiar- 
ies through its 425 branches and a 
loan outstanding of Rs 250 crore. 
Its current monthly loan disbursal 
stands at Rs 55 crore—given to 
over 86,000 people. 

Ghosh, 49, now dreams that 
by 2010, Bandhan will have two 
million beneficiaries with a total 
loan amount of Rs 16,000 crore 
while maintaining its current re- 
payment track record of 99.99 per 
cent. Among its beneficiaries to- 
day are women who have bought 
rickshaws for their husbands, 
sewing machines for themselves or 
started weaving businesses of their 
own. Bandhan, which is still con- 
fined to West Bengal, Bihar, Assam, 
Jharkhand and Tripura, hopes to 
spread its wings nationally by 2010. 

“My learnings from 
Bangladesh’s Grameen Bank, ASA 
and BRAC and of course our track 
record, has helped a lot. We had 
run into a lot of bottlenecks initially 
and almost no bank was forth- 
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coming with money. Things have 
changed now. HDFC Bank, UBI, UCO 
Bank, Axis Bank, Standard 
Chartered Bank and SIDBI are 
among the bigger names supporting 
us,” Ghosh says. He attributes 
Bandhan’s success to lower capac- 
ity building costs, faster disbursals 
and greater inclusion. 

The modus operandi for 
Ghosh is simple. His institution 
selects a potential borrower (ei- 
ther individually or in groups), 
gets funds from banks at 9-11 per 
cent interest, disburses the amount 
among the borrowers and guides 
and oversees their work to ensure 
that the loan is utilised for the 
purpose for which it was sought. 
Bandhan also ensures repayment of 
the loan with a 12.5 per cent serv- 
ice charge and finally repays the 
amount to the banks. 

“Our group structure, work 
manual, supervision and cost-effe- 
ctiveness helped us bring down 
the interest rate from 17.5 per 
cent to 12.5 per cent. We plan to 
bring it down further to below 
10 per cent by the next financial 


14[433NVYVH MIN VHS 


Chandra Sekhar Ghosh 


year," says Ghosh. 

Things weren't quite as 
smooth before. “When we 
started, banks were not accessible 
to 80 per cent of the rural popu- 
lation, while 70 per cent of them 
didn't have bank accounts. They 
used to depend heavily on pri- 
vate moneylenders, who, at times, 
even charged 365 per cent inter- 
est. Micro-finance organisations 
like ours can change this phe- 
nomenon," he avers. 

Bandhan today finances innu- 
merable landless women, whose 
monthly income is less than 
Rs 2,500 (in rural areas) and 
Rs 3,500 (in urban areas). The first 
loan offered by Bandhan is be- 
tween Rs 1,000 and Rs 5,000 for 
rural areas and between Rs 1,000 
and Rs 7,000 for urban areas. On 
repayment, one is entitled to a sub- 
sequent loan, which is higher by 
Rs 1,000-3,000. 

But as Ghosh says, it's perhaps 
time to look beyond traditional 
loan schemes. *Our experience 
suggests that there is a growing 
need among our members for 
higher loans so that they can ex- 
pand their businesses," he says. To 
set things right, Bandhan is us- 
ing a new method now—the 
Micro Enterprise Programme, 
which offers loans of Rs 15,000- 
50,000 to those who have been its 
members for at least one year. 
There are two other riders, 
though: the loan should be in- 
vested in an existing micro en- 
terprise (for expansion) and util- 
isation of the loan should gener- 
ate employment for at least one 
poor person in the locality. 

If the new programme suc- 
ceeds, Bandhan will surely change 
many more lives in the years 
to come. 

RITWIK MUKHERJEE 
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performance. 


Entertaining the entire family has given us 
one more reason to smile. Yet Again. 


Winner: ‘Retailer of the Year(Entertainment) at 
Reid & Taylor Awards for Retail Excellence - 2007. Never a dull moment 
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TOP OF 
IT Hub to E-stamp Property Deals 


What is it? E-stamping involves the re 
placement of the conventional stamp paper 
for property transfers. It will simplify pay- 
ment of stamp duty in property transac- 
tions in Bangalore, The pilot project will 
take off in March and will be extended to the 
rest of Karnataka, depending on its suc- 
cess in Bangalore. 


How does it work? The buyer of a property will 
have to furnish the details of the transaction 
at the counter, managed by the Stock Holding 
Corporation of India, pay the prescribed stamp 
duty and get the stamp certificate 


How is it useful? The new system will eliminate fake stamp papers, enhance 
transparency in property registrations and reduce the scope for corruption 
The bar-coded certificate will have all security features and can't be faked. 
How much does it cost? Property buyers will pay the stamp duty at the of- 
ficial rate. The vendor will get a commission of 0.65 per cent of the 
value of stamp pape! 


HCL Launches Low- cost Laptops 


What are they? HCL's entry-level Мі еар 
X and the high-end MiLeap Y Series lap- 
tops. The two new models, with 7-inch 
screens, are ultra-light and weigh less 
than 1 kg. 


What features do they have? Both mod- 
els have network ports, are Wi-Fi ready, 
have the option for a data card and are 
available with GUl-enabled Linux OS, 
which, the company says, it will support 
with a 24-hour helpline. The higher end MiLeap Y Series is powered by the lat- 
est Intel Ultra Mobile Platform and Microsoft's Vista Home Premium. The MiLeap 
Y Series incorporates a unique navigational pad that offers multiple navigational 
features such as touch screen, thumboard, stylus, keyboard, mouse and 
one-touch buttons, making it a highly intuitive product. The X Series laptops are 
available in blue, white and pink colours. 


How much does it cost? MiLeap X Series costs Rs 13,990 and MiLeap Y Series 
comes for Rs 33,990. 


What's missing? The entry-level laptop does not have a hard disk and runs on 


Linux, though Microsft Vista can be added in the higher-end Y Series. 
PALLAVI SRIVASTAVA 
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ECONOMY WATCH 


EXPORTS 
STATUS: Rs 49,000 crore in 
November 2007. 


IT’S NOT п NEWS 
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Figures in Rs crore Source: BT reserch 


IMPACT: Plunging exports is creating 
an uproar in official circles as it is 
leading to massive job losses in some 
sectors. Then, falling exports are 
also hurting the country's macro-eco- 
nomic stability. 


DIRECT TAX COLLECTIONS 
STATUS: Rs 2,06,029 crore in the 
first nine months of 2007-08. 


GOOD TIMES 


2,67,490 


2,29,181 
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2002-03 2003-04 2004-05 2005-06 7006-07 2007.08* 
Figures in Rs crore 
* 07-08 budgeted Source: CBDT 


IMPACT: The buoyancy in the econ- 
omy and greater tax compliance is re- 
flected in the booming direct tax col- 
lections. This augurs well for the econ- 
omy as there is more money at the 
disposal of government. 
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A Contact Centre Solution 
that grows with your business 


m 
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CONTACT CENTRE ON DEMAND 





New opportunities emerge almost unexpectedly, sometimes from 
nowhere. At such times you need the ability to overcome 
constraints when your business requirements expand. Our Insta "CC 
on-demand hosted contact centre solution provides you quick 
set-up with advanced features like predictive dialling, 
performance based call routing, IVR and world-class voice and 
e-mail multimedia solutions. 


With Insta "CC we go beyond just connectivity 
* Fast Deployment 
* Zero CAPEX, Pay-per-use 


.all: 1800 209 8765* now to fix an appointment 
mail: mysolutions@tataindicomebu.com 
‘or more information 

Wisit: www.tataindicomebu.com 


Toll free number can be dialled from any service provider. 


* Flexible infrastructure totally managed by VSNL 


Powered by CosmoCom"", this ready-to-roll service allows you to 
scale the number of seats as you grow and focus on your core 
business leaving the technology worries to us. 


Jur Suite of Solutions 











Global VPN Services 

Ethernet WAN Services 

Internet Access Services 

Private Line Services > Business Messaging and 

etitm “aces Vea 

* Collocation Services 

AIM Services нй Hosted Contact Centre Services 

Satellite Serices-inmarsat — ' Managed Hosting Services 
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RESOLVINGTHE SEZ IMBROGLIO 


HE COMMERCE MINISTRY IS BUSY TRYING TO 
р = the SEZ imbroglio in Goa. Says 
Commerce Secretary G.K. Pillai (right): “The 
12 sEZs, which have not been notified, should not 
pose a problem. We'll just issue a notice to the devel- 
opers that the state has had a change of heart." But 
the ministry is concerned about the fate of the three 
notified SEZs. Says Pillai: “We are trying to convince the Goa govern- 
ment to negotiate with the developers. They will have to be paid that 
compensation with interest." Commerce Ministry officials emphasise 
there is no provision to denotify in the SEZ Act 2005. They are now 
worried that the stand-off could lead to a pitched legal battle. 

RISHI JOSHI 





RINGING IN NUMBER PORTABILIT Y 


NEW RULES OF 
THE GAME 


m Number portability to be 
| introduced within six months 


RAI AND THE TELECOM MINISTRY ARE 
TE m trying to ring in number porta- 
bility at the earliest. This will allow 
mobile users to retain their existing num- 
bers even when they switch operators. 
Telecom Secretary Siddharth Behura told 
BT: “We will be able to implement it 
within six months". 

TRAI officials, when contacted, con- 
firmed that work was on to facilitate 
number portability soon, adding that “guidelines and norms for the 
process are being chalked out and that is taking some time. Also, the 
technology platform needs to be built”. However, they said, it will not 
be a pan-India initiative. 

The move will give more choice and freedom to subscribers. 

AMIT MUKHERJEE 


m Guidelines and norms being 
chalked out 


m [o be restricted to the 
major metros 


ECBS TO BECOME COSTLIER 


HE FINANCE MINISTRY IS IN FAVOUR OF TAXING THE INTEREST EARNED 
1s external commercial borrowings (ECBs). This will make ECBs 
costlier and could help moderate the capital account surplus. 

Companies have to deposit ECBs abroad until they are in a position 
to use them for the earmarked projects. The Finance Ministry now 
plans to tax the interest earned on these funds. Says D.K. Joshi, 
Principal Economist, CRISIL: “Since ECBs make up a large chunk of for- 
eign capital inflows, tackling them has been on agendas of the govern- 
ment and the RBI for some time. So, a tax that will increase the cost of 
ECBs will not surprise me." The borrowers already face restrictions on 
their ECBs, such as yearly restrictions on the amount of borrowings. 

KAPIL BAJA] 
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A bird's eye view of what's hot and what's 


not on the government's policy radar. 


= TALE BEARER 


LIFELINE FOR EXPORTERS 
THE GOVERNMENT IS PLANNING MORE 
sops for exporters. It is now 
contemplating devising a mech- 
anism to enable exporters to 
invoice their orders in rupees. 
For exporters, it will mean as- 
sured returns for their goods 
and services without any im- 
pact of currency fluctuations. 
It's the first time since the rupee 
started appreciating that the 
government is considering an 
intervention of this kind. 

The government is likely to 
extend this facility to sectors 
like textiles, leather, handicrafts, 
etc., which have been the worst 
hit. The Commerce Ministry, 
though, is trying to assess if the 
measure will fall foul of WTO 
regulations against "currency 
retention schemes"—a kind of 
govemment exchange rate sub- 
sidy for exporters. 

KAPIL BAJAJ 


LABOUR REFORMS ON CARDS? 
THE GOVERNMENT MIGHT FINALLY 
push ahead with labour reforms. 
The buzz is that retrenchment of 
workers might be permitted pro- 
vided they are paid adequate 
compensation. The Labour 
Ministry, under Oscar Fernandes 
(below), has asked industry 
bodies like Cll and FICCI to 
work out the maximum com- 
pensation package for laid off 
employees, which could range 
from 45-90 days of salary. 
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No competition. 





ts 
Malayala Manorama's circulation zooms to a massive 15,40,451 copies. 
The competition, understandably, is nowhere in the picture. 


Now with an unassailable lead of 4,58,183 copies, Malayala Manorama continues to be 
Kerala's No. | daily. Unchallenged, as always. 


Malayala * Manorama 


Nobody delivers Kerala better 


"YOU CAN ALWAYS DO MORE, 
YOU CAN ALWAYS DO BETTER." 


Ashwini Deshpande. Founder Director & Principal Designer, Elephant Design. 


When you're starting your own business, giving your 100% is not enough. Multi-tasking 
holds the key to success. As a designer, businesswoman, writer and academician, | play 
many roles every day. That's what led my company to become India's premier design 
house. And that's what | appreciate most in my newest HP printer. Created by the world 
leader in printing, the HP OfficeJet All-in-One saves precious time and money with its multi- 
functional print-scan-copy-fax features. While giving me the freedom and flexibility to do 
what | do best - design the future. 
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> MULTI-FUNCTIONALITY 
HP OfficeJet 5610 All-in-One 
Print, Fax, Scan, Copy. 

Up to 20/13 ppm (BIk/Clr)', 
100 page memory fax’. 

Rs. 8,999* 


? кш 
ХР, 
2А 


'Dependent upon document type and printer mode; approximate figures. Exact speeds will vary depending on the system configuration, software program and document complexity. * Based on standard ITU-T test ima 





WHAT Do YoU Have ToS Ay’? Q 


VERSATILITY SMS ‘HP’ to 57575 
HP OfficeJet 4355 All-in-One Call 3030 4499 (from mobile, prefix your STD code) or 


Print, Fax, Scan, Copy, Phone. РИИ 
1800 4254 999 (toll free, from MTNL/BSNL lines) 
Up to 20/14 ppm (BIk/Clr)!, : Wow; from . 





200 page memory fax?. Visit hp.com/in/officejet 
Rs. 6,999* E-mail in.contact@hp.com 
resolution. More complicated pages or higher resolution will take longer and use more memory "Est. street price, taxes and levies extra. Conditions apply. © 2008 Hewlett-Packard Development Compa 
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NUMBERS OF NOTE 
Rs 69,159 crore: The amount Indian 


companies raised through private equity deals in 
2007, according to Grant Thornton 


6 1 per cent: The proportion of listed companies in 
india that are Shariah-compliant, compared to 57 
per cent in Malaysia and 51 per cent in Pakistan 


2,300. The number of managerial, professional 
and clerical positions Rolls-Royce is planning to 
slash worldwide to improve productivity 


34. The number of patents Tata Motors applied for 
while making the Nano 


435,924. Number of motorcycles 


sold in December 2007 (down 11.4 per cent) 
against 492,288 units in December 2006 


Nearly 5 million: The number of foreign 
tourists who visited India last year (2007), 
compared to 4.45 million in 2006, a growth 
rate of over 12 per cent 


$ 1 „02 billion (Rs 4,080 crore): The amount of 
money Sony Entertainment Television and sports 
marketing and management agency World Sports 
Group (WSG) have paid to win the broadcasting rights 
for the Indian Premier League (IPL) for 10 years 


Rs 14.66. Component of excise duty in the 
price of a litre of petrol (Rs 43.52/litre at the time of 
going to press) in Delhi 


Rs 30,000 crore: The estimated cost of 


building the 1,047 km Ganga Expressway, which 
will connect Greater Noida and Ballia 


1 30,000. Number of people who visited the 


Auto Expo on January 13, 2008, the highest on a 
single day in the last nine years 


Rs 36,000 crore: Amount invested by 


insurance companies in the Indian stock market in 
the first nine months of 2007-08 


$70 billion (Rs 2.8 lakh crore): The value of all 
M&A deals announced by India Inc. in 2007, up 150 
per cent over the previous year. Global M&A deals were 
pegged at $870 billion (Rs 34.8 lakh crore) last year 






Brio 


Bringing it all together 


onnectto all your customers, 
no matter where they are. 


As a leader in global networked IT services, we believe : 
business’ customer service offering can benefit from Bigge! 
Thinking. Through over 4000 contact centres globally, we help 
organisations around the world deliver first-class se: 

through effective customer service strategies across multiple 
channels. So, you can deal with the growing demands of you 


customers. And give your business the freedom to arow 


www.bt.com/india 





Chinese companies led the world in mobilising money from 
investors in 2007; India Inc. came in at a distant #9. PROCEEDS* SHARE** OF SSUES 
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Ml 300279 
МТИ е 20,0617 ا ا‎ РТ 
Uncen 16.5820 through IPOs 

WEE — 156828 (75 countries) 

ЕШ 10,099.3 309,748.6 

Jud 91509 

ШИ 8,291.7 

Australia ВЯ 5 885.4 
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Chinese and Spanish companies dominated the list of the world's largest IPOs, 
but a Russian company topped the charts 
WHEN ISSUER NATION PROCEEDS* _ OVERSUBSCRIPTION** 
May ОАО VTB Bank tussian Fe | 7,988.10 | 
December Iberdrola Renovables pai 6,565.30 
April China Citic Bank in 5,945.60 
November China Railway Engg Group in 9,876.60 
October Criteria Caixa Согрп. Spain 9,429.40 


МА. Not available  *in$ million ** Number of times 


Domestic companies raised large amounts from the primary market. 


ae 


WHEN ISSUER PROCEEDS* OVERSUBSCRIPTION** 
June DLF 2,267.8 (Rs 9,187.5 crore) | 
September Power Grid Corp of India 138.9 (Rs 2,984.45 crore) 

February деа Cellular 999.1 (Rs 2,125 crore) 

November Mundra Port & Special Eco Zone 451.2 (Rs 1,771 crore) 

July HDIL 367.6 (Rs 1,485 crore) 


951195 








primary markets in 2007 and 
India Inc., too, came to the 





the Reliance Power IPO happened this 
year. But we had to include it here. 


_ Reliance Power 


س 


RED lominafs à "wA Astra Spice thle Indi:‏ دمغ 
Жа +! Ti li Уу!‏ " 


ainia bana M Wih‏ ر ترد پک کر 
the Philippines, where a similar proportion of the respondents‏ 
are as optimistic on the outlook of their country's economy‏ 
over the ensuing 12 months.‏ 

Businesses around the world remain resilient in the face of 








TO BE PRECISE 





“Vijay Mallya is my good friend. I do not know 
whether he considers me a good friend or not. 
It could be one-way traffic" 

Naresh Goyal, Founder Chairman, Jet Airways, in Mint 


“Pll wait for Breaking News on СМВ« 
Anil Ambani, Chairman, Anil Dhirubhai Ambani Group, on whether the 
Reliance Power [PO will make bim the richest Indian, in DNA 


“India has become a priority market in Ford’s 
regional and global strategy” 
Arvind Mathew, President, Ford India, in New York Times 


“A man on a two-wheeler with a child standing 
in front, his wife sitting behind, add to that the 
wet roads—a family in potential danger” 

Ratan Tata, Chairman, Tata Group, on what drove bim to make the 
world's cheapest ‘People's Car’, in Hindustan Times 


“I am desperate for men (in India) to wear 
cuff-links. It’s an excellent accessory for a man. 
You can communicate a sense of humour or 
wealth, a whole range of thought through 
them, and it looks chic” 

Ravi Bajaj, Fashion Designer, in Business Standard 


“Coca-Cola is about a delicious and retreshing 
product. Our brand has been an invitation for 
positiveness and optimism. It has always associ- 
ated itself with the celebration of happiness. Coke 
represents positiveness and happiness in bottle” 
Marc Mathieu, Senior Vice President (Global Brand Marketing ©” Creative 
Excellence), Coca-Cola Company, to Times News Network 


“If you grow a market in size, one individual 
will not have a disproportionate influence in 
the market. There is an element of investor 
protection in this" 


M. Damodaran, Chairman, Securities and Exchange Board of India, in 
The Economic Times 


“We are looking forward to competing with 
Land Rover” 


Anand Mahindra, Vice Chairman and MD, MEM, in The Times of India 


“She was hard to get” 
Bill Gates, Microsoft founder and Chairman, on whether bis wife Melinda 
played bard to get, in Fortune 


bt noted 


ISSUED: By the gov- 
ernment, oil bonds 
worth Rs 11,257 crore 
to IOC, HPCL and 
BPCL to compensate 
them for under-recov- 
eries arising out of the mismatch be- 
tween rising global crude oil prices 
and stagnant domestic retail prices. 
Earlier, Petroleum Minister Murli Deora 
said “If we have to raise fuel prices, it 
will be minimal.” 





APPOINTED: As the new adviser 
to Finance Minister P. Chidambaram, 
Shubhashis Gangopadhyay, in place of 
Parthasarathi Shome who resigned re- 
cently. Gangopadhyay, a PhD in 
Economics from Cornell University, 
was the youngest full-tenure profes- 
sor at the Indian Statistical Institute, 
Kolkata. 


SURGED: To 43.29 million, the 
number of people who took to the 
Indian skies in 2007, compared to 
32.67 million in 2006, a growth of 
32.51 per cent. All airlines, except Jet 
Airways (-3.52 per cent), registered 
growth rates ranging from 11-686 
per cent during the year. According to 
DGCA figures, IndiGo recorded high- 
est growth during the year. 


JUST WONDERING... 


aS — 


Kabir Mulchandani 
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LAUNCHED: By Dow Jones Indexes, 
a leading global index provider, and 
Dharma Investments, a leading pri- 
vate investment firm pioneering the 
development of faith-based invest- 
ment, the Dow Jones Dharma Index. 
The new index measures the perform- 
ance of companies selected accord- 
ing to the value systems and principles 
of dharmic religions like Hinduism and 
Buddhism. 


CROSSED: The $280-billion mark, 
Indian foreign exchange reserves, which 
rose $5.5 billion during the week 
ended January 11. Substantial inflows 
during the week are believed to have 
come in to fund a slew of IPOs that are 
set to hit the market. According to 
RBI data, forex reserves, including gold 
and SDR, rose $5,474 million during 
the week to touch $281.73 billion. 


ANNOUNCED: By 
. Uttar Pradesh Chief 
Minister Mayawati, 
reservations in public- 
private partnership 

— projects in the state. 
Companies that offer services to the UP 
government and semi-government de- 
partments and agencies will have to im- 
plement reservations. 














INDIANS DON'T 





HEN IT COMES TO PLANNING 
for retirement, Indians, it 
seems, are least worried. A 
global study by Bharti AXA Life 
Insurance shows that monthly sav- 
ings by Indians for retirement are quite 
low compared to other countries. 
While those who have already retired 
save Rs 1,672 per month, the figure 
rises marginally to Rs 2,057 per 
month for those still working. 
According to the report, Indians 





PENNY WISE 


International comparison of average 
monthly savings. 





WORKING RETIRED 

US 26066 _ US 
Hong Kong 24450 ы. Japan 
Australia 24,369 _ Singapore 
Singapore — 24,148 __ Australia 
Japan 21,715 — Hong Kong 
New Zealand 17,844 New Zealand 
Germany — 16,807 Germany 
UK 16,673 UK 
India 2,057 India 


Figures in Rs Source: Bharti AXA Life Insurance 


start planning for retirement rather 
late and, yet, believe that their living 
standards will improve, or at least, 
remain the same after retirement. 
About 56 per cent of employed people 
said they had not started preparing for 
retirement. The average age when 
they do is 52. Says Nitin Chopra, 
CEO, Bharti AXA Life Insurance: 
"Indians don't like to take risks with 
their retirement planning (despite the 
late start). Therefore, life insurance 
and bank deposits are the most pop- 
ular options." 

The study, AXA Retirement Scope 
2008: New Dynamics, was conducted 
in Mumbai, Delhi, Kolkata, Chennai, 
Bangalore, Hyderabad, Ahmedabad 
and Pune. 

MANU KAUSHIK 
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Were striving to 
speed up our service 
even further 





IndianOit Aviation Zs 


Refuelling an aircraft every minute is still not enough. 


The more time an aircraft spends in the air, the better it is for our airline customers. 
That's why, at IndianOil Aviation, we speed up things on the ground. So that the aircraft 


hits the sky even faster. 


For over 40 years now, we've been setting new benchmarks in aviation service 
standards that even competitors aspire to emulate. Besides certified and competent 
professionals, our fuel stations are equipped with high-tech hydrant systems and 
refuellers. We maintain a strict quality regime to meet the discerning needs of our 
aviation customers, both domestic and international. And between one sunrise and the 


next, we refuel over 1500 aircraft. That's one aircraft every minute. 


Our service runs round the clock, round the year, and in 


all weather conditions. In times of war and peace, during 


natural calamities or when there's an unscheduled landing, | IndianOil Aviation 


there's one service everyone relies on - IndianOil Aviation. Our groundwork takes you sky-high 








*India’s Largest Network of 101 Aviation Fuel Stations *Refuels an aircraft every minute 
*Services all major International and Domestic Airlines and the Indian Defence Services 


* Refuelling Services also in Mauritius 





Global Economy: Looking Ahead 


The strong performance in developing countries will help offset the slowdown in the 
US, says a World Bank report. 





Dip, dip, dip. 


BT 50 


SHINOD AP 










630.50 2006 2007 2008 2009 
Global conditions 
World trade volume 78 101 | 92 15 92 
511.18 Real GDP (growth)* | 
World 34 39 | 36 33 3.6 
World (PPP weights)** 48 1 49 5.1 
Jan. 22, 2007 Jan. 21, 2008 High-income countries 2.6 29; | 25 22 2.6 
OECD countries | 24 28 | 25 21 24 
BT Auto Euro Area 15 | 28 27 21 | 24 
1035.29 Japan 19 22 2 1.8 2.1 
25. 
кБ United States 3.1 29 22 19 23 
Non-OECD countries 58 5.6 | 51 48 | 5 
Developing countries | 68 1.5 14 7.1 7 
Jan. 22. 2007 Jan. 21. 2008 East Asia and the Pacific Rim | 9.1 97 | 10 97 96 
China 10.4 111 113 10.8 10.5 
BT BFI Indonesia | 87 55 | 63 63 6.5 
1,187.06 Thailand 45 Bh A 46 | 52 
Europe and Central Asia | 61 6.9 6.7 6.1 5.7 
788.13 Russian Federation 64 67 15 6.5 6 
Latin America and the Caribbean 46 56 5.1 45 43 
кашы у= Argentina 9.2 85 | 73 57 | 47 
Jan. 22, 2007 Jan. 21, 2008 + | 28 ая ^ " | а 
Мехісо 28 .| 44 29 32 36 
BT Pharma South Asia 87 8.8 84 79 | 81 
353 329.15 Bangladesh 6 6.6 6.5 5.5 6.5 
India 92 94 | 9 8.4 8.5 
“^^ ыу Pakistan 411 | $9 |- 64 6.5 67 
КЕЕ НАЧ oce Sub-Saharan Africa 58 57 | 61 64 | 58 
Jan. 22, 2007 Jan. 21, 2008 Kenya 58 6.1 6.3 53 5.1 
Nigeria 6.6 56 59 74 6.1 
| 4 Я ; 
BT Telecom 584.89 South Arica > 3 9 з 23 
OECD: Organisation for Economic Cooperation and Development; PPP: purchasing power parity ; Figures in per cent 
*GDP in 2000 constant dollars; 2000 prices and market exchage rates 
483.23 **GDP measured at 2000 PPP weight 
Robust growth in developing countries will 
Jan. 22, 2007 jan. 21,208 Cushion the slowdown in the developed world 
Real GDP annual growth rates in per cent 
BT FM 
cG 45166 8 
395.02 6 Developing countries 
Jan. 22, 2007 Jan. 21, 2008 4 Qs 
BT Tech 7h. 
—— High-income countries 
335.62 242.19 
ca An psy 2000 2001 2002 2004 2005 2006 2008 2009 
Jan. 22, 2007 Jan. 21, 2008 Source: World Bank Estimate Forecast 
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е Soria and.Francisco Martin, 


"Spain is a country that enjoys high standards Spain currently has the second largest installed 
f well-being and quality of life. They are the wind power capacity іп the могід(*), and is опе 
eflection of a first-rate level of socio-economic of the most advanced countries in the renewable 

^Jevelopment. Spanish businesses are very aware energy sector. 
>f environmental and sustainability issues and 

sare also outstanding in their achievements іп 
echnological research and development. 


Spain is the world's second largest 
эгодисег оѓ wind power. 


Source: GWEC (Global Wind Energy Council). Data: 2006 
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A Tale of Two RPLs 


The Ambanis revive the equity cult their father pioneered . ANAND ADHIKARI 


Source BT Research 





RPL Vs RPL 


It's face-off time, again. 


Parameter Reliance Power Reliance Petroleum 
ІРО Size (Rs crore) 11,700 270 
Offer Price Rs 10 face value at Rs 10 face value at 
SGT TEES PROS Rs4S0pershae ^ à  Rs62pershare 
Oversubscription — à 73tims SR times ds 
Project Details 24,200 MW power projects 29 МТРА 
in Uttar Pradesh, Greenfield refinery 
Maharashtra, Arunachal at Jamnagar, Gujarat 
EU 4 ____ Pradesh and Uttarakhand — — — —  —  1— 
Project Cost 531,789 crore 527,000 crore 
Commercial Production _ March2010 — — . December 2008 
Promoter's Stake 90percent —— 80 per cent 
Market Cap __ А5 1,01,700 crore* Rs93,937 crore 


*Valuation based on offer price of Rs 450/share 


Reliance's founder Late Dhirubhai Ambani: He pioneered the equity culture in corporate India 


P AND L, IT WOULD SEEM, 
are the favourite alpha- 
bets of the Ambanis— 
when the brothers were 
together and also when 
they're on their own. The first RPL in 
the fold of Reliance group founder 
Dhirubhai Ambani took shape in 
1993; the patriarch came out with 
an initial public offering (IPO) for a 
company called Reliance Petroleum 
to part-finance the setting up of a re- 
finery. Some 13 years later, it was 
the turn of the eldest son Mukesh, 
now Chairman of Reliance 
Industries (RIL), to flag off a second 
RPL. That's when, in April 2006, 
Reliance Petroleum was born 
again—this time to see through a Rs 
2,700-crore issue to fund another 
refinery. The RPL that’s unleashed 
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the biggest IPO—and also one that's 
absolutely different from the previ- 
ous two—is that of youngest 
brother Anil Ambani. Last fortnight, 
the Chairman of the Reliance-Anil 
Dhriubhai Ambani Group (R-ADAG) 
group flamboyantly closed a Rs 
1 1,700-crore public issue for 
Reliance Power. The power major 
has been floated to execute a string 
of big-bang energy projects. 

The numbers are huge on both 
sides (the brothers had reached a 
settlement to go their own ways in 
June’05). Consider the projects in 
the respective pipelines: Mukesh 
raised the funds to bankroll a 29 
million tonnes per annum green- 
field refinery at Jamnagar that calls 
for a total investment of Rs 27,000 
crore. Anil has power projects to- 


tally some 24,200 Mw that will 
need a little under Rs 32,000 crore 
to execute. Both issues were over- 
subscribed big-time—the refinery 
one, 52 times and the power one, 
73 times. But it’s the price at which 
Anil’s RPL lists that could decide 
which RPL really rocks. At the time 
of writing, the RPL with the refinery 
had a market capitalisation of 
around Rs 90,000 crore. At an 
offer price of Rs 450, the power 
RPL will have a market value of a 
little over Rs 1 lakh crore. The 
listing price will of course widen 
the gap. If the grey market price 
of close to Rs 900 is indeed going 
to be the price at which Anil’s 
RPL lists, it could boast a mind- 
boggling market cap of Rs 2 lakh 
crore. And don’t forget: The pro- 


moters hold 90 per cent of the 
power RPL (See RPL vs RPL). 

Indeed the penchant for size is 
what's common to both brothers. 
But there are differences between 
the two RPLs, and they're not just 
sectoral. One big distinction is the 
stage at which these two compa- 
nies have entered the market. 
*Mukesh's RPL entered the market 
closer to the gestation period," says 
U.R. Bhat, a former JP Morgan head 
who runs an advisory firm for in- 
stitutional investors called Dalton 
Capital Advisors Pvt Ltd. 

One huge common thread run- 
ning through both these companies 
is that, for both brothers, their re- 
spective RPLs is the first big test in 
execution (Mukesh was involved in 
the execution of the blueprint for 
the first refinery, but he had his fa- 
ther to guide him then). What the 
brothers have clearly learnt from 
their father is how to reward share- 
holders in handsome fashion. 
Mukesh's RPL has already returned 
almost 250 per cent. Anil's RPL 
promises even higher rewards. 
Analysts worry, however, that both 
stocks could have run ahead of 
fundamentals, and it's only 
successful completion of projects 
and the resultant cash flows that 
will be able to justify future spurts 
in these scrips. 

Investors for their part have 
already begun speculating about 
when the RPLs will be merged into 
their respective flagships. The orig- 
inal RPL was merged into RIL in 
2002 (although a swap ratio of 
one share of RiL for 11 of RPL 
didn't please some punters). Merrill 
Lynch recently put out a report 
that suggested a merger of RPL with 
RIL. That could happen if Chevron, 
which holds a 5 per cent stake in 
RPL, with an option to take it up to 
24 per cent by July 2009, decides 
to exit instead. RPLs will come and 
RPLS will go but the Ambanis will 
go on forever—so what if they go 
on in different directions. 


Fade NL ecc RUE EE 
India Inc. at 
the Gate 


Asset-hungry promoters prefer 
the West (to the East). 


Videocon's Dhoot: Looking West 


AST FORTNIGHT, AT LEAST FIVE 

heavy-duty assets went up for 
sale in Korea—Hyundai Engineering 
& Construction, Daewoo Inter- 
national, Hynix Semiconductor, 
Daewoo Electronics and Daewoo 
Shipbuilding. Indian companies in 
the past have tasted blood in that 
country—Tata Motors acquired 
Daewoo Commercial Vehicle in 
2004; and the Videocon Group, 
after some tribulation, has rekin- 
dled its bid for Daewoo Electronics. 
However, given a choice most 
Indian promoters would prefer to 









Target Name” 
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Target Nation 
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give Korea the go-by. "Sellers there 
always like the buyer to be an insider 
(a Korean). Also, the cost of doing 
business is high there," explains 
Venugopal Dhoot, Chairman & мр, 
Videocon Group. Investment bank- 
ers echo the same concerns. Says 
Aditya Sanghi, MD (Investment 
Banking), YES Bank: “Apart from 
ethnic issues (language and culture), 
regulations, the legal system and 
labour laws have seen India Inc. in- 
clined more towards the West than 
the East." Adds Ravi Sardana, Senior 
Vice President (Investment Banking), 
I-Sec: “There are also concerns over 
the nature of assets and, most im- 
portantly, India Inc. doesn't want as- 
sets where they have to invest time 
in restructuring. Secondly, when 
you get American assets at a cheap 
price as against assets in India or 
in Asia then why would someone 
prefer other assets." 

If you go by the straws in the 
wind on The Street, however, Europe 
appears to be at the heart of the ac- 
tion. A clutch of Indian companies, 
from Bajaj Auto to TCS, is said to be 
eyeing businesses in the UK, Italy, 
The Netherlands, Norway and 
Romania (see table). According to 
M&A consultancy Grant- Thornton, of 
the total $32 billion purchases done 
by Indian companies to acquire 243 
companies last year, Europe ac- 
counted for a little over half of the to- 
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tal deal value (Europe and the us 
accounted for 90 per cent). 

Bajaj Auto is said to have shown 
interest in acquiring cult motorcycle 
brands like Ducati and Triumph 
(an Italian and a British respec- 
tively). Says S. Ravikumar, Vice 
President (Business Development), 
Bajaj Auto: “Inorganic growth ini- 
tiatives in non-overlap areas is 
speedier and will enhance technol- 
ogy competence.” 

But don’t rule out Korea. “They 
(the Koreans) are slowly realising the 
power of India and Indian compa- 
nies and the confidence among 
them is gaining that we will take 
care of the locals,” says Dhoot. 

MAHESH NAYAK 


Same Old 
Song 


IT results are a non-event for 
stock markets. 


TCS’ Chandrasekaran: Market blues 


SENSE OF DEJA VU IS INEVITABLE 


for those following the results of 


IT companies. For the 2"4 quarter in 
a row, Tier-1 Indian rr companies 
beat the appreciating rupee, posted 
decent results and yet had their 
stocks pummelled in the market. 
But first, the results bit. India's 
largest IT companies, Infosys and 
TCS, announced robust results. Infosys 
clocked an impressive 25.2 percent y- 
O-Y rise in third quarter net profits, at 
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Rs 1,231 crore. TCS posted profits of 
Rs 1,327 crore, up 19 per cent v-o- 
Y. TCS CEO S. Ramadorai said it 
clocked $4 billion in three quar- 
ters—something that took the com- 
pany a whole financial year last time. 

Despite that the markets thum- 
bed down top-line rr stocks. At the 
time of writing, the Infosys scrip 
had touched a 52-week low of Rs 
1,305, while TCS was not too far 
from its own 52-week low of Rs 
811.25. Macquarie Securities Tech- 
nology Analyst, Suveer Chainani, 
says: "The results this time were a 
non-event. Perhaps the markets are 
looking for a trigger beyond just 
good results." Perhaps a trigger like 
the extension of a tax holiday be- 
yond 2010—something that seems 
unlikely as of now. The possibility of 
a recession in the Us, a spillover effect 


on IT spending in Europe coupled 
with the ever-appreciating rupee (it 
appreciated 2 per cent in the last 
quarter) acting as spoilers. For now, 
the IT companies are sticking to a 
‘wait and watch line’ and flaunting 
a robust deal pipeline. “There is 
nothing in the environment from 
project cancellations or pricing or 
something like that to panic 
about...we have been able to sustain 
momentum,” commented 
5. Gopalakrishnan, CEO, Infosys. 
Similarly, TCS which bagged nine 
large deals during the last quarter, in- 
cluding a $1.2 billion Nielsen deal, 
says it has several large deals. “We 
are pursuing 25 deals in the $50- 
100 million range," says 
N. Chandrasekaran, COO, rcs. Dalal 
Street of course isn’t listening. 

Г.У. MAHALINGAM 


Hope in the Pipeline 


Ar EEE 


F GAIL HAS ITS WAY, MAHARASHTRA 

and Karnataka will have natural 
gas flowing by 2011. A 730-km 
pipeline will carry gas from 
Dabhol, where the Ratnagiri Gas 
& Power's LNG terminal is located, 
to Bangalore. The Rs 2,500 crore 
project, cleared in principle by the 
GAIL Board, is expected to spark off 
an economic boom in Karnataka's 
Tier-II cities and towns. 

GAIL hopes the supply of gas 
will benefit industries in the two 
states in a big way. It plans to de- 
sign its pipelines in such a way as 
to transport 16 mn standards cubic 
metres per day, but that depends 
on the source and customer tie-up. 

The pipeline, as proposed, will 
pass through Ratnagiri & 
Kolhapur (Maharashtra) and 
Belgaum, Dharwad, Haveri, 
Davangere, Chitradurga and 
Tumkur (Karnataka). All these 
towns, à GAIL spokesman said, will 
see gas distribution projects com- 
ing up. KPMG Assistant Director 





Kumar Manish believes that nat- 
ural gas will help industries that are 
currently using naphtha or diesel 
to save some costs. According to 
him, the pipeline will prod a large 
number of commercial consumers 
and small industries to switch from 
the liquid fuel to gas. The gas 
would work out cheaper than the 
commercial LPG. 

The Dabhol-Bangalore 
pipeline is among the five new 
pipelines GAIL has planned. 
Together, they form an integrated 
national gas grid. 

K.R. BALASUBRAMANYAM 


V's New and 
Willing 

New GECs are striking long- 
term deals with advertisers. 
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NDTV's Imagine: Making inspired deals 


F YOURS IS THE 407!!! CHANNEL TO 
15 on air in the country, how do 
you excite advertisers? By offering 
them deal they'd be hard-pressed to 
turn down. Result: radically new 
advertising models are coming into 
being, thanks to the new general 


Want a red-hot performance that leaves everyone 
behind? Then switch to XTRAPREMIUM petrol and 
XTRAMILE Super Diesel. Enhanced with exclusive 
multi-functional additives, they boost your vehicle's 
overall performance. So go ahead and give your 
vehicle the best that it deserves-XTRAPREMIUM and 


XTRAMILE. Only from IndianOil. 





entertainment channels such as 
NDTV Imagine, 9X Music, and 
Bindaas. To begin with, the new 
players are guaranteeing a mini- 
mum viewership, failing which the 
deal gets sweeter and sweeter for 
the advertiser. Explains Sathy- 
amurthy N.P., President, Insight, a 
division of Lintas Media Group: 
"We are taking investment calls 
based on guarantees of viewership 
share from broadcasters. Usually, 
we review this within four weeks 
of launch, and if the commitment 
has not been met by then we get 
additional commercial time for our 
clients, then it gets reviewed in six 
months and then nine months. If 
70 per cent of the viewership com- 
mitment has not been met until that 
time, we get 30-35 per cent of our 
commitment money back." 

So will 2008 mark the return of 
general entertainment channels 
(GECs), which had lost advertising 
ground to news channels in 2006 
and 2007? The opinion is divided 
among media planners. *There will 





Petrol With Friction Buster 
The best your vehicle can get 


DIFF 


be certain elasticity for СЕС$ de 
pending on content, and viewer- 
ship can go up. GECs might also 
grow by eating into the share of 
movies and news," says Basabdatta 
Chowdhuri, CEO, Madison Media 
Plus. “It doesn't have to be an either- 
or scenario," says G. Krishnan, 
Executive Director & CEO, Tv Today 
Network. “The news genre has 
grown exponentially in the last few 
years because we have been able to 
grow the audience base." Other 
broadcasters also say that dramatic 
changes are unlikely. *The large au- 
dience viewership patterns are al 
ready in place. None of our channel 
or genre is affected by any of this," 
says Paritosh Joshi, President, Ad 
Sales & Distribution, Star India. 
Some media planners expect 
viewership to get more segmented. 
"The market is getting segmented 
with focussed audiences. Sadly, most 
broadcasters do not seem to have 
caught it yet," says Gowthaman 
Ragothaman, MD, MindShare. 
SHAMNI PANDI 





SUPER DIESEL 


" Greater Mileage = Superior Pick-up а Smoother Drive = Cleaner Engine 
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Dancing with 
the Dragon 


Despite niggling distrust, India 
and China talk trade. 





Singh and Wen: RTA on cards? 


T WAS PRIME MINISTER MANMOHAN 
Singh's first official visit to China 
and the communist country was at its 
charming best. In the three days that 
Singh spent in Beijing, he and his 
counterpart, Premier Wen Jiabao, 
ended up signing 11 agreements in di- 
verse areas, including economic plan- 
ning, housing, health and culture, 
and land management. The two pre- 
miers also promised to work towards 
boosting bilateral trade (in calendar 
2007, China is expected to have dis- 
placed the us as India’s biggest trad- 
ing partner) from $38.6 billion (Rs 
1.5 lakh crore) at present, to $60 
billion (2.4 lakh crore) by 2010. 
But what gave the business hon- 
chos accompanying Singh from India 
the jitters were talks of a regional 
trading agreement (RTA) with China. 
"There are apprehensions that India 
might become a dumping ground 
for Chinese goods at the cost of the 
Indian manufacturing sector in case 
things are not spelt out," says an 
official in the Commerce Ministry. 
Adds Srikant Kondapalli, a China 
expert at Jawaharlal Nehru 
University: “Any such RTA would 
be heavily loaded in favour of China 
and could end up further increasing 
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India's trade deficit with China of 
$10 billion (Rs 40,000 crore)." 
Predictably, industry chambers 
are coming up with caveats that 
could act as barriers to a deluge of 
imports from China. *The RTA must 
include a product safety clause be- 
tween the two countries," says Anjan 
Roy, Senior Economist with FICCI, 
who has been studying China 
closely. *Last year, the Us was 
flooded with Chinese products that 
were produced using poisonous sub- 
stances like lead." Meanwhile, the 
two countries have signed a protocol 
on tobacco and are in discussions for 
greater trade in fruits and vegetables 
produced in India. China is a big 
market for tobacco, and it buys from 


= different countries. Union Comm- 


erce Minister Kamal Nath says that 
if India is able to supply good qual- 
ity tobacco at competitive prices, 
then "India will get a piece of the 
Chinese market". 

Trade between the two countries 
has been surging—it jumped 53 per 
cent to $25 billion in calendar 2006 
and then to $39 billion in 2007. 
"India-China trade would grow even 
faster if the discussions during the 
PM's visit fructify in 2008," says 
Nath. Industry will be keeping a 
close eye on the trade figures. 

AMIT MUKHERJEE 





CSR and the 
Cash Register 


India's Jubilant Organosys 
gets top rating from IFC. 


HEN THE INTERNATIONAL 

Finance Corporation (IFC) re- 
cently put out its report (Market 
Movers: Lessons from a Frontier of 
Innovation) on corporate social re- 
sponsibility (CSR) in action in emerg- 
ing economies, Noida-based Jubilant 
Organosys found itself as the only 
Indian company to be featured in it. 


Yet, Ashok Ghose, Jubilant’s chief of 
EHS (Environment, Health and 
Safety), isn’t patting himself on the 
back. “The report helped us under- 
stand what we got wrong as much as 
what we got right,” he says. IFC, 
and SustainAbility, a UK-based firm, 
has lauded Jubilant as “a company 
that has been able to reassure and at- 
tract existing customers and investors 
by efficiently building sustainability 
into its business model”. 

The recognition comes following 
years of hard work. Over the last 
5-6 years, Jubilant has launched a 
spate of initiatives aimed at socially 
responsible production. “So far, we 
have spent around Rs 140 crore 
on such initiatives,” reveals Ghose. 
“From now on, we have decided to 
set aside 6-7 per cent of any project 
outlay towards related CSR activi- 
ties." Jubilant's environmentally- 
friendly moves include setting up of 
a water treatment plant for pro- 
ducing biogas from distillery efflu- 
ents (the gas produced by this plant 
now saves the pharmaceutical com- 
pany 250 tonnes of coal equivalent 
a day), conservation of fresh wa- 
ter, useful disposal of fly ash, and 
odour management from its units. It 
also uses molasses, a by-product of 
sugar production, as its chemical 
feedstock. “The reason is simple,” 
explains Ghose. “Molasses is 
cheaper and abundantly available 
compared to crude oil-based raw 
material substitutes.” 

Evidently, it pays to build Csr 
into one’s business model. For the 
second quarter of 2007-08, Jubilant 
clocked revenues of Rs 618.30 crore 
with net profits of Rs 110 crore— 
double of what it reported in 
October 2006. Says Ghose: “To 
continue to build our international 
presence will require more cross- 
border takeovers, and the positive 
image created by the sustainability 
reporting and EHS activities will help 
us make such moves.” It’s a whole 
new spin to CSR. 

MANU KAUSHIK 
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Regulator 
for Fertilisers 


The move may help discipline 
subsidies and farmers. 


OVES ARE AFOOT TO RING IN 
Niue in the fertiliser sec- 
tor. A Group of Ministers (GoM) on 
fertilisers headed by the agricul- 
ture minister, Sharad Pawar, has 
given its in-principle nod to the 
Department of Fertilisers’ proposal 
to have an independent regulator 
for the sector. J. Sreedhara Sarma, 
Secretary, Ministry of Chemicals 
and Fertilisers, told Business 
Today that the * ... idea has been 
approved by the GoM and efforts 
are on to set up an independent 
fertiliser regulator within two to 
three months." The ministry now 
plans to take the proposal to the 
Cabinet for its approval, after 
which a bill would have to be 
passed by Parliament. 
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Paswan: Ambitious agenda 


The government hopes that a 
regulator would be able to resolve 
some of the vexed issues before 
the industry. The sector is heavily 
subsidised and the regulator would 
be required to decide on the pric- 
ing of fertilisers. Nitrogenous and 
complex fertilisers prices are cur- 
rently pegged well below costs of 
production, with the balance being 
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the subsidy component. According 
to estimates, the government cur- 
rently subsidises around 55 to 60 
per cent of the total cost of the 
fertilisers, running up a subsidy 
bill of Rs 40,000 crore in 2007-08. 
The regulator is likely to decide 
the price based on the cost of pro- 
duction. Other aspects like inter- 
national prices, raw material costs 
and freight charges will also be 
taken into account while arriving at 
the final price. All this, the роу 
ernment feels, can be done more 
efficiently by a regulator. 

Also, the government is now 
contemplating shifting to a nutri- 
ent-based pricing regime, which 
again, it feels, makes it imperative 
to have an independent regulatory 
body in place. As part of the 
process, about 80 products under 
the Fertiliser Control Order would 
soon be brought under subsidies 
(at present there are only 15 prod- 
ucts that get subsidies). Says Sarma: 
“The whole idea is to encourage 
farmers to use fertilisers accord- 
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ing to the soil requirements." This 
policy initiative, officials feel, re- 
quires an independent body to take 
care of the finer details. 

The government is also plan- 
ning to encourage the fertiliser in- 
dustry to produce more products in 
India. For this, it's contemplating 
moving to a pricing regime based 
on import parity. Says Sarma: “We 
are trying to increase fertilisers pro- 
duction in India. For future pro- 
duction we are proposing 95 per 
cent import parity pricing." Clearly, 
the government has set out an am- 
bitious agenda to transform the 
fertilisers industry —Wwhether it will 
be able to deliver the goods re- 
mains to be seen. 

RISHI JOSHI 





Patent vs 
Public Good 


In India's pharmaceutical 
industry, battles get tricky. 


NDIA'S PATENT LAW HAS BEEN PUT 
ls test and the outcome could 
well decide how the global 
pharma industry views the country 
henceforth. At the heart of this 
quandary is a lucrative new drug 
on the one side and, on the other, 
two Indian companies that want 
to launch copy-cat versions of the 
drug under two different provi- 
sions of India’s new patent law. 

In the first case, Hyderabad- 
based Natco Pharma has filed the 
country's first application for com- 
pulsory licensing of Roche's anti- 
lung cancer drug Tarceva (chemical 
name: erlotinib). Compulsory li- 
censing allows the government to 
order manufacture of patented drugs 
by non-patent holders to respond 
to public health emergencies. In the 
second case, Mumbai-based Cipla 
has filed a ‘post-grant opposition’ 
(that is, it is challenging a patent al- 
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ready granted to Roche) to manu- 
facture a cheaper copy of Tarceva. 
Says Y. К. Hamied, CMD, Cipla: “At 
present, the drug is unaffordable at 
Rs 4,800 per tablet for the patients 
in India.” Cipla intends to supply the 
drug at Rs 1,600 per tablet. 
What's the ground on which 
Natco, which had earlier filed a 
pre-grant opposition and lost, is in- 
voking the compulsory licensing 
clause? Apparently, Nepal des- 
perately needs 30,000 tablets of 
Tarceva a month but is unable to 
buy them at the current price. Can 
lung cancer be described as a pub- 
lic health emergency? This maga- 
zine doesn't think so. *The 
Tarceva matter brings to the fore 
multiple paradoxes of the risk-re- 
ward tradeoff, innovating new 
treatments and ensuring access to 
affordable drugs once the drug is 


in the market," says Utkarsh 
Palnitkar, Partner and Industry 
Leader-Health Sciences, Ernst & 
Young. Most of all, it will test the 
sanctity of India's compulsory li- 
censing provision. 

Chances are neither Natco nor 
Cipla, whose patent challenge is 
par for the course in the indus- 
try, will eventually get a decision in 
their favour. And possibly this is 
something even they realise, which 
is why both of them seem willing 
to offer Roche royalty—Natco has 
even specified a 5 per cent figure. 
The Controller General will likely 
hear Natco's case in another 
month or so. No one can say for 
sure what its decision will be, but 
one thing's for certain: India's 
compulsory licensing guidelines 
need tightening. 

E. KUMAR SHARMA 


Such a Waste! 


Delhi's Ramada Plaza goes into dispute ahead of launch. 


A pu HOTEL IN THE HEART 
of Delhi could be ‘just the 
thing’ for a market where room 
rents could go up to $1,000 (Rs 
40,000) a night. If not for legal 
disputes, that is. Ramada Plaza, 
previously an ITDC property called 
Hotel Indraprastha and sold in 
2002 by the Centre for Rs 45 
crore to a company called Moral 
Trading Investment, represents 
such a waste. The control of the 
hotel has been a subject of legal 
dispute between R.P. Mittal, the 
main promoter of Moral Trading, 
on one side, and Malaysia-based 
Hillcrest Realty, the main foreign 
investor in Hotel Queen Road Pvt. 
Ltd (the ‘special purpose vehicle’ 
that now owns the property), on 
the other. Mittal, also Chairman of 
Hotel Queen Road, claims to have 
already spent over Rs 100 crore on 
renovation and re-furnishing, but 
Hillcrest, a preference shareholder, 





Ramada Plaza: Hanging fire 


and Mittal's brother Ashok, have 
accused him of "illegally" increas- 
ing the authorised capital of the 
company and his shareholding. 
The fight is being played out in 
Delhi High Court. Meanwhile, 
the ready-to-open Ramada Plaza 
hangs fire. 

KAPIL BAJAJ 
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Fashion Statement from Marc 


Flowing silhouettes, clean lines, 
elegant curves. 


The shape of bath fittings to come. International and contemporary design trends 
brought to you by Marc. Now on display at the Marc showroom. Let your bath space 
make a style statement 
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Its a Health 
Check, Mate 


Are Indian exports to the US 
safe and of good quality? 





Leavitt (I) and DRL's K. Anji Reddy 


MES О. LEAVITT IS A MAN 
with a mission—and it’s not 


the most common of missions. The 
Secretary, Department of Health 
and Human Services (HHS), US, has 
been touring the world for the past 
seven months, ever since President 
George Bush told him to pack his 
bags. Leavitt’s mandate is to exam- 
ine and improve the US ‘importing 
practices,’ right from the beginning 
of the manufacturing process all 
the way to the customer. 

Leavitt was in Hyderabad re- 
cently, visiting the production fa- 
cilities of pharma major Dr 
Reddy’s Laboratories (DRL) and 
Bharat Biotech International, a 
vaccine company. 

Leavitt, it would seem, has seen 
it all. “I have visited sea ports and 
border crossings, and facilities like 
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this apart from ginger bread-making 
shops. Our message is clear: Those 
who desire to produce for American 
consumers will produce in a way 
that will meet our expectations of 
quality and safety." 

If quality and safety have be- 
come concerns in the Us, it's with 
good reason. More and more of 
what Americans consume is pro- 
duced in other countries. *We now 
have $2 trillion worth of goods that 
are produced outside the US and 
imported for use by our con- 
sumers," says Leavitt. He feels the us 
currently has a good system of mon- 
itoring standards. But it may not 
be adequate for the future. Which is 
why he says it is time to redesign the 
system. "We have made a very basic 
change in the way we approach our 
imports. Rather than stand on our 
borders trying to ensure that things 
are safe, we want to build quality 
into the product at every step. We 
intend in the Us to make it easier for 
those who maintain quality and dif- 
ficult for those who don't." 

To this end, he is keen to open a 
dialogue with the Indian govern- 
ment on how the two countries can 
collaborate. It appears as though 
India and the us are moving closer 
to setting up joint mechanisms to 
ensure common food and drug 
safety regulations on the lines of 
the us Food & Drug Administration 
(USFDA). The step would make it 
easier for Indian companies to ex- 
port to the Us and elsewhere. The us 
seems willing to help out India with 
all the technical assistance. This 
comes close on the heels of reports 
of an announcement by Union 
Health Minister Anbumani 
Ramadoss that India intends to have 
a drug regulatory body modelled 
on the lines of the USFDA. 

The high-ranking Us government 
official, who was accompanied by 
USFDA commissioner Andrew C. Von 
Eschenbach, held a series of meetings 
with policymakers and senior gov- 
ernment officials—all packed in a 





four-city trip to India, which in- 
cluded visits to drug and vaccine- 
making units and ports. After 
Chennai and Hyderabad, the us 
Health Secretary travelled to Kochi 
and concluded his first trip to India 
with high-level meetings with policy 
makers and senior government of- 
ficials in New Delhi. 

The USFDA commissioner, how- 
ever, put to rest speculations about 
the regulatory body's plans to set 
up office in India. He clarified that 
there were no plans to open an office 
of the us regulatory body in India. 

Leavitt did not identify any sin- 
gle country when it came to con- 
cerns over standards. But of late, 
the Us appears to be worried about 
the quality of imports from China, 
a country with which the us has 
now concluded agreements both 
on foods and feeds as well as on 
drugs and devices. 

E. KUMAR SHARMA 





Offshore, 
on Course 


India's rich investors are 
seeking out new asset classes. 


T’S NOT ONLY THE SMALL IN- 
loss: who is laughing. all the 
way to the bank, but also the 
wealthy investors whose assets 
under management (AUM) in pri- 
vate banking zoomed from a mere 
$3.34 trillion to $7.6 trillion in 
2007. These are the findings of 
a global survey by Euromoney 
magazine of close to 400 private 
banking and wealth management 
institutions. 

Asia as a continent has a share 
of 13.3 per cent of the $7.6-trillion 
global AUM. The survey finding re- 
veals that India ranks seventh glob- 
ally in terms of net income growth 
and ninth in terms of AUM growth. 
Interestingly, new asset classes like 
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hedge funds, private equity, real es- 
tate and structured products are 
now being demanded by investors 
globally. Says Clive Horwood, 
Editor, Euromoney magazine: 
*The change (in composition of 
AUM) has not been exactly dra- 
matic but it is true that a number 
of asset classes are now regarded as 
a must in any portfolio; five years 
ago that wasn't the case." 

The growth in AUMs in China 
and India is quite encouraging as 
the two fastest-growing economies 
in the world with near double- 
digit GDP growth still face tighter 
capital account regulations and 
higher tax regimes. “Private banks 
in India and China obviously do 
not have the product range of pri- 
vate banks operating in the Us or 
Europe. This is particularly the 
case in areas such as hedge fund in- 
vestment," believes Horwood. 
“The lack of a products suite en- 
courages more wealthy Indians to 
keep their assets in offshore centres 
such as Switzerland and, increas- 
ingly, Singapore." 

The good news for the Indian 
private banking industry is the 
strong rupee appreciation of 12 
per cent against the us dollar in 
2007. Horwood says: “Те rupee 
appreciation will, however, mean 
that wealthy Indians will think 
twice about investing in US dol- 
lar-denominated assets." 

What's worrying him, how- 
ever, is the global outlook for 
2008. The clouds of uncertainty 
are already visible with a likely 
slowdown or a recession in the 
Us with crude oil prices piercing 
the $100-a-barrel mark. These 
ominous factors may moderate 
the returns in the financial mar- 
kets. While forecasting 2008 
as “a year of increased competi- 
tion", Horwood cautions: 
*Markets look like they are in for 
a tough year, so AUM growth will 
probably moderate." 

ANAND ADHIKARI 


Digital Dosh 


Media spends on the internet show the highest growth in 2007. 


SO MANY NEW TELEVI- 
W sion channels—entertain- 
ment, news, sports et al—entering 
your living room every other day, 
you'd think entrepreneurs on the 
broadcast bandwagon are raking 
it in by way of advertising rev- 
enues. Not quite. The Lintas 
Media Guide 2008, in its analysis 
of media spends, reveals that ex- 
penditure on television, which 
makes up close to 40 per cent of 
the entire pie, actually dropped a 
bit—by 0.8 per cent over the pre- 
vious year, to Rs 6,766 crore in 
2007. A more traditional medium, 
press, nudged ahead by 3.5 per 
cent. The big growth came in the 
newer pieces of the pie—28 per 
cent for radio, and 43 per cent for 
the internet, also known as the 
digital medium. 

Indeed, digital budgets grew 
by 4-5 times last year. Says Lynn 
De Souza, Director, Lintas Media 
Group: “Rs 1 crore in 2006 be- 
came Rs 5 crore last year. And 
clients who spent Rs 5 crore last 
year are spending Rs 15 crore 
this year." Small wonder then 








Gateway to 
the South 


Kingfisher Airlines wants to 
make Bangalore its hub. 


HIS YEAR'S INDEPENDENCE DAY 
15 mean something special 
to south Indians. Vijay Mallya's 
Kingfisher Airlines has decided to 
launch its daily non-stop flights 
from Bangalore to San Francisco 
and from Bangalore to New York 
on August 15. The company, 
which recently acquired low-cost 
carrier (LCC) Deccan Aviation, 
plans to profit from the vacuum in 
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that the most optimistic projec- 
tions for spends on the internet in 
2008 are pegged in the Rs 700- 
crore region. — 

The current internet reach 
in the country is 3-5 per cent. 
With the likes of Microsoft do- 
nating computers pre-done in 
various languages and scripts— 
like Hindi and. Tamil—penetra- 


tion is 'd to improve in a 


big way. De Souza thinks it 
could go up to 10 per cent by 
end-2008. Clearly, if you're not 
online you're off line. 

DEEPTI KHANNA BOSE 





55 


FERRI AR LU "поя 


NIH* 


bt current 


direct flight services from south 
India to the us. *India and the us 
are natural partners. But south 
India has no connectivity, at all, to 
the US," notes Ravi Nedungadi, 
President & Chief Financial 
Officer (CFO), UB Group (of which 
Kingfisher Airlines is a part). 
Kingfisher's strategy is to make 
Bangalore its hub and provide con- 
nectivity from here to other south 
Indian towns and cities that the 
Kingfisher-Deccan combine covers. 
"We don't have head-on compe- 
tition with anyone in south India. 


We are on a unique mission. We 
will connect Silicon Valley to 
Silicon Plateau (Bangalore)," says 
Nedungadi. The company will de- 
ploy Airbus A340-500s, which are 
expected to cover Bangalore-San 
Francisco in 17 hours and 
Bangalore-New York in 14-odd 
hours, non-stop. 

In every country, Nedungadi 
says, people like to opt for home- 
grown carriers for reasons of food, 
language and culture. But it is not 
quite so in India. Less than 30 per 
cent travel on Indian flights. *This 


From Manhattan to Hyderabad 


E IS ARGUABLY THE MOST 
famous Indian friend of the 
Clintons in the us. He is also the 
non-resident Indian (NRI) who 
claims to run the single-largest 


private hotel group in New York 


with a total stock of over 3,000 
rooms in alone. Now, 
Sant Chatwal, Chairman & CEO 
of Hampshire Hotels and Resorts 
LLC, is busy implementing a plan 
to invest over Rs 5,000 crore to 
own and manage 27 hotels in 
India spread across 21 cities by 
2011. He has just kicked off his 
India plans with the launch of 
his first hotel property in India, 
the Hampshire Plaza Hotel, a 
business hotel, in Hyderabad. 

Chatwal is keen to acquire 
finished and semi-finished prop- 
erties in most of the 21 cities he 
has identified across India. Says 
he: “While 10 of the 27 proper- 
ties have already been commit- 
ted, I am in talks with promoters 
of four to five under-develop- 
ment properties in various cities, 
one of which is valued at around 
Rs 200 crore." 

The group, he says, has al- 
ready identified and locked land 
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for 10 of these properties, rang- 
ing between 1 and 10 acres. This 
includes a 10-acre property in 
Bangalore and six acres in Delhi. 
The funding of his Rs 5,000- 
crore plan is 60 per cent by debt 
and the remaining Rs 2,000 crore 
by equity. Half of the equity com- 
ponent is from Chatwal's own 
resources while existing equity 
partners in his Us operations have 
committed the remaining 
Rs 1,000 crore. 

E. KUMAR SHARMA 


is disproportionately small," the 
UB CFO says and gives the examples 
of Singapore Airlines and Emirates, 
where more than half of the us- 
bound passengers are of Indian 
origin. Kingfisher Airlines is con- 
fident that the Indian hospitality 
on board will attract travellers 
from other airlines. 

As for fares, the us routes will 
not come “cheap”, but “guests will 
get excellent value for what they 
pay. We are not an LCC. Kingfisher, 
as a brand, is about luxury, about 
premium delivery,” says Nedun- 
gadi, and wonders how airlines 
can do business at cut-throat fares 
when hotels are charging room 
rents of Rs 20,000 a day. 

But are there enough flyers to 
fill up the Kingfisher aircraft on 
the Bangalore-us route? Nedungadi 
isn't losing sleep over that. “It 
(Bangalore) will be the gateway 
to all of south India. Between 
Deccan and Kingfisher, we have 
unparallel connectivity to all over 
the south. In one hop, we will 
bring you to your hometown.” 
The other cause for cheer within 
the ив Group is the stiff targets 
being set by the Ministry of 
Tourism. The Government of 
India wants to take the tourist ar- 
rivals from the present 4 million to 
10 million by 2010. 

The ив Group, it seems, has 
not laid out any specific plans for 
Deccan’s foreign operations as of 
now. The company, however, in- 
tends to deploy no-frills Deccan 
flights on the South-East, West 
Asia, Sri Lanka, and Nepal routes. 
At the same time, it is not ruling 
out the possibility of the flagship 
brand itself touching down on 
some of these destinations. 
“Singapore and Dubai can take 
full-service carriers too,” says 
Nedungadi. According to him, 
Deccan will retain its low-cost char- 
acter, but will no longer offer tick- 
ets at fares “below operating costs.” 
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Growth Pangs 


Mother Dairy eyes a 
billion dollars by 2010. 


OTHER DAIRY FRUIT AND 

Vegetable Private Ltd (MD- 
FVPL)—the second-largest liquid milk 
marketer after the Gujarat 
Cooperative Milk Marketing 
Federation (GCMMF)—has ambitious 
plans of taking its turnover to a bil- 
lion dollars, or close to Rs 4,000 
crore by 2010. For the year ended 





Thachil: Sharp focus on dairy operations 


March 31, 2007, the top line stood 
at Rs 2,204.62 crore. Before that, 
however, MDFVPL would want to 
get out of the red—its net loss last 
year stood at Rs 32.62 crore. 

Paul Thachil, СЕО, MDFVPL, has 
his reasons for the red ink. “The 
prices of fresh milk and milk com- 
modities have seen an unprece- 
dented surge over the last two-and- 
half years due to growth in domes- 
tic demand and very high interna- 
tional prices. Our price increases 
were phased out with a view to re- 
duce the overall impact to our con- 
sumers," he says, explaining the loss. 
But the big plan is to sharply 
focus on its core area of 
operation—Dairy, which accounts 
for almost 70 per cent of earnings. 

The company, subsequent to 
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all the consolidation and amalga- 
mations of divisions under one en- 
tity, has six verticals within. These 
are fresh milk, fresh dairy, ice 
creams & frozen vegetables, 
oil/ghee, modern retail format 
stores and institutional sales. “We 
today see certain overlaps and syn- 
ergies in our business and we have 
been working on maximising this,” 
says Thachil. 

The company started its ex- 
pansion outside Delhi only in 2003 
and today has different footprints 
for each of its brands across seg- 
ments. Its Dhara brand, for oil, 
has the largest reach by far across 
the country and is available in 
stores from Ladhakh to Port Blair. 
Fresh milk, under the Mother 
Dairy brand, is available in Delhi, 
Hyderabad, Mumbai and 
Saurashtra. Mother Dairy ice cream 
is available all over the north, in 
Mumbai and in Kolkata; this year 
MDFVPL will target more towns in 
the western parts of the country. 
Mother Dairy butter and cheese 
is available in the top six cities 
(Delhi, Mumbai, Ahmedabad, 
Kolkata, Hyderabad and 
Bangalore). Fresh dairy (curd) is 
available in Delhi and entered 
Mumbai six months ago; the range 
includes Mother Dairy's set curd, a 
pro-biotic range under B-active, 
lassi and flavoured milk. Finally, 
frozen vegetables under the Safal 
brand are available in about 100 
top towns across the country. 

Thachil, formerly with HLL 
(now Hindustan Unilever Ltd), has 
been systematically working to 
make his organisation more com- 
petitive in terms of quality and 
service. “Dhara has been a consis- 
tent top performer in our stores 
across the country for some time," 
says Rajiv Sharma, Senior Category 
Manager, Staples, Food Bazaar, a 
national supermarket chain. 
Sharma offers another insight: *The 
other plus in favour of Mother 
Dairy and Dhara is that they have 


managed to customise their oils to 
different regional requirements." 
For instance, Dhara has just en- 
tered the market with imported 
olive oil, packaged and marketed 
under the Daroliva brand. The 
range is also being broadened from 
the existing mustard, groundnut 
and sunflower to include soya bean 
and cotton seed oil. 

But market sources and com- 
petition suggest that going forward 
the huge challenge for Mother 
Dairy would be its lack of any cap- 
tive source of supply for milk. For 
instance, GCMMF with its brand 
Amul, and Nestle have captive sup- 
pliers of milk, which Mother Dairy 
lacks; it tends to pick up the ex- 
cess supply of dairy farmers. Thachil 
reveals there are plans of finalising 
captive supply, as well as setting 
up captive third-party plants that 
would be exclusive to it: “Over the 
last few years, we have also devel- 
oped three captive sources for our 
large and growing requirements of 
milk—the seven Saurashtra districts 
in Gujarat, several districts in west 
and central up and the Chittoor 
district in Andhra Pradesh. 

SHAMNI PANDE 


Chipping In 


India is critical to AMD's 
long-term prosperity. 


N FIVE TO TEN YEARS FROM NOW, 
when we think of AMD, we will 
think of it as an Indian company, a 
Chinese company and a North 
American company. Those are the 
words of Dirk Meyer, President 
& Chief Operating Officer of the 
Sunnyvale, California-based semi- 
conductor major. The company is 
one of the two biggest chipmak- 
ers of the world (the largest is old 
rival Intel). 
Talking to aT on his maiden visit 
to India to inaugurate AMD's sec- 
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ond facility in Hyderabad, and the 
fourth in the country, the 46-year- 
old second-in-command goes on 
to elaborate: *The three regions 
will cover all the crucial areas, 
namely: Where the products come 
from, where the technologies are 
developed and where the most 
advanced markets exist." 

At a time when AMD is expe- 
riencing financial pain, Meyer is 
particularly conscious that every 
R&D dollar invested counts, and 
goes "into the most efficient 
places possible." A sample of the 
pain: Operating income, which 
stood at $127 million on sales of 
$1.33 billion in the third quarter 
of 2006, was down to $22 mil- 
lion on sales of $1.77 billion in 
the following quarter. At the end 
of the first three months of 2007, 
AMD found itself saddled with an 
operating loss of $391 million 
(on sales of $1.23 billion). 

“Despite the fact that the com- 
pany has been in a difficult situa- 
tion financially in the past couple 
of quarters, we have continued to 
expand our R&D capability and 
we've really only done so in China 
and India," says Meyer. Three 
years ago, AMD didn't have much 
of R&D investments to show in 
these countries. 

Chary about sharing numbers 
on investments, Meyer confines 
himself to headcount numbers. AMD, 
he says, has some 700 R&D staff in 
India. The corresponding number 
wouldn't be too different for China, 
although the total workforce there 
would go up to 2,000. 

Yet, as far as markets (for per- 
sonal computers) go, China ap- 
pears to be streets ahead. In fact, 
it might just be the second-largest 
market for PCs, behind the us, 
and just ahead of Japan. India, 
says Meyer, is still “relatively 
small as an opportunity for PCs, 
although given the rate at which 
the economy is expanding, | think 
the IT intensity of the economy is 
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AMD's Meyer: Every R&D doll 
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going to rapidly increase and will 
soon become a very large oppor- 
tunity." 

AMD is working towards ex- 
panding the Indian PC market by 
investing in low-cost internet so- 
lutions. This is a part of its 50-by- 
15 initiative (which aims to bring 
half of the world's population on- 
line by 2015). In India, AMD is 
doing things like computer learning 
labs and providing students early 
access to the internet “so that they 
can become part of the world econ- 
omy more quickly, more effec- 
tively and more easily." 

In India, AMD has also part- 
nered with SemIndia in setting up 
a silicon chip manufacturing proj- 
ect in Hyderabad. AMD will deliver 
its technology and manufacturing 
expertise to SemIndia. Meyer, for 
his part, is reluctant to throw more 
light on the venture, besides pithily 
saying there was no change as far 
as the partnership and the agree- 
ment was concerned. 

Interestingly, AMD in its prod- 
ucts and business opportunities is 
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not confining itself to pcs. Although 
its main source of revenues is still 
from microprocessors, computing 
and discrete graphics, it also sees a 
growing opportunity in consumer 
electronics. So, while it is a few 
hundred million dollars business 
for AMD today, Meyer thinks it 
can grow “in a matter of a few 
years to in excess of a billion dol- 
lars." In fact, the R&D team in 
Hyderabad is involved. in VLSI 
(very large-scale integration) and 
embedded systems design for con- 
sumer electronics. Meyer also 
says AMD sees a huge emerging 
opportunity in mobile devices. 
"We see the internet experience 
as not just a PC-centric experi- 
ence but a device-centric experi- 
ence; the device could be a PC, a 
handset or a television." 

Those strategies might just be 
beginning to pay off. AMD, which 
currently has a 23.5 per cent mar- 
ket share in the worldwide proces- 
sor market (the rest is Intel)—in 
India, it has a 21.4 per cent market 
share—has in the past few quarters 
showed better performance every 
quarter. Its operating loss decreased 
to $363 million on sales of $1.38 
billion in the second quarter of 
2007, and to $148 million (on 
sales of $1.63 billion) in the third 
quarter. Gross margins also in- 
creased from 30 per cent in last 
year's first three months to 34 per 
cent and 41 per cent in the second 
and third quarters, respectively (al- 
though they're still less than the 
51 per cent posted in the third 
quarter of 2006). 

AMD hopes to show an oper- 
ating profit by the third quarter 
of the current year, apparently 
backed by a better product mix 
and cost-capital containment. India 
may not yet be a big factor in that 
turnaround but over the longer 
term it clearly has the potential to 
be a significant contributor to 
AMD's top and bottom lines. 

E. KUMAR SHARMA 
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The Hinduja brothers: 
Srichand (seated); 


(L-R) Gopichand, 
Prakash & Ashok 
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Two decades after testing Indian waters, the 


Hindujas are once again in investment mode 


in India. They're planning to pump at least 
$50 billion into a number of high-growth 
sectors in the next five to seven years. 
That's not too little, but are they too late? 
BRIAN CARVALHO 


N 1914 PARMANAND HINDUJA, A YOUNG SINDHI FROM A 
town called Shikarpur (now in Pakistan), started a 
trading business that brought him to Mumbai (then 
Bombay). Over the next few years he sailed be- 
tween India and Iran, trading in assorted com- 
modities. By 1919, Hinduja had set up office in Iran, 
and in the years ahead built a formidable business of mer- 
chant banking and trading. 

Seven years from now, the Hinduja Group, which is 
run by Parmanand's four sons—Srichand, Gopichand, 
Ashok and Prakash—will have completed a century. The 
group, which has estimated worldwide revenues of $10 bil- 
lion, with some 33 per cent of those coming out of India, 
wants to usher in the 100th year in style. “Our objective is 
to create a totally unique model in these seven years,” says 
Gopichand, the 67-year-old Co-Chairman of the group. That 
unique model calls for big investments in high-growth core 
sectors like oil & gas, power, infrastructure, realty, telecom 
and healthcare, most of which will be made in India. If all 
these projects pan out, the Hindujas would end up pump- 
ing over $50 billion into the country or even more (see The 
$50-billion Blueprint). “We would like to grow by investing 
up to $100 billion till 2014, with many more listed com- 


panies,” adds Gopichand. 

Today, the group has six listed companies in India, with a to- 
tal market value "i roughly $4.3 billion at the time of writing. 
Revenues of the entire Indian operations (listed and unlisted) are 
estimated to be in the vicinity of $3. 5 billion, with assets worth 
$8 billion on the ground. These aren't numbers that would set the 
Ganges on fire, what with a clutch of relative Johnnies-come-lately 
to the Indian stock exchanges boasting higher market capitalisa- 
tions (Anil Aggarwal, Tulsi Tanti, K.P Singh, Dilip Shanghvi, 
Sunil Bharti Mittal, Uday Kotak, to name a few). The Hindujas, for their 
part, have been investing in India since the mid-80s; but in fits and starts. 
A few years after moving headquarters from Iran to Europe in the late 
'70s, the brothers began their Indian odyssey by acquiring companies like 
commercial vehicle major Ashok Leyland Ltd (ALL), Gulf Oil and 
Indian Explosives. Towards the mid-90s, the group started a bank in 
India (IndusInd), which was followed by forays into media & enter- 
tainment and IT and rT-enabled services. None of these businesses 15 
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a leader in its respective sec- 
tor. The biggest, ALL, for ins- 
tance, is a distant second to 
[ata Motors, and the bank 
isn't in the top three amongst 
new private sector banks. 
The brothers point to 
the reasons for the sputter- 
ing nature of the group's 
Indian operations. The 
country was on 
the brink of an 


economic cTISIS, 





and government Daughters) 

policies weren't 

industry-friendly. "India was 

not ready at that time,” avers Gopichand. Group 
Chairman Srichand brings up his pet peeve: The un- 
‘Between 1995 and 2004, a 
lot of investors entered India, and many went back. 
They didn’t realise that India has a parallel economy 
that’s not visible,” 


accounted-for economy. 


says the 72-year-old patriarch. 


Setting the brothers further back was the Bofors 
scandal in the late '80s, when the Hindujas were ac- 
cused of pocketing millions of dollars from the Swedish 
gun maker for apparently coercing then Prime Minister 
Rajiv Gandhi to do business with it. Those charges were 
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The group is now into its third generation. 
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finally thrown out a couple 
of years ago, but over 15 
years of uncertainty would 
have taken their toll. 
Today, the Hindujas fi- 
nally appear keen and set 
to change the size and 
scale of their India opera- 
tions, in dramatic fashion. 
Gopichand lets on about 





his keenness to 
acquire a big 
European com- 
mercial vehicle 
major in à po- 

tential multi-billion dollar 
transaction. This company could then be merged 
into ALL, making it a leading CV manufacturer on 
the global scale. 
opportunity. 
Today, 





“We are investors wherever we see 
And money is not a problem for us. 
India is finally booming. Look at infra- 
structure—it will need a minimum of a trillion 
dollars. 15 years ago, I said we would need $150 
billion (for infrastructure-creation), and people 
were laughing," adds Srichand, sitting in the 
expansive fifth-floor office of the group's modest 
office in central Mumbai. 


Ready for India 

With controversy behind them, 
and bright prospects and huge 
opportunity ahead, the broth- 
ers—all four of whom had got 
together in Mumbai last fort- 
night along with most of the 
next-gen for a family func- 
tion—appear finally ready for 
India. And India for them. 
With plenty of help from the 
third y Puro meis pan 
Ajay, Sanjay, Dheeraj and 
Re mi—end a clutch of newly- 
hired professionals like former 
ONGC head honcho Subir Raha, 
the group is attempting to 
make up for lost time with 
their sheer financial muscle. 
Not much is known about their 
wealth, but their proximity to 
people in power is one indi- 
cator of their power and might. 


Sanjay, Dheeraj and Ajay Hinduja: With the help of the third generation and newly-hired 
professionals, the Hindujas are attempting to make up for lost time with their sheer financial muscle 
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How the group stacks up in India. + 





H 


КАЛБЕК 











СОМРАНҮ SALES* PROFIT* NET SALES ^ PROFIT ^ 
Ashok Leyland 8,517.59 5 3,367.03 168.53 
Ennore Foundries 462.41 16.16 21506 8/77 
Gulf Oil Corpn. 7044 23.01 3,38.5 10.53 
| HTMT Global Solutions 152.25 20.12 164.1 26.75 
Y Hinduja Ventures 159.86 689.12 23.14 23.22 
LLI indusind Bank 1715.19 6723 89232 3556 
+ Only listed companies — "Figures in Rs cr for year-ended March 2007; ^ Half-yearly figures (Rs crore) Market сар as on Jan 11, 2008 Source. LMI 


Queen Elizabeth, the Clintons, Albert Il, Prince of 
Monaco and, at least, two former Indian Prime 
Ministers have come calling; the Democrats as well as 
Republicans are close to them in the Us; and Labour has 
strong links with the brothers in the UK (“we are neither 
pro- or anti- any political party anywhere in the world," 
says Srichand). They're considered the second-richest 
Indian family in the UK after steel baron L.N. Mittal; and 
after throwing a party in St James's Palace last Diwali, 
the Hindujas are set to do the same this year too—this 
time in the Buckingham Palace. *We don't do business 
as just a deal; we strike relationships," says Srichand. 
Adds 62-year-old Prakash Hinduja, Chairman (Europe): 
“We are an investor group. We always look for op- 
portunities. We are ready to make any big acquisi- 
tion or investment. There is no scarcity of money." 
They’re, of course, not telling how much they've 
got salted away—“honestly, even we don't know 
what our revenues total up to," grins Ashok Hinduja, 
the 57-year-old India Chairman—but the ticket size 
of their proposed investments is just one indicator of 
their money muscle. *The group has three very 
strong strengths. One is liquidity, another is our ex- 
perience in all businesses, except alcohol, tobacco and 
meat, and the third one is to bring great investors 
along with us. Whether they're investment companies 
or whether they're kingdoms, they'd be happy to 
come with us because of the faith and confidence they 
have in us. These three strengths put together make 


every kind of deal possible for us. We are not de- 
pendent on banks," says Srichand. 

Sometimes banks too figure in the equation—ike last 
year when the group threw its hat into the ring in the 
race for telecom major Hutch. The Hindujas made a gal- 
lant $20-billion bid for 100 per cent of Hutchinson Essar, 
and roped in Spanish bank Banco Santander to part- 
finance the transaction. Vodafone eventually bagged 
Hutch, but the bid was ample evidence of how badly the 
Hindujas wanted a piece of the big action in India; 
and how far they were willing to go to get it. 

Hutch may have got away, but that ambition to be 
a player in mobile telephony is still very much on. (The 
Hindujas were early birds in this business, having run 
the Gujarat circle in the mid-90s—that company was 
ultimately consolidated into Hutch; the Hindujas ex- 
ited the business in 2006). Recently a group com- 
pany applied for licences for 13 wireless circles. The 
goal is to eventually have a pan-India presence. If 
they do it the organic way, the brothers envisage an ini- 
tial investment of $3 billion. But if an opportunity for 
an acquisition comes their way, the Hindujas are will- 
ing to bankroll it to the extent of $10 billion. 

Indeed, the Hindujas talk in billions, and in dollars, 
without blinking or twitching too much. Consider, 
for instance, their plans to sink over $20 billion into the 
oil & gas sector. Half of that is slated to be deployed in 
the country where it all started (Iran), to develop two 
proven oilfields. But there are big-bang plans in India, 
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both downstream and upstream. The Hindujas are 
keen to put up a 15-million tonne refinery in Kakinada 
at a cost of roughly $6 billion. Says Gopichand: “We 
were asked to bring an undisturbed supply of 30 years 
of heavy crude oil as feed for the refinery. We have tied 
that up, and submitted our letter to the Andhra Pradesh 
government, with ONGC as a partner or without it. It has 
been well-received, but between the Andhra government 
and ONGC, they have to decide on ONGC's future plan of 
action. If they do go ahead, we will be their partner. But 
if ONGC doesn't go ahead, we will do so alone." 

The family has also submitted a proposal for an in- 
tegrated project in Mangalore, which will call for 
$15 billion upstream and downstream. This will include 
an LNG terminal, a power plant and a refinery. But as 
Gopichand points out: *This project is subject to us be- 
ing able to bring LNG as feedstock. Without LNG, the 
project is not going to work." 

These are big blueprints no doubt, but analysts 
wonder whether all these projects will actually come on 
stream. A few past experiences haven't been encour- 
aging. Consider, for instance, the much-delayed power 
project in Vizag, which was conceived way back in 
1992. "Over the past nine months we have started the 
revival. Our proposal has been accepted, we are mov- 
ing ahead, and I am hopeful that we should be able to 
complete the project in 32 months (from April 2007)," 





THE ONES THAT GOT AWAY 


The Hindujas have had their share of setbacks. 





PLAN: Made a $20-billion bid for Hutch; Roped in Spanish 
bank Banco Santander for financing 
WHAT HAPPENED: Vodafone walked away with Hutch 


PLAN: Buy the airline when it was put up for disinvestment 
WHAT HAPPENED: Was short-listed but eventually disqualified 
for not having a partner 





PLAN: Wanted to get into car manufacturing 
WHAT HAPPENED: May be too late today, with so many players; 
will focus on commercial vehicles 


says Gopichand. 

The Hindujas attribute the delays—not just at 
Vizag but in the entire power sector—to red tape. 
Identify land, get all clearances, give coal linkages, 
and create special purpose vehicles, urge the brothers. 
"Today, land acquisition, coal-linkages and environ- 
mental clearances are problem areas. Even today for- 
eigners are not comfortable coming into the power sec- 
tor," says Gopichand. 

Clearly, the infrastructure sector—which Srichand 
estimates will call for an investment of at least a trillion 
dollars—is where most of the Hinduja billions could go. 
Real estate is another flavour of the season, and the 
Hindujas don't want to be left behind here. India 
Chairman Ashok reveals that the group has consolidated 
a 3,000-acre land bank, estimated to be worth around 
$7 billion at today's prices. Some 500 acres have been 
cleared in Bangalore (near the new airport) and 
Hyderabad for development. The Hindujas will build 
residential complexes, rr parks, hotels, retail formats, 
hospitals and service apartments. Ashok also reveals 
plans to “consolidate assets outside India. In Dubai, on 
the waterfront, for instance, we have 2.4 million sq me- 
tres. We also have land in Qatar." Along with the real 
estate funds it plans to launch, the Hindujas will be in- 
vesting some $10 billion in the realty sector. 

Meantime, former ONGC head honcho Subir Raha. 
who has been designated Executive Vice Chairman, 
Hinduja Group India, has been given a three-pronged 
mandate: Build existing businesses, look for new op- 
portunities and—the most exciting—look for “over-the- 
horizon” opportunities, basically areas in which the 


Subir Raha/ Executive Vice Chairman/ Hinduja Group India: The former ONGC boss Says Oil & gas is 
the glamorous part. What he’s keyed up about is mining of coal and minerals 
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Prabal Banerji/ Group CFO, Hinduja Group India: He is keen to take as many 


businesses to the stock markets as possible 


Hindujas could enjoy a first-mover advantage. Raha 
will, of course, spearhead the oil & gas initiatives but 
what's got him equally keyed up is the *tomorrow's op- 
portunity" of mining—not just of coal, but of miner- 
als that are today considered unrecoverable. *Oil & gas 
is the glamorous part but there's a lot more that's 
below the ground," says Raha. Investments here could 
go up to $1 billion. 

For the time being though, the Hindujas do appear 
to have their hands full with a diverse range of ventures. 
Abin K. Das, Director, Hinduja Group India, who 
headed Iranian operations between 1976 and 1985, is 
upbeat about developing a port in Chabahar in Iran, the 
closest point in that country to India. Prabal Banerji, 
Group CFO, Hinduja Group India, is keen to take as 
many businesses to the stock markets as possible. Two 
candidates: Real estate and the cable distribution busi- 
ness, where subscribers and revenues per user are being 
upped in a bid to boost valuations. 

Sceptics wonder whether the group can actually get 
so much going at the same time. They point to the 
Hindujas’ much-touted car project, which may finally 
be dust-binned. Gopichand agrees that they're late. 
Dheeraj Hinduja, 36, Co-Chairman, Ashok Leyand, 
points out that the group is no longer too keen to 
make passenger cars, although he doesn't rule it out 
completely. *If we find an international company 
that's keen to enter, we may consider partnering them," 


| 








he says. The focus for now, though, is firmly on com- 
mercial vehicles, with a joint venture with Nissan pro- 
viding the group an entry into the light Cv segment. 
The best way for the Hindujas to convince their 
detractors would be to show some results. However, 
perceptions about the group's shadowy machina- 
tions and past persist, and the Bofors connection 
still sticks like superglue. Also, unlike in the Tatas or 
the Birla conglomerates, the Hinduja companies ap- 
pear scattered, with little sense of belonging to a 
family-run group. Forty-year-old Group President 
Ajay believes it is imperative to create a Hinduja 
umbrella brand so that people are aware that group 
companies do indeed belong to the group. By April, 
the brand is set for a makeover and a re-launch. 
Forty-three-year-old Sanjay Hinduja, Group President 
& Chairman, Gulf Oil, says the perception of the 
group is like that of an elephant: Slow but strong. 
What's also important from the group's point of 
view is that it is still together after all these years, with 
the third generation preferring to stick together rather 
than go their own ways. That's the only way Srichand 
knows. As he puts it: “The family comes first. Then 
comes economic growth (wherever we are invest- 
ing). And the third is God... Nothing belongs to any 
family member. Everything belongs to everyone." 


Abin K. Das/ Director/ Hinduja Group India: He headed Iranian operations between 1976 and 1985 and 
Is upbeat about developing a port in Chabahar, Iran, the closest point in that country to India 
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MONGST THE FOUR BROTH- 
As Srichand, Gopichand, 
akash and Ashok, the first 


two—Chairman © Co-Chairman, 
respectively—have the most to 
say. Excerpts from a free-wheeling 
conversation (except for numbers!) 
with the Hinduja brothers: 


On India in the mid-80s, 
and now: 
Srichand: Between 1985 and 1987, 
we acquired Ashok Leyland, Gulf, 
Indian Explosives... that was a 
time when few investors had con- 
fidence in India. But we knew 
that things would happen. And 
they happened from the ’90s. 
That’s how we got into banking. 
Gopichand: But India was not ready 
at that time. It's only now that we 
have begun focussing more ac- 
tively on India. The reasons are 
very clear: GDP growth, growth in 
virtually every industrial sector. 
Srichand: We have been analysing 
the global market. We have been 
investors. Wherever we are keen 
to invest, we analyse what's 
going to happen— politically and 
economically. That's how we 
analysed India, way back when 
the cold war was coming to an 
end... it's not as if we dreamt 
something up, got up one fine 
day and said: ‘India is going to 
boom, let’s focus here.’ It’s been 
absolutely well thought out. 

Between 1995 and 2004, a 
lot of investors entered India, 
and many went back. They didn’t 
realise that India has a parallel 
economy that’s not visible. Only 
accountable statistics were avail- 
able. What about the unacco- 
untable economy, which is 
much, much larger. 

Today, India has great 
potential and opportunity. Look 
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at infrastructure—it will need a 
minimum of a trillion dollars. 15 
years ago, I said we would need 
$150 billion (for infrastructure- 
creation), and people were laugh- 
ing. We are investors wherever 
we see opportunity. And we are a 
private company. We are still a 
joint family (spanning three gen- 
erations), our investments have 
been diversified—for decades. 
Money is not a problem for us. 
And you saw that (when we bid 
$20 billion for Hutch). But we 
have always believed in one thing: 
The day we made our first in- 
vestment in India, we were clear: 
We will never touch a family- 
owned group. 

Gopichand: We will not make 
hostile takeovers. 


On the plans for India: 

Gopichand: Our founder started 
the group in 1914. By 2014, we 
will complete 100 years. Our ob- 
jective is to create a totally unique 
model in these seven years. We 
would like to grow by investing 
up to $100 billion till 2014, with 


many more listed companies 


On the group's culture and 
business model: 
Gopichand: We are a private 
company (so we don't disclose 
our balance sheet). Balance sheet 
kaun dikhati bai—jisko paise ki ja- 
roorat bai (only those who need 
money show their balance sheet). 
The group has three very strong 
strengths. One is liquidity, an- 
other is our experience in all busi- 
nesses, except alcohol, tobacco 
and meat, and the third one is 
to bring great investors along 
with us. 

Whether they're investment 
companies or whether they're 





kingdoms, they'd be happy to 
come with us because of the faith 
and confidence they have in us. 
These three strengths put together 
makes every kind of deal possible 
for us. We are not dependent on 


banks. 


Srichand: We are neither pro- or 
anti- any political party any- 
where in the world. 

Gopichand: If you know how to 
manage the environment you 
can grow much faster. But so far 
we have not practised this, and 
never will. 

Srichand: First comes the family. 
Then comes economic growth 
(wherever we are investing). The 
third is God. Fortunately or 
unfortunately, in Sanskrit there 
is no word like religion. We 
do not follow any religion. 
We follow the five elements... 
Nothing belongs to any family 
member. Everything belongs 
to everyone. There is no partner- 
ship, no percentage. 


On governments and growth: 
Srichand: No government dese- 
rves credit for the success of the 
IT services industry. Or the $25- 
30 billion that is remitted into 
India annually—that is again 
thanks to the prosperity of the 
Indians abroad. ш 
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OR ABOUT I8 MONTHS 
now, Maurizio Bonas, an 
Italian designer, has been 
visiting India to teach 
select tailors the secrets of 
Italian style and tailoring. So far, the 
54-year-old Bonas, considered an 
“ambassador of the traditional suit 
craftsmanship”, has conducted 25 
workshops in cities such as Delhi, 
Mumbai, Kolkata, Chennai and 
Bangalore, and taught about 35 
tailors, It isn’t the Ministry of 
Textiles that has hired Bonas for 
the workshops, but Reliance 
Industries. Just why is the petro- 
chemicals giant playing host to the 
Italian designer? Well, it's part of 
Reliance's plans to reinvent its tex- 
tiles brand, Vimal, into a snazzy 
new vendor of high-quality, but 
mass market ready-to-wear clothes. 
The idea: offer Italian styling at 
Indian prices. 
The first of the revamped Vimal 
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stores opened in Ahmedabad in 
November last year, followed in 
quick succession by Bangalore and 
Mumbai—all within a space of a 
fortnight. By the end of 2008, 
Vimal, which was first launched 
by Reliance founder Dhirubhai 
Ambani in 1966 (and named af- 
ter his elder brother’s son), will 
have 25 stores across 15 cities. Says 
Anand Parekh, President (Textiles 
Division), Reliance Industries: 
“Apart from the shift into the 
ready-to-wear segment, Vimal is 
now sharply focussed on young 
men in the 25-40 age group com- 
pared to earlier when there was 
no clearly defined target segment.” 

Guess what? Vimal isn’t the 
only consumer brand of yore 
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Vimal, Hakoba, Flying Machine, and Garden are 
among the has-been brands that are resurrecting 
themselves with spiffy new positioning and value 









UMESH GOSWAMI 





“We aim to dissociate ourselves from being a low-segment 
brand and be known as a medium- to high-segment brand” 


MADHUP DOKANIA, CEO, Hakoba Lifestyle 








working on a comeback. Other 
marketers such as Arvind Mills 
(read: Flying Machine), Garden 
Silk Mills, Dixon Technologies 
(Weston), Hakoba and Safari 
Industries are dusting the cobwebs 
off their brands, revamping their 
content and packaging to make 
them contemporary, and sending 
them back into the battle for con- 
sumer rupees. “Flying Machine is 
being repositioned as a cutting- 
edge fashion brand and it is now 
pitted against the Diesels of the 
world,” says J. Suresh, CEO (Brands 
and Retail Division), Arvind Mills. 
“The idea is to create an iconic 
home-grown brand for the youth.” 


High Tide 


What's prompted the marketers 
to resurrect their brands? Blame 
it on the booming economy. With 
incomes rising and modern retail 
spreading, the opportunities for 





ANAND PAREKH, President (Textiles Division), Reliance Industries 


marketers have exploded. Take 
Reliance, for example. It has mam- 
moth retail plans (under Reliance 
Retail) that entail selling every- 
thing from fruits and vegetables 
to apparel to consumer electronics. 
There are tremendous back-end 
synergies that the new Vimal and 
Reliance Retail's apparel business 
can share. That apart, Vimal itself 
has 160 exclusive showrooms 
across the country that can be re- 
vamped to attract younger cus- 
tomers. Also, importantly, 
Reliance’s textile unit in Naroda, 
which has been underutilised over 
the years due to the company’s fo- 
cus on petrochemicals, will get a 
chance to revive itself. Says Anand 
Halve, Co-founder, Chlorophyll, a 


brand consultancy tirm: “From 
Reliance’s perspective, it was a 
straightforward business decision to 
revitalise Vimal given the growth 
projections for the industry.” 
Sanjay Lalbhai’s Arvind Mills 
has also sensed that shift, and sees 
the potential tO grow its own 
brands. “The company’s own 
brands were not given their due 
and Flying Machine lost out to- 
wards the mid-1990s when Arvind 
got the franchise rights for Lee,” 
explains Suresh. As for Garden, 
its Chairman and Managing 
Director Praful Shah says that mar- 
gins in the business had become 
so thin that the textile maker (best 
known for its polyester sarees) had 
no choice but to hunker down. 
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“In textiles worldwide, it's survival 
at a very rudimentary level since 
margins are modest," says Shah. 
But with the domestic market 
booming, he wants the Garden 
brand to regain its former glory. In 
the case of Dixon Technologies, 
better known for its Weston brand, 
it's the growth in consumerism in 
smaller towns that is prompting it 
to attempt a comeback. 


Will They Fly Again? 
Having burnt their fingers once, 
these brands are approaching their 
comeback carefully. Weston, for 
example, is focussing on selling 14- 
inch and 21-inch televisions in B 
and C class towns of Uttar Pradesh 
and Punjab—segments and markets 
not adequately serviced by the bigger 
players. *A good 40 per cent of the 
television market is still made up 
of these models," says Sunil Vachani, 
Chairman & мр, Dixon 
Technologies. Just because these 
are small-town consumers, Dixon 
isn't trying to hawk plain vanilla TV 
sets. Among the product innova- 
tions it offers its consumers are built- 
in FM radio and DTH facility. 

Safari, which once had a market 
share of nearly 18 per cent in 
the branded luggage segment, 
is lumbering back into the 
reckoning, but with a realistic 
plan. "Safari, as a brand, can- 
not really bite into the pre- 
mium segment, so except for 
that, we will be present in all 
the segments—low end to 
economy—with focus on soft 
luggage," says Amul Mehta, 
CMD, Safari Industries. That 
said, Safari will also launch in 
April the British luggage 
brand Antler in India. 

In contrast to Safari, 
Hakoba is gunning for the 
top end of the market and 
plans to retail through exclu- 
sive outlets. "The aim is to 
dissociate ourselves from be- 
ing a low- to medium- 
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"We will sell directly to the customer, who remains the Indian 


woman in the case of our brand" 


PRAFUL SHAH. Chairman and MD, Garden Silk Mills 


segment brand and be known as a 
medium- to high-segment brand," 
says Madhup Dokania, CEO, 
Hakoba Lifestyle. Accordingly, 
while its Clubwear collections— 
in tie-up with leading couturiers— 
are priced between Rs 600 and 
Rs 3,500, the menswear label, Born 
Rich, is to be retailed between 
Rs 600 and Rs 1,200. At the top 
end will be its occasional and bridal 
wear, starting from Rs 25,000 and 
going up to Rs 3 lakh. *In March, 
we will be launching a lingerie col- 
lection (branded About You), while 





"Small towns are still big markets for 
14- and 21-inch television sets" 
SUNIL VACHANI, Chairman & MD, Dixon Technologies 


another six months to one year 
down the road, we will be intro- 
ducing home furnishings," says 
Dokania. Surprisingly, the one 
brand that plans no change in its 
strategy is Garden, which built up 
its equity as a discounted brand 
for sarees. "We'll sell directly to the 
customer, who remains the India 
woman," says Shah. 

Coming back after a hiatus is 
not without its challenges. “For 
one, the residual brand equity de- 
cays very fast," says Halve of 
Chlorophyll. For another, taking 
on well-entrenched compe- 
tition will not just take time, 
but money. Ergo, Flying 
Machine is talking of spend- 
ing Rs 10 crore on advertising 
and endorsements (Abhishek 
Bachchan is the brand am- 
bassador), Hakoba has set 
aside 10 per cent of its rev- 
enues this year for advertising, 
Dixon will invest Rs 5 crore 
in promoting the Weston 
brand, and even Safari plans 
to plough in Rs 4 crore on 
advertising in 2008-09. 

Clawing back into the 
popular market won't be 
easy, but these brands have 
one thing going for them: 
They've made their fair share 
of mistakes in the past and 
possibly are wiser for it. 8 
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Sajjan Jindal 
Is expanding 

his steel empire 
and diversifying 
into power, 
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Is he taking on ; 
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Sajjan Jindal, Vice Chairman & 
Managing Director, JSW Steel 
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AY RS 60,000-CRORE EXPAN- 

sion, and the first names 

that spring to mind are 

those of the Brothers 

Ambani. Now, another 
member of India Inc. is also think- 
ing big, very big. Sajjan Jindal, Vice 
Chairman and Managing Director, 
JSW Steel, has drawn up an ambi- 
tious programme to expand his 
footprint in his core steel business 
and also diversify into the power, 
cement, aluminium and infrastruc- 
ture sectors. 

But why is the steel-focussed 
group getting into apparently un- 
related areas? *Everything revolves 
around our core steel business," 
says Jindal, adding: “Steel gave 
birth to the power business.” Sitting 
in his palatial corner office in the 
all-white Jindal Mansion on 
Mumbai’s Peddar Road, the 48- 
year-old Jindal says his steel and 
power plants produce slag and ash, 
essential inputs for making cement, 
as byproducts. “So, it’s natural for 
us to get into cement.” 

Then, he’s moving into alu- 
minium, which, on the face of it, has 
little relationship with his existing 
businesses. But Jindal says there are 
synergies. “Our steel business gives 
us insights into mining and mineral 
processing. Hence, our decision to 
set up an alumina refinery and a 
smelter,” says Jindal, who is also 
foraying into the infrastructure sec- 
tor (See Future Play). And, there 
is, of course, the multi-thousand 
crore, multi-location expansion plan 
in his core steel business as well. 


Pulling Ahead 

When O.P. Jindal died three years 
ago, the Rs 25,000-crore empire he 
had built from scratch had already 
been divided among his four sons. 
The steel cycle was coming out of 
a prolonged slump, and the group, 
which had been through a rough 
time, was returning to an even 
keel. Sajjan Jindal, the second son 
of the late patriarch, is now chart- 


FUTURE PLAY —- 





ing a new, and audacious, course. 
He is clearly the most aggressive of 
the four Jindal brothers, but this 
doesn’t extend to self aggrandise- 
ment. He doesn’t like his busi- 
nesses being called the “Sajjan 
Jindal Group”. Instead, he reminds 
us of the new corporate identity: 
Jindal South West Holding (5%) 
Group. And his goal: “To be 
among the Top 3 in every busi- 


ness we are present in.” 

That won't be easy. He'll have 
to square up against formidable ri- 
vals—Anil Ambani (power), Ratan 
Tata (steel), Kumar Mangalam Birla 
(cement and aluminium) and Anil 
Agarwal (aluminium and, now, 
steel, also). No wonder, he's think- 
ing scale. Jindal currently has proj- 
ects worth more than Rs 60,000 
crore in his chosen sectors in vari- 
ous stages of implementation. But 
this also begs the question: where 
will the money come from? And, 
does he have the management 
bandwidth to pull it off? 

All the new verticals—energy, 
cement, aluminium and infra- 
structure—will tap the IPO market 
once financial closure is achieved 
and raise the balance money 
through a combination of internal 
accruals and debt. 


The Game Plan 
Jindal is moving fast in the power 
business. JSW Energy plans to build 
15,000 mw of capacity by 2015. 
The power projects at Vijaynagar in 
Andhra Pradesh, Barmer in 
Rajasthan, and Rantnagiri in 
Maharashtra, totalling 2,800 ww, 
are in advanced stages of imple- 
mentation. *We have already 
charted out a roadmap for setting 
up coal- and hydro-based power 
plants," he says. *The demand is 
massive but India is running aw- 
fully short of power," he adds. 
Besides these, the other power proj- 
ects are expected to come up in 
Jharkhand and West Bengal where 
the group has access to coal mines. 
Power is, thus, Jindal's single largest 
bet outside the steel sector, and he 
plans to spend Rs 10,000-12,000 
crore in Phase 1, which will be im- 
plemented over the next 3-4 years. 
jsw Energy is expected to tap the 
capital market in the first half of 
2008 with a $1-billion (Rs 4,000- 
crore) IPO to part-finance its plans. 
jsw Cement is also lining up to 
tap the primary market. "We're 
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JINDAL'S STEEL PLAY 


The Group plans to expand capacity to 30 million tonne by 2020. 


Andhra Pradesh 


setting up a 5.3 MTPA slag-based ce- 
ment plant in Andhra Pradesh and 
Karnataka,” says Jindal. Slag is a 
by-product of the steel making 
process and JSW Steel currently sells 
the slag it produces. Says R.K. 
Sodani, Director-in-Charge 
(Cement), jsw Cements: “We plan 
to use slag from our steel plants to 
produce cement at a very low cost.” 
Using in-house slag will reduce jsw 
Cement’s capital costs by as much as 
a third. The jsw Group's cement 
business, in which it has invested Rs 
75 crore as equity, will reach 
financial closure in the first quarter 
of 2008. The project cost of Rs 
2,100-crore will be financed by a 
combination of debt and equity in 
ratio of 1:5. 

Jindal is also betting big on alu- 
minium. “Today, aluminium is a 
substitute for steel in many high- 
end industries,” says Krishna 
Deshika, Director-in-Charge, JSW 
Aluminium. Though Jindal has no 
experience in this industry, he’s 
banking on the fact that steel and 
aluminium require similar mineral 
processing skills. jsw Aluminium is 
acquiring land in Andhra Pradesh 
for the alumina refinery. The group 
will bring in Rs 1, 200 crore as eq- 
uity, while the balance investment 
of Rs 2,800 crore will be borrowed 
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from financial institutions. “We 
will initially export alumina to West 
Asia in view of the high demand 
there," says Deshika. 

Jindal's infrastructure play com- 
pletes his diversification programme. 
Infrastructure and logistics linkages 
will play a critical role in all his 
new ventures. So, instead of de- 
pending on third parties for infra- 
structure support, he has prepared a 
blueprint for a big foray into the sec- 

r. “The sustainability of any busi- 
ness depends critically on control 
over the related infrastructure and 
logistics chain,” explains B.V.].K. 
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Sharma, Director-in-charge, JSW 
Infrastructure & Logistics, the 
group's vehicle for the infrastructure 
sector. The Jaigad Port in 
Maharashtra, under the jsw 
Infrastructure umbrella, has already 
received the clearance from Union 
Ministry of Environment and 
Forests to commence civil works. 
Jsw Infrastructure will also set up 
shipbuilding and repair facilities, 
rail networks and a port-based SEZ. 
The company is also evaluating op- 
portunities in mega townships, 
roads, sewage treatment plants and 
water supply management. 





1YWNVD LNVNIHSIN 


= Е "ow т 
. | f 
| 
i 


luman Resource Intelligence C ell 


EDP 


CALENDAR 


2006 -07 


ASIA 





1 1 Р 
PLANMA 


CONSULTING 
CHIEF-EXECUTIVEFORUM 








UM 


Chief-Executive 


FORUM 


Advantages 
Competition 


ORLD CLASS EDPs FOR INDIA INC. 


The following professors exclusively visiting IIPM to take classes, will be additionally taking 
Executive Development Programmes for India Inc. as per the following calendar. 


BEAD 

tava Chattopadhyay 

omer focus 

galore, Chennai, Hyderabad, Delhi 
MARTON 

wannes Pennings 

wegic Management Of Innovation 
Balore, Chennai, Hyderabad, Delhi 


ICAGO GSB 


Bro Veronesi 


April '06 


May '06 


June 06 
Wegic Financial Risk Management 
Вологе, Chennai, Hyderabad, Delhi 


MICAGO GSB 
Bip Afeche 
tations Management 
Galore, Chennai, Hyderabad, Delhi 


NFORD GSB 
Mim Azhar 
saging Sales And Distribution Channels 
* Delhi, Hyderabad, Chennai, Bangalore 


MACAGO GSB 
Meee Wu 
vive Decision Making 
Delhi, Hyderabad, Chennai, Bangalore 


J STERN 
Shapira 
ion making in organizations 


Delhi, Mumbai, Ahmendabad 


„E SCHOOL OF MANAGEMENT 
‚ Ravi Dhar 


Wine Customer-Centric Organizations 


July 06 


Aug 06 


Nor 06 


Dec 06 


wai, Pune, Mumbai 


Jan 07 


NYU, STERN SCHOOL OF BUSINESS 
Prof. Russell Winer Feb 07 
New Branding Strategies 

New Delhi, Bangalore, Hyderabad, Chennat 


NYU, STERN SCHOOL OF BUSINESS 
Prof. Samuel Craig Mar 07 
Nen-age strategies in the global media industr) 

New Delhi, Ahmedabad, Pune, Mumbai 


IMD INTERNATIONAL, LAUSANNE 
Prof. Aurturo Bris Apr 07 
Firm Valuation and Investment Banking 

New Delhi, Bangalore, Mumbai, Chennai 


LONDON BUSINESS SCHOOL 
Prof. Craig Smith 

Strategic Marketing 

New Delhi, Ahmedabad, Pune, Mumbai 


HAAS SCHOOL OF BUSINESS, 


BERKELEY 
Prof. Frank Schultz 
Creating superior performance organizations 


New Delhi, Bangalore, Hyderabad, Chennai 


HAAS SCHOOL OF BUSINESS, 


BERKELEY 

Priya Raghubir 

Marketing Research for Executives 
Delhi, Ahmedabad, Pune, Mumbai 


STANFORD GSB 

Wasim Azhar 

Global € International Marketing 

Delhi, Chennai, Bangalore, Hyderabad 


WHARTON 

Skander Essegaier 

Pricing Strategy 

Delhi, Ahmedabad, Pune, Mumbai 


May 07 


Jun 07 


Aug 07 


Sept. U 7 


Dee. 07 


All the above mentioned programmes are jointly taken with a member of IIPM faculty & 
conducted by HRIC, Planman Consulting 


T THE MOST AFFORDABLE PRICES!!! 


Investment per participant for the above mentioned programmes : Rs. 20 ‚000 /- plus taxes 
*Get in touch today with Chanda for more details and a more exhaustive list of MDPs at 


thanda.mehra@iipm.edu or training(a)planmanconsulting,com; www.iipm.edu; www.planmanconsulting.com 


IIPM... LEADERS IN INDUSTRY INTERFACE 


Media partners 


With support from 


Post-it 


Communicate. Organise 


APs и 


Other Internationally 
acclaimed Management 
Guru’s and experts who have 
taken sessions with ПРМ 


students!! 


iO 
IGE fay ART 


Stephen R. Covey - 
Success Guru 
Oct. 03 


FAT ATE Т ы 
Leadership and 
Motivation Guru 
March ‘04 


Philip Kotler - 
Marketing Guru 
Oct. ‘04 
Rajeev Kobli - Columbia GSB 
Destructive Innovation 
Gita Gopinath - Chicago University 
GSB 
Macro Econ. Planning 
Bharat Anand - Harvard | 


Business School | 
Competitive Strategy | 


Arindam Chaudhuri - + 
Management Guru 
Leadersbip & Strategic 
Vision 


Joel Stern - Originator of EVA 
Feb. ‘0S 
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for the Soul and Peak Performance Guru 
June ‘05 


Jim Rogers - 
Finance Guru 
Feb. ‘06 


Clayton M. 
Christensen - 


Innovation Guru 
May ‘06 
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Gary Hamel - Strategy Guru 

Sept. 06 
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THE NUMBERS GAME 


Of the five companies, JSW Steel and JSW Energy are the ones with a track record. 
JSW Steel 








Source: BSE 


JSW Energy 












sre 


Figures in Rs crore Source: Company 


Tough Times Don’t Last 
The low-profile Jindal, a keen 


squash player who usually avoids 
limelight, is actually sitting quite 
pretty at the moment. His flag- 
ship, JsW Steel, which had been 
buffeted by huge losses in the early 
2000s because of a fall in global 
steel prices, has bounced back with 
a bang. The last five years have 
been particularly good (see The 
Numbers Game). In 2006-07, it 
earned post-tax profits of Rs 1,291 
crore. Jindal is brimming with con- 
fidence. “This is going to be India's 
century," he beams. In fact, he be- 
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lieves that the growth rate can rise 
to 12-13 per cent over the next 
10-15 years given the right policy 
inputs. The only area of concern is 
"that new capacities are not in 
sync with the projected demand". 
And that's where he sees opportu- 
nity for his group. 


Management Bandwidth 

Jindal is confident that he'll be able 
to raise the money and find the 
right technologies to power his am- 
bitions, but more than these two 
factors, Jindal's biggest challenge is 
likely to be in the HR space. He 
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realises this and has, over the last 
three years, quietly built a high 
quality management team to run 
his new verticals. Sodani, who heads 
the cement vertical, had worked in 
senior positions at Gujarat Ambuja 
Cement and the Av Birla Group; 
Krishna Deshika came on board 
from the GMR Group to head the 
aluminium venture and 51 
Infrastructure & Logistics head 
B.V.J.K. Sharma is from the Adani 
group and was involved with its 
port project. 

“Building businesses is just one 
part of the equation; but manag- 
ing them professionally is really the 
key to long-term success,” says 
Jindal, who is a Director on the 
board of пм Indore. His manage- 
ment style: complete delegation—he 
sets strict implementation targets 
and then monitors them very dili- 
gently. “He hires the best profes- 
sionals and allows them to do their 
jobs,” says a director who has 
worked with him for many years. 


The Core Story 

Despite its expansion into several 
new sectors, the JSW Group will 
retain steel at its core. Jindal is ex- 
panding the capacity of his existing 
steel plant at Vijaynagar from 4 
MTPA to 10 MTPA; the expanded 
capacity will go on stream by 2010. 
Then, he has ambitious plans, two 
other plants of 10 million tonnes 
each in Jharkhand and West 
Bengal. The first phase of each of 
these two greenfield plants will 
have capacities of 3 MTPA and in- 
volve a combined investment of 
Rs 20,000 crore. 

Jindal is clearly aiming for the 
stars. Once complete, his projects 
will propel his group into the ranks 
of the top four or five business 
houses in the country. But the big 
question is: can he pull it off? 
“Sajjan Jindal will deliver if the 
India growth continues for another 
3-5 years," says an expert. For now, 
the world is watching. 8 
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Two years after Raju Vegesna took 
over the company, it is showing signs 
of turning around. NITYA VARADARAJAN 


Reinventing 


sity 


ANUARY 7, 2008. RAJU VEGESNA 

had been waiting for this day 

since taking over India’s lead- 

ing ISP, Sify, from its co- 

founder R. Ramaraj in 2005. 
After slogging for nearly two years 
trying to give the ISP a makeover, 
Vegesna and his team were ready to 
showcase the refurbished Sify to 
the world. And, he chose to do 
that symbolically by unveiling a 
new logo for the company—Sify 
written in green over a grey back- 
ground—that signified a new cor- 
porate identity: a technology com- 
pany that was cool, eco-friendly, 
business-like but dependable. *Over 
the last two years, we have put to- 
gether our plans, teams, manage- 
ment and are now ready to take 
Sify to the next level of growth. 
We felt that the time has come to 
launch the new visual identity that 


THE FINE PRINT 


The question is: will Sify be 
lucky second time around? 


It is rapidly expanding network 
infrastructure and data hosting 
centres 


It is offering a host of services 
with newer applications and is 
targeting international clients 


It is strengthening its cyber café 
network with additional online 
and offline revenue models 


It is launching Sify Anywhere, 
which will allow users to log 
onto their personal desktops 
from anywhere 


The portals are getting better 
positioned to drive e-commerce 
through the virtual SifyMall 





will reflect our energy, outlook and 
ambitions," says Vegesna, Chairman 
and CEO of the company which is 
now called Sify Technologies. 
The company's transformation 
under Vegesna hasn't meant that its 
old business propositions—portals 
and e-commerce—were not sound. 
Says Ajit Balakrishnan, Chairman 
and CEO of Rediff.com, a com- 
petitor: “The internet has evolved 
over the last 10 years and we had 
to adapt and learn with every fresh 
twist and turn—but that has helped 
companies like us to stay in the 
forefront." According to him, e- 
commerce earnings of Sify and 
Rediff is poised to improve drasti- 
cally in five years, when the growth 
of credit card users among the 
middle class is expected to attain 
critical mass. But if today, Sify's 
e-commerce business has fallen be- 


hind Rediff's, it is because Ramaraj, 
perhaps sensing slower growth of 
e-commerce, proceeded to 
strengthen the company's enter- 
prise business, which, today ac- 
counts for 70 per cent of Sify's 
revenues and is growing at an im- 
pressive 35 per cent. 

Over the past year, the 
makeover exercise at Sify has en- 
tailed a complete overhaul of sales 
and support teams to improve ef- 
ficiency and customer interface as 
well as a new focus on generating 
higher revenues and profitability 
from cyber cafes. According to 
Chief Financial Officer M.P. Vijay 
Kumar, who joined the company in 
October last year, Sify is close to 
completing a capex of Rs 150 
crore, most of it deployed over the 
last nine months. During this pe- 
riod, the company has put together 
a dedicated team of 250 for the 
newer technologies, achieved sig- 
nificant increase in productivity 
and expanded its geographical foot- 
print by opening an office each in 
London and Dubai—it already has 
a presence in the Us. 

Despite the best efforts of 
Vegesna and his team, several key 
challenges have remained in Sify's 
consumer access business (the retail 
arm). “One of the reasons why we 
are still low key on the brand 
makeover is because we are waiting 
for the back-end applications and 


Steady Sify 


Sify's top line has grown at an 
impressive CAGR of 37 per cent 
since 2001. 
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* Net profit includes Rs 12.98 crore on account of profit from the sale of land and Cricinfo 
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other aspects of our consumer busi- 
ness to be ready,” says V. 
Sivaramakrishnan, President, 
Consumer Marketing and Portal, 
who came over from Procter & 
Gamble two years ago. The com- 
pany is looking for suitable alliances 
to beef up its different services. 
Says Chief Operating Officer C. V.S. 
Suri, who joined from rrc about a 
year and a half ago: “We are cre- 
ating unified platform for the de- 
livery of multiple services spanning 
content, e-commerce, entertain- 
ment, e-learning and applications. 
For many of these, we will work in 
alliance with other companies." 
Sify is also working on devel- 
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"The company has deployed newer technologies to increase 
productivity and expand its geographical footprint " 


M.P. VIJAY KUMAR, CFO, SIFY 


oping “mobile desktop access” or 
the “Sify Anywhere” concept for its 
customers as well as create cheaper 
pcs. Says Naresh Ajwani, President, 
Consumer Infrastructure and 
Operations, Sify: “With a common 
prepaid card, a unique customer 
ID and a common login number, a 
customer will be able to access his 
personal desktop from anywhere— 
and not just from home." Vegesna 
is working on thin client options to 
drastically cut the price of PCs, 
informs СТО 5. Bhaskar. 

But what’s driving all the 
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changes at Sify is a new mindset. “It 
is all about approach and attitude. 
Earlier, we had many businesses 
that were working in silos; now 
the focus is entirely on the con- 
sumer and what he would like to 
get from us," says Ajwani. As a re- 
sult, turnover and revenues have 
acquired currency at Sify, which 
is now looking to generate larger 
revenues from its 3,000 Sify cyber 
cafes by bringing in the offline and 
online mix—charging hard money 
for online sale of train, air, bus 
and movie tickets, mobile recharge 


Thumbs Down | 
The company may be in the black, but investors 
are still wary. 
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cards, as well as for purchases from 
the virtual Sify Mall. Sify has also 
launched 200 gamedromes in 60 
cities to familiarise children with 
the internet. The company has also 
arrested its sharply declining ad- 
vertising revenues by putting its 
internal sales team on the job. 

It has also zeroed in on enter- 
tainment as a key area to drive traf- 
fic to its portals. “While 7-10 mil- 
lion people touch Sify every month 
at some touch point—whether it 
is the café or the site—this has to 
grow. We have to capitalise on the 
80,000 footfalls to our 3,000 cafes 
across 162 towns and cities and 
entertainment has been identified as 
a very important area," says 
Sivaramakrishnan. Sify's partner- 
ship with Sony's reality show Jhalak 
Dikhla Jaa and Indian Idol 2 was 
very successful. Its portal, Sifymax, 








FOTOCORP 


HSOHSD UVHNIHS 


redif 








“The internet has evolved over the last 10 years and we had to 
adapt and learn with every fresh twist and turn” 


AJIT BALAKRISHNAN, CHAIRMAN AND CHIEF EXECUTIVE OFFICER, REDIFF.COM 


which enabled interaction among 
live city communities, attracted 
heavy traffic while the show was on, 
he says. Its other portals, includ- 
ing Globetravels.com and Sama- 
char.com, are hugely popular with 
the NRIs. The company is also trying 
to woo home users with its hybrid 
wireless and cable technology. 
Then, Sify has almost finished 
refurbishing its enterprise access 
business, its most profitable port- 
folio. It has launched a slew of 
new initiatives for companies and 
SMEs, including services, such as 
hosted contact centres for domes- 
tic and international rr-enabled 
services, managed voice services 
for in-bound services and premium 
anti-virus and spam services. The 
company recently bagged orders 
from ICRA (for virtual private net- 
work), from Kotak Securities (for 
messaging) and AT&T and 
Shoppers’ Stop for hosting. Today, 
Sify’s enterprise business caters to 
the top 2,000 customers from cor- 
porate India. “The key reason for 
this success is that we control and 


“It is all about approach and attitude. Now the focus is entirely 
on the consumer and what he would like to get from us” 


NARESH AJWANI, PRESIDENT, CONSUMER INFRASTRUCTURE AND OPERATIONS, SIFY 
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maintain our own network,” says 
Arvind Mathur, Chief Architect, 
Global Services. 

“The enterprise business is well 
on track for Sify—though it may 
have to face some marketing chal- 
lenges overseas,” says Sameet Sinha, 
an analyst with JMP Securities LLC. 
Instead, he sees the main chal- 
lenges stemming from the access 
business. “The implementation of 
the back-end and the execution of 
the front-end (driving customers) 
have to be managed better because 
of intense competition,” he says, 
adding that it may take a couple of 
years for the business to pan out 
satisfactorily. Sinha rules out any 
takeover threat to the company 
saying the two businesses of Sify 
were too divergent in scale to be of 
interest to a single buyer. 

It was perhaps a coincidence 
that when Vegesna was preparing 
to present the new Sify to the 
world, Motley Fool Rule Breaker, 
a US-based personal investment site, 
took note of the cheap Sify stock 
($4.68) and promptly put it on 
the watch-list. But it may not 
exactly be a coincidence if the 
refurbished company and its stock 
begin to rise simultaneously a few 
quarters from now. Bi 
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AIR POWER... 


that acts unerringly in the brake 
system of a 2400 ton train running 
at 110 km / hr Speed and helps 


stop itin minutes 





Elgi's air compressor technology 


plays а кеу role in core industries 


tne worid over 





ELG! AIR COMPRESSORS - IN 63 COUNTRIES. IN CORE APPLICATIONS| 


+ Textiles » Power » Cement » Construction & Mining » Pharmaceuticals » Food & Beverages » Leather 
» Automotive » Engineering » Chemicals 


Oil-free Rotary Compressors 

Oil-flooded Rotary Compressors 

Portable Rotary Compressors 

Oil-flooded & Oil-free Reciprocating Compressors 








ELGI EQUIPMENTS LIMITED 


Singanallur, Coimbatore - 641 005, India Tel: +91 422 2589555 Рах: +91 422 2573697 enquiry@elgi.com www.elgi.com 


Branch Offices: Ahmedabad - 26583736 Bangalore - 22240674 Bhopal - 2578281 Chennai - 28586699 Hyderabad - 27768326 
Jaipur- 2375595 Kochi- 2360155 Kolkatta- 22834270 Mumbai- 28591905 New Delhi - 25153644 Pune- 27145288 Tiruchengode - 257137 


Overseas Offices: Bangladesh » China +indonesia »Kenya » Malaysia » Middle East  » South Africa » Sri Lanka » Thailand 


Toll Free Customer Care Number 1800 - 425 - 3544 
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Phaneesh Murthy has 
drawn up ambitious 
plans for taking iGate 
into the big league of IT 
services companies. 
But will his gambit pay 


Off? RAHUL SACHITANAND 


T IS 7 A.M. ON A MISTY JANUARY 
morning in Bangalore. At the 
headquarters of iGate Global 
Services in Whitefield, one 
of the city's best known rr 
suburbs, only the earliest risers are 
at their desks. On the second floor 
of the Denali Block, however, work 
is already in full flow, as Phaneesh 
Murthy, the company's Chief 
Executive and his team of Sean 
Narayan, iGate's IT Services 
Delivery Head, and cro N. 
Ramachandran, are already in their 
shirtsleeves, as they prepare to re- 
view the company's third quarter 
numbers and set targets for the full 
financial year. A day after declaring 
promising results, Murthy and his 
team are back to the drawing board 
and looking for more ways to 
tighten costs, improve margins and 
enhance profitability. 
iGate has come a long way 
since Murthy took over the reins 
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from Gerard Watzinger, a 
German, in July 2003. Then, the 
company was just taking its first 
baby steps into the super-charged 
world of outsourced IT services. 
Its Indian rivals, such as TCS, 
Infosys and Wipro, were well- 
entrenched in the game and MNCs 
like IBM and Accenture were be- 
ginning to buy and build their 
way into the market. Murthy had 
his hands full—he had to turn 
around this company (it had op- 
erating margins of just 5 per cent) 
as well as quickly build scale and 
improve profitability to prove 
IGate's longevity in a fast-con- 
solidating market. *We had to 
completely overhaul the busi- 
ness," Murthy says. While flying 
plane loads of eager techies may 
have been a profitable way of 
doing business in the '90s, the 
market changed at the turn of 
the century and iGate was caught 
on the wrong foot. 





FORMULA 


Murthy's prescription for the 
overhaul of iGate. 





Ф Move completely away 
from legacy IT staffing 
business 


Ф Rework business strategy 
to focus on large customers 
and away from 
sub-contracting work 


e Simplify capital structure 
to make company more 
attractive to investors and 
simpler for M&A deals 


e Delist company from 
Indian exchanges and focus 
on NASDAQ, since 77 per 
cent of its revenues come 
from the US 


© Reorient business towards 
a transaction-based model 
from an input or dollar- 
per-hour model 











Makeover of iGate 

Murthy has taken his time fixing 
operations. "We've increased our 
margins from low single digits to 
15 per cent and want to attain the 
margin structure of large caps," 
he says. To do that, he has com- 
pletely redefined the way iGate 
does business, shedding all its sub- 
contracting work, moving away 
from small and fragmented cus- 
tomers and reducing the impor- 
tance of its main customer, GE, on 
Its revenues. “GE used to account 
for more than 60 per cent of our 
revenues, but now this figure is 
down to 25 per cent. We have ex- 
ited the sub-contracting business 
entirely and now get 95 per cent of 
our business from Fortune 1000 
customers," he says. Of course, 
this has happened as iGate has 
moved completely away from its 
legacy IT staffing business and mor- 
phed into an IT services and con- 
sulting vendor. 

Now, Murthy plans to author 
the next big shift, moving iGate 
(and, hopefully, the rr industry) 
to the next stage of evolution, by 
making companies pay per trans- 
action, rather than for effort (or 
dollar-per-hour) followed today. 
“The Indian rr industry effectively 
killed the 10-year contract that 
CIOs followed in the early '90s. 
We want to do the same thing 
with the current pricing system," 
says Murthy. Central to Murthy's 
bravado is the iTops (Integrated 
Technology and Operations) 
model that seeks to move the focus 
of operations to cost per transac- 
tion from cost per hour. 

His colleagues say that iGate is 
among the earliest to make such a 
transition, and add that they are 
winning strong client backing. 
"Several large customers are confi- 
dent about our new pricing model," 
says CFO N. Ramachandran. Murthy 
himself sounds evangelical when 
he speaks about this transition. 
“This is not a lab experiment; we 
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David Among Goliaths 


In terms of scale and profitability, iGate is way behind its peers. 
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expect customer acceptance to grow 
and the market itself to be worth 
several billions of dollars," he says. 
While Indian rr companies initially 
focussed on applications develop- 
ment and maintenance contracts 
in the early years of offshoring and 
addressed a market of around $25 
billion, they have today expanded 
their horizon to include newer areas 
like testing, remote infrastructure 
management and BPO, increasing 
the total market to as much as $3 
trillion (Rs 120 lakh crore), ac- 
cording to Murthy. 


Best in the Business 
Opening up new markets is not 
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something new to him. He did that 
with élan in the lucrative Us market 
in the 1990s as the marketing head 
of Infosys. In fact, he gave Infosys 
its first multi-million dollar deal, 
with Nordstrom for a sales order 
management package in 1994. Two 
years later, Infosys notched up its 
first win over bigger, larger western 
competition, when it bagged a $8- 
million (Rs 32-crore) deal ahead 
of Cambridge Technology Partners, 
for an unspecified client. *Phaneesh 
is one of the best salesmen in the 
business and also extremely good at 
piecing together contracts," says 
T.G. “Tiger” Ramesh, founder of 
Cicada Resorts, where Murthy is 


"Several large customers are confident about 


our new pricing model" 
N. Ramachandran, CFO, iGate 
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an investor. Prior to this venture, 
Ramesh and Murthy started 
Quintant, a business services pro- 
visioning company. “He has the 
ability to identify talent early and 
work with teams and grow a busi- 
ness,” says Ramesh, who briefly 
headed iGate’s BPO arm. 

Not everyone, however, is fully 
convinced about Murthy’s plans. 
“Саге Corp (the parent company) 
yet has a $100-million (Rs 400 
crore) staffing business in Mastech; 
iGate Global continues to suffer 
from its shadow,” says one IT an- 

alyst. However, Murthy clearly has 
his guns trained on this business 
and perhaps on the СЕО” chair of 
the parent company itself. *We are 
closely examining the value of this 
business (Mastech), since it does- 
n't sync with what we do at iGate 
Global," he says. 

Then, there's the issue of scale. 
As a $200 million-plus (Rs 800- 
crore plus) company, iGate is very 
much a small, or, at best, a midcap 
player in a market where scale is 
becoming critical. Here, Murthy 
seems in two minds: *What is 
Tier-l or II? Compared to IBM and 
EDS, large Indian players are also 
mid-tier," he argues, but quickly 
adds: “We want to have the mar- 
gins of Tier-I players." That will 
take some work. As one analyst 
points out: "iGate Global doesn't 
have the advantages of scale of- 
fered by an Infosys or a Wipro 
and Murthy will need to prove 
he can actually win deals that will 
grow his margins." 


The PE Option 

One alternative for him is private 
equity (PE) money that, besides the 
obvious monetary leverage, can 
give iGate a toehold іп the in- 
vestor's portfolio of companies. 
"This is definitely an option going 
forward," says Ramachandran. At 
the same time, clearing up the cap- 
ital structure will also give Murthy 
the option of using inorganic 
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Gathering Momentum 
iGate's growth an 
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growth to gain scale. “This is a key 
requirement for us to boost our 
M&A plans,” he says. 

Murthy's critics point out that 
unlike other newer midcaps such 
as MindTree Consulting, iGate has 
little to show in terms of marquee 
customers or management. “Aside 
from the GE account it has had since 
its staffing days, iGate has few large 
deals to boast of or clear strengths in 
verticals or technology. Phaneesh 
will need to build these capabili- 
ties," says an analyst. 

Murthy personally has little ex- 
perience of running a $1 billion-plus 
(Rs 4,000-crore plus) entitv, but 
plenty in building smaller compa- 
nies and taking them up to the mid- 
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profitability have begun showing some consistency over the last 181.63 
few quarters, even as margins have improved dramatically. 


145.57 


| 


2004. 05 


165.15 


155.77 
: | 1 


Q1 02 03 
2005-06 2005-06 2005-6 2005-06 
150 680 960 190 и 7 


Source: Company 


147.49 








tier level. Then, several of Murthy’s 
original A-team have left for greener 
pastures. They include Jessie Paul, 
Tiger Ramesh, Anu Sharma and 
most recently, Mohan Sekar. 
Murthy has been quick to bring 
in replacements, hiring Narayan, 
for instance, from Cognizant 
Technology Solutions to fill the 
void. “iGate can be a game changer 
in the industry; it has been a learning 
process over the last one year," says 
Narayan. However, despite its rela- 
tive lack of size and branding, iGate 
continues to be a sought-after em- 
ployer in the industry, giving em- 
ployees more visibility with clients 
and also the rarely-offered stock 
options as an employment reward. 


Narayan was poached from Cognizant to fill the void 
after an exodus of key members of Murthy's A-team 
Sean Narayan, Head (IT Services Delivery), iGate 
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Threat from Big Fish 

Finally, the biggest stumbling block 
to iGate's and Murthy's plans may 
be the market itself. While Indian 
rival Wipro made a dozen or more 
acquisitions, MNC giants like IBM 
and Capgemini have been aggres- 
sively looking for inorganic growth 
to expand their presence here. *An 
India presence is no longer merely 
an option for these companies 
it’s a business essential and well- 
run mid-tier companies are ideal 
targets," says Sid Pai, Partner at 
TPI, an outsourcing advisory firm. 

After delisting, Cicada's Ramesh 
says, a possible option will be for 
iGate’s promoters—Ashok Trivedi 
and Sunil Wadhwani—who own 
around 60 per cent of the parent 
company’s stock, to sell out, possi- 
bly to a private equity giant or tech 
MNC. Wadhwani hints at such a 
possibility with regard to the 
staffing business at least. “We will 
consider the future of our staffing 
business, Mastech, including di- 
vesting the business, but we don’t 
plan to raise PE funds in the near fu- 
ture,” he says. 

“Four or five years ago, we had 
no physical infrastructure and were 
best known as an Indian staffing 
company. I think we've success- 
fully made the transition and are 
poised to transform the IT indus- 
try," says Murthy. He has already 
been at the centre of one transi- 
tion. Only time will tell if he can pi- 
lot this one successfully, too. 8 
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It's early days yet, but as Internet advertising surges, several small and 
niche digital ad agencies may be ripe for acquisition. SHAMNI PANDE 


VER THE LAST THREE 

years, Pinstorm, a 

Mumbai-based full 

service interactive 

agency, its founder 
Mahesh Murthy claims, has been 
approached by two large advertising 
networks at least seven times: by 
giant WPP thrice and Publicis 
Groupe’s Starcom twice, among 
others. And all the seven times, 42- 
year-old Murthy claims, he’s had 
to say no. Why? He's got plans of 
his own. Pinstorm is expected to log 
Rs 25 crore in revenues during 
2007-08, but *we will be three 
times this next year and would be 
qualified to be among the top five 
mainline agencies by billing," prom- 
ises Murthy, who runs angel and vc 
funds called Passionfund and 
Seedfund, respectively. 

If self-funded digital agencies 
like Pinstorm can afford to thumb 
their nose at global advertising gi- 
ants it's because they are in a sweet 
spot that the latter desperately want 
to squeeze into. [Internet advertising, 
already a $15-billion industry in 
the Us, is set to explode in India. 
According to a recent Lintas Media 
Report, internet advertising stood at 
Rs 215 crore last year (a 43 per 
cent growth over the previous year), 
but industry watchers say that it 
could grow more than ten-fold (to 
Rs 2,500 crore) by 2011. In fact, 
GroupM, the media buying arm 
of WPP, predicts that by 2010, most 
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other forms of media will either 
barely maintain or start ceding 
ground to the online medium, be- 
sides radio. 

Mobile advertising, which is 
hot in India simply because, for 
every internet user there are five 
mobile phone users, is also pro- 


In the online space Regalix does 
everything from placing ads to 
generating market intelligence 
Nimish Vohra 

Country Head, Regalix | 





jected to grow from Rs 40 crore 
currently to Rs 500 crore by 2011. 
"We are looking to grow our busi- 
ness in digital both organically and 
through acquisitions in the digi- 
tal space," Mark Reed, Director 
(Strategy), WPP, told вт during his 
recent visit to India. While wpp 


` 
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Pinstorm, Murthy says, will be 
three times its size next year 

and will be among the top five 
agencies by billing 


Mahesh Murthy 


Founder and CEO, Pinstorm 


has been open about its intent (hav- 
ing acquired Quasar Media), 
Publicis Groupe hasn't made any 
such statements, but within the in- 
dustry it's a well-known fact that it 
too is quietly scouting for possible 
alliances (See Most Wanted). “At 
this time point, we are focussing on 
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our core business, which is digital 
marketing and should a lucrative 
opportunity arise...(Publicis 
Groupe) may make this a focal 
point,” says Hari Shankar, Business 
Director, Starcom IP. 


The Digital Landscape 
Today, there are three clear cate- 
gories in this space that are drawing 
the attention of entrepreneurs, in- 
vestors, and established agencies. 
These are: mobile-related search 
and advertising, ad networks that ag- 
gregate advertisers and sites and 
play match-makers, and full-serv- 
ice agencies that do everything from 
search engine marketing to blog 
creation to online advertising. 
Communicate2, Webchutney, which 
prefer to call itself a full-service in- 
teractive consultancy, Connecturt 
(launched in 2000 by V. Ramani), 
Regalix and Interactive Avenues 
(promoted by former Mediaturf ex- 
ecutive, Ratish Nair) are some full- 
service agencies. “We are a mar- 
keting services firm with focus on 
online and do everything from plac- 
ing ads to generating market intel- 
ligence,” says Nimish Vohra, coun- 
try head, Regalix. 

In the relatively nascent SMS 
space, too, there’s no dearth of play- 
ers. mKhoj, founded by 29-year- 
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old Naveen Tewari in late 2006, 
started by offering shopping deals 
(say, shirts on sale in Bandra), but 
now helps advertisers target mobile 
internet surfers much better. "It's a 
healthier model (than offering shop- 
ping deals), since we offer contextual 
ads based on key word search," says 
Tewari, who has global compet- 
tors such as Admob and Google 
Mobile. Some others like 160by2 
offer registered users free text mes- 
sages, where ads piggyback. “We 
have a pull model where anyone 
who wants to send bulk messages 
signs up on our website and we offer 
80 characters free with the rest being 
used for ad," says Ravindra Kumar, 
Chief Commercial Officer, 160by2 
(160 is the standard number of char- 
acters allowed per sMs—hence the 
firm’s name). Kumar, too, has com- 
petitors such as way2sms. 

Then, of course, these are the ad 
aggregators or networks such as 
Komli and Ozone. Founded by 31 
year-old Amar Goel, Komli is just 
Over a year old and offers advertis 
ing products for the online market 
in India. “Our ad network uses 
technology to aggregate advertis 
ers and online publisher and helps 
them match effectively. We are al 
ready serving a billion ad impres- 
sions every month,” boasts Goel. 
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Goel's Komli claims that it is 
at least serving a billion ad 
impressions every month 


Атагбо —— — АРИ 
Founder and CEO, Komli 


Ozone, started by 37-year-old serial 
entrepreneur Kiran Gopinath, is 
self-funded and follows a model 
similar to Komli's. 

There's serious money chasing 
such players. Early this year, Komli 
received $7 million (Rs 28 crore) in 
venture funding from Nexus India 
Capital and co-investors Draper 
Fisher Jurvetson and Helion 
Ventures. Komli plans to use the 
money to grow its headcount and 
launch new technology initiatives 
in 2008. Interactive Avenues also re- 
ceived an undisclosed sum from 
Sequoia India in July last year. 
Mobile2win, mGinger, and 
Webchutney are some other players 
in this space that have received vc 
investment (fresh or follow on). 


Way to Go 


Despite the hubbub in online mar- 
keting and advertising, it's early 
days in terms of business models. 
Take SMS advertising, for example. 
Most of the companies here are 
“push-based” (that is, they still need 
to be shoved to consumers rather 
than consumers ‘pulling’ such ads). 
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MOST WANTED 


There's a buzz about these agencies. 


NAME OF COMPANY PROMOTERS WHO COULD BE INTERESTED 
Mkhoj Naveen Tewari Telecom operators, agencies, publishers 
Mginger Veerendra Shivhare, Telecom operators, agencies, publishers 
Chaitanya Nallan and 
Anil Sharma 
Satya Kalyan . Telecom operators, agencies, publishers 


Amar Goel 





Large publishers like Google, traditional agencies 
Kiran Gopinath Large publishers like Google, traditional agencies 


Amit Tripathi Large agency networks, publishers 

Mahesh Murthy Large agency networks, publishers 

V. Ramani Large agency networks, publishers 

Vikas Sharan Knowledge Process Outsourcing companies 
Communicate2 Vivek Bhargava Traditional agencies — 


Interactive Avenues Ratish Nair 


Therefore, “it’s too early to say if 
this model will be the dominant 
model or not,” says Alok Mittal, 
MD, Canaan Partners. “I feel most of 
the companies (in this space) do 
not have a scalable business model, 
but there’s no denying that there’s a 
lot of interest in the Indian mar- 
ket,” adds Ganesh Rengaswamy of 
Greylock Partners, who co-founded 
Travelguru and is going back to be- 
ing an entrepreneur. 

In comparison, the online ad 
networks seem more mature. Most 
of them don't just have stable and 
growing revenues, but are prof- 
itable. And since they can churn 
out quality work at much lower 
costs than rivals abroad, they make 
attractive targets for foreign ma- 
jors. "Likely acquisitions here could 
be from global internet majors," 
says Mittal, "but I don't really ex- 
pect ad agencies to acquire these." 

In fact, some of these players 
aren't looking to get acquired at 
all. Ybrant.com, which owns a 
clutch of digital marketing firms, 
has filed for an iro, and Pinstorm 
plans to make acquisitions of its 
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Traditional agencies 


From search engine marketing 
to online advertising, Nair's 
agency does everything 


Ratish Nair 
СЕО Interactive Avenues 





own. “I believe we can build a big- 
ger business and we are among the 
very few digital agencies that can be 
called Indian MNCs,” says Murthy a 
bit dramatically. And surely it’s the 
promise of growth that is driving 
every other player in this business. B 


Enriching Lives 


Buy Kirloskar Green 
100-600 kVA genset. 


Get Total Value for Money. 


A world-class compact design saves money on 


space, great fuel economy with low running cost 

gives recurring savings year after year and utmost CUm 

reliability backed by 24 x 7 service gives you, total i aw АП 
value for money. No wonder then, Kirloskar Green Gensets are the KIRLOOKAR 
preferred choice of critical industries like infrastructure, manufacturing, 
textile, hospitality, services, ITES, and telecom amongst others. So get 


a Kirloskar Green 100-600 kVA genset and get total value for money 


THE KIRLOSKAR GREEN ADVANTAGE: Multiple sets for higher KVA requirements | Super-silent and extremely reliable | Fuel-efficient and 
environment-friendly. World's first Gensets to be CPCB compliant | Complete Power Ideas from load assessment to genset selection, 10 installation 
World's largest selling genset brand in 15 to 600 kVA | Nationwide 24x7 service | Rated ‘Best in Class in Service’ by AC Nielsen 


e Winner of the Frost & Sullivan Voice of Customer Award in the "Best Bang for Buck" category in the Indian Genset Market 


KIRLOSKAR OIL ENGINES LIMITED, Laxmanrao Kirloskar Road, Khadki, Pune - 411 003 INDIA. 


Call Deepak Grover on +91-98711 10765 (North) | T. Prabhakar on +91-98311 55666 (East) | Satish Srikantiah on +91-98500 08924 (West) 
| V. D. Sivakumar on +91-94440 08048 (South) | Toll free no.: 1800 233 3344. 


"Kirloskar", "Kirloskar with Enriching Lives", "Kirloskar Green with Chilli" are trademarks owned by Kirloskar Proprietary Limited 
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THE WORLD CORPORATE GOLF CHALLENGE 


WORLD 


CORPORATE The World Corporate Golf Challenge, now inits 12th year, with 30 participating 
GOLF CHALLENGE 


countries links corporate golfers from around the globe through national 
events with local sponsors like TAKE Solutions, the title sponsor in India. The 
winning team from each country contests the World Final held annually at 
prestigious international locations including the La Manga Club - Spain, Half 
Moon Resort - Montego Bay, Jamaica and Le Touessrok, Mauritius. 





Official qualifier for the 
World Corporate Golf Challenge 


REGIONAL 1 Saturday, January 19th at Bombay Presidency Golf Club, Mumbai 

REGIONAL 2 Saturday, January 26th at Eagleton Golf Resort, Bangalore 

REGIONAL 3 Saturday, February 2nd at Jaypee Greens Golf Resort, Greater Noida 
Promoted By REGIONAL 4 saturday, March 1st at Aamby Valley Golf Course, Lonavala 


NATIONAL FINAL Sunday, March 2nd at Aamby Valley Golf Course, Lonavala 


WORLD FINAL July 2008 at The La Manga Club, Spain 
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www.rishinaraingolf.com Entry by Invitation Only 
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CEO AND CHAIRMAN/ DUPONT 


"We 
Cannot 
Sit in the 
US and 
Make 








EFLON AND LYCRA ARE JUST 
two of the countless prod- 
ucts DuPont is known for. 
The company tbat was 
founded in 1802 bas 
earned its spurs for innovation in vari- 
ous sectors right from agriculture to 
electronics to transportation to ap- 
parel. Charles O. Holliday Jr, or Chad 


to those who know him, bas been the 
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CEO C Chairman of tbe $27.4 bil- 
lion (Ks 1,09,600 crore) Goliath 
since 1999, The 39-year-old 
Holliday, who has been with the 
US’ largest chemical company for 
over three decades now, was 
responsible for driving growth in 
the Asia-Pacific in the 90s. In fact, 
it’s his success in this region that 
played a decisive role in him being 
elevated to the top post. On a recent 
visit to India, Holliday met up with 
his employees and customers to un- 
derstand their issues and also talk 
about the opportunities that they 
see. He also found time for an ex- 
clusive interview with Business 
Today’s Assistant Editor Anusha 
Subramanian. Excerpts: 


Over the years, DuPont has gone 
through several transitions. More re- 
cently, it has moved from being a chem- 
icals company to a science-based prod- 
ucts and services company. What was 
the purpose behind the transition and 
how has it helped the company? 

| meet with great companies around 
the world and they look at DuPont 
as a company that has been around 
for 205 years with the same name, 
same headquarters and they ask: 
How did you do it? Even after 200 
years, how have you managed to be 
a strong global company? And | 
Say TO them we were able to lead to 
that new growth curve before it 
was obvious. And if we had waited 
until it became obvious that our 
old products are getting too old, 
then we would have just been left 
too far behind the competition. Ten 
years ago, we did the right plan- 
ning and took the right decision of 
transitioning. We decided to move 
from pure chemistry into biotech- 
nology and nanotechnology. We 
looked at environmental pressures, 
energy shortages, populations grow- 
ing so fast as a result of which they 
will put pressure on food and water 


“In 2006, 34 per cent 
of our sales came 
from products 


supply. We, therefore, looked at a 
whole new suite of products that we 
could come up with new technolo 
gies and aimed to solve these prob 
lems. We are feeling good about 
the steps we have taken but time 
will only tell if we have done the 
right thing. 


What has been your company's overall 
growth strategy? 

We have three strategies and these 
are our buzzwords: One, put science 
to work—listen to your customers 
and make what they want. We are 


focussed on the customer domain 


Our emphasis is on understanding 
their unique challenges and pro 
viding science-based solutions that 
create more value for them. If cus 
tomers win, so do we. It’s about 
creating sustainable solutions es 
sential to a better, safer and health- 
ier life for people everywhere. Two, 
we £0 where there is growth. And, 
three, (we believe in) the power о! 
one DuPont. 


Where does India fit in that strategy? 
We are applying the same strategy 
to India as well. In India, we do 
have a knowledge centre that 


focussed on basic research, appli 
cation development and othe: 
knowledge services tor global and 
local markets. This centre is con 
sistent with our company strategy 
of going where the growth is. Ош 
intent is to leverage Indian sci- 
ence and engineering talent foi 
the benefit of DuPont customers 
and its shareholders. 


bt 60 minutes 


The India subsidiary has been growing 
at 25 per cent annually for the last 
five years. How do the company's future 
performance and prospects look? 

In 2006, DuPont sales in India ex- 
ceeded $360 million (Rs 1,620 
crore). India is in a very good spot at 
this point in time and I am expect- 
ing DuPont India to grow faster 
than 25 per cent in the coming 
years. Agriculture is a big need in 
this country and our largest business 
platform is in the Agriculture and 
Nutrition segment, followed by 
Performance Materials, Coatings 
and Colour Technologies, Safety 
& Protection, and Electronics and 
Communication Technologies. 


DuPont is now betting big on emerging 
markets (recently, it opened office in 
Serbia). How much do emerging mark- 
ets on the whole contribute to DuPont's 
overall revenues? And where 
does India rank in importance 
amongst emerging markets? 
We figured out a long time 
ago that we cannot clearly 
define emerging markets by 
country. We, therefore, break 
down countries into different 
regions. There is an aspect 
about the Indian economy 
that is very developed and 
there are aspects that are not 
developed and we treat both 
these aspects differently. 
India, for us today, is the 
13th largest market; and it is 
growing at a rate of 25 per 
cent year-on-year. From a 
growth perspective, it 1S 
among the top three growing 
markets for DuPont. 


DuPont is betting big on R&D as 
a future centre of excellence 
in India. 

There is an emergence of 
global R&D capabilities in 
India. We see centres of ex- 
cellence emerging in long- 
term R&D related to the dis- 
ciplines of Crop Biotech- 
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nology and Industrial Biotechnology 
that will focus on improving the 
country's agricultural productivity 
for food, feed, fuel and other ma- 
terial needs. These centres will help 
in bringing solutions based on sci- 
entific inventions and innovations to 
the market so that we address the 
mega challenges of food, renew- 
able energy and materials for our 
country and also of the world. 


How much have you earmarked as in- 
vestments for India? You have already 
invested Rs 100 crore in setting up a 
knowledge centre in India. What exactly 
would the knowledge centre do? 

We make investments by projects. 
Our investments in India are largely 
in people than in assets. We have 
not been large investors in plants 
here but that is likely to increase. On 
the knowledge centre in India, we 





"We are developing a biotech med- 


ical application to treat cancer" 


are going to spend at least Rs 200 
crore. By mid-2008, it will be up 
and running. The India knowledge 
centre is one of the first in the world 
for DuPont. Initially, biotechnol- 
ogy research will be a big part of the 
knowledge centre. There will be 
enzyme development for bio-based 
materials. We will set up a large in- 
tellectual property (IP) team that will 
make sure we get patents for process 
and products to be successful. We 
hope that this knowledge centre 
would be a model for the future. 
India is very critical for us in 
our global growth mission because 
of its market dynamics, the knowl- 
edge centre and overall sourcing of 
materials and other processing ca- 
pabilities. I can't describe any other 
country, including China, that is 
more important to us. We cannot sit 
in the US and make decisions for 
India very effectively. 
Therefore, we need to 
give our local leaders, 
like Balvinder S. Kalsi, 
President and CEO, 
DuPont India, and his 
senior team, the free- 
dom to take decisions 
effectively and also give 
them the necessary re- 
sources they need. What 
the local market needs 
might be totally different 
from what a Germany 
or Japan needs, so we 
need to allow local 
decision-making. 


DuPont has always laid 
stress on innovation and 
building new products year 
after year across all its busi- 
nesses. Can you sustain 
your rate of new product 
innovation and when will 
the revenues from new 
products accrue? 

We believe in innovation 
and coming up with 
products that benefit our 
customers. Through 
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2006, we recorded 12 
consecutive quarters of 
pricing gains, due in part 
to new products which, 
in many cases, are re- 
placing older products 
but creating greater value 
for our customers and 
higher margins for 
DuPont. We believe we 
can sustain our current 
rate of new products, 
judging from leading in- 
dicators such as our 
number of new patent 
filings, which has dou- 
bled from 800 patent ap- 
plications filed seven 
years ago to 1,800 patent 
applications filed in 2006 
alone. Revenues are al- 
ready accruing in our re- 
sults now. In 2006, 34 
per cent of our sales 
came from products introduced 
within the last five years. It often 
takes our new products three-to- 
five years to reach the steep part 
of their growth curve. 





DuPont is now pursuing bio-based ma- 
terials and biofuels. What are your com- 
mercialisation plans for these products? 
If you look at energy in the world, 
there is fuel for transportation, 
power generation and there is pro- 
cessing. In power generation and 
processing, you can use alternatives 
like coal, you can use nuclear or 
you can use hydro. But when it 
comes to fuelling vehicles, there are 
not so many options—gasoline 
diesel or biofuels are the only op- 
tions. So, we concluded that be- 
cause there are fewer options, there 
just had to be a biofuel component. 
We believe that we have the tech- 
nology to solve the ethanol prob- 
lems. I think by 2012, these prod- 
ucts will go commercial. 


DuPont is keen to integrate biotech- 
nology and chemistry to deliver bio- 
based technologies. Can we have some 
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"India is our 13th largest market, 
and it is among the top three 
growing markets for DuPont" 


examples of work happening in this 
field; can India play a role here? 

One of our lead projects is Bio-de- 
rived PDO. Bio-PDO is also the key in- 
gredient for Sorona, DuPont's 
newest polymer family. Sorona of- 
fers a unique combination of at- 
tributes in a variety of applications, 
including apparel, residential car- 
pet and a variety of other applica- 
tions such as engineering and ther- 
moplastic resins. With Bio-PDO, we 
are also working on products that 
are well suited for cosmetics, liquid 
detergents and industrial applica- 
tions like anti-freeze. People use 
hair colour that has a lot of chemi- 
cals in it. We are developing a 
biotech-derived hair colour that will 
onlv treat the hair and not the skin. 
It is not commercial yet. We are 
working on medical applications 
from biotechnology. For instance, 
we are developing a medical appli- 
cation to treat cancer. It is an injec- 
tion that is injected directly into 
the area where the cancer has been 
detected and it expands that area by 
100 times its size in volume and 
what that does is it st« ps the flow of 





blood to that cancerous re- 
gion and so the cancer dies. 
All these products will come 
from biotech. All these prod- 
ucts will be commercially vi- 
able by 2012. India could be 
a candidate for a bio-derive 
PDO plant. 


Does biotechnology fit with your 
objective to be a force for 
sustainability? 

Yes, biotechnology fits into 
our objective of sustainability. 
Opportunities for biotech- 
nology exist in agriculture, 
materials, energy, polymers, 
sensors, electronics and per- 
sonal care and many of these 
applications are interrelated. 
In agriculture, biotechnology 
is probably the most power- 
ful scientific tool at our dis- 
posal in this century to feed 
and clothe people around the world. 
We know biotechnology cannot be 
developed in a vacuum. To help 
DuPont consider and address im- 
portant issues regarding biotech- 
nology, we have an independent 
panel of external experts to guide 
and challenge us in the develop- 
ment, testing and commercialisa- 
tion of new products based on 
biotechnology. 


Could you explain the purpose behind 
launching the 2015 sustainability goals? 
We have had long-range goals for 
the last 50 years. The launch of the 
sustainability goals is a direction 
statement to the 60,000 people that 
we have. We have set goals and 
these would be later taken forward 
to see how we can help our cus- 
tomers. Working in partnership with 
others, we are building sustainability 
into our products themselves as well 
as into the way we make them. 
Sustainability is central to our total 
value proposition, impacting not 
only our business, but every cus- 
tomer and every consumer we touch 
everywhere in the world. Ш 
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AUTOMOTIVE (cars, utility vehicles & trucks) =. TWO-WHEELERS 


COMPANY TOTAL VISIBILITY TOTAL IMAGE — QUALITY OF 
SCORE SCORE EXPOSURE 











RANK COMPANY TOTAL VISIBILITY TOTAL IMAGE QUALITY OF 
| SCORE SCORE EXPOSURE 


1 Bajaj Auto 48,026 57,414 120 
Ё Него Honda Motors 23,004 28,969 126 
$ TVS Motor Company 21,085 27,842 132 
4 Yamaha Motors Escorts 5,396 6,599 122 
9 Kinetic Motor 4.025 6.434 160 
@ Honda Motorcycle & Scooter _ 4,413 6,024 137 
Т Hero Cycles 1,662 2,265 136 


Only seven two-wheeler companies were ranked in 2007 п.а.: Not Apolicable 


Tata Motors 104090 — 159063 153 
Mahindra & Mahindra 81528 128,347 157 
Maruti Suzuki India 75254 120,099 160 
General Motors India _ 94,023 8591] 159 
Hyundai Motor India 52,898 72,016 136 
Ford India 90097 70656 414) 
DaimlerChrysler 42,626 66,926 157 
Honda Siel 45,956 64,765 141 
Toyota 42778 9 139 
BMW 26,483 36,555 138 
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HAT IS IT THAT SEPARATES THE LEADING NEWSMAKERS FROM OTHERS? 
And why are some companies more in the news than their peers? 
Different companies are, or remain, in the news for different reasons— 
the most common being high profile takeovers, product launches 

and partnerships, glittering results or large expansion plans. THE TOP 
So, it should come as no surprise that the BT-Cirrus survey of the biggest news- 2 





makers of 2007 threw up Mukesh Ambani's Reliance Group as the biggest of them 
all. Everything he, and his group, does makes news, mostly on the basis of sheer scale. 
In 2007, it was more and more of the same. During the 
year, Reliance Industries continued to make fresh gas dis- 






coveries in the Krishna-Godavari Basin. For good meas- — ORE ANE 
ure, it even struck oil there for the first time. Then, it re- | 
launched its Vimal brand amid much fanfare and merged Reliance Industries 200,473 
IPCL into itself during the year. And finally, it delivered Google 160483 
big numbers where it really counts—on its bottom line. Tata Motors 159,063 
For the half year ended September 30, 2007, its net profit Microsoft 153,502 
rose 31 per cent to Rs 7,467 crore on the back of a 9 per Infosys Technologies 136,368 
cent increase in revenues to Rs 64,692 crore, signifying ICICI Bank 130,288 
an improvement in margins. Mahindra & Mahindra 128,347 _ 
But, like last year, the quality of exposure (QE) was not HUL 127,708 
in keeping with its top billing in terms of visibility (which Vodafone . 127,054 
is a function of the size of the article, its position in the Kingfisher Airlines 121,884 
publication and the readership of that publication) and im- Maruti Suzuki India 120,099 
age (determined by the tone of the coverage: positive, neg- Jet Airways 118087 - 
ative or neutral). Its score here, of 151 is way below Bharti Airtel 116,194 
those of others like Tata Sons (Rank: 54, QE: 179), A.V. Tata Steel 114,928 
Birla Group (Rank: 55, QE: 179) and, most notably, the DLF Group 113,708 
Anil Dhirubhai Ambani Group (Rank: 28, QE: 177). Air India 110,514 
Companies are ranked according to their image score. Wipro 100,839 
The younger Ambani's group received highly laudatory Reliance Communications _ 93499 
media coverage for a host of issues: Reliance Tata Consultancy Services . 9245 
Communications’ payment of Rs 1,651 crore as GSM en- Deccan . . 90189 





try fees to the government, the group's winning of the 
4,000 Mw Sasan ultra-mega power project, R-ADAG's m-cap 
crossing the Rs 1 lakh crore mark, the emergence of the group's mutual funds business 
as the largest in the country and Ambani Jr's election as the Business Icon of the year in 
a poll conducted by India Today. Incidentally, group company Reliance Communications, 
at #18, scores higher than the group as a whole. 

Another interesting point of the study is that Vodafone has leapfrogged from 











BANKING 


.— — AVIATION 
COMPANY 


SCORE 
Kingfisher Airlines 121,884. ICICI Bank 130,288 
Jet Airways 118,087 State Bank of India 85.927 
Air India 110,514 Standard Chartered Bank 55,903 
Air Deccan (Deccan) 90,189 HDFC Bank 35,756 
Indian 73,090 HSBC 35,152 
Spicelet 52,120 ABN AMRO 32,041 
Air Sahara (JetLite) 45,401 YES Bank 31,910 
GoAir 37,862 Union Bank of India 29,547 
British Airways 20.112 Punjab National Bank 28,488 
Singapore Airlines 17,379 Axis Bank 25011 
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HAT IS IT THAT SEPARATES THE LEADING NEWSMAKERS FROM OTHERS? 
And why are some companies more in the news than their peers? 
Different companies are, or remain, in the news for different reasons— 
the most common being high profile takeovers, product launches 
and partnerships, glittering results or large expansion plans. THE TOP 


So, it should come as no surprise that the вт-Сіггиѕ survey of the biggest news- 
makers of 2007 threw up Mukesh Ambani's Reliance Group as the biggest of them 





all. Everything he, and his group, does makes news, mostly on the basis of sheer scale. 
In 2007, it was more and more of the same. During the 
year, Reliance Industries continued to make fresh gas dis- 








coveries in the Krishna-Godavari Basin. For good meas- — a 
ure, it even struck oil there for the first time. Then, it re- | | 
launched its Vimal brand amid much fanfare and merged Reliance Industries 200,473 
IPCL into itself during the year. And finally, it delivered Google 160,483 
big numbers where it really counts—on its bottom line. Tata Motors 159,063 
For the half year ended September 30, 2007, its net profit Microsoft 153,902 
rose 31 per cent to Rs 7,467 crore on the back of a 9 per Infosys Technologies 136,368 
cent increase in revenues to Rs 64,692 crore, signifying ICICI Bank 130,288 
an improvement in margins. Mahindra & Mahindra 128,347 _ 
But, like last year, the quality of exposure (QE) was not HUL 127,708 
in keeping with its top billing in terms of visibility (which Vodafone 127,054 
is a function of the size of the article, its position in the Kingfisher Airlines 121,884 
publication and the readership of that publication) and im- Maruti Suzuki India 120,099 
age (determined by the tone of the coverage: positive, neg- Jet Airways 118,087 - 
ative or neutral). Its score here, of 151 is way below Bharti Airtel 116,194 
those of others like Tata Sons (Rank: 54, QE: 179), A.V. Tata Steel 114,928 
Birla Group (Rank: 55, ОЕ: 179) and, most notably, the DLF Group 113,708 
Anil Dhirubhai Ambani Group (Rank: 28, QE: 177). Air India 110,514 
Companies are ranked according to their image score. Wipro 100.839 
The younger Ambani's group received highly laudatory Reliance Communications 93,499 
media coverage for a host of issues: Reliance Tata Consultancy Services 92 445 
Communications’ payment of Rs 1,651 crore as GSM en- басса 90.189 





try fees to the government, the group's winning of the 
4,000 Mw Sasan ultra-mega power project, R-ADAG's m-cap 
crossing the Rs 1 lakh crore mark, the emergence of the group's mutual funds business 
as the largest in the country and Ambani Jr’s election as the Business Icon of the year in 
a poll conducted by India Today. Incidentally, group company Reliance Communications, 
at #18, scores higher than the group as a whole. 

Another interesting point of the study is that Vodafone has leapfrogged from 
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COMPANY Y TOTAL IMAGE COMPANY Y TOTAL IMAGE 

| SCORE SCORE 
Kingfisher Airlines 121,884 — ICICI Bank 130,288 
Jet Airways 118,087 State Bank of India 85,927 
Air India 110,514 Standard Chartered Bank 55.903 
Air Deccan (Deccan) 90,189 HDFC Bank 35,756 
Indian 73,090 HSBC 35,152 
Spicelet 52.120 ABN AMRO 32,041 
Air Sahara (JetLite) 45,401 YES Bank 31.910 
бод 37,862 Union Bank of India 29.547 
British Airways 20.112 Punjab National Bank 28,488 
Singapore Airlines 17,379 Axis Bank 25,011 
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Google 

Yahoo! 

eBay India 
Amazon.com 
MSN 

AOL 
Indiatimes.com 
Shaadi.com 
Bharatmatrimony.com 
Yatra.com 


This sector was not considered separately last year 
der that the aviation sector is present in such strength in the Top 20. 


DURABLES 











DLF remained in the news through much of the year for a variety of reasons. 
The year 2007 began with speculation about the fate of its sometimes controversial 
initial public offer (РО) that finally opened in June and mobilised Rs 10,500 crore, 
a record at the time. Two other real estate companies, Unitech and Parasvnath 
Developers, which weren’t present on the 2006 list, have made it to #63 and 

#65, respectively, 


rans! mainly on the basis of 














| the massive projects : 
FINANCIAL SERVICES they announced dur- ^ 
| ing the year. P 

COMPANY TOTAL VSIBIUT QUALI Infosys Technolo- 
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gies, too, remained in 
the news and main- 
tained its position as CEO, Infosys Technologies 
the most newsworthy 


Indian IT biggie, Infosys remained in the 


though two other — new and maintained 


technology compa- 


nies, Google and İS position as the most 


Microsoft, both ммо. neweworthy Indian 


received greater cov- 


erage during the year. ІТ biggie 


Reliance Capital 
Morgan Stanley 
Goldman Sachs 

JP Morgan 
Merrill Lynch 
HDFC 
Lehman Brothers 
Blackstone Group 
DSP Merrill Lynch 
IDBI 


: Foreign financial services companies were not considered last year 












GENERAL INSURANCE LIFE INSURANCE 
COMPANY TOTAL VISIBI ‘OF COMPANY 
ICICI Lombard Gen. Insurance — 8408. | А LIC 
Bajaj Allianz Gen. Insurance ў ICICI Prudential 
Oriental Insurance x Bajaj Allianz Life 
National Insurance 1 Aviva 
HDFC Chubb zd Max New York Life 
United India Insurance | SBI Life 
New India Assurance HDFC Standard Life 


Tata AIG General Insurance 
Reliance General Insurance — 2251 - 
IFFCO Tokio General Insurance 2,275 — 


Birla Sun Life 
Tata AIG 
MetLife India 
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COMPANY 





COMPANY 





TOTAL IMAGE 
SCORE 


Microsoft India 963 — 153502 Reliance Capital Asset Mgmt 
Infosys Technologies | . 136,368 UTI Asset Mgmt 

Wipro Y 100,839 Prudential ICICI Asset Mgmt 
TCS 92,445 JM Financial AMC 

IBM India* 75,476 Sundaram Asset Mgmt 
Aptech 37,164 . 53431 SBI Funds Mgmt 

Cognizant Technology Solutions 23,597 42373 ING Investment Mgmt (India) 


39,117 
33,747 
24,313 


Satyam Computer Services 
HCL Technologies 
MindTree Consulting 


*Ranked under hardware in 2006 


Templeton Asset Mgmt (India) 
Kotak Mahindra Asset Mgmt 
Lotus India AMC 





For the first time, the BT-Cirrus study considered consultancies separately 
in 2007. The top three consultancy firms in India in terms of news coverage were 
Ernst & Young, PricewaterhouseCoopers and McKinsey, which clocked in at 
#39 (#151 in 2006, a jump of 112 places), #43 (#171, 128 places) and #64 
(#130, 66 places), respectively. That’s actually a tribute to the increasing 
depth of coverage in the Indian media. Many unrelated news items these 
days carry quotes from senior consultants at these, and other consultancy 
firms to provide greater perspective. Starting this year, our study captures even 
these small mentions; hence, the increase in their visibility. 

It’s a fair assumption that bigger companies usually get greater coverage. But 
there’s a major churn, especially in the middle rungs of India Inc. This is cap- 
tured by the fact that the media covered more companies that feature lower 
down in the mass consciousness. As many as 43 of our Top 200 companies are 





MIHSOAVN HSILVS 


RAVI VENKATESAN newcomers to the list; that’s 21.5 per cent of the relevant universe. The dis- 

Chairman, Microsoft India tribution of these newcomers is interesting: there are only seven in the Top 100; 

the highest ranked newcomer is Morgan Stanley, at #35. But as we go lower 

IT MNCs such as the сар пе rankings, lagi pur cem = as many 36 ene on 

EN dd dard e the list between ranks and 200. This just another pointer to what everyone 

Microsoft and afew — has been talking about: there’s a lot of dynamism in the middle reaches of India 

others got greater — — — i newer — are vying for attention and fight- 
; ; ing for market share in their respective industry segments. 

coverage in the media That being the case, expect more of a churn in the months ahead, but we'll 
last year be able to get you concrete data on that only next year. Ш 
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PHARMACEUTICALS 





ONGC 

Indian Oil Corporation 
GAIL India 

HPCL 

BPCL 

Reliance Petroleum 
SHELL 

British Petroleum 
ExxonMobil 

Castrol India 


Ranbaxy Laboratories 
Dr Reddy's Laboratories 
Biocon 

Nicholas Piramal 
GlaxoSmithKline 

Cipla 

AstraZeneca 
Eli Lilly _ 

Wockhardt 

Merck 
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== POWER _———— REAL ESTATE 
COMPANY TOTAL VISIBILITY TOTAL IMAGE — QUALITY OF RANK COMPANY TOTAL VISIBILITY TOTAL IMAGE — QUALITY OF 
SCORE SCORE EXPOSURE 06 SCORE SCORE EXPOSURE 
Reliance Energy 36,998 44,658 12] l DLF Group 72,969 113,708 156 
NTPC 25,901 31,480 122 5 Ansal Properties & Infras. 40,625 56,106 138 
Tata Power 22,393 25,333 113 6. Unitech 28,814 46,515 161 
Reliance Power 10,031 13911 139 9 Parsvnath Developers 27,524 45.523 165 
Essar Power 11,258 13,300 118 11 Отахе Construction 24,391 36,736 151 
Power Finance Corporation 3,357 4,468 133 ' Emaar-MGF Land 9,951 13,043 13] 
СЕЅС 2,445 2817 115 n.a. Sobha Developers 6,782 10,181 150 
Power Grid Corporation of India 1,768 2,128 120 8 Akruti Nirman 6,553 7,665 117 
Wartsila India 1,558 1,859 119 n.a. IVRCL 4,186 6,401 153 
Lanco Kondapalli Power 1,4 1,697 124 n.a. HDIL 3,704 5,935 160 
METHODOLOGY 


VISIBILITY SCORE: This is a function of the size of the article, its position in the 
publication (cover story, first page, etc.) and the readership of the publication. 
IMAGE SCORE: Visibility scores for each article are multiplied by 1, 2 or -1 

depending on whether the article is neutral, positive or negative. 
QUALITY OF EXPOSURE: This determines the relationship between visibility 
score and image score. Mathematically, it is the image score divided by the 


visibility score expressed as a percentage. Thus, 


a QoE of around 100 per 


cent indicates that the coverage has been largely neutral, a score significantly 
higher than 100 per cent that the coverage has been largely positive, and —— 
that significantly lower than 100 per cent that the coverage has been largely 


ARUN SARIN 
CEO, Vodafone 
Vodafone took a giant 


leap in 2007—from Way 
down at #174, it climbed 


up the ladder to figure 
in the Top 10 


a 


negative. 
CATEGORIES: The scores are pigeon-holed across various industries 
(banking, consumer durables, automotive, telecom, etc.). 

GENRES: The scores are pigeon-holed across various 

genres (marketing and sales, finance and financial results, corporate, product 
launches, personalities, etc 

COVERAGE: English and рабайт newspapers, and English and vernacular 
magazines. Unlike the coverage of politics, йад or entertainment, that of 
business is still dominated by the print mediu 

TIME PERIOD: January 1, 2007 to агым; 2007. 
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2008 


— RETAIL — TELECOM 

RANK RANK COMPANY TOTAL VISIBILITY TOTALIMAGE QUALITY OF RANK RANK COMPANY TOTAL VISIBILITY TOTAL IMAGE — QUALITY OF 
SCORE SCORE EXPOSURE 06 SCORE SCORE EXPOSURE 

Pantaloon Retail India 53,560 83,455 156 9 Vodafone 98293 127,054 129 

Wal-Mart 40,566 70,444 174 1 Bharti Airtel 86554 116,194 134 

Reliance Retail 52,207 65,229 125 in Reliance Communications 74,526 93,499 125 

Bharti Retail 31,058 52,998 171 2 BSNL 46,416 57,217 123 

Wills Sport 31,791 45,085 142 VA Idea Cellular 28,706 37,121 129 

Big Bazaar 26,703 32,383 121 6. Tata Teleservices 25,233 33,073 131 

Shoppers' Stop 22,819 28,122 123 5 MTNL 23,466 28,162 120 

Subhiksha 16,191 20,901 129 na. 8 AT&T 18704 24,051 129 

Spencer s Retail 15,430 19,208 124 n.a. Spice Communications 16,976 19,984 118 

Hypercity 14,262 16,481 116 8 VSNL 12,985 15,288 118 
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TOP 200 


THERE IS A MASSIVE CHURN IN THE 


LOWER REACHES OF THIS LIST. 
































RANK RANK COMPANY TOTAL VISIBILITY TOTAL IMAGE  QUALITYOF | — RANK RANK COMPANY TOTAL VISIBILITY TOTAL IMAGE QUALI 
06 07 SCORE 06 07 SCORE SCORE EXPO 
Reliance Industries Ansal Properties & Infra. 40625 56106 1 
Google Yahoo! 55959 1 
Tata Motors Standard Chartered Bank 55.903 |j 
Microsoft Tata Sons 541 1 
Infosys Technologies AV. Birla Group 54200 — 1] 
ICICI Bank Aptech 5343 1 
Mahindra & Mahindra Bharti Retail 52998 І 
HUL UB Group 52683 15 
Vodafone Apollo Hospitals 52,464 Ш 
Kingfisher Airlines Spicelet 52120 ШОШ 
Maruti Suzuki India Merrill Lynch 49089 15 
Jet Airways Samsung India 46700 — 
Bharti Airtel Unitech 46515 И 
Tata Steel McKinsey 45862 15 
DLF Group Parsvnath Developers 45523 16 
Air India Indian Hotels 45,520 14 
Wipro Air Sahara (JetLite) 4540] Ii 
Reliance Communications Wills Sport* 45085 14 
Tata Consultancy Services Reliance Energy 4468 12 
Deccan HDFC 30167 — 4312 ц 
State Bank of India HP 27943 42905 15 
General Motors India Cognizant Technology Solutions 23,597 42,373 18 
Pantalon Retail India KPMG India 26198 . 42128 16 
Reliance Capital Indian Oil Corporation 41,728 — M 
ArcelorMittal Ranbaxy Laboratories 4167] 15 
ONGC General Electric 40332 16 
Videocon LIC 40154 13 
Anil Dhirubhai Ambani Group Fortis Healthcare 40137 15 
IBM Satyam Computer Services 39117 18 
Indian ITC* 38251] 13 
Hyundai Motor India GoAir E 37,962 — 
Ford India Idea Cellular _ 87121 п 
Wal-Mart Omaxe Construction . 36,736 
Nokia BMW | 36,555 13 
Morgan Stanley HDFC Bank = 85156 14 
Goldman Sachs Gail India ___ 35588 
DaimlerChrysler India Nike __ 85413 
Reliance Retail HSBC 35,152 
Ernst & Young Ashok Leyland 35,006 
Honda Siel Motorola 34,999 
Coke India Cisco 34,212 
Apple Sony India 33,980 
PricewaterhouseCoopers HCL Technologies 33,747 
Pepsi Foods Tata Teleservices 33,073 
JP Morgan Intel 32,925 
Larsen & Toubro ITC Hotels* 32,903 
Toyota Kirloskar Motor | Big Bazaar 32,383 
LG Electronics ABN AMRO 3204] 159 
Bajaj Auto YES Bank 24767 31,910 12 
BSNL NT Suzuki Motor Corpn 192 31851 1 
¥ iS 





Companies are ranked on their total image score *irc and its non-tobacco divisions have been considered separ: 
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Aameshwar Broota 


Indian Modern & 
Contemporary Art 


World-class агі auctioning comes to India. 
The works coming under the hammer 
feature the best names in modern and 

contemporary Indian art. 


Emami Chisel Arts maiden online auction 
commences on 16th Feb 2008, and culminates 
with a floor auction on 23rd Feb 2008. 


* в 
бс emamichisel 
ART Pet Lic 
Auction * Archive ® Publication * Library 


387 Anandapur E.M Bypass Kolkata 700107 West Bengal India 
Tel.: 91 33 64577886/7/8/9 Fax: 91 33 66136600 
Email: emamichiselart(? yahoo.co.in 


| | emami Wr! сар 
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TOTAL VISIBILITY TOTAL IMAGE QUALITY OF 
SCORE SCORE EXPOSURE 

Lehman Brothers 220,586 
NTPC 

UTI Asset Management 
GMR Group 

HPCL 

Union Bank of India 
Hero Honda Motors 
BPCL 

Blackstone Group 
Punjab National Bank 
Tata Tea 

MTNL 

Shoppers’ Stop 

TVS Motor Company 
Volkswagen 

DSP Merrill Lynch 
Siemens 

McDonald's 

Philips Electronics 

Sony India 

Hindalco 

Tata Power 

UTI Bank 

MindTree Consulting 
SAIL 

AT&T 

BHEL 

Fiat India 

Indian Overseas Bank 
Bank of Baroda 

Dr Reddy's Laboratories 
Dabur India 

Lenovo 

Deutsche Bank 

Nestle India 

Oriental Bank of Commerce 
Prudential ICICI Asset Mgmt. 
Asian Paints 

JM Finacial 

Sundaram Asset Mgmt. 
eBay India 

Godrej Group 

Procter & Gamble 

IDBI 

Adidas 

Essar Steel 

Sterlite Industries 
ITC Foods* 

Kotak Mahindra Bank 
Subhiksha 
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RANK RANK COMPANY 
06 07 SCORE SCORE 


TOTAL VISIBILITY TOTAL IMAGE QUALITY OF 
EXPOSURE 














NIIT Technologies 11658 20,736 U8 
ICICI Prudential Life Insurance 13,402 20,390 ! 
Dell 14,041 20346 

British Airways 13,359 20112 

Reebok 20,100 

Accenture 20,059 

Spice Communications 19,984 

NIIT Computer Education 19,913 

Marico Industries 018 19806 

Citibank 1950 142 
Spencer s Retail 19208 14 
Genpact 18,973 — 12 - 
ICICI Securities & Finance 18815 — 138 
Jindal Iron & Steel 3 1857 И. 
Reliance Petroleum 18492 . 161 — 
Titan Industries 18201 — 14 — 
ABB 18,063 139 
Biocon 17,699 149 
Oracle 17,634 152 
Whirlpool of India 17,633 
Singapore Airlines 379 = 154 _ 
Hindustan Motors 17,267 Цо _ 
SBI Funds Management 17,107 140 
Sony Ericsson India 17021 | 159 — 
Adani Group 16,976 142 
Tata Chemicals 5 — 1685 _ 1M 
Cadbury 015 16805 140 
Britannia 16,678 ll — 
Skoda Auto India 16,605 _ 192 — 
Hypercity 16,481 16 
ICICI Venture Fund Mgmt. 16461 — 135 
Motilal Oswal 1645] ІЯ — 
Posco 16369 123 
Landmark 16,208 — 132 — 
Gucci 16200 — M5 — 
SAP India 16,195 166 _ 
Calvin Klein 16110 — 133 
Airbus Industrie 16079 100 
Linux 15,924 118 
Syndicate Bank 15762 — 138 — 
Dena Bank 15574 138 
UBS 15484 100 —S 
Canara Bank 15480 147 — 
Trent 15,352 125 
Amazon.com 15,317 165 
VSNL 15,288 118 
ING Investment Mgmt (India) — 15266 101 — 
East India Hotels 15,205 щш 
Templeton Asset Mgmt India 15,152 6 
Paramount Air 15,012 140 





*irc and its non-tobacco divisions have been considered separately 
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T What's small without SIDBI? 





SIDBI FD 


9.25% 


per annum 
SIDBI - the apex financial institution 


| Safety*Security*Service 
for Micro, Small & Medium Enterprises. 


Avail hassle free credit at competitive rates. 


Direct Credit: For setting up, expansion and e 
modernization of units. \GY 
Receivable Finance: For credit against WY, 





bills /invoices. 
Micro Finance: Through eligible Micro Finance SMALL INDUSTRIES DEVELOPMENT BANK OF INDIA 
Institutions (MFIs). We empower Micro, Small & Medium Enterprises 


Call Toll Free No. 1800 22 6753 or visit www.sidbi.in 


interest rates s 





V X 


THE BIGGEST 
NEWSMAKERS 


THE FINANCIAL MEDIA 


COULDN'T HAVE ENOUGH 
OF THESE CEOS. THE TOP 25 


















PERSONALITY/ COMPANY 


Mukesh Ambani 

RELIANCE INDUSTRIES Ln 
N.R Narayana Murthy, Nandan Nilekani 8,155 
INFOSYS TECHNOLOGIES Ж 





Sunil Bharti Mittal 
BHARTI AIRTEL 
Anil Ambani 
ANIL DHIRUBHAI AMBANI GROUP 





Bhaskar Pramanik 
SUN MICROSYSTEMS 


Lawrence J. Ellison 
ORACLE 


Kiran Mazumdar-Shaw 
BIOCON 


ЈУ GONIHS A8 SNOILVWBISDODTH 





HERE ARE FEW SURPRISES NEAR THE 
top of this list. Reliance Industries 
Chairman Mukesh Ambani, who 
has had a relatively quiet year 
by his standards, still tops the 


Jagdish Khattar 
MARUTI SUZUKI INDIA 


Captain G.R. Gopinath 
DECCAN 
n.a.: Not applicable; not in 2006 list 
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HINDWARE аан Collection 


A unique collection of Italian designs and 
shapes, exclusively imported and marketed by 
Hindustan Sanitaryware, with the back-up 


of nation wide after sales service. 


20 4 
А dd 
vong 


127 4 


HIN 
E-mail: delhi@hindware.co.in Kolkata: Tel: (+91-33) 22487406, 22487407. Fax: (+9 
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1 Telefax Ra ALIAM 22). 


nyd@hindware.co.in Bangalore: Telef 41 | 
(+91-20) 26430035 pune@hindware.co.in Ernakulam: Tel: (+91-484) 2207016. E-ma 


N 


TAN SANITARYWARE & INDUSTRIES LIMITED. New Delhi: Te 91-11) 65960160-64, 25854656. Fax (*91 
@h 2487407. F 1-33) 22487045. E-mail: hsikolsale@somanyent.com Mumbai: Tel: (+ 
co.in Secunderabad 
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The world is 


obsessed 


With Italan creations. 


49 аге We. 





Hindware 


SIMPLY OBSESSIVE 





BATH FITTINGS AND COMPLETE BATH SOLU 


11 
Tal +01 á 65288 WW “ 1 у +9? { | 
E-mail: bangalore@hindware.co.in Chennai: Te 491-44 
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Dt special 


KISHORE BIYANI 


Group CEO, Future Group 


Biyani, debuting at #8 in _ 
the list of Top 25 news- 


ر س B‏ س a‏ 


makers, and his r retail 


ہار اک ہی 


chain col continued to o make - 
news through the year 


list of leading individual news- 
makers by doing what he does 
best—announcing gargantuan 
projects, earning humungous 
sums of money both for his 
shareholders and for himself and 
generally keeping the Reliance 
flag, flying. The stock market’s 
steroid-charged march catapulted 
him to the pole position among 


India’s super rich. For a brief 


while, there was even speculation 
in the national media that 
Ambani Sr had displaced Bill 
Gates from his long-entrenched 
position as the world’s richest 
person, before it was clarified 
that the promoter’s holding in 
Reliance Petroleum was, in fact, 
held by Reliance Industries and, 
therefore, could not be counted 
as Ambani’s personal wealth. 
Gates, in fact, made news 
through the year for his charities. 

Tata Group Chairman Ratan 
Tata, not surprisingly, has 
jumped four places to the #3 
position. Last year was, perhaps, 
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BILL GATES 


Chairman, Microsoft 


Gates, in fact, made news 
through. the year for his. 
charities, and maintained - 
his 2006 6 ranking | last year. 
as well 





K.P. SINGH 


Chairman, DLF 


DLF hogged headlines — 


for its IPO that t opened in - in 


— — a o 


June and mobilised 


Rs 10, 500 crore, a record - 


at the time 


ЧҮҮЛҮ d “Vda id] 
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VIKRAM PANDIT 
CEO, Citigroup 


His dramatic elevation to 


-——————— — —— 


the top executive position - 


and Citi's staggering 
fourth-q -quarter loss mean _ 


he will remain in the news 


annus mirabilis for him and his 
eponymous group. Starting with 
the bold and hard-fought takeover 
of Corus to being shortlisted as 
the preferred bidder for Jaguar 
and Land Rover to the lead-up to 
the launch of the Nano, it was a 
year in which Tata monopolised 
the nation's mind space like few 
other industrialists. 

The media continued its love 
affair with the Infosys duo of N.R. 
Narayana Murthy and Nandan 
Nilekani, who dropped a place to 
#2 last year, while Anil Ambani 
dropped four places to #7. Three 
new faces—Kishore Biyani of the 
Future Group, Vikram Pandit of 
Citigroup and K.P. Singh of DLF— 
muscled their way into the Top 
15 in 2007. Pandit, in particular, 
was practically unknown outside 
the us financial services industry 
and some media circles, but that 
will now change quite dramati- 
cally. And notably, as many as 10 
of the Top 25 newsmakers are 
newcomers to this list. 
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FRONT 








FRONT PAGE COVERAGE, 


WHILE TATA MOTORS AND 
TATA STEEL, TOO, HOGGED A 
FAIR SHARE OF NEWSPRINT. 


LTIMATELY, THIS IS WHAT NEWS 
I$ all about—being featured on 
the front pages of leading dailies 
and the cover of leading maga- 
zines, such as ours. It is this ma- 
trix, more than any other, that sets out the 
leaders of Indian industry. Who, or rather, 
which companies score the highest on this 
count? In 2007, mobile telephony market 
leader Bharti Airtel muscled its way to the top 
of the heap, jumping 16 places from #17 the 
previous year. The obvious reasons are its 
continued leadership in one of the most 
written about sectors of the Indian econ- 
omy and its decision, late last year, to unlock 


the value of its towers business by hiving it off 


into a separate company. Last year’s leader, 
Reliance Industries, clocks in at #2, while the 
Anil Dhirubhai Ambani Group, which was 
numero dos in 2006, has fallen 18 places to 
#20, though group company Reliance 
Communications ranks #6. Two Tata Group 
companies, Tata Motors and Tata Steel, 
come in at #3 and #7, respectively, no 
doubt because of their global gambits (Jaguar- 
Land Rover and Corus) and the lead-up to 
the former’s launch of the Nano. That apart, 
there are no surprises in this list. 
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SUNIL MITTAL’S BHARTI AIRTEL 
RECEIVED THE MAXIMUM 


THE TOP 25 


COMPANY 
Bharti Airtel 
Tata Motors 
Jet Airways 
Tata Steel 
Vodafone 


Air India* 


ICICI Bank 


Indian* 


Air Deccan* * 


Google 


Wipro 
DLF 


*Expected to merge this year 


LG Electronics 


Reliance Industries 


Mittal Steel (ArcelorMittal) 


Reliance Communications 


Kingfisher Airlines 
Infosys Technologies 


Mahindra & Mahindra 


Air Sahara (JetLite) 
Reliance Retail 


Anil Dhirubhai Ambani Group 


Maruti Suzuki India 


Pantaloon Retail India 
Ansal Properties & Infrastructure 


_ 33,961 
_ 27,226 
11,975 


س کے 


248b 
2,802 







TOTAL IMAGE 
SCORE 


45,310 
44 008 
17,943 
10,851 
10,797 
10,542 
10,324 
10,311 
8,664 
8,466 
8,458 
1,935 
7,920 
7,146 
7,029 
6,529 
6,281 
6,151 
6,085 
6,011 
4,849 
4,8 
4,103 
3,995 
3,992 


**Renamed Deccan n.a.: Not applicable 
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THE TOP 
GROUPS 





ANIL AMBANI'S ADAG HAS 
LEAPFROGGED OTHERS TO 


THE #2 SPOT, AHEAD OF 
MUKESH AMBANI'S 
RELIANCE INDUSTRIES. 


AST YEAR, WE HAD MENTIONED HOW 

two groups, the Av Birla Group and 

the Bajaj Group, had steadily lost 

ground in terms of coverage. Well, 

the latter has lost ground further, 
dropping from #10 to #14, while the former 
has gained some ground to #12, but is still 
way short of State Bank of India, which rounds 
off our Top 10 list this year. L.N. Mittal's 
ArcelorMittal has also lost ground quite dra- 
matically, dropping 12 positions to #17, perhaps 
expectedly, after the excitement of its high 
stakes takeover battle for Arcelor the previous 
year. The Tata Group maintains its position 
as the most written-about business house in 
the country, while the Anil Dhirubhai Ambani 
Group pips elder brother Mukesh Ambani's 
Reliance Group to come in as a distant #2. 
Reliance, Bharti Airtel, ICICI Group, ITC and 
the Mahindra Group more or less maintain 
their positions in the Top 10. 

Vijay Mallya’s uB Group and Kishore 
Biyani’s Future Group have scored most dra- 
matically in terms of media visibility. For UB 
Group, the reasons are not hard to find: the 
group took over Whyte & Mackay during the 
year, its promoter bought a 50 per cent stake in 
Formula 1 team Spyker and renamed it Force 
India and there was considerable speculation 
about the group buying a team franchise in 
the Board of Control for Cricket in India-pro- 
moted Indian Premier League, while the latter 
maintained its position as the larges: Indian 
retail chain. 
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THE TOP 25 


Tata Group 

ADAG 

Reliance Industries 
ICICI Group 

UB Group 

Bharti Group 

ITC Group 
Mahindra Group 
Future Group 

State Bank of India 
HDFC Group 

AV Birla Group 
Wipro 

Bajaj Group 

Max India Group 
Videocon Group 
ArcelorMittal 
Honda Group 
Kirloskar Group 


Standard Chartered Bank 


UTI 

Sahara Group 
LIC 

General Electric 
Raheja Group 


п.а.: Not applicable 





TOTAL IMAGE 
SCORE 


723,289 
311,290 
289,016 
234,561 
187,203 
173,813 
141,493 
137,515 
124,198 
120,922 
106,202 
104,691 
100,874 
89,786 
88,054 
87,535 
81.444 
70.790 
65,272 
65,180 
65,035 
63,877 
60,505 
59,550 
58,899 








MI 
M0 


r4: 
юе 
з 


á 
7 А 
HN bez 


5 


. 
С E 
مم‎ —— 


80/L0/Wdv/O3Ivi2OSSv 





S9LLOPZI£6:0 : ITE? S3usu9A0J4 [еиоцеигәзиј 403 Ooof OOS 110 :ON әш Фән uio2'sao»xpedjevureSe(D)ojul : pew- UIOX"EIDUISAD'AAA : 931SQOAM 


621608976: OVZIA *G0E LZ 11686 : VOVMVAVTIA* 10052 SPZE6 - Id VA* 
28215 998—6 : WNMONFAIML * 19884 POSES : AHOIML * 6ў12/ 27686 : YNY * 9605 P1706 : LVUNS * 96 L0€ 92966 : W3TVS * 17861 SBSE6 undv3anms * 51611 0S0€6 : LONNNIY * 2095 Z6ZE6 : UNdIVY *901 0 ROE : IHONVMH * 06092 0126 : ЗМПа * 
8906 776 : AMH3HOIONOd * 12,262 02296 : WISWN * 6CC61 ZLLEG : MOYidOVN * PREP, 9266 : 3HOSAN * #1016 SZZE6 : IVEINNIN * 96760 £09€6 : МУПОМИ * 07762. 991€6 : VNVIHORT * 14999 ESEE6 : MONMONT * 82897 00586 : MÉ)dVH'T0M * 
(2091 2176 : VIVYQYON * 1010 19166 : УПанаог * 6р6 SPECK : UNAOSHSINVT * 96860 SPLEG : ЧПауг * 27020 LZOE6 : 3HOQNI * 68021 08796 : QV8VH3QAH * CPOZE 9EPC6 : MANH * 26460 64666 : ЧУМаІЧҮН * ZEL69 27986 : ШУНҮМПЭ * 
19/00 72186 : NOVOSnO * 18110 L9266 : VOD * 18491 LLOEG : ЧОПУМО * EEZZZ 1796 : 30033 * 09100 92166 · IHT3Q * [2ЕР9 961€6 : МПОУУНЗО * $0998 00966 : JHOLVEWIOD * 82£6* 09786 : МНЭОО * 829CE£ 1916 : HHVOIONVHO ® 
19615 OL8E6 : IVNN3HO * 821122176: SHO IVONV8 * SEL 80066 : TVdOHB * 018€ 8/£€6 : HVMS3NVBhH8* 77912 CLCEG vaoxvg*01619€04£6: GYVBVONVHNY * POOLE 11266 :HVMS3 TYMNY • 0772 0/CE6 : QVBVOW3HV * 5321330 HONVES 


'Sussnouas4eA | oS4e5 ary | 192224 ssaadx3 | JUBWBAOCW ANg : so»iA49Ss 149470 


(Н) ANVAWOD 03H13) 0007:1006 OSI NY (Buyeyp әзојәд Ay» su jo apo» GLS хуәла) (soni) ANO) 190909 (592944 8) 1р1 0909 : TIVO ONLLAIHS НОЗ dnous 


Sw з л O и @ 
8 SYANDIWd T 
IWAUYWDY -~ 





‘Buljjlus jo jno esues әуеш ƏM 


‘homo addo ayy sdaay lop o uy 


Dt ET 


GUEST COLUMN/ SOURAV DE/ HEAD/ CIRRUS 


INDIA INC. IS FOCUSSING ON IMAGE BUILDING 


HE BT-CIRRUS SURVEY IS IN ITS 
[sz year and it is, by far, 

the widest in the country, 
with more than one million articles 
analysed for the minutest corporate 
mentions and considered. 

Each survey has been a great 
learning exercise. Till 2006, we 
considered only articles that pre- 
dominantly featured one or more 
companies. This, we realised, 
was, perhaps, not very fair for all 
sectors. Consultancies, for exam- 
ple, receive a majority of their 
coverage in the form of quotes 
from the industry experts they 
employ. So, we have broadened 
the scope of the survey to include 
every mention for all companies. 

As a result, there was considerable 
impact for some. 

The public mood, in 2007, 
was euphoric. With the economy 
booming and the BSE Sensex scal- 
ing newer heights, corporate India en- 
joyed a dream run. Overall Quality of 
Exposure (QoE) was up and most sec- 
tors fared well. 

We have seen a few remarkable 
achievements in 2007; there are com- 
panies that came from almost nowhere 
to the Top 100 over the last two 
years. The difference between the #1 
and #100 has also reduced substan- 
tially. The difference with #1 and 
#200 was also marginally lower—a 
clear sign of increased focus and wider 
coverage that India Inc. has been re- 
ceiving both in the print and audio- 
visual media. 

The information technology, auto- 
mobile, telecom and aviation sectors 
continued to dominate while real estate 
and retail have made it big as ex- 
pected. Consultancies and financial 
services sectors also did extremely well 
compared to previous years. The lead- 
ers in banking, durables, FMCG, F&B, 
IT hardware and oil & gas were also 
prominent and feature prominently on 
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this year's list. But insurance, phar- 
maceutical and securities companies 
continued their poor run. Even the top 
players ranked way down our list. 

Overall, three out of the Top 10 in 
2006 slid to #25 and below, 14 of 
the Top 20 lost ground to other more 
aggressive companies. Then, a little 
more than 20 per cent of this year's 
Top 200 list comprises newcomers. 
This is, perhaps, a reflection of the 
churn that is taking place in the Indian 
economy in general and the corpo- 
rate world in particular, where newer, 
more aggressive companies are emerg- 
ing every day and pushing yesterday's 
leaders lower down the hierarchy in 
the national mind space. 

Having said that, we must accept 
that for most companies, making it to 
the Top 200 is a great achievement. 
This is particularly so for companies 
that do not belong to the so-called 
"hot" sectors. 

Now to some general trends and 
observations. This year, we have 


noticed certain prominent and 
disturbing trends in content. We 
are not sure whether they are un- 
desirable consequences of the me- 
dia boom. Business dynamics 
have led a section of the media to 
focus on news that makes eco- 
nomic sense for them. In the mad 
rush for eyeballs and readership, 
even regular news is often branded 
"breaking news" on television and 
"exclusive" in the print media. 
Fortunately, we see less of this 
in the financial media, but the 
trend is worrying. 

Then, the recent launch of 
several new newspapers across 
the country has created a de- 
mand-supply mismatch in busi- 
ness journalism like never before. 
The domain that belonged to the 
creamy layer has been invaded 
and you can see the imprints all 
over. However, things are im- 
proving and the leading publications 
are consolidating their positions further 
even as some smaller ones are grad- 
ually becoming inconsequential. 

To sum it up, 2007 was a step 
forward and most companies focussed 
more on better public relations and the 
management of their corporate im- 
age. However, corporate communi- 
cation in India still has a long way to 
go. It will come with higher awareness 
at the "C Suite" and proper commu- 
nications education at the highest 
level. Hope to see some great work on 
HR, CSR and environment fronts. This 
year promises to be brighter. m 
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ABOUT CIRRUS 

Cirrus Media Research Pvt Ltd (www.icir- 
rus.com) is a national corporate image 
monitor that pioneered media evaluation 
in India. Cirrus analyses over one million 
news pieces in nine different languages 
on more than 2,000 corporate entities. 
Cirrus is an independent third-party 
evaluator and not associated with any PR 


| agency. 


Feedback to btcirrus@cirrus.co.in 


The technology sector, once the 
star performer on the stock 
market, is reeling under pressure. 
When will it bounce back? 
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The rupee appreciation and margin pressures can create bargains 
in technology stocks—but hang on for a while. MANU KAUSHIK 


announced its third quarter res- 

ults on January 11. It registered 
25.2 per cent growth in net profit 
and a 16.9 per cent jump in rev- 
enues, but its stock price still lost 
1.38 per cent to close the day at Rs 
1,580. For years, Infosys has been 
the unofficial bellwether of the earn- 
ings season, but that now seems to 
have changed. Says Apurva Shah, 


[: GIANT INFOSYS TECHNOLOGIES 
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Head of Research, Private Client 
Group (PCG), Prabhudas Lilladher: 
“The stakes are higher for investors 
during this earnings season. 
Unexpectedly, more diversified rev- 
enues, higher fixed-price billings 
and no signals on a cut in IT budgets 
are some of the positive signals 
from the Infosys’ numbers. But the 
company's volume growth was 
unimpressive and that too was 


driven by just a few clients. 
Additionally, a majority of its clients 
aren't doing too well, which is a 
real concern." 

But is India's IT sector heading 
for trouble? The rupee climbed 
more than 12 per cent against the 
dollar last year, squeezing margins 
of software firms. For every 1 per 
cent appreciation of the rupee, there 
is 40-60 BPS (basis points) negative 


impact on margins. Says Gaurav 
Dua, IT Analyst, Sharekhan 
Securities: “The steep and sudden 
appreciation of the rupee against 
the dollar played spoilsport in the 
first two quarters. However, the 
rupee has not shown any abrupt 
change against the dollar during 
the December quarter. Fortunately, 
in the third quarter, the dollar was 
largely stable and remained in the 
Rs 39-40 band. IT exporters are ag- 
gressively using hedging and the 
problem can be managed with 
higher billing and cost-cutting." 


The US Factor 


Some analysts say that nowadays, 
earnings data is no longer the ob- 
vious price setter. Says Hardik 
Shah, Research Analyst, Asit C. 
Mehta Investment Intermediates: 
"The management's outlook 
regarding IT budgets of us-based 
clients in the next financial year 
will set the tone for IT stocks going 
forward. Also, traditionally, the 
third quarter is a weak period for 
the industry given the holiday sea- 
son. Clients also plan for the next 
year at this time. Hence, growth in 
this quarter can be lower than that 
of previous quarters in dollar 
terms." Agrees Apurva Shah: 
"Quarterly growth itself is less of a 
concern compared to the land- 
mines Indian IT companies may 
step on in the coming months. A 
clearer picture is likely to emerge 
only later this month, when us 
companies start renegotiating deals 
or announce new contracts. [n the 
face of a clearly slowing us econ- 
omy, the sector is unlikely to show 
any great outperformance to the 
broader market." 

Besides the Us issue, another 
worrisome factor is rising wages. 
Says Sandeep Shenoy, Strategist, 
PINC Research: “Despite the wage 
increase, the larger players have 
demonstrated ability to manage 
earnings growth at 70-75 per cent 
utilisation rate. However, the other 
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The IT index lagged the Sensex by a huge margin 
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IT giants have done well despite the odds against them. 
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“Despite the wage increase, the larger 
ayers have demonstrated ability to 


manage earnings growth at 70-75 per cent 


utilisation rate” 
; ) Shenoy/ Strategist/ PINC Research 


aspect of handling wage inflation is 
to ensure that new recruits become 
billable as soon as possible." 


Silver Lining 

For quite a while, technology stocks 
have grossly underperformed the 
broader market due to the cyni- 
cism related to their performance. 
However, analysts say near-term 
prospects are hazy, but the sector 
looks very good from a 2-3 year 
perspective, since current valua- 
tions are now building in very low 
long-term growth rates for the IT 
companies. Says Ajay Parmar, Head 
Research (Institutional Equities), 
Emkay Share & Stock Brokers: “I 
believe that the IT sector has al- 
ready been beaten down and Р/Е5 of 
individual companies have already 
contracted. The sector may not 
give very good returns, but it is 
time to take some contra calls in se- 
lect IT stocks. As far as the long- 
term view is concerned, the IT in- 
dex will definitely offer strong re- 
turns. It has the potential to emerge 
as a dark horse." 


Infosys Technologies 

As India's second-largest tech and 
outsourcing company, Infosys wants 
to expand its geographical reach, es- 
pecially in Europe and Asia-Pacific 
to cut dependence on an uncertain 
US market, which generates more 
than 60 per cent of its revenue. It 
also wants to buy businesses to 
strengthen the array of services it 
can offer clients and to move up the 
value chain by doing higher-margin 
consulting work. Interestingly, in 
the third quarter of 2007-08, the 
company's EBITDA margins was up 
120 BPs (basis points). However, 
one negative signal is the 25.2 per 
cent year-on-year volumes growth, 
which was the lowest in the last 15 
quarters. The company's stock— 
the worst performer on the bench- 
mark BSE Sensex last year—is un- 
dervalued at the current levels, 
making it an attractive investment 


t lh 


— 


27401 ЕЛУ, 


Investments Simplified 


ptiMix and CNBC-TV18 present the Financial Advisor Awards 2008. 
platform that introduces you to the financial advisors who help you 
ecome rich. Join us as we salute the nation's top financial advisors 
'ho help make millions and millionaires. 


ate: 1° Feb. 2008 * Venue: Terrace Garden, ITC Grand Central (Parel), Mumbai 
me: 6:30 pm onwards * RSVP: faarsvp@network18online.com or call: 40019683 Powered by ICRA 


" Presenting Sponsor Powered by Supported by 
Y ' Life lı гаги хэ i 
i OP TIMIX, Q A ©) ZI Network 18 





RACHIT GOSWAMI 





V 


"auo 
pows * 


"Quarterly growth is less of a concern for the Indian IT companies. А 
clearer picture is likely to emerge only later this month" 
Apurva Shah/ Head, Research (PCG)/ Prabhudas Lilladher 


option. Look at the stock with a 
long-term investment horizon for 
good returns. 


Wipro 

The appreciating rupee is eating 
into Wipro's margins but is making 
acquisitions more attractive. In 
August 2007, the company made 
the largest-ever overseas acquisi- 
tion in the Indian IT space when it 
bought out US-based outsourcing 
firm Infocrossing for $600 million 
(Rs 2,400 crore), primarily to gain 
access to new markets in Europe 
and the us. Recently, the company 
won a multi-year, Rs 2,358 crore 
deal to manage Aircel's rr infra- 
structure, making it the first local 
vendor to win such a deal from a 
telco. Wipro registered 33-per cent 
year-on-year revenue growth to Rs 
5,302.5 crore. Net profit in the 
December quarter is Rs 854 crore. 
The company is looking to earn 
nearly one-sixth of its global tr rev- 
enues by March 2009 from the sys- 
tems integration (SI) business. It cur- 
rently earns 68 per cent of its rev- 
enues from Wipro Technologies, 
its global rr services division, and 
will be the first large Indian software 
exporter to bid for big SI contracts, 
competing with players such as 
Electronic Data Systems Corp., 
Accenture and Capgemini, Wipro 
also has profitable presence in niche 
market segments of consumer prod- 
ucts and lighting. The company's 
stock price is already discounting its 
major plans and acquisitions, thus, 
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making it an ideal investment for the 


medium term. 


Tata Consultancy Services 

Recently, TCS bagged a 10-year con- 
tract from New York-based research 
firm, The Nielsen Company worth 
$1.2 billion (Rs 4,800 crore). This is 
the first time an Indian company has 
won an outsourcing order valued 
more than $1 billion (Rs 4,000 
crore). But a talent supply crunch, 
coupled with increasing wages, has 
forced the country’s largest soft- 
ware services provider to consider 
hiring 5,000 employees in Mexico 
over the next five years. It is 
believed that Mexican salaries are 





“Traditionally, the third quarter is a weak 
period for the industry given the holiday season 
and also that clients plan ahead” 

Hardik Shah 

Research Analyst/ 

Asit C. Mehta Investment Intermediates 
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“The sector may not give very good returns, but it is time to 
take some contra calls in select IT stocks” 
Ajay Parmar/ Head, Research/ Emkay Share & Stock Brokers 


about 40-50 per cent lower than 
in the Us, where TCs employs about 
12,000 people. For the quarter 
ended December 2007, TCS clocked 
the revenues of Rs 5,923 crore, a 22 
per cent jump over the figure for the 
corresponding quarter last year. 
Net profit rose 19 per cent to Rs 
1,327 crore. Says Apurva Shah: 
"TCS has a resilient business model 
and is well poised to tide over the 
rocky road ahead. The valuations at 
this stage make TCs a good invest- 
ment proposition.” 


HCL Technologies 

HCL Technologies has a well- 
rounded exposure to three service 
lines—IT services, business process 
outsourcing (BPO), and remote in- 
frastructure management (RIM) serv- 
ices. Says Shenoy: “I think HCL 
Technologies could be a surprise 
for the year as the restructuring 
and realigning of model it has un- 
dertaken over the last few quarters 
will stand it in good stead. I rec- 
ommend a buy on every decline in 
the stock.” Analysts at Emkay 
Research have a “buy” rating on 
HCL Technologies with a price tar- 
get of Rs 384 by March 2009. 
However, the company derives 
around 54 per cent of its revenues 
from the us. The current uncer- 
tainty relating to the economic woes 
of Us and its impact on the rr budg- 
ets of US-based clients could impact 
volumes growth for HCL 
Technologies along with the rest 


of the industry. 
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As Good as Gold 





The yellow metal is booming, and this is just the right time to 
add this asset class to your portfolio. NITYA VARADARAJAN 


have asset class. Gold has been 
hitting record highs and is cur- 
rently trading at around $874 (Rs 
34,960) per ounce (on January 18). 
Gold has begun its long-term bull 
run and has managed to beat long- 
term inflation. The yellow metal 
might not give superlative returns 
over the long term—although it 
has done that in recent times—it 
merits investment attention as a 
hedge against global risks, “Around 
10 per cent of one’s portfolio should 
comprise gold in order to hedge 
against any unwarranted calamity,” 
says K.V.S Manian, Head, Retail 
Bank-ing, Kotak Mahindra Bank. 
At the current price of Rs 1,125 
per gram, an investment in gold can 
pay off over the long term. Says 
Vijay Talreja, Director, Riddhi Siddhi 
Commodities: “Gold prices are cur- 
rently very high, but if you have a 
long-term perspective, beyond 2009, 
you can go ahead—though short- 
term investors could await a correc- 
tion and enter at Rs 1,050 per gram.” 
There are many factors that 
make gold look attractive today. It 
is a hedge against the us dollar and 
is closely linked to the depreciating 
greenback. But some contend that 
gold might not rise too much if 
the US economy recovers. Markus 
Schomer, Managing Director, 
Global Economic Strategist, AIG 
Investments, who paints a better fu- 
ture of the American economy, 
says: “The Us economy should re- 
cover by April. The dollar will, 
thus, recover and, hence, gold 
prices could dip to as low as $650 
(Rs 26,000) per troy ounce. But if 
inflation in the Us is not countered 
adequately gold could again rise 
in January 2009.” It’s easy to buy 


[= TURNING OUT TO BE A MUST- 
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All That Glitters 


You should ask the following questions when buying gold. 


When should you buy gold? 
Timing is not an issue. With rising competition for limited gold supplies, small investors could 
get crowded out later. 


Is this a long bull run for gold? 





Many experts think so, thanks to its gradual linear rise from 2001 and its undiminished 
allure as a hedging tool. A short-term correction is expected, after which the metal is expected 


again to inch upwards. 


How much gold should you have? 


About 10 per cent or more of your assets can be in gold, depending on your analysis of 
the current economic, financial and political situations. 


Are gold futures a good idea? 


Exchange Traded Funds and gold coins are better investments. Gold futures are speculative, 
the exposure is leveraged and pricing movements are exaggerated. 


gold today. Investors can choose 
from three options—Exchange 
Traded Funds (ETFs), the com- 
modity exchange, or from your 
jeweller or banker as imported bars 
or coin. ETFs are mutual funds 
traded on the stock exchanges, and 


investors can buy and sell the units 
through the exchange. "There's 
greater safety in holding gold in 
demat form compared to keeping it 
physically in a locker," says 
Benchmark Mutual Fund's 
Executive Director, Rajan Mehta. 


The tax treatment on ETFs is simi- 
lar to that of debt funds, while 
physical gold purchases could lead 
to wealth tax issues. For those who 
don't have broking accounts and 
are opening one specifically to buy 
gold ETFs, the exercise could turn 
out a shade more expensive than 
purchase of gold coins at a pre- 
mium of less than 5 per cent. Such 
customers may, instead, want to 
consider renting small lockers at a 
bank if they don't have one. 

Opening a brokerage account, 
a demat account, keeping a min- 
imum deposit with broker plus 
annual charges means that a new 
investor may have to shell out 
almost Rs 1,000-2,000, but this 
varies between brokers. Additi- 
onally, brokerage is charged when 
you buy or sell ETF along with 
related taxes. A monthly demat 
charge plus a 1 per cent deduc- 
tion on your ETF value every year 
as fund management charges will 
be a running expense. 

An investor will, however, not 
get physical gold if he chooses to re- 
materialise his paper units, as mu- 
tual funds can't provide the gold 
due to logistics issues. The re- 
demption is done in cash. Says 
Benchmark Mutual Fund's Mehta, 
which pioneered gold ETFs: "It is 
not possible to redeem gold in 
physical units, as it entails its own 
quality and cost issues. Besides, 
there is VAT levied by different states 
for physical purchase and that com- 
plicates the matter further.” 

You can also buy gold bars or 
coins. The cost could increase if you 
buy coins. On the other hand, you 
can face storage issues when buying 
physical gold, unlike an ETF, which is 
like a share certificate. Your neigh- 
bourhood jeweller is a good option, 
if the gold comes with a purity certi- 
fication. While you have to store the 
gold jewellery in a safe place, at least 
there is no fund management charge 
of 1 per cent or entry loads ranging 
from 2.5 to 4 per cent. 


Get the Gilt Edge 


What are the various options 
when ae eo, Me how 
much do they cost 


move: Gold ETFs 


WHAT IS THIS: Mutual funds backed by gold 
assets — 

CHARGES INVOLVED: Initial deposit with 
broker, account opening, demat, and 
other charges; fund management charge 
of 1 per cent annually. NFOs cost more 


WHO SHOULD INVEST: Preferably those who 


understand stock markets, and have brokerage 


and demat accounts 
EASE OF BUYING/SELLING/KEEPING: Entry 
process is cumbersome, but selling is easy 


move: Gold coins through bank 


WHAT IS THIS: Coins sold with guaranteed purity 


CHARGES INVOLVED: Premium of as much as 
15 per cent; locker charges extra 


WHO SHOULD INVEST: Anybody with funds and a 


PAN card 

EASE OF BUYING/SELLING/KEEPING: No buyback 
from banks and ETFs and heavy premium 
loss if sold to jeweller; gives satisfaction 

of possessing real gold 


Several banks sell gold coins, 
but charge a premium over the 
prevailing price, depending on the 
size of the coins. For instance, 
when gold was around Rs 1,135 
per gram on NSE on January 10, the 
price of a gold coin at Kotak 
Mahindra Bank was Rs 1,314- 


Sl epg oe inest 







10,000 


Jan. 2, 
Figures are in Rs per 10 gm 


AY GONIHS 





move: Gold coins through jeweller 

WHAT IS THIS: Coins sold through jewellers; purity 
and certification may be issues 

CHARGES INVOLVED; Premium is much lower 

than banks 


WHO SHOULD INVEST: Anybody with funds 

EASE OF BUYING/SELLING/KEEPING: Buyback from 
jewellers without much loss of premium; gives 
the satisfaction of possessing real gold 


mone: From the commodity exchange 
WHAT 15 THIS: Have to go for the riskier 
futures route 

CHARGES INVOLVED: Minimum Rs 10 lakh 
investment, VAT issues on delivery 

WHO SHOULD INVEST: Not recommended for the 
general retail investor 

EASE OF BUYING/SELLING/KEEPING: Riskier 
route; could result in losses or gains; 

time lag 


1,341 per gram, depending on its 
weight. Jewellers don’t charge this, 
though you have to fork out mak- 
ing charges, which are not appli- 
cable in the case of imported 
coins. The Gold Club of Chennai 
(GCC) jewellers offer certified gold 
in tamper-proof packs certified by 
WGC. For example, on January 10, 
Gcc gold coins cost Rs 1,200 per 
gram uniformly across various de- 
nominations, (when the ETF was 
at Rs 1,143 per gram and banks 
were selling at Rs 1,330 per gram). 
GCC has 150 leading jewellers in 
Chennai and it plans to expand 
operations into other states. 

All in all, the sheen is back in 
gold. Investors will do well to buy 
the metal on dips. A small diversifi- 
cation of your portfolio to include 
gold can pay off handsomely over 
the next couple of years. 
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Ban 
on Track 


Index funds mimic 

the markets and 

match its performance. 
But are they good 
investments? 

CLIFFORD ALVARES 





HILE THE STOCK MARKET 

has been rising for much 

of last year and for a few 

days into the current year, the ques- 
tion after the recent loss of over 
2,000 points from its peak is: will 
the markets have a smooth sailing 
ahead? In the early part of last year, 
the market was steady, but soared in 
the latter half on increasing fund 
flows. And one category of mutual 
funds that did well along with the 
widely followed broad market in- 
dices was the index funds. On av- 
erage, index funds got a profitable 
ride on the rising Sensex, returning 
about 49 per cent and making 
them a good investment avenue 
for those who invested in them. 
But now, market strategists 
are waving the danger flag to in- 
vestors saying the passive ride 
might not be a smooth sailing 
one this year. The recent sell- 
off by foreign institutional in- 
vestors on concerns of the slow- 
ing US economy has seen the 
market plunge 2,000 points, or 
about 10 per cent from its re- 
cent highs. If the indices cut back 
further, index funds are the ones 
that will lose out. It's not to say 
that diversified funds, by con- 
trast, will not lose; some could, 
particularly those that are ex- 
posed to stocks that are hard hit 
by the sharp unwinding. But if 


|! 
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Keeping Up with the Market 


Index funds allow you to buy the market at its current levels. 


e They track the broad diversity of the stocks and sectors in the index 

e They work on the principle that it's best to follow the market, than try and outsmart it 
e Index funds have a low cost as they do not require active monitoring 

e They aim for market returns by investing in stocks in proportion to a major index 


the market is going choppy, it's bet- 
ter to remain in stocks that have 
growth potential. 

Index funds perform very well in 
a market that is booming and is a 
cheaper way of investing compared 
to the diversified and actively man- 





"If you are new to the markets, it's (index funds) the 
lowest cost play. So, you can allocate some portion to 
index funds " 


Jayant Pai/ Financial Planner 


aged funds that have a higher ex- 
pense ratio. But over the last year, 
index funds have been lagging be- 
hind the actively managed funds 
by some margin. On average, ac- 
tively managed funds raked in about 
60 per cent return, which is about 
13 percentage points higher than 
index funds. 

As of now, there are only 
fewer index funds and they are 
based on either the Sensex or 
the Nifty. There are a couple of 
sector funds and exchange-traded 
funds that mirror the Bank psu 
index, but they are just a handful. 
So, most of the index funds in 
India mirror the basket of stocks 
that are represented in the 
broader indices, and most of 
these stocks are large caps. But 
the market comprises many other 
stocks in the mid- and small-cap 
space. Says Yogesh Kalwani, 
Senior Vice President (Products), 
Motilal Oswal Securities: “Index 
funds are based on market cap or 
the fleet float norm. There are 


On the Mark 


Index funds have mirrored market movements quite closely. 
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more than 80 stocks with a mar- 
ket cap of Rs 20,000 crore. So, 
there's no point in cutting it very 
fine in index funds. There are 
opportunities beyond that." 


Good for Passive Investor 

But this category of funds is a 
good idea for those investors 
who simply want to track the 
market, and want to keep their 
expense low. Besides, it's a pas- 
sive way of staying invested in 
the Indian growth story, which 
is expected to expand at around 
8 per cent and more in the com- 
ing years. Says certified finan- 
cial planner Jayant Pai: *Many 
actively-managed funds find it 
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"There are more than 80 stocks with a market 
cap of Rs 20,000 crore. So, there's no point 
in cutting it fine in index funds. There are 
opportunities beyond that" 

Yogesh Kalwani, Sr VP (Products), 

Motilal Oswal Securities 
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increasingly difficult to beat the 
market. If you are new to the 
markets, it's the lowest cost 
play. So, you can allocate some 
portion to index funds." Pai 
also says that it's difficult to 
consistently choose the outper- 
forming funds. 

An index fund, by its very 
strategy of remaining invested in 
some of the well-represented 
and bigger sectors, does well 
when the index performs. Over 
the coming months, however, 
the index is going to get volatile. 
Hence, invest in index funds 
only if you are going the long 
haul and want to remain 
a passive investor. 
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believe it or not. 


YOU WILL FIND DIAMONDS 


in the latest issue of 


MONEY TODAY. 


Just pick up tbe latest issue of Money Today, answer a few 


simple questions and enter the get rich with Diamond contest. 
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Bring Back the Old 








If you have a lapsed insurance policy, here's how to renew 


it at the minimum cost. 


S IS OFTEN THE CASE, INSUR- 
А payments сап get a bit 
edious sometimes. You may 

have changed your address and be- 
fore long, you have missed on a 
sizeable chunk of payments despite 
the renewal notice. As life insur- 
ance is a contract between you and 
the insurer, it entails a regular pay- 
ment of your insurance premium. 
Any default violates the policy terms 
and conditions. For most individu- 


NITYA VARADARAJAN 


als, it could become difficult to keep 
up with the payments, particularly 
in the short term due to, say, un- 
foreseen circumstances. But, what 
should you do when this happens? 
Should you let it lapse or then pay 
the penalty and renew it or surren- 
der the policy? 

If you do have a lapsed insur- 
ance policy in your hands, there 
are two options in front of you: re- 
vive your policy if it has not ex- 


A Ready Reckoner for Surrender Rate 
How much you could get if you surrender your policy. 
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illustrative surrender rate for Rs 100 paid up 
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ceeded five years, or surrender 
it. You can only renew money- 
back or endowment policies. 
However, if you have a pure term 
policy, you can't renew or sur- 
render it, you have to buy a fresh 
one instead. 

Renewing, of course, comes 
with its fair share of costs and, if 
you have missed the premiums for 
a long time, it could prove ex- 
pensive. In the most ordinary of 
cases, you have to pay up all the 
missed premiums with an inter- 
est of 8 per cent (which is the stip- 
ulated rate by Life Insurance 
Corporation of India). The longer 
your policy has lapsed, the more 
expensive renewing gets, as the 
interest starts compounding. 

Life insurers sometimes offer 
a special revival scheme which you 
can avail off, though this is rare. A 
special revival waives off the in- 
terest portion if premiums are not 
paid for up to a year, and does 
not insist on a medical check-up— 
and the reinstatement is done on 
an as is where is basis. Sometimes, 
special revivals are also given if 
your policy has lapsed for less than 


НҮЯНҮ5 NAWVH 


Look Before You Leap 


Insurance policies lapse if you don't pay your premium on time. 


e Don't take a policy that you feel will be difficult to service at a later date 


e Makea diary of your insurance payments, and get regularly updated whenever you 


buy a new policy 


e [tis better to opt for more policies later if there is a need, while a ULIP policy can 


be topped up 


e If your policy lapses and you wish to revive it, don't opt for a loan. The interest 


cost erodes your effective rate of return 


e Check out surrender rates from your insurer or public sector banks before you 


surrender your policy 


e Don't surrender an existing policy in favour of another one. Surrender values 
are low while it takes time for a new policy (even if it is a ULIP) to pay off. You lose 
time and money. Instead, opt for lower value policies whenever you need to 


add insurance cover 


three years, but that depends on a 
case-to-case basis. In short, you 
only pay the premium. Avail of 
this facility as it will keep your 
policy alive. 

If your policy distributes pro- 
ceeds after maturity and has lapsed 
for more than three years, you could 
opt for a loan-cum-revival option, if 
the premium outgo is too much for 
you. “LIC gives one to the extent 
of 90 per cent of surrender value," 
says S. Raghuraman, an LIC agent 
who also runs a personal finance 
consultancy and distribution firm. If 
your insurer doesn't give you a loan, 
there are banks and private agencies 
which do on the basis of your policy 
certificate where the surrender value 
is endorsed by the insurer. But, 
check out the interest rate and see 
if it fits your budget. Usually, this 
is an expensive recourse. 
And you need to calculate 
the paid up value (see The 
Cost of Surrender). You also 
need to factor in the sur- 
render rate, which is pro- 
vided by the insurance 
companies. 

In general, the longer 
the term and the lower 
the number of years of pre- 


mium paid up, the lower the sur- 
render value. Bonuses are taken 
into consideration after premium 
has been paid up for at least three 
years. According to the latest reg- 
ulations, there is no forfeiture of 
bonus in this case—one will get 
the full bonus declared every year 
in the three years during which 
premiums have been paid. But re- 
member, surrender value is always 
less than the premium paid up. 
On a money-back policy, which 
includes survival benefits, the in- 
surance company determines the 
total deficit you face by factoring 
guaranteed benefits, and reducing 
other charges that usually get de- 
ducted in the normal course. Of 
course, your surrender value re- 
duces to that extent, but you don't 
have to incur interest charges if you 


The Cost of Surrender 


How to calculate the surrender value for your policy. 


First, find out the paid up value of premium. 
Number of years premium paid 4 Bonus x Sum assured 


Policy term 1,000 


Second, check out your surrender rate from your life insurer. 
— Ó x Paid up value 


DEBASIS PALIT 





“On renewal, an insurance company could 
insist on a medical check to ensure that 
the revival is not done prior to a critical 
health problem” 

Rahul Agarwal/ CEO/ Optima Insurance Broking 


take a loan. When renewing, how- 
ever, insurance companies might 
want to know the latest on your 
health. “On renewal, an insurance 
company could insist on a med- 
ical check to ensure that the re- 
vival is not done prior to a critical 
health problem,” says Rahul 
Agarwal, CEO, Optima Insurance 
Broking. 

If you surrender instead, 
you could lose out—you will get 
the returns in line with your sur- 
render value as worked out by the 
insurer. But if you want to take 
a fresh policy later, the premium 
costs will increase and you 
may have to undergo medical 
check up. 

In ULIPs, if your corpus is ade- 
quate and covers your premiums 
and other expenses, the policy will 
remain in force—but en- 
sure that your investments 
generate enough money to 
keep your cover alive. At 
worst, renew your policy 
by paying a small penalty 
if your policy has been in 
vogue for a longer period. 
At best, keep all your poli- 
cies alive by regularly paying 
the premiums. 
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NEWS ROUND-UP 


Get That Certificate 


Market intermediaries have to get themselves certified by SEBI. This will professionalise retail distribution. 


HE SECURITIES AND EXCHANGE 

Board of India (SEBI) has made it 
mandatory for those engaged in 
marketing and selling mutual funds 
products to obtain a certificate from 
the National Institute of Securities 
Market (NISM), a trust formed by 
the regulator. Companies engaged 
in equity-related products, too, have 
to get their employees registered. 

For now, many relationship 
managers of brokerages selling mu- 
tual funds lack AMF! certification. 
A cEO of a domestic mutual fund, 
who did not want to be named, 
says: *More than 50 per cent of 


individuals selling mutual funds are : 


not AMFI-certified. It’s a humon- 
gous task to keep a check on every- 
body selling mutual fund products. 
The regulator has taken the right 
step as the industry will never come 
forward to take the responsibility on 
its own." An ex-employee of a do- 
mestic brokerage, who held the po- 
sition of a relationship officer, told 
Business Today: “We had only two 
AMFIcertified persons in our branch 
office, but all of us used to market 
mutual funds products to investors. 
During new fund offers (NFOS), there 
was no choice but to ask everyone 
to market the fund to investors." 
Industry experts feel this is one 
reason for SEBI to initiate a certifi- 
cation programme for all market 
intermediaries. Speaking to the me- 
dia in December, M. Damodaran, 
Chairman, SEBI, said: “From now 
on, all persons directly or indirectly 
associated with the securities market 
will have to obtain certificates from 
the regulator to conduct business 
in the securities market. This will 
demonstrate the minimum profi- 
ciency standard of the individual 
as well as tell investors that the peo- 
ple who they deal with have ap- 
propriate knowledge, a certain min- 
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Show That Certificate 


Market participants have to get 
themselves certified. 


e SEBI is considering a certification 
programme for market professionals 


e The certificate will have to be 
obtained by everybody in the 
securities market 


e The certificate will be valid for a 
period of three years 


e This is expected to bring about 
a degree of professionalism in the 
securities market 


imum level of education and be- 
havioural standards to do the job.” 

This certification will cover stock 
broking firms, stock dealers, for- 
eign institutional investors, mutual 
funds managers, portfolio managers, 
and those involved in the distribu- 
tion or marketing of equity-related 
products. As of now, apart from 
the АМЕ! certification designed for 
mutual funds distributors, only stock 
dealers and brokers undergo a cer- 
tification programme designed by 
the exchanges—the National Stock 
Exchange (NsE) and the Bombay 


Stock Exchange (BSE). 

The certification has to be ob- 
tained by passing an examination 
approved by SEBI, which will be 
conducted by NISM from time to 
time. The certificate will be valid for 
three years. Subsequently, people 
will be required to undergo training 
programmes or re-appear for the 
certification programme to main- 
tain its validity. Once the regula- 
tion is passed, people related to the 
securities market will need to pass 
the test within two years while new 
employees have to get certified 
within a year. Besides conducting 
examinations, NISM will also act as a 
central registry and maintain a data- 
base of certified persons working on 
the stock market. 

However, there has been mixed 
reactions from the industry. A sen- 
ior market player, who did not want 
to be quoted, says: *For qualified 
people who have already done fi- 
nancial management and have 
learned securities analysis, there is 
little value addition. Secondly, will 
the certification help someone to 
make profits for his clients?" But 
there are many others who have 
welcomed the move. Says Ved 
Prakash Chaturvedi, Mb, Tata 
Mutual Fund: “It helps me to set an 
example for my employees who 
will now be encouraged to pass the 
test," he says. "Today, everyone in 
my office is AMFI-certified. Apart 
from certification, it gives them 
knowhow of the product as well 
as the industry." 

Individuals seeking the right in- 
formation—and product—will now 
have the assurance that people 
they're dealing with are qualified. It 
will set a new qualification bench- 
mark for the industry—and it bodes 
well for you. 

MAHESH NAYAK 
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NEWS ROUND-UP 


No More Load 


SEBI has removed entry loads on mutual funds—that's good news for direct investors. 


HE SECURITIES AND EXCHANGE 

Board of India (SEBI) has an- 
nounced the waiver of entry loads 
for direct mutual fund (MF) appli- 
cants. From January 4, 2008, the 
regulator has exempted mutual 
fund investors from the payment 
of entry fee on applications that 
are received through the internet, 
directly submitted to asset man- 
agement companies (AMC), to col- 
lection centres or investor 
services centres and are not routed 
through any distributor, agent or 
broker. This new regulation is ap- 
plicable to both new fund offers 
(NFOs) and existing funds. 

Entry loads are charged from 
investors to cover the upfront costs 
incurred by the AMC for selling the 
fund. It also covers a one-time pro- 
cessing cost. [n addition, an asset 
management company pays a 
commission to the broker who 
brings in the business. Currently, 
investors pay 2.25 per cent entry 
fee in open-ended funds. For NFOs, 
particularly three-year close-ended 
funds, investors pay 6 per cent. 
However, mutual funds will not 
collect any entry load from direct 
investors. 

On the face of it, SEBI's new 
initiative seems to be in 
favour of investors, but in 
reality, it may not benefit 
the investor community as a 
whole. A retail investor, on 
average, invests about 
Rs 1,000 per month in a 
mutual fund. On that in- 


Period 


Already, distributors and agents are selling ULIPs as MF products 





\ 


that give investors an additional insurance cover 


way squeezing distributors. 

Says Sameer Kamdar, Country 
Head, Mata Securities: “The new 
regulation will slow down the 
growth in the mutual fund indus- 
try. If distributors do not have 
any incentive in an already low- 
commission scenario, they will be 
more inclined to sell insurance 
products and promote ULIPs which 


Not Much Savings 
Is the saving worth it when you miss 
the advice? 


Cumulative 
Amount** 





Saving** 


give them good commission.” 
Commissions paid by insurance 
companies go as high as 50 per 
cent on the first year’s premium. 
Already, distributors and agents 
are selling ULIPs as mutual fund 
products that give investors an ad- 
ditional insurance cover. Experts 
feel that this can also go against the 
investor’s interest, as the whole 
industry will push close- 
ended funds that have amor- 
tisation charges as high as 
6 per cent. 

Whether more investors 
turn directly to mutual funds 
remains to be seen. But 


vestment of Rs 1,000, he One month 2.25 | 112.5 
saves Rs 22.50. However, Six months 225 675. 
HNIs and companies who Опе year 225 1,350 
invest huge sums could save Two years 2.25 2,700 
a tidy amount. Still, the new Five years 225 | 650 


rules will not change the 
scenario too much as HNIs 
and companies were any- 
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*Assumed for open-end funds; on a monthly investment of Rs 5,000 
through SIP; figures in percentage 


**|n Rs 


those investors who go the 
direct route may have to 
forgo the expert and in- 
formed advice of their plan- 
ners. For now, the new reg- 
ulation doesn't seem to be 
helping the mutual fund 
industry at large. 8 
MAHESH NAYAK 


From Vision 





to Tangible Value 


ts often the smallest impe- 

tus that unleashes a signifi- 

cant spark of passion to raise 
the threshold of efficiency in an 
industry, in this case it was the 
phrase “Tangible Value". 





C.N.Govindaraju 


C.N.Govindaraju, the Founder 
and Managing Director of the 
Vaishnavi Group, set out to do 
just that, to create tangible value 
in the construction and property 
development industry. By nature 
a quite, unassuming visionary, he 
started out as a career engineer 
with the right attitude and com- 
mitment to his mission. 


Today, 10 years after the inception 
of Vaishnavi, the company has 
unobtrusively established ап 
impressive — track-record that 
constitutes the bedrock of this 
brand. The company is now 
presenting itself on a larger scale 
to the public based upon the 
confidence and experience it has 


PHOTOGRAPHS - JUDE LAZARO 


accumulated in the past and its 
vision for the future. The Vaishnavi 
Group is now positioned to deliver 
what Govindaraju envisioned as 
Tangible Value to its customers 
and stake holders. 


The group is a Bangalore-based 
developer of residential and com- 
mercial property that has created 
wealth for its customers through 
steady appreciation triggered by 
ideal location, quality construc- 
tion and tasteful architecture. 
Vaishnavi's in-house construction 
division has so far developed over 
| million square feet of quality 
real estate. 


Vaishnavi is currently developing 
and constructing 3 million square 
feet, that includes apartments, 
luxury villas, residential layouts, 
retail and commercial properties 
on Residency Road, Koramanga- 
la, RMV 2nd stage, Malleswaram, 
Sarjarpura Road, Shankarpuram, 





Vaishnavi Summit, Bangalore. 


Yeshwanthpur and Peenya in 
Bangalore. The extension of its 
foot-print to Mysore is already a 
reality. 


Having pushed the threshold 
of efficiency in his product, 
Govindaraju with his eye for detail 
has also focused his attention 
on complementing his genuine 
construction and development 
projects with the finesse and 
class of a professional service 
enterprise, passing on a pleasant 
and proactive customer service, 
that’s an integral part of the 
Vaishnavi Group’s brand culture. 


As such, the market can look 
forward to  Vaishnavi's brand 
of Tangible Value, in terms of 
enjoying a genuinely pleasant 
experience of dealing with the 
brand, as well as acquiring real 
estate that's developed into 
a valuable asset and a solid 
investment. ш 





Vaishnavi Badri, Bangalore. 
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AN EPIC SERIES OF SWINGS AND STRATEGIES." 


HARSHA BHOGLE 
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National B-School Challenge 
ARE YOU SHARP ENOUGH ? 


The bails are off and the covers have come out. The 
tournament has come to a roaring end once more. And 
Acumen, presented by Business Today and the Aditya 
Birla Group, continues to be the only one-of-its-kind 
National B-School Challenge. This certainly would not 
have been possible, had our men at the other end, our 
B-School partners, not held their wickets strong. We 
deeply appreciate their enthusiasm, support and 
patronage. Here is looking forward to an unstinted 


partnership next year and beyond. 
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CRYSTAL-GAZING 


Ihe Next Hot Jobs 


Here's a rundown of jobs to keep an eye on in 2008. PALLAVI SRIVASTAVA 





Sonal Pahwa 


Head (Patient Care Sevices), Fortis, Vasant Kunj 


SKiLL-SeT: Masters in Hospital 
Administration, good communications skills 
گگگ‎ à: 


OB SEEKERS IN INDIA ARE ON A 

roll across major sectors. And 

sometimes, every once in à 

while, a new flavour of the sea- 

son emerges. The trick is to stay 
ahead of the curve and spot that hot 
job opportunity. Here are 10 jobs 
that will be in demand this year. We 
tell you why these jobs are in de- 
mand, the prospects (how much you 
can expect to make) and the growth 
path ahead. 


l. Diversity & Inclusion Manager 
This job is a by-product of businesses 
spread across cultures. Also called 
Cross-cultural Manager or Chief 
Culture Officer, the Diversity 
Manager works with employees 
around the world to figure out ways 


M MÀ 
PATIENT RELATIONSHIP MANAGER 


to maintain, enhance and develop 
inclusive corporate culture, where 
employees understand and embrace 
multiple cultures and perspectives. 
"This role is all about developing 
our leadership capability and keep- 
ing in mind the fact that our diver- 
sity of perspectives and talent will 
enhance our organisational creativ- 
ity and innovation," says Tracy Ann 
Curtis, Chief Inclusion & Diversity 
Officer (Asia Pacific), Cisco. She 
travels to Cisco offices across the 
Asia Pacific region and works with 
the local leadership teams to identify 
areas that get in the way of em- 
bracing diversity. 

Who's hiring: Dell, Cisco, Hewlett- 
Packard, IBM, Henkel, Sasken, 
Reliance, Accenture, and a host of 








AMIT KUMAR 





WEB USABILITY EXPERTS 


Shivkumar Parthasarathy 
Head (Web Development), BigAdda.com 


кї -$Ет. Graduate in Chemistry with 14 
years of vital experience 
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The trick is to stay ahead of the curve and spot 
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other companies that are charting 
out global expansion. 

Who're they hiring: MBAs in HR or 
Operations with 10-15 years of 
experience. 


Salary: Starts at Rs 12 lakh p.a. 


2. Aviation Planning Manager 

This senior manager ensures a 
smooth, turbulence-free take-off 
for new airline projects coming up 
in India. As an important member 
of the team, he closely engages with 
sales and marketing departments 
to create new schedules, interacts 
with operations and line mainte- 
nance professionals to plan sched- 
ules in consonance with operational 
and maintenance needs. “The role 
involves connecting different divi- 
sions of the business and bringing 
about transparency and clarity in 
various departments," says Kiran 


Koteshwar, Deputy GM (Project & 
Planning), Spice]et. 

Who's hiring: Airline companies 
such as SpiceJet, MDLR and Jet 
Airways. 

Who're they hiring: Post-graduates 
and graduates in any stream with 
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Tracy Ann Curtis 
roi i 


SKILL-SET: Masters in Organisational 
Development, talent assessment skills 


five-to-eight years of experience. 
Salary: Rs 8-15 lakh p.a. 


3. Environment Toxicologist 
These specialists are required to 
oversee new constructions and ren- 
ovations, assuring the preservation 
of natural resources and the safety of 
residents. With new, more strin- 
gent regulations on the books, many 
environmental engineers will start 
working for developers and corpo- 
rations that want to take a proactive 
approach to their business, accord- 
ing to HR analysts. 

Who’s hiring: Healthcare, petro- 
leum and chemical companies. 
Who're they hiring: BE/BTech- 
Biomedical, Production, Industrial 
and Environmental Science gradu- 
ates with 10-15 years of experience. 


Salary: Rs 10-12 lakh p.a. 








4. Product Managers—Web 2.0 


No prizes for guessing this one. 
With social networking and on- 
line gaming logging impressive 
growth rates, these product man- 
agers are responsible for the oper- 
ational leadership of a product de- 
velopment stream in the company. 
The must-haves: complete under- 
standing of product life cycle de- 
velopment, systems engineering, 
test engineering, testing and mar- 
keting. “With increasing digitali- 
sation and infrastructure build-up 
in the coming days, the demand 
for such people is going to increase 
as more and more companies will 
be looking for such people,” says 
Anil Kumar E.T., Business Head 
(ICT), Ma Foi Management 
Consultants. Bhushan Patil works 
as Product Head for ZapakMail. 
"The Yahoos and Googles of the 


PRODUCT MANAGERS FOR WEB 2.0 BRANDS 
Bhushan Patil 

Product Head (ZapakMail), 

Zapak Digital Entertainment 


SriLL-seT- BE in Mechanical Engg., 
PG in Product Design 
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world are looking for product 
managers for their various Web 
2.0 products as they need domain 
experts here," he says. 

Who's hiring: Yahoo!, Google, 
Reliance Entertainment, Consim 
Info, MMT and Web 18, among 
others. 

Who're they hiring: MBAs with do- 
main knowledge and over five years 
experience in product or website 
management. 

Salary: Rs 8-20 lakh p.a. 


5. Human Factors Manager 
The job of a Human Factors 
Manager is to develop insights into 
user needs and translate them into 
effective user interface designs for 
companies that have a convergence 
of music, voice data and internet 
media. Human Factors Manager at 
Yahoo! India Supreo Mukhopa- 
dhyay says: *As more and more 
companies now understand the rel- 
evance of contextual innovation, 
designing for emerging markets and 
internationalisation of products are 
going to play a key role." His cur- 
rent designation is Design Manager 
(User Experience). 

Who's hiring: Apple, Nokia, 
Kyocera, LG as well as IT product 
companies in the entertainment, 
media, publishing and dotcom 
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AVIATION PLANNING MANAGER 
Kiran Koteshwar 
Deputy GM (Project & Planning), SpiceJet 


siacc-ser. BE with Masters in Finance, 
organisational abilities 





sectors. 

Who're they hiring: Post-graduates 
in Computer Sciences with two-to- 
five years of experience. 


Salary: Rs 12-14 lakh p.a. 


6. Web Usability Experts 

The demand for web usability ex- 
perts is on the rise as more and 
more online ventures try to figure 
out how to monetise their prod- 
ucts. Says Shivkumar Parthasarathy, 
Head (Web Development), 
BigAdda.com: “There are a few 
hundred such experts in the country 
but going by the way ecommerce is 
evolving in India, it will soon reach 
the four-figure mark.” 

Who’s hiring: Internet companies 
like Yahoo!, Google, Indiatimes, 
Reliance Entertainment, Consim 
Info, MMT and Web 18, among 
others. 

Who're they hiring: Graduates and 
post-graduates with two-year 
experience. 


Salary: Starting at Rs 4 lakh p.a. 


MEDICAL PLANNER/ ADMINISTRATOR 


Dr Dilpreet Brar 


Head (Administration), Max Devki Devi, Saket 


SKILL-SET: MBBS, PG Diploma in Health and 
Hospital Management 
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7. Medical Planner 


Every hospital has one and those 
who missed out are looking for 
one. The medical planner manages 
and organises multi-disciplinary 
staff members and sees to it 
that everyone follows the defining 
medical protocols at clinics 
and hospitals. “With corporatisa- 
tion of hospitals, there is a lot of fo- 
cus on revenues, quality, delivery 
and, of-course, medical excellence. 
That's the reason why more and 
more people are looking at good 
hospital administrators who have 
proper training in hospital man- 
agement," says Rajesh Verma, HR 
Head at Max Hospitals. Architect- 
ural firms and medical evacuation 
and insurance companies are also 
hiring them for the planning and 
implementation processes. *With 
hospital chains more focussed on 
internationalisation now, it is quite 
important for them to have a med- 
ical planner onboard," says Dr 
Dilpreet Brar, Head (Administra- 
tion), Max Devki Devi, Saket. 
Who's hiring: Hospitals like 
Max, Wockhardt, Fortis, Apollo; 
development firms; architectural 
firms and various government 
organisations. 

Who're they hiring: Doctors with 
MHA and MBA, with five-to-nine 
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years of experience. 


Salary: Rs 9-14 lakh p.a. 


8. Patient Relationship Manager 
With medi-cities being planned 
around the country, hospitals have 
realised the importance of patient- 
care. This one-point contact for all 
patient interfaces is an expert at 
handling both the people and the 
functions of organisations. Sonal 
Pahwa, Head (Patient Care 
Services), Fortis, Vasant Kun], 
started out as a management trainee 
in Escorts, Faridabad, eight years 
ago. Says Pahwa: “It matters now as 
to what kind of experience the pa- 
tient takes home.” 

Who’s hiring: Hospitals, retail 
healthcare and insurance companies. 
Who're they hiring: Masters in 
Hospital Administration having 
good communication and com- 
puter skills with five years of 
experience. 

Salary: Rs 5-7 lakh p.a. 


HUMAN FACTORS MANAGER 
Supreo Mukhopadhyay 
Design Manager (User Experience), Yahoo! India 


skiLL-SET. Masters in Industrial Design, IIT- 
Bombay, has a pulse on user needs 
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9. Yield Manager 

No, this is not about agriculture. 
Yield management, also known as 
revenue management, is simply the 
process of understanding, antici- 
pating and reacting to consumer 
behaviour in order to maximise 
revenues or profits. “Over the last 
few years, the revenue manage- 
ment concept has increasingly be- 
come a necessity for companies 
that are willing to make changes 
where necessary in order to achieve 
higher revenues without compro- 
mising on their product," says 
Rajesh Kumar, Deputy General 
Manager (Knowledge Manag- 
ement & Business Development 
Team), TMI Group. Ravi Patwal, 
who works as Manager (Yield 
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YIELD MANAGER 
Ravi Patwal 
Manager (Yield Management System), SpiceJet 


SKILL-SET: Graduate with good number- 
crunching skills 





Management System), SpiceJet, 
says: "It's more like an analytical 
job where we go through numbers 
and tell the company the best way 
to maximise revenues and how to 
go about it." 

Who's hiring: Telecom, airline, hos- 
pitality companies as well as on- 
line set-ups. 

Who're they hiring: Graduates and 
post-graduates with 7-12 years of 
experience. 

Salary: Rs 7-14 lakh p.a. 


10. Environment Manager 
With energy efficiency the new 
buzzword, there is a big demand for 
environment managers across in- 
dustry. The task: to coordinate en- 
vironmental risk management, de- 
velop strategies and guidelines for 
waste management solutions and 
practices, among others. 

Who's hiring: SEZs, construction 
and real estate companies, and 
environmental solutions companies. 
Who're they hiring: BE/BTech, ME 
and MTech with 8-12 years of 
experience in chemical plants. 
Salary: Starts at Rs 6 lakh p.a. and 
goes up to Rs 12 lakh p.a. for 


experienced professionals. 





A Slick Career 


Oil companies are hunting for engineers. 


IL EXPLORATION AND DISCOVERY HAVE REACHED A 
Qs high with energy companies engaged in a 
mad race to find fossil fuels. This has led to another race 
by the companies—the one to hunt for petroleum ge- 
ologists. ^Anything to do with oil has to be hot. This par- 
ticular job is in demand these days due to shortage of oil 
globally. In India, as well as abroad, companies are 
looking for oil geologists who can find or confirm oil 
finds. Global companies are particularly looking for 
Indian professionals because of their expertise,” says Kris 
Lakshmikanth, Founder CEO & Managing Director, 
The Headhunters. Oil and gas engineers are offshore 
some 40 hours each week. The soft skills that come in 
handy are an ability to solve problems quickly and to 
work well in a team or even lead one. The shortage of 
geologists has also led to higher entry-level salaries. 8 
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WHO'S HIRING: Reliance, ONGC, Cairn, Videocon, 

Essar and BP, among others. 

WHO'RE THEY HIRING: MSc in Geology or Applied 

Geology. 

AT WHAT LEVELS: Across all levels—entry-level, mid-level 
and senior level. 

AT WHAT SALARIES: The pay packet ranges from Rs 3 lakh 
per annum at the trainee level and goes up to Rs 2 crore 
per annum for those with 25 years of experience. 

WHAT ARE THE NUMBERS LIKE: 10,000-15,000 geologists 
are required per annum. Both Indian as well as foreign 
companies are looking to hire Indians for international 
operations 








COUNSELLING 


HELP 
TARUN! 


Q: | have been working with the packaging development di- 
vision of an ММС for the last two years. Now, | want to fur- 
ther my career in finance or purchase. What should | do? 
I am assuming that you have a diploma in packaging, 
but not a full-time MBA. It is a good idea to widen your 
base. It will be easier for you to move to purchase as 
it extends and uses your commercial understanding. 
A diploma in Materials Management from either 
the Indian Institute of Materials Management or 
any other management school will help your cause. 
Also, request your company for a lateral move. Get 
yourself familiar with current developments in ma- 
terials management by reading and interacting. 





Q: | am currently pursuing a Masters in Mathematics. | am 
interested in joining a data analytics firm. What are the 
prospects of this industry in India and what additional qual- 
ifications do | need? 

Data analysis doesn't have as bright a scope in India 
as other functional disciplines like marketing, fi- 
nance, etc. Companies, market research firms and 
other service providers will offer you some oppor- 
tunities. An additional qualification will definitely 
help you, but ideally, go for it only after you have 
spent at least a year on the job. 

Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—110055. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Acme Housing Pvt. Ltd., Head - Sales 
& Marketing, Mumbai, 10 - 20 Years, 
Job ID: 4810819 

We require Graduate/ Post graduate with min. 
10 years exp. in sales & marketing and at least 5 
years in real estate. Should be in a position to 
lead à team of min 10 sales, marketing and 
customer care personnel. 


Angelique International Ltd., General 
Manager - Electrical, Delhi, 10 - 20 
Years, Job ID: 4751838 

Candidates should have very good exposure 
of Designing of sub-station, familiar with 
various electrical codes and worked on at least 
220 KV. 


Aron Universal Ltd., General 
Manager, Bangalore, 8-10 Years, Job 
ID: 4733811 

Applicant should be CA/ MBA/ Post 
Graduate with 8-10 years of experience. Will 
be responsible to handle communications 
with different Govt. authorities pertaining to 
Taxation, other related issues. 


Asahi India Glass Ltd., Head 
Materials, Gurgaon, 13 - 16 Years, Job 
ID: 4675794 

Responsibilities include negotiation and 
finalization of contracts. Logistics & Supply 
Chain Management between the projects 
ensuring commercial documentation for the 
smooth logistics movement. 


Ballarpur Industries Limited, Unit - 
Accounts Head, Delhi, 10- 15 Years, 
Job ID: 4730237 

Looking for C.A. with work experience in 
manufacturing unit (Mid — sized company), 
having extensive working knowledge in 
Accounting (Plant Accounts). The candidate 
must have experience dealing with banks and 
managing funds. 


Boston Reconstruction Pvt. Limited, 
General Manager, Delhi, 8 - 10 Years, 
Job ID: 4767657 

Need an experienced person with a graduate in 
Agriculture/ Agricultural Engineering or 
equivalent with preferably MBA. You should 
have 8-10 years experience of working in the 
related areas in agri- business. 
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CONVERGYS, Senior Manager - 
Transaction Monitoring/ Call 
Quality, Gurgaon, 8 - 18 Years, Job ID: 
4829785 

You will be responsible to manage all aspects 
of day-to-day operation to ensure 
implementation and deployment of Call 
Quality Technology across multiple sites, 
programs and business unit. 

Datamatics Technologies Ltd., 
Business Head - Finance & Accounts 
/ Document Processing, Mumbai, 

8-18 Years, Job ID: 3858806 

You will be responsible for Business Planning, 
Drive Marketing Campaign, Prospect 
engagement, Lead Team in Project Execution, 
Drive/ Monitor Customer Satisfaction, take 
responsibility for Profit and Loss of Line of 
Business etc. 

Eurobond Industries Pvt. Ltd., Vice 
President - Sales and Marketing, 
Mumbai, 8-10 Years, Job ID: 4811414 
Responsible for carrying out product related 
market research with the help of BDMs 
conceptualizing and designing marketing 
strategies. 

Firstsource Solutions Limited, DGM - 
HR, Bangalore, 8 - 13 Years, Job ID: 
4748172 

Entrant should have 8-12 years of HR 
experience with a Masters degree in Human 
Resources from an institute of repute. 

Ind Swift Limited, GM/ Sr. Manager - 
HR, Chandigarh, 8 - 15 Years, Job ID: 
4829511 

Person would be responsible to lead and 
implement initiatives in the areas of Resource 
Planning, Performance Management, 
Employee Relations, Employee 
Communications, Employee Motivation and 
Retention, Org. Development Training. 
Quest Diagnostics Inc., Director 
Corporate - Communication, 
Gurgaon, 15 - 20 Years, Job ID: 
4788299 

Responsible for PR campaign and 
communication strategies, Assignments and 
Event management, Company websites, 
Branding and Product management, 
approving all the marketing stuff like 
company brochures, advertisement, DOS etc. 


Ramsarup Group, Head of Project 
DRI, Kharagpur, 15 - 25 Years, Job ID: 
4830633 


Candidate should be BE (Mechanical), having 
more than 15 year of experience in 
manufacturing company. You will responsible 
for entire activities of upcoming DRI project 
of our integrated steel plant at Kharagpur. 
Runwal Group., General Manager - 
Finance, Mumbai, 10 - 20 Years, Job 
ID: 4826527 
Candidate will be responsible for dealing with 
Banks, Financial Institutions regarding 
arranging of Funds, Financial Planning, 
Budgetary control, MIS, Forecasting and 
projection. 
Suzlon Energy Ltd., AGM - Taxation, 
Ahmedabad, 10 - 15 Years, Job ID: 
4784796 
Person would be responsible for ensuring 
compliance of Wealth Tax and Income Tax at 
group level for all the group companies. 
Timely preparation, verification of periodical 
return, deposit of taxes by the group 
companies. 
Tata Autocomp Systems Limited, 
GM/ DGM - Finance, Pune, 15 - 20 
Years, Job ID: 4279125 
Responsible for Management reporting, 
costing, financial analysis and proactive 
support for short term, mid term and long 
term planning, the experience includes 
handling of financial accounting, direct and 
indirect taxation, risk management, external 
reporting and HQ reporting. 
Vinati Organics Ltd., General 
Manager (Accounts), Mumbai, 10 - 12 
Years, Job ID: 4775091 
Responsible for the complete finalisation of 
accounts, MIS discussions, Excise and 
Commercial Head to look after accounts of 
plant locations a well as Head Office. 
WLC College India, Regional Head - 
Sales, Mumbai, 10 - 15 Years, Job ID: 
4835851 
The incumbent would be accountable for 
achieving the business targets in the respective 
region. He/she will lead a team of enrolment 
managers in various centers in his region, 
motivate, guide & drive them to achieve 


targets. 





IT Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 








Accenture, Mainframe DB2 DBA, 
Bangalore, 5-7 Years, Job ID: 4827910 
Graduates in any discipline with 5 to 7 years of 


Database design and implementation 
[ ic Ability to perform database level 
and operating system performance 
monitoring the necessary adjustments 








йн» Inc., Senior ы 
| / Yech Lead, Bangalore, 
|- 12 Years, Job ID: 4829432 


Skills required Platform Independent GUI 
yplication development, MAC OS X, C++, 































| and Linux Expertise, Prototyping 
Experience, expertise with wide ranging 
technologies, languages and tools. 


Responsibilities include monitoring of 
et tk performance KPIs on a daily basis 
ding to improvement in overall Quality of 

ervice, to bring down the cell wise utilization 
o alevelof <90% and HR to less than 20%. 


l, Database Solutions Engineer, 
3 э m ore, 5 - 10 Years, Job ID: 


egration and validation of Oracle RDBMS 
с: a Applicaton cluster solutions with Dell 
Wand storage on Linux and Windows OS. 


4 Sr. Oracle Developer, Delhi, 

P icum JobID:4826518 

» pe onsibl ло Develop PL/Sql. analysis of 
E s xê 


requirement, change 
es preparing j RR PL/Sq Packages, 
гп and verbal communication skills. 


idusa Infotech Services Pvt. Ltd., 
Engineers (Java/ J2EE), 
hmec а id. 3 = 6 Years, Job ID: 
: nt should have 3+ yrs or more of hands 
a experience in Jar ЕР wi rpm t 
cent Java — related technologies and 
ameworks is a must. 





IP soft India Pvt. Ltd., Senior Oracle 
DBAs, Bangalore, 5 - 15 years, Job ID: 
2934680 

Looking for Engincers from prestigious 
Institutes, working in top-notch Companies. 
You should have familiarity with the Windows 
NT family of operating systems. 

Iris Software Pvt. Ltd., Manager - 
Testing, Delhi, 7 - 12 years, Job ID: 
4831529 

Person shall be responsible for creating test 
solutions, perform estimation, respond to 
proposals, create collaterals and provide 
leadership to the testing team. 

Motorola India Pvt. Ltd., 
Configuration Mgt., Chennai, 3 - 6 
Years, Job ID: 4826705 

You will be responsible to collaborate with 
design engineering, component engineering, 
engineering management, markcting, 
software engineering, manufacturing & others 
as required. 

Patni Computer Systems Ltd., Oracle 
DBA, Mumbai, 3 - 6 Years, Job ID: 
4744797 

Responsibilities include installation, up- 


gradation, patching and migration of Oracle 
server Software, cloning and database 
refreshes from Hot/Cold and RMAN 
backups, Implementing of Physical Standby 
Databases. 

RBS India Development Centre (P) 
Ltd., Lead Analyst - Oracle 
Applications, Gurgaon, 4-7 Years, Job 
ID: 3721322 

Aspirant should be B.E. / B. Tech, MCA with 
2-3 years of Implementation of Enterpri 
Performance Foundation module for Oracle 
Financials in at least 2 implementations with 
customizations along with the technical 
knowledge of the product. 

Safenet InfoTech Pvt. Ltd., Manager - 
IT, Noida, 10 - 15 Years, Job ID: 
4825346 

Entrant should have strong exp with Active 
Directory 2003 in a global enterprise 
environment. Knowledgeable in Windows- 
based Networks including Windows 2000/ 
2003 Server & Windows XP; troubleshooting 
/ maintaining TCP/ IP networks and of Linux 


or Unix Operating systems. 
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Sapient, Sr. Associate, Technology 
.Net, Bangalore, 4 - 8 Years, Job ID: 
4829150 


Candidate should have Bachelor's degree in 
Computer Science with 4-8 years ia systems 
integration and development, package 
implementation, and/ or interactive design. 


Sony India Software Center, J2EE/ 


Web Logic, Bangalore, 4 - 8 Years, Job 
ID: 4830731 

Looking for experienced candidates with 4 
years of relevant experience in Web Logic. 
Excellent J2EE skills (|J2EE - EJB, Java Page 
flows, Web logic 8.1, Web logic Workshop 8, 
Oracle PL/ SQL, Web logic 8 Portal) and 
should also be able to do the technical design. 


SQL Star International, Project 
Manager/ Project Lead, Hyderabad, 
7-14 Years, Job ID: 4768272 

Skills required: Hands on Programming in 
Java/J2EE, Hibernate, knowledge of Design 
and Architectural Patterns, Platforms and 
frameworks, paradigms and modcls etc. 


Syntel Inc., Project Manager, Pune, 

7-12 Years, Job ID: 4830111 

Applicant should have 2 yrs of minimum 
in Project Management. You 

should be aware of Quality practices in Syntel. 

You should have basic knowledge of IBM 

development tools (Preferred). 


Virtusa (India) Pvt. Limited, Oracle 
DBA, Chennai, 3 - 8 Years, Job ID: 
4685644 

Person should be able to manage and maintain 
databases. You should have UNIX 
administration skills (shell scripting, good 


knowledge of protocols and other skills to 
administer UNIX boxes). 


Xansa [India] Ltd., SAP BASIS 
Consultant, Noida, 3 - 6 Years, Job 
ID: 4829218 

Candidate should have at least one SAP 
Implementation ience in th area of SAP 
— BASIS, he/she should have minimum of 3 
to 3.5 years of SAP experience with 
sound DBA knowledge. 





To know how to Ал sat for these jos, go to finance jobs listing page. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Pidilite Industries Ltd., ASM - 
Project, Chennai, 2 - 10 Years, Job ID: 
4833126 

Candidates will be responsible for new 
business development, achieving sales target 
in designated area, customer relationship 
management, visiting projects, architects and 
developing the business of construction 
chemical range of products, 


Honeywell, Sales Manager - Energy 
Performance Contracting, Chennai, 
5-10 Years, Job ID: 4832346 

It involves approaching and working with 
senior level customers/ decision makers and 
ability to put them at ease, identify their needs 
and challenges and then develop/ coordinate/ 
facilitate a solution from Honeywell HBS's 
portfolio of capabilities. 


Aptech Ltd., Centre Head & 
Counselors, Delhi, 2 - 10. Years, Job 
ID: 4832080 

Ideal candidate should have relevant 
experience of around 2-10 years in Managing 
Profit Centre. Managing entire operations of 
the centre. Preferably from an Education 
Institute. 


Sun Microsystems, Channel Sales, 
Bangalore, 6 - 9 Years, Job ID: 4822694 
Responsible to manage the Alliances for the 
Sun Products & Services, maintain & grow 
Sun thru channel Relationship's, Regional 
Business Management & Reviews. 


ICICI Lombard General Insurance 
Company Ltd., Manager - Liability 
Business, Bangalore, 1 - 3 Years, Job 
ID: 4820949 

Responsible for development of new Channel 
and management of existing channel network 
viz. agents and brokers. 


Rasan Infocom Pvt. Ltd., Manager/ 
Asst. Manager Sales, Mumbai, 4 - 8 
Years, Job ID: 4812515 

Requires Graduates with PG, will be one from 
Electronic Security, HVAC, BMS and Elevator 
industry. Should be aware of local market 
conditions, should have excellent written, oral 
and presentation skills. 


Atos Origin India Pvt. Ltd., Pre - 
Sales, Mumbai, 5 - 7 Years, Job ID: 
4276692 

Responsibilities include Technical response to 
bids of small and medium scale, arranging 
technical and training sessions with the 
product vendors & delivery team, capturing 
and managing customer's expectation. 


Hinditron Infosystems Pvt. Ltd., 
Business Development Manager, 
Delhi, 4-8 Years, Job ID: 2171001 
Applicant should have 4 to 6 years relevant 
experience in selling high performance 
servers, multi/ parallel processing systems 
such as IBM/ HP/ SUN/ Sgi etc. 


Elico Marketing Pvt. Ltd., Asst. 
Manager (Sales), Hyderabad, 2 - 5 
Years, Job ID: 4809524 

The incumbent is responsible for sales of 
imported laboratory analytical instruments 
for petroleum testing, material testing and 
chemical testing. 


India Mart, Sales Manager, Mumbai, 
2-4 Years, Job ID: 4807877 

Person should be MBA / PGDM or Graduates 
with 2-4 yrs of experience, having knowledge 
of using Internet, search engines. You should 
have good business acumen. 


HDFC Bank, Relationship Manager- 
Retail Branch Banking, Mumbai, 1-6 
Years, Job ID: 4803705 

Candidate should be Full time MBA with 1 - 6 
years of experience, Graduate with more than 
3 years experience with requisite skills may be 
considered. Achieving the Business targets 
assigned in terms of cross selling, enhancing 
and upgrading the HNW relationships. 


Infocom Network Ltd., Assistant 
Manager - Space Selling, Jalandhar, 
Ludhiana, 3 - 4 Years, Job ID: 4457518 
Aspirant should be post graduate in 
Management with exposure to hardcore sales 
function with target pressures. Candidate with 
prior experience in Space Selling/ Yellow Page 
industry will have added advantage. 


Rambus Chip Technologies (I) P 
Ltd., Sr. Business Developme 
Manager, Bangalore, 10 - 15 Yea) 
Job ID: 3037026 

Looking for a thoughtful and self motivat 
individual to create demand for Ramt 
technology and solutions through m 
business development activities. 


Procentris India Pvt. Ltd., Busine 
Development Executive, Mumbai, 
3-10 Years, Job ID: 4458085 

Position requires Networking and Netwe 
Security knowledge along with ba: 
knowledge of Operating Systems li 
Windows, LINUX, UNIX etc. You shor 
have an excellent ability to qualify leads. 


Comart Lithographers Ltd., Manag 
Business Development, Mumbai, 
3-5 Years, Job ID: 4090174 

Candidate must have 3 to 5 yrs experience 


Digital Printing/ Packaging/ Advertisi 
company with good communication 


presentation skills. 


Quest Diagnostics Inc., Sal 
Coordinator, Delhi, Gurgaon, 2 - 
Years, Job ID: 4797555 

Responsibilities include tracking of all recor 


from field sales (Diagnostics), prepari 
compilation of all resource data, follow ир : 
action items of field operation and ргерагі 
daily MIS related to sales performance. 


SAS Institute (India) Pvt. Ltd 
NationalSales Manager, Mumbai, 
10 - 15 Years, Job ID: 4772864 

Entrant should have Bachelor degree 
Finance, Commerce or Business or MBA | 
equivalent relevant business experienc 
Having at least 10 to 12 years of over: 
experience. 


Tata Teleservices Limited, Manage! 
Revenue Focus, Kochi, 8 - 12 Year 
Job ID: 4791160 

Responsible for revenue enhancemen 
increase in ARPLs of PTBs, CCBs at 
RDELs, tracking and increasing wallet sha 
in MBOs and value share of market. 


To know how to apply for these jobs, go to finance jobs listing page. 


Monster rated the Best Jobsite in India 
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tead in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Avenue Supermarts Pvt. Ltd. (D 
Mart), Manager - Commercial and 
MIS, Mumbai, 5 - 8 Years, Job ID: 
1282241 

Person would monitor and control all 
sommercial activity in all locations from head 
office. Will also act as a support for all 
ocations on trouble shooting. 


Jootstrap Technologies Pvt. Ltd., 
senior Accountant, Hyderabad, 6 - 10 
(ears, Job ID: 4833675 

Ve require Accountant with 6 to 10 years 
xperience preferably with a MNC. You should 
ауе good knowledge in preparing Final 
ccounts, MIS, Tax returns, Audit schedules 
omplying accounting standards. 


Bay Systems, Executive/ Senior 
ixecutive Accounts, Mumbai, 2 - 10 
(ears, Job ID: 4323588 

«esponsibilities include Accounting till 
inalization, handling Accounts Payable, 
\ccounts Receivables, Bank transactions, etc., 


aaintenance of relevant accounting books, 
ecords and files. 


Dac, Sr. Finance Officer, Pune, 
ucknow, 14 - 20 Years, Job ID: 
729738 

tesponsible for finalization of CDAC's 
nancial budgets and accounts including 
udits like internal audit, Statutory audit, C & 
‚С audit etc., having deep rooted knowledge 
f Government Rules Direct and Indirect Tax 
awsis essential. 


зепрасі, Finance Executive, Delhi, 
vurgaon, 1-5 Years, Job ID: 4351249 
‘tandidate should be B.Com, M.Com, СА 
ater, MBA Distance Learning. You must be 
esponsible for all finance and accounts 
slated functions such as Bank reconciliation, 
tank receivables and Bank Payables etc. 


Jobseekers - To apply for above jobs 






|. Logon to www.monster.com 


2. Type the Job ID in the "Search Jobs" box on the 


homepage 
3. Click the "Go" button 









Inter Globe Technologies Pvt. Ltd., 
Head Billing Manager, Gurgaon, 
8-12 Years, Job ID: 4577125 


Applicant should be an ICWA/ CA or MBA 
(Finance) from a reputed institute. Incumbent 
having a minimum of 3 years of previous 
experience in independently handling billing, 
planning and control and generating MIS 
reports. 


Larsen & Toubro Limited, Accounts 
Manager - Shared Services Centre, 
Pune, 4-10 Years, Job ID: 4790597 
Candidate should demonstrate in-depth 
knowledge of Accounts & Audit, should have 
good working knowledge in Windows Excel, 
should have excellent communication skills. 


Microsoft India Development Center, 
Financial Analysis and Control, 
Hyderabad, 8 - 10 Years, Job ID: 
4414662 

Person should be BE/ BS/ BA degree in 
Finance or Accounting with 8-10 years of 
demonstrated work experience. Advanced 
Excel skills; strong knowledge of operational 
finance, financial policies, and controls & 


systems. 


Mold Tek Technologies Limited, 
DGM (Finance), Hyderabad, 6 - 8 
Years, Job ID: 4245603 

Responsibilities include Preparation & 
Finalization of Financial Statements 
Monthly/ Quarterly/ Annual/ Monthly 
Budgets/Results Analysis of Financial 
Statements/ Reports etc. 


Overnite Express Limited, Manager - 
Accounts & Credit Control, Delhi, 
8-15 Years, Job ID: 3828003 

You should be B. Com/ CA (Inter)/ M. Com 
having good academic records with 8-10 years 
of impressive track record in coordinating and 
executing day to day Financial, Accounting, 
Taxation matters of the entire office. 


or 


re SMS “HIRE ВТ” t 


Sanghi Sez Pvt. Ltd., Sr. Manager 
Finance, Hyderabad, 10 - 15 Years, Job 
ID: 4437646 

Person should be MBA — Finance CA/ ICWA 
etc., he should understand the intricacies of 
finance in Real Estate to IT/ l'TeS companies 
and also residential properties. 


Tata Chemicals Ltd., Deputy/ 
Assistant Manager - Accounts, 
Aurangabad, 2 - 8 Years, Job ID: 
4766935 

Entrant should be B.Com/ M. Com. with 5-8 
years experience in Accounts, Finance/ 
Commercial Depts. You will be responsible 
for Financial and Management Accounting, 
Maintaining Financial controls and 
accounting hygiene. 


THE INCODA, Branch Accountants, 
Kolkata, 8-10 Years, Job ID: 4804408 
Person should be practical with on the job 
experience of finalizing backup matters 
related to Income Tax, TDS, VAT, Service 
Tax, PF, Professional Tax, Payroll etc. 
including maintaining inventory. 


Tops Security, Corporate Manager 
Accounts, Mumbai, 5 - 12 Years, Job 
ID: 4711697 

Aspirant should be a CA or a Graduate with 
good accounts and finance knowledge. You 
should have worked on various ERP's and 
worked up to finalization. You should be good 
in managing funds. 


TurboTech Precision Engineering 


Pvt. Ltd., Accounts Officer, 
Bangalore, 3 - 6 Years, Job ID: 
4802284 


Aspirant will be responsible for handling day- 
to-day accounts department activities such as 
Receivables, Payments, Statutory and Follow 
up of payment and 'C' Forms through 
continuous follow-up. 


Employers - To buy Monster products and services 


Call us at 6000 - 6678 


email us at sales@monsterindia.com 
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While the refinery has drawn flak from NGOs, it has been a boon for the local people 
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A Mine of Dreams 


In the perennial debate on development vs environment, it’s advantage 
development in Orissa’s bauxite-rich Kalahandi. RITWIK MUKHERJEE 


JANUARY 10, 2008 


Lanjigarb, Kalabandi (Orissa), 
510 km off Bhubaneswar 


HINK KALAHANDI AND YOU 

think famine, abject pov- 

erty and misery. These 

were exactly my thoughts 

as I set out on a visit to Lanjigarh, a 
picturesque town surrounded by 
the Niyamgiri range in the 
Kalahandi district of Orissa. As we 
(Br lensman and I) get down from 
our eight-seater private jet at Utkela 
airstrip, at least 50 pairs of curious 
eyes greet the rarely-seen machine 
and us. What brings us to Lanjigarh 
is Vedanta Alumina's refinery proj- 
ect that has hit a ‘green’ roadblock. 
The sight at Lanjigarh certainly 
doesn't match my perception of the 
place, best known for “a year of 
drought in every three or four 
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years". The three-year-old town- 
ship is now home to 118 families 
from seven erstwhile villages 
Kinari, Borbhata, Kothduar, 
Sindhbahal, Narayanpur, Kasibadi, 
Rengopali. (The families object when 





Krishnan says their 
project will improve green cover 





the new township is called their re- 
habilitation. A local tells us in 
Sambalpuri, a dialect of Oriya: “It 
was our place and we are staying 
here, albeit in much better living 
conditions”). The locals have pucca 
houses with toilets, drainage facilities, 
electricity and water, a temple, a 
market complex, a community hall, 
a childcare centre and a school along 
with a dispensary. 

These “better conditions” are 
thanks to Vedanta’s alumina refinery 
project at Lanjigarh. The company 
has also proposed bauxite mining 
from Niyamgiri through a joint ven- 
ture between Sterlite and Orissa 
Mining Corporation. Mining can 
commence only when the Supreme 
Court gives it the go-ahead. 

The Supreme Court has barred 
Vedanta Resources Plc from mining 
bauxite at Niyamgiri, keeping, how- 
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bt reporter's diary 


ever, the doors open for the 1-mil- 
lion tonne alumina refinery proj- 
ect. The apex court has asked 
Vedanta Resources, which is listed 
on the London Stock Exchange, to 
put up a Special Purpose Vehicle 
(SPV) through Sterlite Industries India 
and Orissa Mining Corporation to 
safeguard the rights of local tribals 





and make a fresh appeal before it 
for mining rights. 

This apart, a group of NGOs un- 
der the banner of ‘Green Kalahandi’ 
Is crying foul over what they call de- 
struction of forest cover following 
bauxite mining, adverse impact on 
the habitation and substantial mar- 
ginalisation of water regime. 

C.V. Krishnan, Group Business 
Head, Vedanta Resources, how- 
ever, claims: “Тһе forest cover will 
actually improve after bauxite min- 
ing due to reclamation and com- 
pensatory afforestation. One can 
see there is no habitation in the 
proposed bauxite mining lease area 
at Niyamgiri and hence no dis- 
placement. And even the Central 
Mine Planning & Design Institute, 
Ranchi, has confirmed that there 
will be substantial improvement in 
the water regime.” 

A round of the proposed mining 
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area in a chopper confirms 
Krishnan’s claims. There are, in- 
deed, hardly any signs of habitation 
around the plateau offering bauxite 
on top of the Niyamgiri range. 
Back on the ground, though, 
there are more surprises (read de- 
velopment) in store for us. A mid- 


.dle-aged woman Sulochana Harijan, 


a rag picker till 3-4 years ago, greets 
us in chaste Hindi. She now heads a 
self-help group of 25 women, called 
Budhima Mahila sHG, which makes 
phenyl and soaps. 

“This company gave us a loan 
of Rs 5,000 along with training 
to make these products. We were 
not too sure if we would be able to 
do it. But a few months down the 
line, we could actually repay the 
loan and take a fresh loan of 
Rs 10,000 and then another two 
loans of Rs 20,000 and Rs 40,000. 
Three years of hard toil and our 
current bank balance is Rs 
84,000,” she says, proudly dis- 
playing her bank passbook. 

Budhima Mahila was awarded 
the best SHG by the Orissa govern- 
ment last year. That’s not all. There 
are 37 women SHGs involving 336 
members in the area, plus 50 SHGs 
involving 550 farmers from 45 





villages covering 700 acres of land, 
carrying out modern agricultural 
practices after intensive training. 

As we move on to meet the lo- 
cals, we are drawn to the kids recit- 
ing nursery rhymes in English, 
Hindi and Oriya in the childcare 
centre and the primary school next 
door. Vedanta, which has hired 
67 of the 115 project-affected peo- 
ple, also has an arrangement with 
DAV Public School; the latter ab- 
sorbs all the students from its pri- 
mary schools. Vedanta and DAV 
Public School are together putting 
up a large campus in the locality 
that will provide modern schooling 
to the locals. 

The locals in Lanjigarh seem to 
have left the long history of drought 
and misery firmly behind. They 
don’t even realise that they would 
be a close witness to the growth of 
India’s largest aluminium producer. 
They are also not aware that India 
has the potential to be amongst top 
three aluminium producers in the 
world. They do not seem too both- 
ered about the NGOs’ allegations 
either. It’s the better living condi- 
tions that matter. 

As Khilona Pradhan, a local res- 
ident, sums up: “We are happy that 
we now have houses to stay; we 
don’t have to worry about our next 
meal of the day. Our kids are going 
to school. There are doctors and 
with some of our family members 
getting regular monthly salary, we 
know we will be able to sustain.” 
Greens would find it tough to 
challenge this logic. 8 


bt bookend 


A Millennial Tango 


A marketing guru on why the rise of China and India 
will help every other economy in the world. 


CHINDIA RISING HEN PRIME MINISTER MANMOHAN SINGH 
Jagdish N. Sheth recently visited Beijing on his first 
Tata McGraw-Hill official visit to the mainland, one of 
Pp. 205 the agreements he signed with Chinese pre- 
ios Rs 495 mier Wen Jiabao was to increase trade between 


the two countries to $60 billion by 2010. 
Already, the two countries, two of the fastest 
growing economies in the world, do $38.6- 
billion worth of annual trade. But significantly, 
$40 billion was a target originally set for 2010. 
Despite their long-standing political distrust, 
the two countries realise that their future growth 
need not be a zero-sum game; China's gain 
need not be India's loss and vice versa. Hence, 
the desire to cooperate. If experts are to be 
believed, by 2025, China will become the 
world's largest economy, while India will be at 
No. 3. Put differently, in another 17 years, the 
two economies should account for nearly 40 per 
cent of the world gross domestic product (GDP). 
No wonder, the rise of China and India—niftily 
dubbed Chindia by India's Minister of State 
for Commerce, Jairam Ramesh—is so keenly 
waited and commented upon by just about everyone. 

So, what does Jagdish Sheth, Professor of Marketing at Emory 
University's Goizueta Business School, have to say that others haven't 
already said about the Chindia phenomenon? Nothing radically new, 
but he does a good job of giving Chindia a 360-degree look, both from 
within and outside. As the strap to the book's cover say, his con- 
tention is that the rise of Chindia need not mean the fall of western 
economies or suppression of poorer countries. There are plenty of op- 
portunities the two countries will throw up for western and other 
economies as they grow and globalise. As Sheth puts it, “The arrival of 
Chindia on the world stage should neither impede the continued 
growth of advanced economies nor overwhelm the efforts of less de- 
veloped economies to follow in its footsteps". 

Towards the end of the book, Sheth goes on to explain why he 
thinks developing economies such as Africa will benefit from Chindia's 
growth. As the two countries suck in raw materials to feed their hun- 
gry industries, the countries that have natural resources (think oil, coal, 
iron ore) will find new big markets. There will be investments that 
Chindia will make in such countries to access either their natural re- 
sources or even consumer markets. The Tatas, for example, have size- 
able investments in South Africa. In other words, what Sheth is say- 
ing is that just as companies from developed economies such as the us, 
Japan, and Germany made investments in emerging markets to expand 
their business and remain competitive, China and India will have to 
do something similar. 
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By Vinay Rai & x William L. Simon 
Dutton (Penguin) 

Pp: 284 

Price: $25.95 (Rs 1,038) 


NLIKE JAGDISH SHETH, VINAY RAI 
OP Bill Simon's preoccupa- 
tion is with India alone, and what its 
rise means for every American. Acco- 
rdingly, the book is not so much 
an expert explanation of India's eco- 
nomic resurgence as an account of 
its past and present. Therefore, the 
American reader is told about India's 
new-found competitiveness in soft- 
ware and pharmaceuticals, its op- 
pressive colonial past, its troubled re- 
lations with China and the US in the 
decades following India’s 
Independence, and even the basic 
tenets of Hinduism. Rai, whom the 
book introduces as a "billionaire 
businessman, philanthropist, and 
an icon of progress in India" (the re- 
viewer isn't sure how many Indians 
will agree with at least the third 
descriptor), writes with a sense of 
compassion and understated hu- 
mour. (Narrating an incident about 
finding three men atop a tree at a 
heritage hotel—they were cleaning 
tree leaves one at a time—he says, 
"In India, we care about our trees— 
but | had no idea the concern went 
that far.") Also evident is Rai's love 
for his country. That possibly ex- 
plains why his book, in parts, dumps 
cold statistics and resorts to plati- 
tudes and generalities. "Further tes- 
timony to India's knowledge edge is 
her growing global acclaim in re- 
search and development..." he 
writes. Minus such minor short- 
comings, Think India makes a good 
India 101 for American students— 
perhaps even Indian. 
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Virtual Valets 


Overseas clients spur an industry in India that runs both personal 
and professional errands for them. PALLAVI SRIVASTAVA 


DRIVE 
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fering concierge services. On im- 
pulse, she sent in a request for a 
rental car on a busy weekend and 
was pleasantly surprised at the serv- 
ice. Not only did they find her a car 
within the specified time, it was 
also $25 (Rs 1,000) cheaper than 
what she could have found herself. 
Kriz now gets the Hyderabad-based 
= Ask Sunday agents to gather market 
= data, do research and documenta- 















aa 
hr i 
rd 
B 


B STEVEN AYERS IS FOUNDER AND 
President of investment manage- 
ment company Steven Ayers & 
Company. His Austin-based com- 
pany invests in the local stocks of 
over 40 markets. Predictably, life is 
hectic for the 39-year-old CFA, 
which is probably why his remote 
assistant Smriti Roy from Brickwork 
India, based in Bangalore, clocks 
in around 40 hours per week. Apart 
trom collating information on var- 
ious markets, investment research, 
helping out with the investor re- 
ports and stock-specific data, his 
MBA-grad assistant also mails him 
daily performance of all the stocks 
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in his portfolio before he wakes up 
at 4 a.m. local time. “She costs me a 
quarter of what an actual MBA 
would and I can call her up anytime 
in day or night and she doesn’t 
have a problem,” he says. 


B Patricia Kriz is 27, single and 
works for a real estate investment 
fund in New York City. A self-con- 
fessed ‘big foodie’, Kriz is also in the 
process of setting up her own com- 
pany—Patty’s Pantry NYC, selling 
premium desserts and baked prod- 
ucts to stores in NYC and on the in- 
ternet. In August last, she came 
across a website—Ask Sunday, of- 


- tion work for her. Among the host 


of requests she sends to Ask Sunday 
are restaurant reserva- 
tions, flight tickets, ap- 
pointments, ordering 
flowers, wake- up calls, 
and finding out hotel 
rates. In one instance, 
she even found the 
right jeweller to fix a 
sentimental piece for 
her. “I now regularly 
make a list of things that 
[ get done by Sunday,” 
she says. 


F THAT SOUNDS LIKE A dream, it 

probably is. For Ayers, Kriz and 

thousands like them, outsourcing 
their work—both personal and pro- 
fessional—to remote assistants based 
out of India is the norm. 
Knowledgeable, cost-effective and 
more motivated than the local staff, 
these assistants are important 
pointspersons in making life easier 
for their clients. 


Men Friday Online 

According to Wikipedia, a concierge 
(kON-syarzh) is an employee who 
lives on the premises of apartment 
buildings and serves as a general 


property caretaker. A clutch 
of Indian companies, how- 
ever, 1S now giving a new 
meaning to the word. 
Anything that can be han- 
dled remotely via internet, 
e-mail, fax, VoIP (voice over 
internet protocol) phones is a 
do-able task. 

Ask Sunday, co-founded 
by Steve Ludmer and Avinash 
G. Samudrala in mid-2007, 
Is a new player in the field 
but is already servicing nearly 
2,000 customers in countries like 
the us, Canada, UK, Germany, 
Switzerland, Japan, Singapore, the 
Philippines, Hong Kong and Dubai. 
The company is headquartered in 
New York City (NYC) and its major 
workforce (around 200) is based 
out of Hyderabad. *Both of us were 
busy professionals, working long 
hours in NYC and were looking for 
Ways to get some of our time back. 
We saw there were so many people 
who were time-starved and 
stretched between work and family, 
but a dedicated personal assistant 
was just not cost-effective," Says 
Samudrala. So, they created a 
pooled system of assistants that 
could not only help them but also 
other busy professionals they knew. 

Mumbai-based Tasks EveryDay, 
part of Alfa Overseas Group, has a 
workforce of 250 people looking af- 
ter more than 1,000 clients from the 
US, UK and Australia. The company’s 


Sughandha Srinivasan 





25-year-old CEO Suvidh Marwaha 
says: “We are adding 10-15 new 
clients daily and we hope to grow to 
about 5,000-strong staff in the next 
five years." 

Their client Johnny Johnson is 
28, single and works in a small of- 
fice furniture suppliers company— 
Premier Suppliers, based out of 
Washington D.C. Johnson had to 
cope with a lot of important and not 
so important work which made his 
work hours stretch to stressful lev- 
els. But not anymore. For the last 
three-to-four months, he's been out- 
sourcing his daily chores like creat- 
ing new invoices, researching new 
vendors, manufacturers, fixing his 
appointments, to Tasks EveryDay. 
"It's a revelation to me that I can ac- 
tually get my assistant to do so 
many things; that too in a monthly 
budget of $1,100-$1,200 (Rs 
44,000-48,000)," he says. 

Brickwork's moment of reck- 





oning came in 2005 when the Neu 
York Times columnist Thomas L. 
Friedman wrote about his friend 
Vivek Kulkarni (Brickwork's coo 
and ex-IT secretary of Karnataka) 
and his company in The World is 
Flat. Brickwork was stormed with 
requests for remote executive as- 
sistants from all parts of the world. 
Brickwork now gets around 50-60 
leads (service requests) each day 
and selectively signs on a little more 
than a quarter of these as clients. 
Get Friday, a virtual assistant 
service of TTK Services in Bangalore, 
has a staff of 175 serving about 
1,000 clients from the us, uk, 
Germany, Switzerland, Israel, New 
Zealand, Australia, Hong Kong, 
among others. Get Friday charges 
$15 (Rs 600) an hour, plus $10 
(Rs 400) a month, though rates are 
lower for those with monthly plans. 
“It is quite incredible to note 
that 90 per cent of tasks may not 


You've Got Мог Support 


ome would scoff at the very suggestion but you can get emotional and moral sup- 
Aunt with the help of concierges. ҮоигМапіпіпаїа (YMII) provides moral support 
services to Chennai-based Sughandha Srinivasan, 74, mother of its NRI client. Life 
was slightly difficult for the lady till YMII's Charu entered her life—once a week for 
the last three years. Under YMII's moral support service, Charu's job not only requires 
her to spend a couple of hours with Srinivasan and check on her well-being but also 
do small errands for her, like bill payment, ticket booking or doctor's appoint- 
ments. “I can call Charu anytime of the day, for any information. She worries 
about me as much as my children do," Srinivasan says. Charu is not the only visi- 
tor. J.V. Raman, a doctor with a reputed hospital in Chennai, also comes regularly 
for general check-up, under YMII's healthcare programme. 
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actually require physical presence 
there," says P. Sunder, Chief 
Operating Officer, Get Friday. 
TTK's dedicated service for 
NRIs YourManInIndia (ymm makes 
the lives of 20,000 Indian expatri- 
ates easy and gets things done for 
them in India. Clients can choose to 
place an order through the web- 
site and then the requirement flows 
to one of the six branches in India. 


At Your Service 

The services being offered by these 
concierges, or virtual valets, range 
from regular to bizarre. There are 
requests for quick information look 
up, getting music organised, on- 
line shopping, wake-up calls with 
the weather update and a reminder 
to exercise thrown in, to even get- 
ting work done on the company's 
quarterly report, market research, 
documentation, compilation of in- 
formation and in some cases even 
getting jobs for their clients. "We 
have organised parties and deliv- 
ered food locally in the us through 
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phone, we got a window pane 
fixed in Geneva and we can get a 
contractor to fix a broken plumb- 
ing line sitting right here in 
Bangalore," elaborates Sunder. 
Get Friday's client Valentin Yeo, 
28, a self-employed seo (Search 
Engine Optimisation) consultant in 
Munich, often needs support for 
his consulting business, updating 
and sorting his MP3 collection and 
sorting images. Though he says it is 
very uncommon in Germany to do 
something like this, it makes sense to 
him. *A lot of work would not get 
done if it wasn't for Jasmine, my as- 
sistant at Get Friday. I guess I would 
say in a good week I get around 
10-15 hours freed because of 


Jasmine," he says. 


Ask Sunday, which calls its 
clients Sunday members, partners 
with various travel 
agencies in the US to 
offer full service travel 
agency support. Tasks 
EveryDay gets re- 


quests to search 










*match' portals to find suitable mat- 
rimonial matches. YMil, for its part, 
once got a vintage birth certificate 
(for a person born before 1930) 
from Shimla at the request of an 
Englishman in Canada. 


The India Advantage 
Evalueserve, a research firm, has 
predicted that ‘person-to-person 
offshoring’, both consumer serv- 
ices and services for small busi- 
nesses, would grow rapidly, to 
more than $2 billion (Rs 8,000 
crore) by 2015 globally. It's a win- 
win for all. While the service cost 
differs from company to company, 
hourly rates can vary between 
$7 (Rs 280) and $50 (Rs 2,000), 
depending on the task, time and 
expertise. For the clients, that’s an 
obvious advantage of offshoring 
to India. 

For the service providers, it has 
translated into a big opportunity. 
There are a host of companies like 
Virtualassistant247 and Yantram 
that offer offshore personal assis- 
tant services to individuals as well 
as small set-ups in the Us and UK. 
Websites such as Guru.com, 
Elance.com, RentACoder.com and 
GetAFreelancer.com act as trad- 
ing platforms for such services and 
over 10 lakh professionals—a ma- 
jority of whom are from India—are 
already registered 
on these sites as PPO 
providers. 

That's not all. 
Companies abroad 
have incorporated 
these services as part 
of the employee 
benefit plans and 
many are encourag- 
ing their employees 
to use such services 
to improve their time management. 

Time perhaps for the Indian 
companies to take a cue from their 
foreign counterparts to embellish 
their benefits packages with 
'concierge services'. 
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A Label for Our Times 


Check out a new website that promises to revolutionise music downloads. 


HEN THE ENGLISH BAND 

Radiohead decided to give 

away its seventh album, In 
Rainbows, for free on the internet, it 
sent seismic shockwaves through the 
music industry. Already reeling from a 
slowdown and declining record sales, 
Radiohead's decision only made it 
painfully clear to behemoths like EMI, 
Capitol, WMG and Sony BMG that a lot 
of people the world over will rather get 
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recorded music for free off the net 
than buy it off the shelves. 

Fast on the heels of the free In 
Rainbows, a new independent record 
label-cum-blog came up online, smartly 
called www.rcrdlbl.com. Set up by 
blogger and journalist Peter Rojas 
(founder of the well-respected 
Endgadget and Gizmodo blogs) in a 
joint venture with Downtown Records, 
RCRDLBL launched on November 15, 
2007, as the first website on which 
you can legally download music for 
free. The website makes its money 
through advertising—it has signed 
sponsorship deals with Virgin America 
airline, Nikon Corporation and PPR’s 
Puma AG sneaker unit. 

The artists earn through advances 
for each song that they give to the label. 
This varies with the status of the band 





and bigger artistes make more money 
than lesser known ones. 

However, this experiment would 
not have worked without some sort 
of contact with the industry. This was 
provided by independent label 
Downtown Records, some of whose 
artistes like Gnarls Barkley, Cold War 
Kids and Bloc Party, scored big main- 
stream successes in 2007. 

So, what's the buzz with this hybrid 
blog and record label? It's the first of its 
kind to offer free music using DRM- 
free software (see What is DRM?). 
Basically, this means that you can 
download tracks as layer MP3 files and 
do whatever you want with them. 
RCRDLBL has also tied up with 
other sought after indie labels like 
Warp, Drowned in Sound, Ed 
Banger and Kompakt, which 
makes it easier to access the music 
of the various artists affiliated to 

these labels. Apart from this, the 
website has embedded applica- 
tions called *widgets" that can 
be used to stream music, videos 
and view photos. These can be 
downloaded, and whenever any 
new content is added to them, your 
downloaded “widget” gets automati- 
cally updated. 

Recording artistes have long been 
hosting some of their music online— 
mostly non-album tracks—and in some 
cases, like Radiohead, The Charlatans 
and Carbon/Silicon, giving tracks away 
for free. But what sets RCRDLBL apart is 
the sheer number of artistes represented. 
RCRDLBL represents mostly unknowns 
(or about-to-be-very well-knowns) and 
a handful of artistes who have success- 
fully crossed over to the mainstream 
(see BT More Music review). You don't 
need to have an account with the web- 
site to download music, but you can 
register and customise your navigation. 
Standard applications like Rss feeds are 
present on every page. 

BIBEK BHATTACHARYA 








Bolder looks up front: Skoda Fabia (above) 
1. Steady drive: The engine gets the job done at mid-to-high revs 


2. To boot: There's room for all your things 
3. Comfy build: The cabin is well insulated from road clatter 
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SPECS 
Skoda Fabia 


PRICE {AS TESTED 
Rs 8.49 lakh 


ENGINE Ж 14220 
+-cylinder Diese! 


| 69 horsepower 


| TOP SPEED : 170 kmh 
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Fabulicious 


Apologies for murdering the language, but we liked the Skoda Fabia. KUSHAN MITRA 


HE NEW FABIA FROM SKODA 
has a pointlessly silly ad fea- 
turing way too much colour 


and too many pretty girls. It is as if 


someone went mad at the model- 
ling agency. That’s a pity, since the 
Skoda Fabia is a really good car. 

Starting with the experience 
when you get into the car (we had 
the top-of-the-line “Elegance” trim 
with an electric sunroof, ABS, dual 
front airbags, reversing, sensor and 
other toys), this car is solid and ex- 
tremely well-appointed. 

Skoda describes the Fabia as a 
premium hatchback, but no other 
hatchback has similar interior ap- 
pointments. In fact, some far bigger 
and more expensive cars are not 
half as good. 

More importantly, like its big- 
ger brothers, even the Fabia felt 
extremely well-built—everything 
from the solidness of the sheet 
metal to the satisfying noise vou get 
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from tapping the plastic trim. No 
other hatchback in India has such 
pleasant seats. You might think we 
have lost the plot, praising the seats 
to high heaven, but on a long drive, 


good seats can make a world of 


difference, and with good side sup- 
port seats like on the Fabia, you 
can drive quite a distance. The 
only downside: the seat recline ad- 
juster is a rotary one and is not 
really easy to reach. 

But let's get back to the point. 
We were driving the Fabia with 
the 1422cc diesel engine under the 
hood, which produces 69 horse- 
power. The engine is not as re- 
fined and quiet as the diesel on 
the Suzuki Swift, and does not 
have the impressive power of the 
diesel on the Hyundai Getz. This 
engine gets the job done and it is a 
comfortable cruiser. 

This is something that is helped 
by the superb ride quality of the 


` 


{ 
| O-100KMPH : Under 15 sees 
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car. If you get to a winding stretch 
of tarmac, the car behaves dutifully. 
And even though this “Elegance” 
version costs Rs 8.49 lakh, more 
than the base Honda City and 
Maruti 5х4, somehow it makes far 
more sense го buy this one. The 
car is also available in the base 
‘Active’ trim (sans fancy gadgetry) 
for Rs 6.65 lakh and in two trim lev- 
els—Classic and Ambiente. A 1.2 
litre petrol engine 15 expected soon, 
which will kick off at Rs 5.56 lakh 
tor the base “Active” trim. 

It’s really well built and more 
importantly, a small car. With a 
million Tata Nanos going to be on 
the roads by 2010, you don’t want 
a big car you cannot park any- 
where, do you? 

FOR: Young families and “second 
car in the family” buyers. 

NOT FOR: Boy racers and those who 
want a boot for prestige value. 8i 


(All prices on-road Delhi) 
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E HEALTH AND FITNESS 
The One-Exercise Abs Workout CALCULATORS 


KAY, HERE'S A QUESTION. YOU WANT TO TRANSFORM THE FLAB ACROSS 

your waist into a great-looking six-pack but you don't want to 

waste time doing endless abs workouts. What is the one exercise 
that you can do and get closer to your goal? Yes, you read it right. There 
is one catch-all exercise that you can do to urge your abs to take the cov- 
eted six-pack shape. But before I tell you what it is, here's a word about abs. 
You can't get a six-pack by doing exercises for your middle alone. If you 
think a hundred crunches—no matter how assiduously done—will give you 
rippling washboard abs, banish the thought. The flab around your middle 
is immune to crunches—they can do very little to burn fat. Moreover, you 
cannot reduce fat from just one part of your body in isolation. 

Fat loss is a holistic process—you can exercise to burn your body's over- 
all fat levels but not target one part or another. It's quite the opposite when 
it comes to building muscles—where training muscle groups in isolation 
is often the key to building those muscles. 

If that be so, how do you build fab abs? It's a three-point pro- 
gramme. First, you need to burn fat by burning calories. For that, 
choose an intensive cardio-vascular regimen—like running, cycling or row- 
ing. Three 25-minute sessions a week of high-intensity car- 
dio work will burn calories for you. Second, eat sensibly. Cut 
down on fatty foods, reduce your intake of carbohydrates, 
eat more proteins and drink lots of water. The energy 
burning process of metabolism needs water and 8-10 glasses 
a day is the minimum you should be drinking. Also, eat 
smaller meals more frequently than gorging on two or 
three really big ones. 

Finally, exercise your abs as you would any other mus- 
cle group. Fix two days a week for abs work (this could be 
in addition to working out your other muscle groups). And 
now, for what (I hope!) you have been reading this far—the 
ultimate abs exercise. It's the hanging knee crunch and it may 
seem easier than it sounds. Grab an overhead chin-up bar 
with both hands, palms facing outward and hands a bit 
wider than shoulder width; pull your knees up so that 
your thighs are parallel to the floor (illust. 1); now, flex your 
hips and try to touch your torso with your thighs by raising 
your knees toward your shoulders (illust. 2); hold for two 
seconds and then slowly return knees to the starting position 
where the thighs are again parallel to the floor. This is one 
repetition. You should try to do 15-20 for a set and three to 
four sets. It's a tough exercise and you will need practice be- 
fore you can do so many. Proper form is of utmost impor- 
tance: ensure that your body doesn't swing forward or 
backward during the movement and try to focus on your abs 
when you do it. Try the hanging knee crunch (or raise as it 
is sometimes called) and let me know what you think. 

MUSCLES MANI 


mpc "wa c 








write to musclesmani@intoday.com and read the Treadmill blog 

at www.businesstoday.in 

Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these, 
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OLD IS BOLD 
SKI RESORTS 
JAIPUR AFOOT 
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Travel 
Wheels 
Fashion 

Gourmet 

Spirits 

Hospitality 


Adventure 
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BT ROUND TABLE 





Waiting for the Wavelets 





There are some great technologies available today but businesses need 
to choose the ones that best suit their requirements. NITYA VARADARAJAN 


R Charslraschotan 






: Achieving 


Setting the tone (L-R): Cognizant's Chandrasekaran, BT's Mitra, Sify's Sayyaparaju 


NFORMATION TECHNOLOGY MAY 
not be the hottest sector on 
the bourses right now, but its 
outlook as a valuable tool for 
businesses remains as bullish 
as ever. A reaffirmation of this came 
at the BT Round Table held in 
Chennai recently as part of the 
Business Today Managing Tomo- 
rrow Series presented by NEC 
Corporation of Japan. 

The Round Table, the first such 
event this year under the ongoing se- 
ries, brought together speakers from 
leading rr and rrEs companies to 
discuss ways of “Achieving Business 
Resilience Through rr Innovation", 
especially since companies often 
find it difficult to keep track of the 
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Business Resilience t 1 


rapid developments in rr hardware 
and software and apply them to 
their businesses. R. Chandrasekaran, 
President and MD, Cognizant 
Technologies; Bhaskar Sayyaparaju, 
сто, Sify Technologies; and К. 
Ananth Krishnan, CTO, TCS, took 
part in the discussion, which was 
moderated by BT’s Deputy Editor 
Arnab Mitra. The event was at- 
tended by the city's top brass. 

The tone for the evening was 
set by Tomohiro Yagi, CEO, NEC 
Asia, who, in his introductory ad- 
dress, extolled the virtues of IT in- 
novation. He said NEC’s success was 
largely due to its energy-efficient 
products that were made using 
environment-friendly technologies 


and TCS's Ananth Krishnan 
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as well as enhanced security and 
multimedia functions. 
Cognizant’s Chandrasekaran 
couldn’t agree more. According to 
him, organisations that did not lever- 
age technology and innovate in their 
own field were often the ones that 
were unsuccessful. He cited the ex- 
ample of pc maker Dell that strug- 
gled until it leveraged the power of 
technology, specifically the internet 
and web efficiencies, and mastered 
the art of making and delivering 
computers to individual specifica- 
tions across the globe. On the other 
hand, there was Digital that made 
big waves in the '80s with its mini- 
computer but subsequently botched 
up because of its failure to spot the 





“Either a firm should focus on costs "Everything can be virtualised... Be 


or it should adopt new strategies” 


K. Ananth Krishnan, CTO, TCS 


PC revolution. “Keep your antenna 
up, seize opportunities, adopt dis- 
ruptive business models to succeed,” 
said Chandrasekaran. 

The speakers talked of the var- 
. ious ways in which businesses could 
leverage technology with advan- 
tage. While Chandrasekaran ex- 
tolled the virtues of Web 2.0 that 
not just empowered customers but 
also helped businesses become more 
profitable by tailoring their products 
to suit the needs of their end cus- 
tomers, Sify’s Sayyaparaju under- 
scored the benefits of virtualisa- 
tion that allowed for outsourcing 
and maintenance of a company’s IT 
infrastructure by a third party and 
freed it from the hassles of run- 
ning an IT department with its con- 
comitant costs. “Everything can be 
virtualised. Whether it is the net- 
work, or storage or servers and 
desktops,” said Sayyaparaju, whose 
company, Sify, provides these serv- 
ices as well as consultancy to com- 


it the network or the servers” 
Bhaskar Sayyaparaju, CTO, Sify 


panies that seek to rationalise their 
IT infrastructure. 

Talking about the efficacy of 
Web 2.0, Chandrasekaran cited the 
example of Apple, which reduced 
the price of its iPhone following 
feedback from a disgruntled con- 
sumer group that used Web 2.0 to 
spawn a social network initiative. 
Apple made amends by offering re- 
funds to consumers, who walked 
away happier and ever loyal. Dell 
failed to take note of customer dis- 
satisfaction over its PCs and what 
followed was a PR nightmare popu- 
larly called “Dell Hell”, recounted 
Chandrasekaran. 

According to Sayyaparaju, 
though network outsourcing has 
been in vogue for more than a 
decade through virtual private net- 
works storage, virtualisation through 
data centres—that manage servers of 
clients—is beginning to take off in a 
big way. “With server virtualisa- 
tion, the environment gets 








“Keep your antenna up and seize 
opportunities to succeed” 


R. Chandrasekaran, President & MD, Cognizant 


standardised, security becomes more 
efficient and the cost comes down,” 
said Sayyaparaju. 

Thin client solutions are also 
being increasingly sought by com- 
panies, as it does away with the 
need to replace obsolete PCs every 
few years, replace the related soft- 
ware and virus patches and reduce 
the cost of desktops. According to 
Sayyaparaju, the cost-benefit of the 
virtualisation exercise for an or- 
ganisation with 100 PCs can easily 
run into tens of lakhs of rupees 
over a period of 3-5 years. 

Besides hardware, applications 
are getting virtualised with software 
being provided as a service. "Google 
applications have been growing at the 
rate of 80 per cent, eliminating the 
need for Microsoft Windows—such 
is the rapid evolution of technol- 
ogy," said Sayyaparaju. He pointed 
out that Salesforce.com was selling 
very well in its hosted malls using 
Google applications. 


Our new innovation is so advanced, 


it’s a virtual PC solution for business resilience 


The essential [T side of your business will now be more resilient, thanks to NEC's 
next generation thin client solution. 

Our new virtual PC type thin client system is designed to enhance security in the 
client environment, reduce total cost of ownership and simplify IT management 
NEC, a global leader in IT and networking, and your trusted business partner 


NEC empowers you through innovation. 
Empowered by Innovation A] b ¢ 
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Rapt attention: The interest of the audience could be gauged from the number of queries it had for the speakers 


But leveraging of technology by 
businesses poses its own challenges, 
funds constraints being a major one. 
Therefore, the focus must always 
be on optimisation of the core busi- 
ness, said Chandrasekaran. He re- 
called how Cognizant, while con- 
sulting for a retail client, used an ri 
spend analysis to show that a lot of 
money was going towards main- 
taining too many disparate data cen- 
tres. It eventually plugged the leak- 
age by compressing the data so that 
it could be managed by just two 
centres. With the money thus saved, 
the company was able to focus more 
on its “core”. 

TCS's Krishnan spoke excitedly 
about the “Technology Market 
Map” that his company was using 
to optimise its IT spending. The 
map—designed as evolving quad- 
rants based on business require- 
ments—was first brought out by 
Professor Clayton Christensen of 
the Harvard Business School, who's 
also on the Tcs board. Krishnan 
said the map will resolve every in- 
novator’s dilemma by bringing in 
clarity on how rr dollars should be 
spent for the best results, 

“We at TCS use it regularly for 
our new projects to determine if 
the funding is needed for that quad- 
rant. The exercise also quantifies 
how much IT money is spent on 
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devising strategy versus routine stuff. 
Further, it measures the effective 
impact of each,” Krishnan said, 
adding, “Either a company should 
focus on costs to become more effi- 
cient or it should be agile enough to 
adopt new strategies. Both are high- 
lighted through the map, which does 
bring about IT spend optimisation.” 

Web 2.0 was also lauded by 
Krishnan during the question and 
answer session that followed the 
presentations. He said Tata’s Nano 
had greatly benefitted from that 
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All for eco-friendly technology: 
NEC's Yagi said the success of his 
company was largely due to the use 
of energy-efficient products 


technology. “There are so many sug- 
gestions sent to me on technology 
improvement in-house that some- 
times | wonder if people want to get 
into my shoes," he joked. Krishnan, 
however, didn't think that superstar 
technologies such as Web 2.0 will 
dominate the world. He said there 
will be many such wavelets—and it 
would be wise for the CIO or the 
CTO to evaluate each technology in 
terms of his own business require- 
ment, perspective and impact. 

"The gap between rr and busi- 
ness is dwindling and the rr sector 
has to understand business today,” 
Krishnan said. But Chandrasekaran, 
while replying to another query, 
put the onus on businesses as well. 
According to him, organisations 
outsourcing IT must clearly lay down 
the business mandate first and then 
ask the vendor to come out with so- 
lutions. “Remember, the business 
is with you and if you are looking at 
the solution as mere outsourcing, 
there will be losses,” he warned. 

In response to queries from the 
audience and the moderator, 
Krishnan and Chandrasekaran also 
pointed out how corporate gover- 
nance and people issues could also 
be optimised using IT innovation. 
There were many other queries as 
well, but those went unanswered 
for want of time. Ш 
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Master Brewer 


JOHN DERKACH, MANAGING DIRECTOR AND HEAD 
of Costa Coffee, did not look very happy when 
asked about his age. “51,” he said after a bit of 
prodding. What he is not reluctant to talk about 
though, is his plans for Costa Coffee in India. 
The ukK-born coffee chain, which entered India 
in September 2005, is 36-outlets strong currently 
and Derkach plans to grow it to 300 stores in 
the next five years. His whirlwind trip of India in- 
cluded stop-overs at leading real estate compa- 
nies to plan out region-wise expansion for Costa 
Coffee. *Real estate is a concern," he says but is 
happy about the rising coffee culture in India. So 
serious is Derkach about gauging the competi- 
tion that he is *checking out the local cafes to 
get an idea about their coffee and the crowd." 
Are Barista and Café Coffee Day listening? 
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RACHIT GOSWAMI 


Riding the Airwaves 


HE HAS WORKED ON WAYS TO HANDLE AND PRESERVE THE FRAGILE INDIAN ECOSYSTEM AS A SPECIAL 
Secretary in the Ministry of Environment. The 1973-batch IAS officer SIDDHARTH BEHURA is now jug- 
gling yet another limited resource. The spectrum. Behura, 58, who has taken over as the 





Marathon Dreams 


NACHIKET MOR, PRESIDENT, ICICI BANK FOUNDATION, 
Is a serious and sincere person. When it is not about 
running his foundation dedicated to an inclusive 
India, he is serious and sincere about running— 
running to raise money for charity. As in previous 
years, this year too Mor, 43, is busy fund-raising co- 
inciding with the Standard Chartered Mumbai 
Marathon. “This year, my run will support MelJol, 
an organisation working for child rights," he says. 
Мејо! has plenty to look forward to if Mor's pre- 
vious efforts are any indicator. In 2007, Mor was the 
highest pledge-raiser among men in the marathon. 
Between Kalpana Morparia (who was the highest 
among women) and him, they raised Rs 1.22 crore 
for The Banyan, a Chennai-based organisation. 
This former banker is surely onto a ‘good’ thing. 


Telecom Secretary, is in the thick of the game even before he's got a grasp on his department. "The 
resources are limited but we will try to accommodate every one," says Behura commenting on the 
sensitive issue of spectrum. There is some spectrum available that can be allotted going by the rule 
book, says the Secretary, who is now busy prioritising nearly 600 applications, some pend- 
ing for over a year now. “But at the end of the day it’s the govemment’s right over its prop- 

erty,” he is quick to add. That's a confident buzz for a start. 
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Innovation Guru On Call 


FOR VIJAY GOVINDARAJAN, PROFESSOR OF INTERNA- 


tional business at Dartmouth's Tuck School of 


Business, 2008 has started off on a roaring note. The 
58-year-old Govindarajan, best known for his book 
Ten Rules for Strategic Innovators, started at General 
Electric’s (GE) Crotonville (New York) campus as its 
first Professor in Residence and Chief Innovation 
Consultant. As GE's innovation guru on call, 
Govindarajan, or simply vG as he is called, will 
play a three-pronged role: teach, consult, and guide. 
For the next one year, he'll teach GE's top 600 ex- 
ecutives on innovation, deep dive into one or two 
specific innovations as a consultant, and serve as a 
sounding board to managers on innovation issues. 
"Innovation is in GE's DNA, but these are changing 
times and the challenge of innovation is that much 
more intense," says VG as an explanation for his ex- 
traordinary appointment. No doubt, it's an hon- 
our—and well deserved. 


Deal Hunter 


AMITABH CHAUDHARY 


CONTRIBUTED BY PALLAVI SRIVASTAVA, SHALINI $. DAGAR, AMII 
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Feather in Her Cap 


SHE ENJOYS SITCOMS ONCE IN A WHILE BUT PREFERS TO 
play the role of a trail-blazer rest of the time. One of 
the few woman heads of big market research firms 
in India, PARU MINOCHA, 35, has recently been ele- 
vated to the position of Executive Director and 
Managing Head for Synovate India. Tim Balbirnie, 
Synovate’s CEO for South Asia, says: “We have 
great depth of talent in our India team and Paru’s 
appointment as our business head is very well-de 
served.” For her part, the vivacious lady is clear 
about her goals. “I would like to 
our practices so that Synovate IS 
best-poised to exploit the market 
growth," she says. When not imple- 
menting the three ‘T's of Synovate, 
namely innovation, integration 
and internationalisation, she is 
busy updating herself with the 
latest books and movies. But 
for now, Minocha is busy Ж p 
basking in the glory of ы 
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this latest feather in Ww me AS К ; 
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DESIGNATION: Group CEO 
COMPANY: Future Group 


SHRIYA PATII 


Future Perfect 


T'S HARD TO MISS THE HAPPINESS IN KISHORE BIYANI'S VOICE. HIS GROUP COMPANY, 

Future Capital Holdings (FCH), has just concluded its public issue, which has been 

oversubscribed 133 times. FCH, the financial services arm of the Future Group, was 
looking to raise Rs 490 crore through this public offering. Biyani, however, is clear that 
this is not his biggest moment to date. “I would say that the unprecedented rush at our 
retail outlets on January 26 last year and in 2006 were the high points,” he told вт. 

Biyani is a name to reckon with in the Indian retail story and with brands like Big 
Bazaar and Pantaloon, he figured there was some value to the Future Group brand 
name. It was precisely for this reason that he decided to make full use of it. *The 
brand has some salience and I realised that the time was ripe to test it," he says. Biyani 
thinks he has the best team for the financial services business, which the market seems 
to have taken note of. “It’s very encouraging that people are willing to bet on new 
players like us," he adds. 

Over time, the group's core business—retail—has grown impressively to cover eight 
million square feet. *That should increase to around 30 million square feet by 2011," 
says Biyani. The success of FCH's public issue has been a shot in the arm for the man. 
The objective now is clear—to get across to as many Indians as possible. *Today, we 
reach 8 per cent of India's population. Eventually, I want to reach 30 per cent in some 
form or the other," he says. The next few years promise to be action-packed and he 
admits as much. “You have merely seen the trailer. There is going to be a film and it 
will be a long one," he promises. 

Biyani has come a long way from the days of being in the business of stonewash fab- 
rics. And he is not short of ambition. His leadership style, as he describes, is to go with the 
flow. “It is important to take things as they come,” he states. 8 

KRISHNA GOPALAN 
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2 ы NEW DELHI, Nov, 2007 

Net4India is the leading pan-India 
IP communications company and 
the only Indian Internet 
communications company with 
service provisioning ability on a 
multitude of Internet based services 
such as domain registration, Web 
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business e-mail solutions, Internet 


telephony services and Internet 
ACCESS Services. 


Net4India had built its portal on 
open standards i.e. Linux as the 
Operating system and MySQL as 
the database. However problems 
plagued this arrangement, right 
from slow lead time affecting 
customer experience to unreliable 
web environment that required the 
team to constantly develop updates. 


reliable and secure solution to 
manage its operations, 


Which is why, Net4India turned 
to the Microsoft® .NET Framework 
30 programming model. The 
Technology team used Windows* 
Communication Foundation and 
Windows Workflow Foundation to 


simplify, speed up and future-proof 


Ashok Choudhary for The Highly Reliable Times 


Net4India manages its multitude of internet based services efficiently 
with a strong IT backbone. 
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hosting, data center operations, 


Net4india required a scalable, 
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WINDOWS CLICKS WITH 
NET4INDIA OVER LINUX 


Millisecond customer response made possible 
by a reliable communication platform 





By C. LAL 


its applications. More importantly, 
it provided the seamless, secure. 
and reliable connection across the 
e-commerce portal that Net4India 
was looking at. 


“Customers are looking for 
millisecond response times which 
the Linux and MySQL was unable to 
cope with. We wanted our Web 
servers to return queries in 
milliseconds. This has been achieved 
by the new application running on 
SQL Server 2005 and Microsoft . 
NET Framework 3.0,” explains Desi 
S Valli, ED & COO, Net4India. The 
solution was designed keeping in 
mind enhancement of the user 
experience and to provide a reliable 
technology platform for high usage 
data center environment. 


The customers seem to be the 
real beneficiaries of the 
improvements that the new 
Microsoft Windows*-based 
architecture employed Бу 
Net4India brings. For the full 
Net4India case study plus other 
independent case studies and 
research findings on reliability of 
Windows Server over Linux, visit 
us at microsoft.com/india/getthefacts 


BREAKING NEWS: 
Satisfied customers back the 
secure communication platform 


Consistent updates ensure Net4India delivers a secure platform and 
a long line of supremely happy customers. — Continued on Page 14 
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From The Editor 


HE ECONOMY CONTINUED TO ROLL IN 2007. SO, IT 

was natural that the banking sector, which is an 

agglomerator and early barometer of economic 
trends, did reasonably well. But, as the 14th Business 
Today-KPMG survey of India's Best Banks shows, not 
every bank was affected equally by the cross currents 
blowing through. the Indian economy. HDFC Bank 
retains its #1 position in the survey for the fifth 
year running. That may not surprise too many read- 
ers. But ICICI Bank's decline, from #2 in the previous 
survey to #9, probably will. Does it mean K.V. 
Kamath's bank is losing the plot? Not necessarily. It 
is growing fast, much faster than HDFC Bank, but in 
doing so, has compromised somewhat, though not 
alarmingly, on its quality of assets. As a result, it 
has a net-NPAs-to-advances ratio of 1.02, still rea- 
sonable, but not quite as good as HDFC Bank's 0.43 
per cent. Basically, it means icici Bank is taking 
slightly more risk to add heft to its balance sheet that 
it can leverage in future. 

The performance of the public sector banks has 
been the surprise package in this 
survey. [Indian Overseas Bank 
has clocked in at #3, the high- 
est-ever rank attained by a psu 
bank. Then, three such banks 
figure among the Top 5 banks 
with the best asset quality, four 
on the corresponding list of 
most efficient users of capital 
and three on the list of best cap- 
italised banks. This shows that 
public sector banks have em- 
braced the spirit of liberalisation just as enthusiastically 
as their foreign and private counterparts. Read about 
this, and other findings of the survey, in our cover pack- 
age titled India's Best Banks on page 60. 

Microfinance is now universally recognised as a 
panacea for poverty. Out of the box thinking is sine qua 
non for reaching out to the millions of Indians still out- 
side the ambit of traditional banking channels. In 
Micro-credit Messiabs (page 130), we profile eight 
entrepreneurs, most in their 30s, who gave up cushy 
jobs to focus on this sector. India needs these, and many 
more such, people to succeed before it can claim to be 
a truly egalitarian society. 

Elsewhere in the issue, we have a report on how 
Indian rr companies are turning their focus on the still 
under-serviced markets of Europe, West Asia and 
Japan. We also have a feature that, perhaps for the first 
time, takes a close look at cricket's Indian Premier 
League—which has already raised $1.75 billion 
(Rs 7,000 crore) and will kick off in April—and asks 
a few critical questions regarding its finances. 
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Bringing Back Big Money 
KUDOS TO YOU FOR THEY ARE BACK 
(BT, February 10, 2008). The cover 
story highlights key issues with re- 
gard to NRI investment in India. 
After last year's Budget, S.P. 
Hinduja had said: “Nris still face re- 
strictions, they put us in the for- 
eigner category, NRIs would like 
to invest but need permission still, 
which can put off investors." The 
Hindujas have long lobbied at the 
very highest levels of the Indian 
establishment for parity and have 
always insisted that even if a person 
has a British passport, an Indian 
is an Indian and his investment 
should be recognised as such. 
Despite everything, the fact that 
the group plans to invest close to 
$50 billion in India over the next 
few years is an extremely progres- 
sive and pragmatic move. 

SONALI MALHOTRA, through e-mail 


Hindujas Mean Business 

THE HINDUJAS ARE SEEMINGLY CON- 
servative businessmen and, are per- 
haps, too risk averse. They were 
not that active in India even before 
they got into the Bofors mess. 
Though they were cleared of the 
charges, the Hindujas clearly felt 
stigmatised and offended. But now, 
with their huge investment plans, 
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Back and Welcome | 
INVESTORS HAVE REALISED THAT IF 
businesses have to sustain and grow, 
an Indian agenda is imperative. The 
world’s perception of India has 
changed to one of an emerging 
market that offers ample opportu- 
nities. And the fact that Hindujas are 
planning to invest $50 billion is 
definitely welcome. There is no rea- 
son why the Hindujas should not 
look towards India and partner the 
country in its march towards achiev- 
ing double-digit growth. 


SRINIVASAN UMASHANKAR, through e-mail 


they surely mean business. From 
realty to the core sector—like oil & 
gas, ports and infrastructure—the 
Hindujas seem to be covering the 
whole gamut of the economy. A 
competitive business environment 
needs more players of substance 
to participate. Certainly, it is not 
too late for them to re-enter India. 

R.K. SUDAN, through e-mail 


Is Media Not a Newsmaker? 
INDIA’S BIGGEST NEWSMAKERS (BT, 
February 10, 2008) was bit of a let 
down. Media, which is reckoned 
to be the fourth pillar of democracy, 
was, sadly, not covered in the sur- 
vey. You had sectors like aviation 
and consultancy, so it defies logic 
why media and entertainment— 
both Tv and print—were conspicous 
for their absence. The fact that the 
industry carries substantial weigh- 
tage on the Indian bourses, with 
close to Rs 75,000 crore of market 
capitalisation, just highlights the 
importance of the sector. People 
like Subhash Chandra, Ekta Kapoor 
and Prannoy Roy, who are house- 
hold names and in the news, did not 
find any mention in your package. 
GAURAV MALERI, through e-mail 


Vedanta Shows the Way 
THE REPORT ON VEDANTA ALUMINA IN 


A Mine of Dreams (Br, Feb. 10, 
2008) presents a good account of 
how the company has solved the 
problem of rehabilitating local peo- 
ple to their satisfaction. If the gov- 
ernment and other companies can 
gain the confidence of local peo- 
ple—by giving them a tangible 
stake in progress and prosper- 
ity—many of the problems arising 
out of land acquisition can be 
solved. Ways should be found for 
development to take place with- 
out harming the ecosystem or 
the environment. 

^. JACOB SAHAYAM, through e-mail 


Litmus Test for Anil Ambani 
THE EUPHORIA OVER RELIANCE 
POWER IPO (A Tale of Two RPLs, 
Feb. 10, 2008) and the unprece- 
dented response from investors 
was largely because of the Ambani 
brand name. It is surprising that 
people should place so much faith 
in a company that still does not 
have any credibility or track record 
to boast of. The company will 
break even only in 2012, if things 
go according to plan. So, it is going 
to be a litmus test for Anil Ambani, 
and investors can only keep their 
fingers crossed that their faith is 
not misplaced . 

BAL GOVIND, through e-mail 





you Should see 


m brother. 
m. v a 


m zit 
UD - 
& 
A MFC-8860DN ED 
ғ 
With Automatic Duplex 
MFC-7420 DCP-7010 T, 


-"U" 


The rugged heavy duty Multi-function Centres. Laser Printing • Laser Faxing • Laser Copying 





| | Colour Scanning * Mono PC Faxing 
Presenting sturdy, robust and hardworking laser 


Multi-function Centres from Brother. No sweat. 








At vour sidc 
No complaints. These printers just go on and on day 
after day. An ideal investment for every office that | 
needs a dependable workhorse under their roof. x 
Brother International Corp., Japan о 





OTHER MODELS ALSO AVAILABLE 







Brother is a registered trademark of Brother industries Lid 
Brother International (india) Pvt. Ltd. Brand Product names & Logos are registered trademark or trademarks of their respective companies 


118 1-800-222-422 (MT NL and BSN e 1-800-209-8904 (other users), SMS: +91 9967609904, Email: info@brother.in 


bt company index 


Organisations in this issue are indexed to the first page of each section/article in which they are mentioned. 


С A дн ннан nd ИЙ NO tr sen te EEEIEE EEA E Oriental Bank of Commerce. M 
‚ЖОК NORTE EA OVEA oiii Msi Ma Cd 28 ir нн нн ныннан ИЙ МИЛ о. Saga 55 
ee DE INET i cirea IR Bie i aieo ND Rg a a 
TT S Q —————— E OUS. Li ills — —— — 
RE idm mes a 8 NO Ne ND NEA Reliance Communications... 46,84 


Board of Control for Cricket in india. 0 0 116 о ыды a X EEC ey 8 
a е Кы ы ланын Ee, MERC bli isa idle aedis a s 116 


eT, КРИ. RR, 3X BT, Tata Consultancy Services .__........................ ИРЕНЕН, RN 
DBS › 158 Krishna Maruti 110 T Hil 
о 2 ИИТИИ da nr iD SoédgeT—HÁ———— A—— MÓ ТИ 181 {; EE AR AS RAEI AEN —— _ 
42 42 T i 
^ 


e ааа, ЗАВ Moksha ug ACCESS п... енен 90 US Federal Reserve... 198 
Cu Aus m rrr 7 116, 172 so iQ? 2 — — Eem$Ó Á А РУНАН 
FREU db seiisdesai a | о. MERERETUR 7 WB eoa dial ИВА 19 


12 BUSINESS TODAY FEBRUARY 24 2008 


ТА) 





а= Se 
т< 


$ 
А €-X---— 


| 


Room. 8:00 a.m 


Га like to wake up to _ 


(a) An audience of a thousand roses from my balcony (b) Fresh stock updates 


_ Followed by . 


and croissants at Café |7 (c) A day in the life of a princess with a royal Anana Lepa facial (a) 50 


______ And if there's time, I'll indulge in 


entire pillow menu for company (a) A Chinese meal on Versace 


plates that compliment my gown at Lotus House (b) A mushy movie and marshmallows at midnight (c) Smooth 


rr AE. ____ Feel free to throw in aes. 
martinis and conversation at Lava (a) A chocolate treat on my pillow (b) An hour's 


conferencing facilities at the Business Centre (c) A banquet for my board members at The Terrace Hall 


Because business can be demanding. Taj Chandigarh, Chandigarh 


A Taj Business Hote! 


rotels across 12 countries. For reservations call | 800 111 825 or 91-22-6601 1825 or visit us at www.tajhotels.com 
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bt editorials 


Banks on the Mend 


ERE IS SOMETHING INTERESTING ABOUT THIS YEAR'S 
H BT-KPMG study of Best Banks in the country: four 
out of the top 10 banks are state owned. To emerge in 
the top rankings of any listing is not easy, and to 
break into an exclusive set of the 10 best in the BT-KPMG 
study is harder still. That's simply because the study does 
not consider just one performance parameter; indeed, 
it looks at 26 different parameters ranging from growth 
to quality of assets to long-term performance to rank 
banks. So, a bank has to be a good performer overall to 
score well. The point that the rise of public sector 
banks in this year's rankings drives home is pretty 
simple. When banking was thrown open to private play- 
ers in the early '90s, there were the usual Cassandras 
who said that privatisation would kill public banking. 
Obviously, they were wrong. A decade and a half after 
privatisation, three-fourths of all banking transactions 
in the country happen through public sector banks. 
As is evident now, the critics of privatisation un- 
derestimated the strengths the psu banks could leverage; 
most of them continue to have the largest presence in the 
country, and they are using their network and state own- 
ership (a big comfort factor for the average depositor) 
to good effect. Indian Overseas Bank, ranked #7 last 
year, is now #3; Union Bank of India has jumped 
trom #18 to #8, and Indian Bank has pole-vaulted from 
#20 to #10. How have these psu banks managed to be- 
come as competitive as some of the top Indian and 
foreign banks? By doing what their nimbler rivals are do- 
ing, and which is to leverage information technology, im- 
prove customer service, focus on reducing their NPAs, and 
chase new customers. In fact, the re-branding efforts of 
Bank of Baroda and Canara Bank are meant to revitalise 
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It's the environment: Indian Overseas Bank shows the Way 


the two banks mentally and physically. 

But there are several challenges that the rsu banks 
face. For one, many of them continue to be small. 
They need to raise large amounts of capital to be a se- 
rious player in an industry that is globalising. For an- 
other, in addition to competitive forces, they have to 
deal with their so-called social sector obligations. 
Perhaps, some amount of consolidation may help 
these banks gain heft (it's something Finance Minister 
P. Chidambaram has been saying as well for a while 
now). Finally, their pay structures and promotion 
policies still prevent them from letting the most talented 
employees rise faster within the organisation or poach- 
ing talent from the private sector. But the good news is 
that several of the progressive psu banks have started 
finding ways to overcome those hurdles as well. 


T IS KIND OF FUNNY HOW DURING EVERY BOOM PERIOD, 

theories propounding “things are different this 

time” gain currency only to be unceremoniously 
dumped soon after. During the dotcom frenzy years, the 
time-honoured principles of valuation were given the 
short shrift before reality and rude shock came walking 
in through the door. Predictably then, last year, when 
the world economy was on an unprecedented bull 
run of more than four years, a new theory gained 
ground—decoupling of the new world economic en- 
gines from what had been its main driving force for 
many years—the Us economy. Now, of course, as the 
unravelling credit crisis is proving, the Us remains the 
bulwark of the global economy. Naturally, it is now a 
re-coupling story all over again. Well, at over $13 
trillion (Rs 520 lakh crore), the Us economy dwarfs the 
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.new emerging drivers such as China (over $2 trillion or 
Rs 80 lakh crore) and India (around $1 trillion or Rs 
40 lakh crore). Its health has implications for every- 
one, including India. Economies such as China that 
are heavily dependent on exports to the us are cer- 
tainly at much more risk than India. In India, the ex- 
ports to GDP ratio is at 13.9 per cent. However, 
exports form an important part of the economy as 
millions of jobs are involved. The us recession makes 
a strong case for diversification of the export basket 
in terms of geographies. And the iT companies, 
among the more influential exporters, have, in- 
deed, started doing so (see Indian 1T: Beyond the us 
on page 124). However, this probably is no solution 
for several other exporting sectors that are saddled 
with the high costs of doing business in India. 
Power and transport costs are clear examples that 


Club the Awards 


NGLISH PROVERBS HIDE MORE THAN A GRAIN OF 
Ies in them. And, more importantly, they never 
seem to lose their relevance—even if they go out of fash- 
ion every once in a while. The one that's relevant to this 
edit is: if diamonds were as plentiful as pebbles, we 
wouldn't stoop to pick them up. In other words, peo- 
ple cherish and value only those things that are rare and 
uncommon. Media organisations will do well to keep 
this truism in mind. 

Over the last month, two rival television channels 
have announced identically named awards for *Indian 
of the Year" in various categories, ranging from 
"Politician of the Year" to *Leader of the Year" to 
"Sportsperson of the Year" to “Entertainer of the 
Year". A close perusal of the nominees and the winners 
shows that more or less the same set of people, with a 
few exceptions, dominated both the ceremonies. Other 
media organisations also have their own awards cere- 
monies. Some are regional or local in focus, but most 
include achievers from across the nation in their ambit. 

The idea, obviously, is to honour achievers across the 
spectrum—and garner eyeballs, TRPs or readership for the 
host channel, newspaper or magazine. It’s a noble, and lu- 
crative, idea, but given the veritable explosion in media 
in this country, one that risks getting commoditised. 

These awards are still coveted because they are 
seen to be exclusive, choosing as they do, the winners 
from the rarified and exclusive club of super achievers 
within the country and without. But if every publication 
or channel worth its name announces similar—and 
sometimes identical—awards, then their intrinsic and 
recall value will get considerably diluted. 
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severely reduce our competitiveness vis-à-vis our export 
competitors. Here, the main takeaway is that India 
can decouple from the us but not without setting its 
own house in order and removing its own internal 
constraints. And there are many—infrastructure, a 
sub-optimal agri-economy and talent scarcity in a 
country where millions look for jobs. Resolving these 
issues will also give the India Inc. a powerful growth im- 
petus at home in terms of a billion-plus-strong do- 
mestic consumption class. Inclusive growth is, thus, not 
just a politically correct mantra; it is an imperative of the 
times we live in. If we are able to pull off the feat of hav- 
ing growth genuinely trickle down to the lowest levels 
of the pyramid (or diamond, as the case may be), then 
surely if not in this decade then in the following one, 
India will definitely become the driving force that it 
ought to be given its demographics. 





Me too: Award ceremonies are losing their meaning 


One only has to look at the film industry to see how 
the proliferation of awards dilutes their importance and 
recall value. Till a few years ago, the National Film 
Awards, given by the Government of India, and the 
Filmfare Awards were the only two awards for the film 
industry. These were two events that film buffs and the 
"culturati" looked forward to with anticipation. Then, 
a host of upstart media houses jumped onto the band- 
wagon with me-too awards, with the result that many 
respected film personalities now shun these ceremonies 
and dub them meaningless. 

Don't get us wrong. Most of the awardees are def- 
initely deserving of the honours bestowed upon them. 
Our only plea to the organisers: sit down together 
and work out a mechanism to, maybe, club the awards 
so that there is one gold standard award every year. 
That way, the awards will remain exclusive, people will 
look forward to, and remember, the ceremonies, and 
the awardees will feel they have received something that 
truly recognises their achievements. 8 
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Realty Dreams stan T IP 


Property prices are beginning to correct in The fortnight's burning question. 
some cities. AMIT MUKHERJEE 


Real estate prices: What goes up must come down, after all 


gravity, in particular—which the Indian stock and real estate mar- 

kets seemed immune to, are catching up at last with these two de- 
viants. The stock markets, and their downward spiral, have hogged 
reams of newsprint and hours of airtime, but less well recorded is the fact 
that property prices, too, are following suit, albeit much more gently. 

In Bangalore, Kochi, Hyderabad, Noida and Gurgaon, which saw heady 
real estate growth—both in demand and prices—in recent times, prices have 
fallen 5-10 per cent over the last quarter. In Mumbai and Pune, sales have 
failed to take off even during the festival season, and though prices have 
remained steady, property registrations in the Mumbai have dropped by 
about 8 per cent during this period, indicating that fewer buyers are go- 
ing ahead with purchases. Only Chennai and Kolkata seem to have escaped 
this trend, but then, it was these two cities that had also trailed the rest of 
the country when realty action was taking on the shape of a frenzy. 

Official data from the banking sector corroborates the overall trend. 
Home loan volumes have declined 39 per cent in the first nine months of 
the current financial year, compared to the corresponding period last year 
to Rs 32,424 crore. And though a more detailed break-up is not available 
yet, the consensus in the property market is that this trend has gathered pace 


N H! THERE'S HOPE FOR THE WORLD. THE LAWS OF PHYSICS—THE ONE ON 
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in the second half of 2007-08. *Though property prices in prime lo- 
cations in the metros have not yet started falling, sales volumes have 
definitely been depressed recently," says Kunal Banerjee, President 
(Marketing and Corporate Communication), Ansal API. 

All the people Br spoke to for this report say the high interest rates 
are keeping serious buyers and end-users away. Ratings firm 
Standard & Poor's, in a recent report, has pointed out that since the 
fortunes of the Indian property market is closely linked to the 
performance of the capital market, the recent bloodbath on the stock 
exchanges could prolong this trend. 

This fact is corroborated by Banerjee. “Speculators are not bet- 
ting as aggressively on real estate now as the sector no longer offers 


WITHIN REACH 


Real estate phe have started showing the 
first signs of reversing the rising trend. 


m Mumbai: Prices steady; registrations down 
m Delhi: Prices down 5-10 per cent in NCR 

m Bangalore: Prices down 5-10 per cent 

m Chennai: No change 

m Kolkata: No change 

m Hyderabad: Prices down 5-10 per cent 






potential for quick and high returns. The market is now at the mercy 
of end-users." And such buyers are biding their time. Adds Banerjee: 
"This trend will continue to gain pace across India unless the 
Reserve Bank of India (RBI) intervenes and cuts interest rates to boost 
demand." HDFC has cut its PLR by 25 basis points and some banks are 
expected to follow its lead, but this may be too small a reduction to 
affect buyer sentiment. 

Big time property developers say they're trying to counter the 
trend by offering add-ons and freebies. *Rising interest rates have af- 
fected the sentiment of home buyers during the last quarter. But we 
are trying to come up with innovative projects to attract potential 
buyers," said Pradeep Jain, Chairman, Parsvnath Developers. 
Projects like Jaypee Greens (Greater Noida), Aquapolis (Ghaziabad), 
Unitech Grande (Gurgaon), Parsvnath Gardenia (Noida) and 
Sushant Golf City in Lucknow are attempting to attract buyers by of- 
fering aspirational lifestyles built around themes like golf and 
“country living within a city”. 

So, is this a good time for the middle class buyer to stage a come- 
back? “While prices of branded properties still continue to be up, 
many in the suburbs of Tier II cities are definitely down to more 
affordable levels,” says Banerjee. Many large realtors with deep 
pockets are holding back from announcing price cuts, but if the 
government does not announce any incentives for the sector in the 
forthcoming Budget and the RBI refrains from cutting rates (as it has 
done, the last time as recently as in the last week of Janury), then 
they, too, will have few options but to reduce prices to appease the 
market. 

And that, many feel, will be the signal for end users to return to 
the market. What goes up must come down, after all. 
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“US Crisis Will 
Not Affect India” 


ARRY FINK, CHAIRMAN AND CEO, 

BlackRock, which is among the top 
10 asset management companies in 
the world, was in India recently. 
Between firming up a joint venture 
with DSP Merrill Lynch Fund Managers, 
which will be called psp BlackRock 
Investment Manager, he met BT's 
Mahesh Nayak for a discussion on 
his company's plans. Excerpts: 


Why are you entering India now? 

We have clients all over the world 
who want to diversify away from their 
home countries and India gives us the 
opportunity to service them. Then, 
our presence in India also gives us the 
opportunity to bring in newer products 
into the country in both fixed income 
and equities through the joint venture. 


How much do you plan to invest in India? 
We don't disclose numbers. But we 
will be spending heavily in technol- 
ogy, branding and, most importantly, 
on people. While we have controlled 
our investment elsewhere in the world, 
we have increased our budget for India, 
and we will invest a good amount of 
money on investments in this country. 


Are you worried about US slowdown im- 
pacting the world financial market? 

Yes. I believe that if the us slowdown 
worsens, it will impact global growth, 
as I don't believe in the decoupling 
theory. Financial markets are co-re- 
lated. However, India will not be se- 
verely impacted because it is prima- 
rily a domestically-driven economy. 
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Other Income Lifts India Inc. 5 Profits 


59 PER CENT RISE IN OTHER 
Püssme helped India Inc. to 
deliver a 32 per cent growth in 
net profit for the quarter ended 
December 2007, to Rs 70,232.2 
crore (we used data for a total of 
2,006 companies). Says Ambareesh 
Baliga, Vice President, Karvy 
Stockbroking: “The profit figure 
was inflated by the sales of assets 
and revenues from investments." 
Companies in the banking, cement, 
metals, oil & gas, engineering and 
construction sectors were the ma- 
jor contributors to the rising prof- 
its, while the appreciating rupee 
and rising input costs, especially 
of crude oil, resulted in sectors 
like paints, textiles and transport 
services underperforming. 

Other income rose from 
Rs 18,486 crore in December 2006 
to nearly Rs 29,500 crore in 
December 2007. “If the other in- 
come component is excluded, then 
the results are nothing to cheer 
about, and are in line with our ex- 
pectations. Secondly, the market 
wants more than what's expected," 
he says, adding: *No one is now 
looking at fundamentals in this 
volatile market." Excluding other 
income, India Inc. has still managed 
to record an operating profit 
growth of 24 per cent. The net 
sales of the companies rose 19 per 
cent to Rs 5,84,908.4 crore. 

Reliance Industries, which has 
a 15 per cent weightage on the BSE 
Sensex, posted spectacular results; 
its top line grew 23 per cent and 
bottom line a massive 162 per 
cent. The growth in profit was 
on account of an exceptional item 
of Rs 4,733 crore from the sale of 
Reliance Petroleum shares. 
Excluding this extraordinary in- 
come, the company still registered 
a decent 26 per cent growth in 
profit to Rs 3,882 crore. India's 
largest bank, State Bank of India, 
also came out with impressive 
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SECTOR Net Sale 
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numbers. Its operating profit rose 
42 per cent to Rs 4,925,85 crore 
and net profit zoomed 70 per cent 
to Rs 1,809 crore. Says Baliga: 
“Going forward, margins will re- 
main under pressure. It will be 
interesting to see how India Inc. 
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deals with the closing demand- 
supply gap and lower pricing 
power. However, on a rising base, 
India Inc. will still continue to 
grow between 20-25 per cent.” 
Touche! 

MAHESH NAYAK 
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Core Sector Drives M&A in India 


HE COMBINED SPENDING ON THE 
T and infrastructure sector 
by both the public and private sec- 
tors accounted for about 5 per 
cent of gross domestic product 
(GDP) in India in 2007. The sector 
was also the favourite playground 
for deal makers last year. The core 
and infrastructure sector saw trans- 
actions worth $40 billion (Rs 1.6 
lakh crore) from 89 deals, repre- 
senting 78 per cent of the total 
value of $51-billion or Rs 2,04,000 
crore (675 deals) M&A activity in 
India during the year. This was 10 
times the value of all deals in the 
whole of calendar year 2006. 

According to IndusView, an 
India-focussed cross-border advi- 
sory firm, there is considerable 
juice still left and M&as in the sec- 
tor this year are expected to rise 35 
per cent to $54 billion (Rs 2.16 
lakh crore). *The sector is buoyed 


/ 


M&A ACTIVITY IN 2007 











Core Sector 40 
IT & IT-enabled 28 
Pharmaceuticals 14 
Others 6.8 


by the growing demand for world- 
class urban lifestyles and infra- 
structure facilities. This will attract 
investments of $500 billion (Rs 20 
lakh crore) over the next five 
years," says Bundeep Singh Rangar, 
Chairman, IndusView. 

Within the core sector, metals 
& alloys led the M&a activity, ac- 


PE Players Remain Bullish 


VOLATILE SENSEX HAS SENT INVESTORS RUNNING FOR COVER. IN THE 
process, there have been murmurs that several private equity (PE) 
transactions that were in the pipeline have fallen through. Despite this, 
the total value of PE transactions for the four-month period between 
October last year and January this year has been well in excess of $2.5 
billion (Rs 10,000 crore). “The volatility in the Sensex is not a concern 


THE MONEY CONTINUES TO FLOW IN 


RANK DATE TARGET ACQUIRER 















1 Dec.'07 Мий Commodity Exchange 

2 Dec. '07 Bharti Infratel 

3 Oct. '07 CAMS 

4 Dec. '07 Travelport ISO — Intelenet Global Svcs 

5 Oct. '07 Havells India Seacrest Investmer t 

"Two deals on the same day worth $65.9 million and $45.5 million Total cast of all the deals = $2,586.9 million 
Not à complete list **|n $ million Source- Thomson Financial 


at all. In fact, valuations are looking more realistic today," says Mahesh 
‘Chhabria, Director, 3i, a leading vc and РЕ firm, adding: “We remain 
positive on India.” Looks like it will take more than an yo-yoing 
Sensex to spoil the private equity players’ party. 

KRISHNA GOPALAN 
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counting for 43 per cent of deals 
($22 billion or Rs 88,000 crore). 
The other sectors that contributed 
significantly to M&A activity are 
information technology & ITES and 
pharmaceuticals, with deals worth 
$2.8 billion (Rs 11,200 crore) and 
$1.4 billion (Rs 5,600 crore), re- 
spectively. 

A significant aspect of the re- 
cent M&A activity has been India 
Inc.’s global ambitions, which 
touched a new high, with over- 
seas acquisitions (outbound) worth 
more than $32 billion (Rs 1,28,000 
crore), which is twice the value of 
acquisitions made by overseas com- 
panies in [ndia (inbound). Total 
cross-border deals (inbound and 
outbound), at $48 billion (Rs 
1,92,000 crore) in 2007, were 
more than three times the corre- 
sponding figure for 2006. 

PALLAVI SRIVASTAVA 


VCS ARE BULLISH, TOO 


Venture capital firms invested $543 million 
across 98 deals in India during 2007, 9 per 
cent higher than in 2006, which saw 94 deals 
worth $500 million, says a study by US- 
IVCA/Venture Intelligence. 
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© Over 50% of VC investments during 2007 were below 
$5 million and 23% below the $2-million threshold 


© Bangalore (29) and Mumbai (24) were the favourite 
investment destinations 
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= Evidence Based Architecture 
= Financing Healthcare 
= The Healthcare Consumer 


2008 = Mergers & Acquisitions in Healthcare 
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= Accessible and Affordable Healthcare 
for 1.1 Billion Citizens - India's 
Imperative 


a Overcoming the Healthcare Challenge 
for India 


в Investing in Healthcare: The Socio - 


a Healthcare Consumerism 


and Establishing an 
Healthcare Business in India 


a Pioneeri 
Organiz 


= Setting New Standards in Service 
Delivery in Healthcare 


Mr Aluri Srinivas Rao Economic Dividend for India в (5 Small Town India R for 
Director Investments, ICICI Ventures, India Corporatized Healthcare 
8 |nnovations in Healthcare 
Nn. нутра ч " н = Leading Retail Healthcare in World 
Health Education Department, ® Building and Managing a Powerful 
International Finance , USA Hospital Network | m Future of Healthcare Retail in India 
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se eo 


World 


® Creating Value Through Value Driven 
Delivery of Healthcare - 
The Raffles Model 


® integrated Healthcare Delivery: 
The Blueprint for Success 


^ Fete Nav Standards in 
Oncology Care 


= Reversing the Brain Drain 


® Life Sciences : The Next Big Indian 
Opportunity 


a Addressing the Real Estate Challenge 


. Christopher Rex in Healthcare 
Mo Ramsay Healthcare, Australia Ы sion in Healthcare - The p А | 
allenges 8 Panel Discussion: Investing in India 
Dr. Loo Choo ү Healthcare : The Challenges Faced 
Chairman, Raffles e, Singapore ® Managing Hospitals Across the World 


Menton Rekanice Lite Sciences, India 
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. Ken Ross | 
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® Role of Design in Creating an Efficient 
Healthcare System 


® Catering to the Global Patient - The Big 
Opportunity for Asia 


* Capturing the Value of Medical Tourism 
in India 


® Healthcare - The Next Big Opportunity 
for India 





в Financing Indian Healthcare - The Need 
and The Options 


9 Valedictory Address Sag up 
Priorities for Indian Health Systerns 


® Opportunities and Investments in 
Academic Medical Centers 


в Avenues in Healthcare Outsourcing 








For more details, please contact: 


. Vishal Ball Sunayana Shah sunayana.shah@technopak.com 
Mo Wockhardt Hospitals Group, India Nandita Pilania nandita. pilania@technopak.com 
Susmita Nayak susmita.nayak@technopak.com 


Tel : +91 124 454 1111, Fax : +91 124 454 1198, 454 1199, Mobile: +91 99580 93075 





Technopak Advisors (P) Ltd. 
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Q&A 


"India Can be a World Leader in Innovation" 


AMES CANTON, CEO AND MD 

of San Francisco-based think 
tank, Institute for Global 
Futures, and autbor of tbe cel- 
ebrated book, The Extreme 
Future, believes technological 
advances and innovation will 
be the big drivers of the global 
economy in the 21st century. 
He will be speaking at the 
NASSCOM India Leadership 
Forum 2008 to be beld in 
Mumbai between February 13 
and 15. In an e-mail interview 
with Br's T.V. Mahalingam, 
be discusses key trends over 
the next decade and the lead- 
ership opportunities that they 
offer to India. Excerpts: 


What are the key trends that 
will shape the world over the 
next decade? 

| wrote about them in my 
book, The Extreme Future— 
advanced tech convergence- 
nano-bio-IT-neuro-quantum, accel- 
erated climate change, longevity 
medicine, alternative energy, glob- 
alisation and cultures in conflict, a 
population explosion and the global 
innovation economy. 

The future growth of India will 
be a vital strategic trend that will 
shape the decade. How India deals 
with poverty, healthcare, energy 
and increased population will be a 
model for the rest of the world. 


What changes can be expected in 
healthcare, financial services, life sci- 
ences, energy, security, workforce, cli- 
mate change and globalisation? 

Massive, radical and accelerated 
change will define every sector of 
society. Of these, two large knowl- 
edge management opportunities 
will emerge and India could play a 
vital role in them by leveraging its 
strengths in rr. The first is the man- 
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agement of cities. Megacities, with 
populations of 10 million or more, 
will number over 100 by 2020 or 
before. The management of essential 
services—from energy, health, se- 
curity, weather, transport and san- 
itation—will require an integrated IT 
infrastructure that must be devel- 
oped to manage very complex sys- 
tems and logistics. The second op- 
portunity is in not just business 
process outsourcing (BPO) but busi- 
ness process transformation— 
remapping business processes for 
better service, invention and 
productivity. 


Is innovetion going to be the big driver 
for 21st century organisations? 

The global innovation economy 
will be the leading and most im- 
portant driver of the future organ- 
isation and nation-state. India has an 
excellent opportunity to be a world 


leader in innovation. Advanced 
tech tools—internet 3.0, 
quantum info systems, new 
pharmaceuticals, new energy 
sources and clean tech will 
all require high-performance 
innovation. Indian compa- 
nies have the unique and his- 
torical opportunity to lever- 
age these innovation tools 
and transform global mar- 
kets. The future is knocking 
on India's door. Invest in this 
future, I suggest. 


What must companies do to 
encourage innovation within their 
domains? 

They must cultivate individu- 
als, teams and alliances that 
can invent new paths for pro- 
ducing value, solving problems 
and finding solutions as well as 
learning about domains other 
than their own. If you are in IT 
services, look at entertainment 
or manufacturing. Visit different 
worlds to bring back innovations. 


What role must industries and govern- 
ments play to build an ecosystem of 
innovation? 

To create an innovation ecosys- 
tem, we must embrace a new way 
of thinking first. An excellent ex- 
ample of radical innovation is Ratan 
Tata's People's Car (Nano) that 
was introduced recently. At first, 
everyone trashed the idea as im- 
possible. Last year, when I met 
Ratan in Asia, he told me he was 
going to first figure out a way to in- 
novate and break down the barriers 
in the people's minds so as to make 
them believe it was, indeed, possi- 
ble. He proved it was possible by 
believing in a radical idea. I told my 
clients that Tata's example should 
inspire innovation everywhere— 
not just in India. 


Unlock the potential of 
your property 


Now use your self-owned, self occupied property to get 
simple, quick & economical loans upto Rs 2 crores. 


Convenient options like Loan Against Property (LAP) 
Overdraft Against Property (OD) and Lap & OD Combo 


Attractive interest rates 
Renewable Loan tenure every 12 months (for OD) 


Hassle-free processing 


SMS PROPLOANS to 5676769 or Email : property.loans@centurionbop.co.in 


or Contact your Branch Manager for more details. 








LOAN 
AGAINST 
PROPERTY 


Co Centurion 





bt trends 


TOP OF 
Now, Upload Pictures from Mobiles 


What is it? JuiceCaster ss a mobile application that 
allows users to publisF multimedia content from 


. - iv , ` ; Ta 
their phones. Anyone having a camera and a 


Windows-enabled phone will be able to capture 


videos and immediate*s upload and share them 
trom the phone itself, eliminating the need for a PC 
It also allows users to maintain social networking 
connections, including proriles, friends lists, and 


personal status. trom Meir mobile phones 


How does it work? JuiceCaster works as a platform that integrates various 
other social networking sites such as MySpace, Facebook, and Orkut, 
and offers cross-platform content access 


How much does it cost? In the US, services like uploading and browsing are 
free while others are charged. The rates for Indie haven't been announced 
When will it be available? All these features from JuiceCaster will be 
available to Indian users in March. At present, the company is in talks with 
various Indian operators through whom the service will be made available. 
The company is also planning to add Hindi to JusceCaster in the third quar 
ter of 2008. 


New Excise Norm for Laptops 


What is it? From January 25, 2008, lap- 
tops, monitors, modems, set-top boxes, 
printers, fax machines, ink cartridges, key- 
boards, and mice have started attracting 
excise duty on their MRPs (as printed on the 
boxes) as opposed to earlier practice of the 
duty being levied on the cost of manufac- 
turing. 


What's in it for consumers? It's a con- 
sumer-friendly move in that it provides 
a strong incentive to manufacturers (or those who import and sell) not to inflate 
their MRPs (and then offer deceptive and illusory "discounts" to buyers). 
Consumers, frequently baffled by vastly varying MRPs for similar products or 
wondering how a product can be sold at a large discount on the MRP, are now 
likely to find greater uniformity in prices and will have more confidence in MRPs. 


Will the new norm affect prices? Only marginally. Manufacturers say that the 
government has allowed much lesser abatement rates (i.e., the excise duty ex- 
emption on MRP, which ranges from 22.5-25 per cent on these products), than 
what they had demanded. And so they will have to pass the extra burden on 
to the consumers. But industry experts say that any increase in prices will range 


from nil to marginal. 
KAPIL BAJAJ 
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ECONOMY WATCH 


NET Fil DEBT INFLOWS 
STATUS: Rs 1,953 crore in January 
2008. 


Track The Rise 
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IMPACT: Successive cuts in the US 
short-term rate have created a huge ar- 
bitrage opportunity for foreign investors 
to park their money in India's safe 
haven debt market where they also 
have the scope to make profits if the 
rupee appreciates further against the 
US dollar. 


FOREX RESERVES 

STATUS: $284 billion (Rs 11,36,000 
crore) as on January 18, 2008. 
IMPACT: Foreign exchange reserves are 
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Figures in $ billion Source: RBI 


growing despite the sudden pullout 
by Fils from the equity market. This is 
due to inflows trickling in from sources 
like FDI, FII debt inflows and NRI re- 
mittances. Experts say the NRI window 
will see increased inflows because of 
the interest rate differential between the 
US and domestic interest rates. 
COMPILED BY ANAND ADHIKARI 
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P-WATCH 


FERTILISER SUBSIDIES MOUNT 


HE MINISTRY OF CHEMICALS AND FERTILISERS IS 
Eee up for a substantial increase in the 
fertiliser subsidy bill in 2008-09. Ministry sour- 
ces told Br that fresh estimates peg the subsidy bill 
at about Rs 60,000 crore, an increase of over 30 
per cent (this year, it is Rs 45,000 crore). The 
ministry has already requested the Ministry of 
Finance to make a budgetary allocation of Rs 50,000 crore for fertiliser 
subsidies. The main culprit, sources say, is the rising prices of fertiliser 
products (like potassic and phosphate fertilisers) globally. And since 
India is import-dependent, the subsidy bill can only mount. The min- 
istry plans to combat the problem by encouraging the domestic indus- 
try to increase production by shifting to import parity pricing. 

RISHI JOSHI 


RENEWED THRUST ON PENSION SCHEME 


WIDENING THE NET | HE GOVERNMENT WANTS TO MAKE ITS 
WIDENING THE NET Tue Pension Scheme (NPS) more inc- 
m Renewed efforts to broad- lusive. It is making renewed efforts to 
base NPS seek voluntary contributions from public 
s E and private sector employees. To develo 
m $1-million ADB grant for the ам ак the нез 
supporting infrastructure | 
Development Bank (ADB) has extended a 
grant of $1 million or Rs 4 crore (which 
will also be managed by ADB) for the proj- 
ect through its Japan Special Fund. 
Under the scheme, subscribers will be given two investment 
options: a fund that invests only in government securities and one 
which can invest up to 15 per cent of its corpus in equities. Says D.K. 
Joshi, Principal Economist, CRIsIL: “It will benefit people employed in 
the unorganised sector as there are no such schemes available to them." 
MANU KAUSHIK 





m Scheme targets the informal 
sector workers 


SEZ CAP MAY BERELAXED 


HE GOVERNMENT MIGHT SOON REVIEW THE 5,000 HECTRE CAP ON 
Толы SEZs. Commerce secretary С.К. Pillai told ВТ: *It's 
an issue which will be considered once the amendments to the Land 
Acquisition Act gets parliamentary approval." Pillai also said the ceil- 
ing of 5,000 hectares applicable to sEZs could be relaxed on *a case-to- 
case basis". 

The move is being eagerly awaited by companies like Reliance 
and DLF, which were looking at huge SEZ facilities, some over 
10,000 hectares, before the ceiling was imposed. “Not many, 
though, have been able to furnish proof of acquiring more than 
5,000 hectares,” says Pillai. 

AMIT MUKHERJEE 
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A bird’s eye view of what's hot and what's 


not on the government's policy radar. 


NEW NORMS 
THE INSURANCE REGULATORY AND 
Development Authority (IRDA) is 
considering giving insurance 
companies more leeway in their 
discretionary investments. 
According to the current norms, 
companies are required to invest 
85 per cent of their portfolio in 
government and other approved 
Securities and the remaining 
15 per cent investments are 
largely left to the discretion of 
company boards. In the pro- 
posed norms, the investment 
committees of companies will 
be able to make discretionary in- 
vestments without the prior ap- 
proval of the board (which 
would still lay down the broad 
investment policy). This could 
mean more investments in 
the equity markets by insur- 
ance companies. 

MANU KAUSHIK 


FISCAL PRUDENCE 


THE FINANCE MINISTRY IS CONTEM- 
plating a large 34 per cent cut in 
the gross budgetary support of 
Rs 3,44,761 crore demanded 
by various ministries for 2008- 
09. If implemented, the pro- 
posed cuts are likely to affect a 
number of social sector pro- 
grammes of the UPA govern- 
ment, including Sarva Shiksha 
Abhiyan, Mid-Day Meal 
Scheme, Bharat Nirman, etc. 
KAPIL BAJAJ 


Chidambaram: Reining in costs 
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NUMBERS OF NOTE 


NEWS 


RAJAT GUPTA 


1 0, 1 32. The number of patents granted 
between April and December 2007 by the four 
patent offices in India 


9.366 million: The number of vehicles Toyota sold 
globally last year. This is fewer than the 9.369 sold by 
its US rival GM, the world's #1 since 1931. Toyota 
had briefly overtaken GM as the world's largest auto 
company during the year 


20 1 5: The year after which Shell estimates that 
supplies of easy-to-access oil and gas will no longer 
keep up with demand 


330,000 tonnes: The amount of e-waste 


ISB's Gupta: Man with the Midas touch generated in India in 2007. Of this, only 19,000 
tonnes was processed, according to a study by 

AJAT GUPTA IS A MAN WITH THE MIDAS TOUCH. THE the Manufacturers' Association for Information 
Hyderabad-based Indian School of Business Technology 

(ISB), which he co-founded in 2001, has been 

ranked #20 in the FT-Global B-School rank- $1.5 billion (Rs 6,000 crore): PE exits in India 

ings, ahead of such formidable names as Kellogg ^ in calendar 2007 via strategic stake sales or 

School of Management, Northwestern University ^ secondary market transactions 

(#21) and Anderson School of Business, UCLA 


(#25). It 15 the first indian B-school ever Û 30) ООО. the number of McDonald's restaurants 

find a place on this global list. globally. They serve an average of 52 million people 
Gupta, an alumnus of IIT Delhi and Harvard every day 

Business School (HBS), first made news in 1994 

when he became the first non-American and the first 20 per cent: The percentage decrease in India's 

Indian to head McKinsey & Company globally. Hê | extreme working poverty (income of less than $1 or 

was re-elected McKinsey Managing Director in ^ Rs 40 per day) between 1997 (53 per cent) and 

1997 and 2000. By 2002, he had expanded 2007 (33 per cent), according to the ILO 2008 

McKinsey's network to 84 global locations from Global Employment Trends report 

58 (including India and China), increased the num- 

ber of consulting staff to 7,700 from 2,900 апай! $48,000 (Rs 19.2 lakh): Expected annual per 

revenues to $3.4 billion from $1.2 billion in 1993. capita income in Britain in 2008, according to British 
While setting up ISB, Gupta, whois on the advisory ^ consultancy Oxford Economics. This is higher than 

board of HBS and Kellogg School of Management, $47,300 (Rs 18.2 lakh) in the US, and about 8 per 

made use of his immense global experience and clout cent higher than the figures for France and Germany 

to create a world-class institution. He ensured world- 

class curriculum and academic resources for SB Буюр $200,000 (Rs 80 lakh): Likely price of a 

ing in London Business School, Wharton Business ticket on Virgin Galactic's SpaceShipTwo, which may 

School and Kellogg School as partners. Gupta's hard be pressed into service next year. The two-and-half 

work is paying off now. Today, ISB's Postgraduate hour ride will reach an altitude of at least 110 km 

Programme in Management is the eighth-largest full- 

time MBA programme in the world—ramping up 4,500: The number of state-run technical 

from 126 to 418 students in five years. It plans to ramp institutes in India 

up further to 600 students by 2010. By then, ISB's 

ranking might improve further. With Gupta atthe Rs 25 crore: The value 

helm, there isn’t enough reason to believe otherwise. of roses India is likely to 

PALLAVI SRIVASTAVA export for this year's 
Valentine's Day 





SATISH KAUSHIK 
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Mutual 


Your financial goals, 
our mutual funds expertise. 


Together we can and we shall. At Geojit, we believe А 
in great partnerships that deliver great results. е 





Especially when it comes to investing in mutual 
funds. Determining your life goals can help us not 
only to choose the right mutual fund but also to 
deliver effective expertise. With over 700 funds 
from 30 different fund houses, 20 years of experience | e О 7, 

in equity markets, Rs 8000 crores of assets under | 


management and 3,40,000 satisfied customers, 
we can create many more wonders together. _ 








driven by trust 


Mutual Funds | Full trading account * Demat * Online bank a/c | World class technology | Equities 
Commodities | Futures & Options | Margin funding | Life Insurance | Portfolio Management Services 





Call toll free: 1800 425 5501 
Visit: www.geojit.com 
Visit: your nearest Geojit branch 


For trade or investor queries, please mail us at customercare@geojit.com 


Registered Office: Geojit Financial Services Ltd., 5th Floor, Finance Towers, Kaloor, Kochi - 682 017, Kerala. 
SEBI Regn. Nos: NSE: INB/INF 230806739 | BSE:INB010806736 | NSDL:IN-DP-NSDL-24-97 | Portfolio Manager: INP00000316 


For any grievances, please mail us at grievances@geojit.com 


Mutual Fund Investments are siihiect to market risks. Please read the offer document carefully before investing. 
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Bangalore International 
Airport Limited (BIAL) 


Cost: Rs 2,470 crore 


ime taken for construction 


3 years 


` "ЧТ І 
Тау 


initial Passeng 
11 million passengers annually 


rrovecied Passen er Lapacity 

pou ' b p 
50 million passengers annually 
Number of Runways One (4,000т) 
Number of Aircraft Bays: 42 
Number of Aerobridges: 8 
Passenger Service Fee 
Under Discussion 
Distance to Centre of City: 30 km 
Connectivity: A six-lane highway has 
been completed and further 
projects are being undertaken. 
There are plans for a high-speed 
rail service to the centre of the city. 


The airport has been designed to be operationally efficient, 
but many believe the distance to the airport and poor 
connectivity might actually put travellers off. However, 
the new airport should take care of the criminally long 
queues at the existing HAL airport. 


By the end of March, the southern ~ 
information technology hubs of Bangalore 
and Hyderabad will both have brand-new 
airports, whose figures almost mirror each 
other: Will these giant greenfield airports 
solve the aviation infrastructure. problems 

in these two cities? 
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CEO Confidence by Territory 
(% very confident of revenue growth in year ahead) 


SURGING CEO CONFIDENCE IN INDIA, CHINA 


Recession is a dominant concern of CEOs worldwide. However, CEOs in emerging economies are more 


confident than those in developed countries. Italy 1‹ x 
How confident are you on your company's Which one of these do you see as the main 

prospects for revenue growth? opportunity to grow your business? France 

(Base: All respondents 1,150) (Base: All respondents 2008: 1,150; 2007: 1,084) 
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Hyderabad 
International Airport 
Limited (HIAL) 


Rs 2.478 crore 
3 years 
12 million passengers annually 
40 million passengers annually 
| (ays: One (4,260m) 


ty. 25 Km 
‚ 


v: Work in progress on 
some major road projects. A 11.6 | 
km elevated expressway also | 
planned. There are also plans to 
construct a dedicated rail link 
from the existing Begumpet 
airport to HIAL 
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` 1 Р. * л d i 7 MD IF 
j WIN an oL 171111 UIM di: 


plann in cnt 


1 IRO ilh ruit h 


— fice and Repair Operat 





The CEOs' confidence about prospects for business declined for 
- the first time since the 2003 survey as fears of a global reces- 
sion emerged as a major threat to growth in Pricewaterhouse- 


Coopers 11th Annual Global CEO Survey (1,150 interviews with 
‘CEOs were conducted in 50 countries during the last quarter 


of 2007). Compared to last year, a possible economic down- 


шт is the major risk factor agitating CEOs. All other risks to 


growth-including energy supplies, global climate change, and 
terrorism—declined as business threats. Overregulation and 


availability of talent were also top CEO concerns. 


The percentage of CEOs who said they are “very confident” 
about revenue growth over the next 12 months fell two percent- 
age points from last year to 50 per cent. The CEOs, however, 


remained ey wc as oe as they were п 2003 


I4 VN 


“If the world economy were a train, we'd now 
have a greater number of engines pulling that 
train. However, the biggest engine is still the 
US, and as a result, the speed of that train 


depends on it" 
, Chief Investment Strategist, Standard & Poor's Equity 


Reseach, in Time 

“If somebody thinks that we will be putting 
two million cars or four million cars into the 
market, I think that’s a bit absurd. Today, 
counting four-, two- and three-wheelers, 
India adds about seven million vehicles 

in the market every year" 


Chairman, Tata Group, om Nano, in Newsweek 


*The world is going to move very fast and 
there is no future for the big economic 
conferences where just five, six or eight 
powers meet and which doesn't include 
India, which is growing so fast" 


C Prime Minister, the UK, in Guardian 


“$2,500 will buy a Tata (Nano)—that's (the 
price of) a DVD upgrade on a Lexus" 


r, Operating Partner, Khosla Ventures, tn Fortune 


*Business cannot succeed in a society that fails" 
С r, СЕО, PricewaterbouseCoopers, in 


The Economic Times 


“ „China is undergoing a tsunami of west- 
ernisation, and it's losing some of its own 
identity. The creative community is looking 
for its voice, and we're trying to be 
sensitive to that" 

r, CEO and President, Nike, in Forbes 


*The world is getting better, but it's not getting 
better fast enough, and it's not getting better 
for everyone" 

Founder and Chairman, Microsoft, speaking at the World 


Economic Forum, т Mint 


“No one should have (any) objection if I watch 
a match now” 


KI Bollywood superstar, after t the Indian Premier League 


auction wbere be bagged tbe Kolkata team, to agencies 
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bt noted 


RANKED: By Forbes, 
four Indian CEOs 
among the 10 
wealthiest chief ex- 
ecutives in the world. 
Steel tycoon Lakshmi 
Niwas Mittal is the second-wealthi- 
est, followed by Mukesh Ambani (at 
#6), Anil Ambani (at #7) and Azim 
Premji (at #9). Berkshire Hathaway 
CEO Warren Buffett tops the list. 
However, the net worth figures have 
been taken from a list prepared 
almost a year ago. 





DIPPED: To 16 per cent, India’s 
export growth in December 2007, 
mainly due to the rising rupee. Total 
exports during the month was $12.3 
billion, compared to $10.61 billion 
the previous December. Cumulative 
exports during the first nine months 
of 2007-08 were at $111 billion. 


RISEN: To a five-month high of 3.93 
per cent, the inflation rate based on the 
wholesale price index for the week- 
ended January 19. The surge in infla- 
tion is fuelled by manufactured foodstuff 
like edible oils, ghee, sugar and primary 
articles like wheat, arhar, soyabean 
and industrial fuels such as furnace 
oil and light diesel oil. 


JUST WONDERING ... 
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SLASHED: To Re 1 per minute, the 
rate charged by MTNL for international 
calls to about 100 countries by its in- 
ternet protocol (VoIP) customers. 
Customers can avail of this rate for 
calls to Saudi Arabia, Pakistan, Japan, 
Malaysia and Kuwait, among other 
countries. Call rates to the US, the UK, 
Canada, Australia, Singapore and Hong 
Kong are already at Re 1 per minute. 


RELAXED: By the government, FDI 
norms for investments in seven key 
sectors. It has allowed 74 per cent 
FDI in non-scheduled airlines, 49 per 
cent in commodity exchanges and up 
to 49 per cent FDI in credit information 
companies. Then, PSUs in petroleum 
refining can, with prior FIPB approval, 
accept up to 49 per cent FDI. And 
100 per cent FDI has been allowed in 
titanium mining. 


APPROVED: By the 
boards of Kingfisher 
Airlines and Deccan, 
the swap ratio for their 
merger at 3:7. 
! Shareholders of 
Kingfisher Airlines will be allotted three 
shares in Deccan for every seven shares 
they hold in Kingfisher Airlines. The 
merger will be effective from April 1. 

















FM TO COLLECT 





N AN UNEXPECTED WINDFALL FOR P. 
Chidambaram, there has been a 
Surge in gross tax revenue collec- 

tions, which are likely to cross the 

Rs 6,00,000-crore-mark in 2007- 

08. If the projections are met, the 

gross tax to GDP ratio will go up to 

around 13 per cent in 2007-08, com- 

pared to the Budget estimate of 11.8 

per cent and the medium-term target 

of 12.7 per cent by 2009-10. The 

Budget had estimated tax revenues 

for the year at Rs 5,48,122 crore. 
So, what now? While industry has 

already come forward with its wish list 
of an across-the-board reduction in 
personal and other taxes, economists 


WINDFALL FOR CHIDAMBARAM 


- 
y i 
A Aang 
АА I ы 
"nm | 
B о 





advice caution. Says Samiran 
Chakravarty, Chief Economist, ICICI 
Bank: "It (the increased collections) will 
help mitigate the adverse conse- 
quences of excess expenditure by the 
government. The food, fuel and fertil- 
izer subsidy bills are on the rise. Then, 
the interest cost for the Market 
Stabilization Scheme is also expected 
to rise." And finally, the Pay 
Commission report due in April 2008 
Is expected to significantly inflate the 
government's wage bill. "But, the gov- 
emment will be able to fund all its pro- 
grammes without falling foul of the 
FRBM Act," he adds. 

RISHI JOSHI 
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AIR POWER... 


enough to support critical 
life saving systems in the 


medical industry 


Elgi's air compresso! 
technology plays a кеу role in 


core industries the worid омет 


ELG! AIR COMPRESSORS - IN 63 COUNTRIES. IN CORE APPLICATIONS, 


» Textiles » Power » Cement » Construction & Mining » Pharmaceuticals » Food & Beverages » Leather 
» Automotive » Engineering » Chemicals 


Oil-free Rotary Compressors 
Oil-flooded Rotary Compressors 
Portable Rotary Compressors 
| Oil-flooded & Oil-free Reciprocating Compressors 











ELGI EQUIPMENTS LIMITED 


Singanallur, Coimbatore - 641 005, India Tel: +91 422 2589555 Fax: +91 422 2573697 enquiryQelgi.com www.elgi.com 


Branch Offices: Ahmedabad - 26583736 Bangalore - 22240674 Bhopal - 2578281 Chennai - 28586699 Hyderabad - 27768326 
Jaipur- 2375595 Kochi- 2360155 Kolkatta- 22834270 Mumbai - 28591905 New Delhi- 25153644 Pune- 27145288 Tiruchengode - 257137 





Overseas Offices: Bangladesh * China * Indonesia * Kenya + Malaysia + Middle East > South Africa + Sri Lanka › Thailand 





Toll Free Customer Care Number 1800 - 425 - 3544 


АМУЛЕТ ОТОКА 


DEALTRACKER 


TARGET 


SeaDragon Offshore 
New Delhi Television 


InterGlobe Technology Quotient 


Global Trade Finance 
Peninsula Land 


Security & Intelligence Services (India) 


Soma Enterprise 
Sicom 


Jaiprakash Power Ventures 


Golden Gate Properties 
Afcons Infrastructure 
Times Innovative Media 
Borusan Telekom 


Broech Corp 


SMC & SAM Global Securities 


PTC India Financial Services 


Bridge Strategy Group 
India Aero Ventures 


Repco Home Finance 





ACQUIRER 


Great Offshore 
NBC Universal (GE) __ 2 
Stanchart PE, DBS, Credit Suisse 


State Bank of India 


Templeton, HSBC, ABN AMRO 


DE Shaw 


3i India Infrastructure Fund 


JC Flowers 


SBI & ICICI Bank 
RREEF (Deutsche Bank subsidiary) 


Credit Suisse 


Goldman Sachs & Lehman Bros. 


Dhanus Technologies 
Rolta India 


Millennium India Acquisition 
Goldman Sachs & Macquarie India 


Satyam Computer 
EADS 


Carlyle Asia Growth Capital Partners 


Nakshatra Brand, Diamond Trading Corp Gitanjali Gems 


Quality Care India 
Special Restaurants 
Kinky Hair Business 


Oxigen Services India 


Ashmore Funds 
SAIF Partners 


Godrej Consumer Products 


Microsoft 


BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in January 2008. 


Deal Particulars: Great Offshore, an integrated offshore oilfield services provider. has offered 
to acquire a controlling stake in the UK-based oil rig owner SeaDragon Offshore in a deal worth 
$1.4 billion, including subsequent capital commitments. 


INDUSTRY 


Oil & Gas 
Communications 
Travel & Tourism 
Financial Services 
Real Estate 
Technology 
Construction 
Financial Services 
Power 

Real Estate 
Construction 
Media & Entertainment 
Communications 
IT Consulting 
Financial Services 
Power 

Consulting 
Aviation 

Financial Services 
Gems & Jewellery 
Healthcare 
Restaurants 
Consumer Products 


Technology 


Acquisition 
Investment 
Investment 
Acquisition 
Investment 
Investment 
Investment 
Investment 
Investment 
Investment 
Investment 
Investment 
Acquisition 
Acquisition 
Investment 
Investment 
Acquisition 
Investment 
Investment 
Acquisition 
Investment 
investment 
Acquisition 


Investment 


Impact Analysis: The acquisition will allow Great Offshore to enter India's emerging deep- 
water drilling market. SeaDragon Offshore specialises in deep-water exploration rigs capable of 
withstanding harsh environments and drilling at depths of up to 10,000 feet. It will provide Great 
Offshore an entry point into the specialised and lucrative deep-water exploration and drilling space 
globally and in India. Exploration commitments in the deep-water blocks in India are on the rise 
with players like Reliance and ONGC operating in this space. So, there's huge business to be won. 





DEAL VALUE STAKE 
1,966 15% 
992 26% 
960 35% 
925 91% 
925 10% 
900 14% 
404 Undisclosed 
400 37% 
400 3% 
278 Undisclosed 
250 Undisclosed 
200 17% 
200 100% 
177 100% 
165 68.7% 
157 40% (20% each) 
138 100% 
13] 24% 
110 49% 
100 100% 
90 19% 
90 20% 
95 100% 
Undisclosed 35% 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
Today or Ernst & Young do not 


secondary research, Any decision on the basis of the above mentioned information should be taken only after professional advice. Business 


undertake any responsibility in regard to any such decision 
includes Only M&A, private equity and brand Sale transactions 
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L008 


Buy Kirloskar Gree 
100-600 kVA genset. 


Get Total Val 


A world-class compact design saves money on 
space, great fuel economy with low running Cost 
gives recurring savings year after year and utmost 
reliability backed by 24 x 7 service gives you, total 
value for money. No wonder then, Kirloskar Green Gensets are the 
preferred choice of critical industries like infrastructure, manufacturing, 
textile, hospitality, services, ITES, and telecom amonast others. So get 
Kirloskar Green 100-600 kVA genset and get total value for money. 


a 


——— THE KIRLOSKAR GREEN ADVANTAGE 


FROST @ SULLIVAN equirement ре! | 


Voice of Customer Award in the “Best Bang 
for Buck” category in the Indian Genset Market 


KIRLOSKAR OIL ENGINES LIMITED, Laxmanrao Kirloskar Road, Khadki, Pune - 411 003 INDIA 
Call Deepak Grover on +91-98711 10765 (North) | T. Prabhakar on +91-98311 55666 (East) | Satish Srikantiah on +91-98500 08924 
(West) | V. D. Sivakumar on +91-94440 08048 (South) | Toll free no.: 1800 233 3344. 


га comm idis ORI" nen teadaomarve manari hy Kirlaskar Proonetarv Lim 





bt vital signs 


Indian Automotive Indian Auto Manufacturers' Costs 


А Industry: In the Fast Lane 
See-saw Continues Rising disposal incomes and increasing consum- 


erism are fuelling the optimistic expectations of 
BT50 India's auto industry executives, says a recent 
KPMG survey. The impression of over 40 CEOs and 
other senior professionals: India has passed a criti- 
cal turning point and is ready to shift gears in R&D. 
Global automakers will allocate a rising proportion 
of their FDI to India, expanding auto manufacturing 
first and auto engineering and R&D services later. 


Ш Raw materials © Manufacturing Ml Labour Ml Sales & distribution Ml Other costs 
Source: Society of Indian Automobile Manufacturers (SIAM), February 2007 








Labour Cost Comparisons 
Developed economies ($/Hr) Emerging economies ($/Hr) 
21.1 18 


BT Pharma Germany Japan US UK 3, Korea Thailand Philippines India China 
346.70 Source: Comparison of purchasing power across the globe, UBS 
emetic cay: по ИОН 
Relative Technical Labour Costs 
шыш ——— Design cost ($/Hr) | Annual wages of engineer/designer ($) 





BT Telecom 


330.68 





Europe India Germany Japan US ШК S.Korea Thailand Philippines India China 
Source: Indian Brand Equity Foundation, Prices & Earnings, UBS 


What Will Sustain Indian R&D Advantage? 


Superior quality 
of manpower из 
Public policy support 
BT Tech for R&D in India 103 
Diversity of service 
offerings 112 


338.34 Availability of cost- 


effective manpower 33 


KAPIL 


Figures in per cent Source: KPMG International, 2007 
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Crossroads 


Will multiple roadblocks slow the growth of booming BPO market? RAHUL SACHITANAND 


ESPITE TRAVELLING THE 

globe as perhaps the 

face of India's BPO rev- 

olution, Raman Roy 

continues to find new 
and intriguing places to do busi- 
ness. While he visited Sri Lanka 
last year to advise the government 
and some companies on their future 
in this industry, in late January, he 
even jetted off to the tropical par- 
adise of Mauritius to help local 
companies out. A full decade af- 
ter he got the ball rolling with 
Spectramind (acquired by Wipro 
and later renamed Wipro BPO), the 
industry is set to severe the umbil- 
ical cord from rr and be counted as 
a distinct entity on its own. Having 
grown to $11 billion in size, with 
over 1,200 providers and employ- 
ing 700,000 people directly, India 
is already the industry's top dog, ac- 
counting for around 40 per cent 
of the global $26-29-billion indus- 
try. Now, NASSCOM, the industry 
trade body, in association with 
Everest Group, a research and con- 
sultancy outfit, has predicted that 
the industry will grow to as much 
as $50 billion by 2012 and create 
around two million direct jobs in 
the country. 

Despite these impressive statistics, 
Roy, now Chairman & Managing 
Director, Quatrro, a BPO start-up, 
is among the first to sound multiple 
notes of caution for this industry. 
"This industry could be a game 
changer for India, but there are 
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RACHIT GOSWAMI 


BPO FIVE-FOLD PATH 

But there will be hurdles. 

m Overhaul the existing education system 
to generate employable talent 

m Establish BPO hubs to smoothen 
infrastructure concerns 

m Focus on domestic BPO market to widen 
focus and improve seat utilisation 

m Focus on higher value services 

m Aggressively market India's abilities 
Overseas 


several hurdles we need to over- 
come," he admits. These problems 
are spread across areas that range 
from a lack of employable talent to 
Issues over taxation, inadequate in- 
frastructure and perhaps, most wor- 
ryingly, increasingly competent 
competition. "There isn't a single 
college course in India teaching us 
GAAP; It’s a mandatory course in the 
Philippines," says Roy. *We have 
created perhaps the largest base of 
educated unemployable people in 





the world." Already, the Philippines' 
BPO industry employs 300,000 peo- 
ple and it has a 15 per cent share of 
the market. China is the other big 
threat, with its massive infrastructure 
and aggressive English adoption. At 
the same time, countries like Canada 
continue to be preferred for many 
sensitive tasks, due to the geo- 
graphical proximity to the us. 

Part of the problem for India, ac- 
cording to Roy, is just how aggres- 
sive competing locations are with 
doling out sops. While Sri Lanka 
was happy duplicating India's op- 
erational and tax structure on its 
own nascent BPO circuit, he's been 
inundated with requests from other 
locations to advise them on this 
fast-growing industry. Then, an ap- 
preciating rupee and the removal of 
tax subsidies could vet hurt this 
evolving industry. 

Experts say that the continued 


growth and success of the industry 
will hinge on its ability to re-in- 
vent itself and will involve close 
co-ordination between industry, 
government and other stakeholders. 
“The government needs to be more 
proactive with taxation norms and 
proactive labour laws," says Gaurav 
Gupta, India head of Everest 
Group. Despite these issues, indus- 
try players are optimistic because of 
the sheer potential in the market. 
“We have just scratched the sur- 
face and may have covered 5 per 
cent of the addressable market," 
says Som Mittal, the recently-ap- 
pointed President of NASSCOM. 
Rather than just an India presence, 
Gupta says a multi-locational ap- 
proach will be key to a firm's con- 
tinued success in the market. “It’s 
not just about a large India presence 
anymore; a dispersed delivery base 
is critical in the market both to 
mitigate risk and provide more op- 
tions to clients," he explains. Before 
they can go overseas, Indian oper- 
ators need to address some critical 
shortcomings at home. The Everest 
study, for example, estimates a 
shortfall of up to 1 million gradu- 
ates (at entry level) under the cur- 
rent system. Then, there is also an 
acute shortage of specialised skills 
(actuaries for insurance processing, 
for instance), which could further 
hamper growth. 

Critics say the biggest challenge 
it faces is one of perception. While 
BPO has opened new employment 
opportunities, it has also brought 
with it its own set of social ills. A 
fast-paced lifestyle and near-impos- 
sible deadlines have resulted in the 
creation of a parallel night life, often 
blamed for an upsurge in crime. 
Then, issues of data theft at Indian 
BPOs have given naysayers in the 
West plenty of ammunition to protest 
job losses and movement of work to 
India. *We need to aggressively pro- 
mote the skills of Indian companies 
and the safety of India as an out- 
sourcing destination," says Mittal. 


UMESH GOSWAMI 


The Fallout 
Back Home 


India might be a growth haven 
for badly-bruised global banks. 





Banking on India: In times of trouble 


HE CREDIT TURMOIL IN THE WEST 

has taken its toll of global banks 
headquartered in the us and Europe. 
Last fortnight, Swiss giant UBS an- 
nounced another $4-billion write- 
off, taking the total amount set aside 
to close to $19 billion. In the process, 
it plunged into the red for the first 
time since 1998 (when United Bank 
of Switzerland and Swiss Bank 
Corporation were merged to form 
UBS). It isn't the only bank that's 
taken a hit. According to data collated 
by rating major Standard & Poor's, 
some 17 banks and large financial in- 
stitutions had written off collater- 
alised debt obligations (CDOs), sub- 
prime securities and levarge loans 
to the tune of $95 billion till January 
17. These banks include Merrill 
Lynch (amount written off: $22 bil- 
lion), Citigroup ($21 billion) and 
Morgan Stanley ($9.6 billion). 

So, what should these behemoths 
be doing in other markets, including 
the one in India? The options are 
two-fold, and at two ends of the 
spectrum. One would be to scale 
down globally; that's what UBS is ru- 
moured to be planning, apparently 
on the verge of selling off UBS Asia. 
Manisha Girotra, Chairperson & 


Managing Director, UBS India, wasn't 
available for comment. 

The other option is, of course, to 
grow in one of the fastest-growing 
world economies, and ride on its 
cost advantage. That’s what Citi India 
hopes to do. Says its CEO, Sanjay 
Nayar: “We are looking at substantial 
relocation of work to India and to 
other low-cost destinations in Latin 
America & Asia, as a result of the re- 
engineering exercise undertaken 
across the organisation.” Citi is in 
the process of obtaining approvals to 
further enhance its capital base in 
the country to support a higher vol- 
ume of transactions. Says Nayar: 
“By the first quarter of 2008, we 
will infuse the capital along with re- 
tention of profits for fiscal year ended 
2008.” Nayar isn’t revealing those fig- 
ures. Last year the bank had invested 
Rs 3,000 crore in India, including a 
retained net profit of Rs 1,566 crore. 
In the past three years, the capital of 
the bank has surged from $2 billion 
to around $3.1 billion in 2007. 

Other global banks, too, (which 
haven’t been scalded by the credit tur- 
moil) are lining up to expand in 
India. French Bank BNP Paribas 
(which is tipped to acquire the trou- 
bled Societe Generale by analysts) 
recently infused €100 million (Rs 
570 crore) by way of fresh equity 
capital in its Indian operations. This 
has taken its capital base in India to 
Rs 1,600 crore. Says Frederic Amo- 
udru, Chief Executive & Country 
Manager, BNP Paribas India: "Growth 
plans for India have remained basi- 
cally unchanged since the eruption of 
the subprime crisis. The infusion of 
capital has given us the opportunity 
to enhance credit limits to our clients 
for borrowing in local currency as 
well as enables us to become more 
active in local currency project fi- 
nancing.” Meantime, Iceland-based 
Glitnir is set to start India opera- 
tions. Life is clearly easier thousands 
of kilometres away from the centre of 
the subprime storm. 

MAHESH NAYAK 
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Retail Rush 


Micky Jagtiani wants to 
become a global player. 


HE OASIS CENTRE IS A NEW 
T 2000004 ft retail centre on 
Bangalore’s Intermediate Ring Road 
and was opened in late January by 
the $2-billion Landmark Group, 
based in Dubai. Backed by booming 
music, balloons and confetti, the 
place was thrown open to business 
as an odd selection of hangers-on, 
store staff and visiting journalists 
looked on. The centre of attention 
was a short, stout man in a dark 
blazer and khakis, who seemed em- 
barrassed by the attention. This ret- 
icent man is Mukesh ‘Micky” 
Jagtiani, a one-time cabbie-turned- 
retail mogul who was visiting India's 
IT Capital to inaugurate his latest re- 
tail venture. 

Jagtiani started with just one 
store in West Asia three decades 
ago; today, his empire has expanded 
to 600 stores that employ 20,000 
people, with operations in India, 
China and Europe, besides the head- 
quarters. Now, he wants to take 
the next step up to compete with 
global giants, by putting in place 
an inorganic expansion strategy that 
involves spending up to $10 bil- 
lion on mergers and acquisitions. 
Already, the reclusive millionaire 
has bought a minority stake in UK re- 
tailer Debenhams and has also been 
linked with Saks, as he seeks to es- 
tablish a global presence. “Western 
retailers quickly give me the scale 
needed to be a serious player,” 
Jagtiani told this writer before rush- 
ing to catch his evening flight. 

To fund this ambitious expan- 
sion programme, Jagtiani plans 
multiple listings, not just in Dubai 
but in the West and possibly in 
India too. “We don’t have the funds 
internally for such a massive ex- 
pansion programme,” he admits. 
Jagtiani could lean on his fast-grow- 
ing India operations for some cash, 
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Landmark's Jagtiani: Watch this space, there's more in store 


since he expects his 67-store busi- 
ness here (covering Lifestyle, Max, 
Baby Shop and most recently, Spar 
Hyper Markets) to become a $1-bil- 
lion business by 2012. He plans to 
invest $500 million in expanding 
his India footprint. While the com- 
pany plans to set up around 35 
more Lifestyle stores across the 


country, Jagtiani also plans to open 
15 more Home Centre stores in 
the country. “The competition is 
intense in India with Biyani, 
Ambani and now Mittal on a mas- 
sive expansion path, but we be- 
lieve we've created our own niche 
here," he says. 

RAHUL SACHITANAND 


Armchair Shopping 


A HyperCITY-Argos JV attempts to revive catalogue shopping. 


ATALOGUE SHOPPING ISNT EX- 
С new—a company called 
Burlingtons pioneered the con- 
cept in India in the early nineties. 
It didn't exactly set the Ganges 
on fire, and perhaps the absence of 
a consumerist culture would have 
something to do with that. Now, 
organised retailing and catalogue 
shopping have come together with 
Argos, the £4.2-billion company 
belonging to Home Retail Group 
of the UK, jointly venturing with 
the K. Raheja Group's Hypercrry, 
The new joint venture is called 
HyperciTY Argos. 

Andrew Levermore, CEO, 
HypercrrY Retail (India), points 
out that the reason for this foray is 
to provide consumers more choice. 
"We're talking about over 4,000 
products available to you in the 
catalogue and also available to 
you on the internet for web-shop- 
ping. Nobody has tried it with 
this kind of conviction and varied 
choice before," he says. 

Furthermore, Levermore re- 


minds us that the Indian consumer 





has actually been shopping from 
home for decades already. *Ever 
since the telephone has been 
around, the Indian consumer has 
been ordering things from his 
kirana almost on a daily basis. 
Now, this doesn't happen in any 
other country in the world, so 
that's the first reason why we think 
it will work." Also, considering 
that Indian consumers like to make 
large-ticket purchase decisions as a 
family, they now have a perfect ve- 
hicle to do so—a catalogue on the 
coffee-table at home. 

DEEPTI KHANNA BOSE 


Speak Easy 


Airtel's Rupee One plan sets the 
cash registers ringing. 





OR BHARTI AIRTEL, A RUPEE SPENT 
Fi much more than a rupee 
earned. And it shows in the mo- 
bile telephony major’s third quarter 
results, in which profits were up 
42 per cent over the previous year’s 
corresponding period (and almost 
10 per cent over the second quar- 
ter). This growth was driven by a 
near 50 per cent year-on-year 
growth in the key Mobile Services 
Business Unit. On a sequential basis 
too, the segment grew by nearly 
11 per cent. The mobile subscriber 
base of the company also grew by 
72.5 per cent year-on-year and by 
close to 13 per cent quarter-on- 
quarter. A record 6.4-million sub- 
scriber numbers were added during 
this period, the highest by any tele- 
com company so far. This has 
helped improve Airtel’s market 


LALIT RANA 
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Keep talking: It's good news for Airtel 


share to 23.6 per cent (from 21.8 
per cent in the quarter ended 
December 2006). 

The trigger for this spike, ex- 
plain analysts, is Airtel’s Rupee One 
plan. Says Harit Shah, Research 
Analyst (rr and Telecom), Angel 
Broking: *The reduced tariff has 
brought about an increase in us- 
age." The average minutes of usage 


per month per user increased from 
469 minutes in the previous quarter 
to 474 minutes. 

Airtel, which had introduced a 
hugely-advertised Re 1-per-local- 
call tariff for its lifetime prepaid 
customers in the second quarter, 
recently extended it to all prepaid 
lifetime customers (both new and 
existing). Airtel has reduced its local 
outgoing call tariffs to Re 0.99 per 
minute for all Airtel prepaid mobile 
customers whose existing local call 
rates are more than Re 1 per 
minute. This applies to any local 
call made from an Airtel prepaid 
mobile to an Airtel mobile or to 
any other mobile network in the 
same circle and to any local landline 
number. Says Sanjay Kapoor, 
President (Mobile Services), Bharti 
Airtel: “We had predicted that usage 
minutes will go up this quarter be- 
cause of the Re-1 tariff (from Rs 2 
earlier) plan and also because we 
have made available the Lifetime 
plan at Rs 499, instead of Rs 999." 

PALLAVI SRIVASTAVA 


Want a red-hot performance that leaves everyone 
behind? Then switch to XTRAPREMIUM petrol and 
XTRAMILE Super Diesel. Enhanced with exclusive 
multi-functional additives, they boost your vehicle's 
overall performance. So go ahead and give your 
vehicle the best that it deserves-XTRAPREMIUM and 
XTRAMILE. Only from IndianOil. 












Petrol With Friction Buster 
The best your vehicle can get 


SUPER DIESEL 


= Greater Mileage = Superior Pick-up = Smoother Drive в Cleaner Engine 
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Getting Back 
to Speed 


HMIL opens a second plant 
near Chennai. 


YUNDAI MOTOR INDIA LIMITED 
Elo had a relatively sombre 
year, with domestic sales climbing 
only 3.8 per cent over the April- 


December period. Other than the 
launch of the i10 small car in 
December, most of 2007 was 
mainly spent preparing for 2008. 
But last fortnight нми. opened its 
second plant at its existing facility at 
Sriperumbudur near Chennai. 
This plant, which will see 100 
per cent of spot welding, 90 per 
cent of sealer application and 50 per 
cent of CO2 welding being done by 


iShare, You Share 
Rediff's YouTube clone iShare woos viewers with micro sitcoms. 


OBODY'S WATCHING IS A TV 

programme that was never 
aired. When refused by all the 
major networks, its creator, Bill 
Lawrence made it available on 
YouTube in June, 2006. Within 
two weeks of uploading it, the 9- 
minute video was viewed more 
than 300,000 times and at the 
time of writing the story, the 
views totalled 1,423,784. The 
network which 
had  ridiculed 
Lawrence obvi- 
ously went back to 
him. Moral of the 
story? Never un- 
derestimate the 
power of social 
media. Perhaps, to 
leverage this plat- 
form, media solutions company 
Pixelkraft, for the first time, has 
produced an English sitcom series 
for Rediff iShare. The short film 
series titled *Ram & Ria' went 
live on January 10 and has al- 
ready garnered around 1,05,000 
views within the first two weeks. 
"Through the series, we want to 
give more variety to the users 
who are transcending to the third 
screen. We were looking for this 
kind of content for long," says 
Manish Agarwal, Vice President 
of Marketing, Rediff.com. 
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Conceptualised and produced 
by Chennai-based Pixelkraft, the 
series features the life and dilem- 
mas of a typical south Indian 
man and his Mumbaikar wife in 
Chennai. The comic short series 
are 2:30 to 3-minute long. While 
15 episodes have already been 
uploaded, PixelKraft has another 
25 ready with it. The series is 
also available on ramandria.tv. 
Siddharth Kumar, 
Creative Director 
of Ram & Ria se- 
ries, believes that 
the Indian audi- 
ence is ready for 
this kind of con- 
tent. “The atten- 
tion span of youth 
these days is quite 
limited and hence the duration. 
Also, there is a dearth of con- 
temporary content relevant to 
the internet users,” he says. 

While Manish says Rediff is 
talking to other production 
houses for more contextual con- 
tent, the aim, he says, is to at- 
tract more users. “It is just an 
experiment for us and the mon- 
etisation aspect will obviously 
come later,” adds Siddharth. 
Will iShare find an Indian 
Google? Wait and watch. 

PALLAVI SRIVASTAVA 
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HMIL's new plant: Doubling capacities 


robots, will double Hyundai’s ca- 
pacity to 600,000 units annually. 

“We had reached our installed 
capacity of 300,000 units in 2006 it- 
self, and in 2007 by improving ef- 
ficiencies we managed to produce 
327,000 units. If we had to keep up 
with demand, this was not enough. 
So the new plant was a must,” says 
Hueng Soo Lheem, Managing 
Director, HMIL. 

The new plant will play a critical 
role in Hyundai's plan to make its 
Indian subsidiary the hub for small 
car exports, says Lheem. 

KUSHAN MITRA 


Telecom’s New 
Wannabes 


Unitech and Videocon are among 
them, but what about spectrum? 

NCUMBENT OPERATORS CRINGE, 
| Re rejoice. With the 
Department of Telecom doling out 
121 new licences, there is a gaggle 
of telecom player wannabes that 
promises to hit the market soon. 
Some of them, like Unitech and 
Videocon (See Who’s Got What?). 





-ernando Gutiérrez de Vera,.Civil Engineer., 
and President of the-SEOPAN Concessions Commitlge. 
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spain is a country that enjoys high standards 
f well-being and quality of life. They are the 
eflection of a first-rate level of socio-economic 
development. Spanish businesses are very aware 
of environmental and sustainability issues and 
are also outstanding in their achievements in 
echnological research and development. 


h 


Spain is currently a leader in infrastructure 
management. It is the second largest country in 
the European Union and has the highest average 
altitude in Europe. Spanish companies survey areas 
in order to design the best routes, incorporate 
latest-generation technology and design efficient 
management systems. 


our of the world’s five largest transportation 


-evelopers аге Spanish* 


Ranking of "Public Works Financing" (Top Transportation Developers 2007, N* of Concession/P3 Projects) 
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have no previous experience of op- 
erating telecom networks (but then, 
neither did Bharti Airtel or Reliance 
Communications, 10 years ago), 
yet incumbent operators must be 
fearful because in some metros and 
states (such as Delhi and J&K) there 
may be at least 10 to 11 networks to 
choose from. 

In a metro circle like Delhi, 
where customers have a choice of 
four operators in the GSM category, 
cell phone users may now get to 
choose from a bouquet of 11 oper- 
ators. Even Jammu & Kashmir, 
which has just three operators 
(Airtel, Dishnet and BSNL), will be 
able to choose from 10 service 
providers, as seven new operators 
are set to launch networks. While 
Mumbai and Kolkata will get four 
and five new operators respectively, 





Assam and the rest 
of North East (which is treated as 
one circle) will get seven new 
operators each. All that apart, there's 
Reliance Communications, which 
already operates CDMA services 
across the country, but has received 
GSM licences for six new circles. 
Including the eight circles where it 
already offers GsM telephony, 
Reliance will now be present in 14 
circles as a GSM operator. 

The only hitch, industry watch- 
ers say, telecom's new wannabes 
are likely to encounter is allocation 
of spectrum. “Licencees in the past 
have had to wait endlessly for spec- 
trum to launch services," cribs one. 
Telecom Secretary Siddharth 
Behera, however, brushes aside such 
remarks. *I think we have decided 
to grant licences only after explor- 
ing the availability of spectrum, and 
| am sure that there will be no room 


48 BUSINESS TODAY FEBRUARY 24 2008 






for disappointments,” he says. 
Perhaps because of such assur- 
ances or otherwise, the newcomers, 
including Unitech, Swan (Reliance 
Communications had a 9 per cent 
stake in it sometime ago), 
Datacom Solutions (of Videocon) 
and Shipping Stop Dot (an Essar 
entity) are enthusiastically gearing 
up for launch. Unitech, which re- 
fused comment, is said to be scout- 
ing for an operating partner (ap- 
parently, foreign) for both capital 
and know-how. Videocon already 
partners Us giant Verizon in long 
distance telephony in India, but 
could be looking for a different 
partner in this venture. “GSM serv- 
ices will be launched by the end of 
2008, subject to the availability of 
spectrum,” says Venugopal Dhoot, 
Chairman, Videocon Group, that 
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now has licences to operate in all 
22 circles. 

BPL Mobile ceo S. Subraman- 
ium (BPL Mobile is an Essar com- 
pany, too) also says that he's wait- 
ing for spectrum to kick-start op- 
erations, "We are exploring fund 
raising options to enable us to 
start services simultaneously in at 
least 20 circles at the earliest," he 
says, adding that the company 
plans to invest about *$2 billion 
(Rs 8,000 crore) initially to com- 
mence operations." 

Noida-based Shyam Telecom, 
headed by Chairman Rajiv 
Mehrotra, is another player that 
has now stepped onto the GSM turf 
in a big way. It already has a li- 
cence to operate in Rajasthan, but 
now with new licences can become 
a pan-India operator. One man who 
must be licking his wounds is B.K. 
Modi of Spice Telecom, which was 


denied fresh licences altogether be- 
cause of insufficient networth. It 
will be interesting to see how many 
of the new licencees actually launch 
services, and how many encash it by 
selling out even before the first call 
is made on their networks. 

AMIT MUKHERJEE 





Low Cost, 
High Share 


LCCs have grabbed 40 per 
cent of the market. 
HEN THE KINGFISHER- 
X Deccan deal was completed in 
late 2007, it was estimated the three 
large airline groups, that is Air India- 
Indian, Jet-JetLite and Kingfisher- 
Deccan, controlled about 85 per 
cent of the market. However, the 
latest figures released by the 
Directorate General of Civil 
Aviation (DGCA) are an eye-opener: 
The large independent airlines, par- 
ticularly SpiceJet and IndiGo, have 
cornered 22 per cent of the market. 

These two airlines have no plans 
of slowing down, as low-cost carri- 
ers (LCCs) are grabbing an increasing 
share of the market. Along with 
SpiceJet and IndiGo, GoAir, Deccan 
and JetLite grabbed over 40 per 
cent of the market, which grew a 
massive 32.5 per cent to 42.3 million 
domestic passengers in 2007. With 
Deccan and JetLite putting brakes on 
their growth and GoAir with still a 
relatively small fleet, SpiceJet and 
IndiGo are poised to grab a higher 
share of the market. SpiceJet cor- 
nered 9 per cent of the market and 
IndiGo, which started operations 
in mid-2006, managed a share of 
7.6 per cent barely 18 months after 
starting out. 

That said, SpiceJet, which is a 
listed company, declared a smaller 
than expected net profit of Rs 9.3 
crore for the quarter ended 
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December 2007, even though the 
company's operating profit was a 
meagre Rs 4 lakh on operating rev- 
enues of Rs 438 crore. During the 
same period Jet Airways lost Rs 90 
crore and Deccan Rs 190 crore. 





IndiGo's Ashby: Making money is tough 


With fuel prices rising, and the 
current economic scenario leaving 
people with less disposable income, 
is there concern for the coming 
year? "No", says Samyukth 
Sridharan, Chief Commercial 
Officer, SpiceJet, “There might well 
be a slowdown in growth, but 
growth should still top 20-25 per 
cent this year.” SpiceJet is expected 
to grow its fleet from the current 18 
aircraft to 25 aircraft by the end 
of the year and the company's board 
recently approved a further order of 
10 Boeing 737 aircraft. 

At IndiGo, Chief Executive 
Officer Bruce Ashby is also highly 
optimistic, but admits that making 
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money is a challenge. *There needs 
to be some amount of rationalisa- 
tion of fuel prices, because fuel con- 
tributes over 45 per cent to our 
costs right now, and that is very 
high," he says. The problem, as he 
points out, is that often a few hun- 
dred rupees difference in average 
fares, “can make the difference be- 
tween a full and a half-fuli plane". 
IndiGo recently received its 16th 
aircraft and is expected to take de- 
livery of seven more this year. 
Brand building is going to be a 
major challenge for both airlines. 


"You cannot grow on low fares 
alone, and that is what has driven 
growth so far. We have to become a 
carrier of choice and while offer- 
ing competitive fares we should also 
have pricing power," Sridharan says. 
“I think there is space in this 
country for two highly-focussed, 
purely low-cost carriers to survive," 
says Sridharan, a thought echoed 
almost verbatim by Ashby. 2007 
has been a vintage year, but the 
challenges of 2008 might lead to 

some serious turbulence. 
KUSHAN MITRA 


Tata Tea's New 'Adda' 


It has launched a tea chain for the youngsters. 


ETWEEN THE ROADSIDE CHAI 
shop and the high-end tea 
restaurant lies a gap that is too 


large to overlook. India's leading 
branded tea seller, Tata Tea, sees 


this as a market untapped. The 
business potential? The company 
is tightlipped about it, but it is 
determined to capture this market 
over the next five to seven years 
with a splash of its Chai Unchai, 
the first outlet of which has come 
up on the пм Bangalore campus. 
The company has lined up sev- 
eral such shops across India's ur- 
ban landscape. But don't ask how 
many. The company will not re- 
veal any numbers at this stage. 
How are they to look? “It’s nei- 
ther a kiosk nor a parlour,” is 
how Tata Tea Executive Director 


Sangeeta Talwar tries to explain. If 


the пм Bangalore outlet is any- 
thing to go by (see picture), then 
these will be movable ones with 
seating space created at the top 
for the customers to sit and enjoy 
their cuppa. If the company finds 
business at any particular loca- 
tion unviable, it can just remove 
the tent and pitch it elsewhere. 
Shopping malls, colleges, univer- 


DEEPAK G. PAWAR 





Try chai: The first outlet at IIM-B 


sity campuses and public places 


are where they will spring up in 


the days to come. 

Unchai outlets are a response 
to the changing tastes of youth. 
"Youngsters need a place to relax 
where they don't have to live up 
to any expectations. The unique 
retail format provides a place 


where consumers can have real 


masti to suit their mood," says 
Tata Tea's General Manager 
(Marketing & Sales), Pankaj 
Dant. In a country that's esti- 
mated to consume 400 billion 
cups of tea a year, Chai Unchai 
may well find its niche. 

K.R. BALASUBRAMANYAM 





Experience the rush in the air. 
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www.hondacarindia.com 


is | Projector Headlights | Double Chrome Grille | Turn Indicator on Side Mirrors | 17" Alloy Wheels | Drive-by-Wire | Double Wishbone 
Multi-info LCD Display ! Twin Glove Box ! Audio Steering Controls | 40:20:40 Split Rear Seat ! Double Deck Cargo ! Conversation Mirror 





New-age Aerodynamic Design Honda CR-V also available in 2.4L, Manual and Automatic Transmission HON DA 


ONDA 


The Power of Dreams 


Introducing 2.0L 2WD Honda CR-V. 
Agile. Sporty. Spirited. 


Feel the Rev! 





"advanced Compatibility Engineering™ (ACE™) | ABS+EBD with Brake Assist | Dual SRS Airbags | Keyless Entry with Immobilizer | Fog Lam 
Rear Suspension | Independent Auto AC | 8 Way Power Seat Adjustment ! Leather Upholstery ! Tilt & Telescopic Steering ! Optitron Meter wit! 
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HONDA 


NORTH: DELHI - Courtesy Honda, Okhla: 39870700; Prime Honda, Patparganj: 42141414-8; Ring Road Honda, CP:4308000# 
Motinagar: 42597000, Peeragarhi: 45540000; Southend Honda. Badarpur: 40621212, Greenpark: 26536476/96: FARIDABAD - Class" 
Honda: 0129-4097007; GHAZIABAD - Prime Honda: 0120-4374141-5: GURGAON - Ring Road Honda: 0124-4688000/469500* 
NOIDA - Ace Honda: 0120-4000400; HISAR - Lotus Honda: 01662-221635/36: AMRITSAR - Prestige Honda: 0183-306777 
CHANDIGARH - Harmony Honda : 0172-5022222; Prestige Honda: 0172-3067777; JALANDHAR - Prestige Honda: 0181-306777 
LUDHIANA - Horizon Honda: 9878004500; Prestige Honda: 0161-3067777; PATIALA - Prestige Honda: 0175-306777 
KARNAL - Prestige Honda: 0184-3067777; AGRA - Heritage Honda: 0562-2641560/62; KANPUR - Pushp Honda: 0512-2540018/7: 
LUCKNOW - Fortune Honda: 0522-2200701/04; DEHRADUN - Divine Honda: 0135-2645001-04; JAIPUR - Pink City Honda: 0141-3106807-0 
JODHPUR - Royal Honda: 0291-2725555/7777; UDAIPUR - Autokam Honda:0294-2491641/42; 


WEST: MUMBAI - Arya Honda, Worli: 66539999; Hallmark Honda, Navi Mumbai: 27675000; Ichibaan Honda, Andheri(W): 26744358 
Chembur: 25202212-16; Kalina: 26546000; Lower Parel(W): 24910102; Linkway Honda, Andheri(E): 66123036; Goregaon(E): 6612315« 
PUNE - Deccan Honda: 9850771223; AURANGABAD - Deccan Honda: 9373344301; KOLHAPUR - Riverside Honda: 932673949. 
NAGPUR - Rushabh Honda: 9422755223/3219100; NASHIK - Rushabh Honda: 0253-2388100/200/300; GOA - Coastal Honda: 982329850 
AHMEDABAD - Landmark Honda: 9825812777/666; SURAT - Landmark Honda: 9825232213; RAJKOT - Landman 
Honda: 9825045801; VADODARA - Kamdhenu Honda: 9227151122/33: BHOPAL - Abhikaran Honda: 9893698883; INDORE - Abhikaraw 
Honda: 9893041888; RAIPUR - Shubh Honda: 9993574000: 





SOUTH: CHENNAI - Capital Honda, Airport GST Road: 9940460001; Sundaram Honda, Mount Road: 994041111 
COIMBATORE - Sundaram Honda: 2449303: MADURAI - Sundaram Honda: 2343458; BANGALORE - Dakshin Honda, Hosur Roas 
9880421212; Lavelle Road: 22969811; Whitefield Honda, Whitefield Road: 9845008060; Cantonment Station Road: 25553367-68# 
MANGALORE - Peninsular Honda: 9243309999; HYDERABAD - Pride Honda: 9951607006; SECUNDERABAD - Sundaram Honda: 984916832. 
VIJAYWADA - Sundaram Honda: 9849725556; VIZAG - Sundaram Honda: 9849120325; CALICUT - Peninsular Honda: 9895399008 
COCHIN - Peninsular Honda: 9895199000; TRIVANDRUM - Peninsular Honda: 9895299000; 


EAST: KOLKATA - Imperial Honda: 033-22896801-04, Pinnacle Honda: 033-40004444. Windsor Honda: 033-25250929-3 
BHUBANESWAR - Highway Honda: 0674-2463522-23. 


ctc anaes M mes ' 


bt current 


KESHAV КАЈ 


b 





Kone Elevators 
Gets a Lift 


The Finnish major claims 
leadership in India. 

F REAL ESTATE DEVELOPMENT IS 

booming, one of the ancillary in- 
dustries that's benefiting from this 
surge is elevators. The sector is dom- 
inated by a clutch of multinational 
players, including Otis, Schindler, 
Mitsubishi, Thyssen—and Kone, 
whose Indian subsidiary, Kone 
Elevators India, claims to be top 
dog in the business. “Each time | 
come to India I find the local office 
expanding," offers Pekka Kemp- 
painen, President & CEO, Kone 
Elevators Asia Pacific Operations. 

In October 2006, Kone had in- 
creased its India capacity by 2,000 
units, taking it to 6,000. By March, 
it was in expansion mode once 
again, going up by another 1,000. 
Now, with a monthly capacity of 
580 against an industry demand of 
1,700 per month in the country, it 
can corner a 30 per cent share from 
its existing 27 per cent. The indus- 
try is currently growing at between 
12 and 14 per cent, while Kone 
says it is growing at 17 per cent in 
terms of volumes. 
The company is not talking 


numbers though, thanks to Finnish 
regulations (Kone is a Finland-head- 
quartered company), but if the or- 
ganised industry is indeed just 
21,000 elevators a year, Kone 
would likely have the largest man- 
ufacturing base in the country. With 
the manufacturing capacity stretched 
at 90 per cent utilisation, the Finnish 
heads Matti Alahuhta, President 
& CEO, Kone Corporation, and 
Kemppainen are mulling yet an- 
other expansion, though this has 
not been firmly decided. 

If Kone is today in a position to 
claim leadership, it's thanks in the 
main to the rapid strides it has 
taken in the institutional market— 
its customers include the Tatas, 
Larsen & Toubro, Reliance, 
Motorola, Microsoft, rrc, Radisson, 
Hyatt, DLF, Hiranandani, Purv- 
ankara, ISRO, and the Delhi Metro. 
The company also installs escalators 
where needed—these are being 
sourced from its China arm for 
now. There's also a shift taking 
place with Kone moving from mere 
suppliers to total solution providers. 
“Earlier we just supplied them, but 
now we discuss traffic flows, ex- 
pected loads, interiors, lighting 
comfort, because the dynamics and 
expectations have changed," says A. 
Sankarakrishnan, Managing 
Director, Kone India. 





Pekka Kemppainen (extreme right) with Matti Alahuhta and A. Sankarakrishnan 


Kone has also set up a global 
software development centre, de- 
veloping embedded system soft- 
ware for lift applications for the 
parent company. An R&D centre 
has also been put up, to look into 
design and aesthetics, keeping the 
Asian market in mind. The com- 
pany currently exports small num- 
bers to Nepal, Bangladesh, Thailand 
and Singapore. 

NITYA VARADARAJAN 





(Another) Billion 
Buck Buyout 


Tata Chemicals is now a global 
powerhouse in soda ash. 


ATA CHEMICALS HAS BEGUN THI 

New Year with a bang. A $1- 
billion (Rs 4,000 crore) acquisition 
of 100 per cent of US-based General 
Chemical Industrial Products (ССІР) 
has, in one stroke, almost doubled 
its soda ash capacity. Prior to the 
buyout, Tata Chemicals had a soda 
ash capacity of 2.9 million tonnes 
per annum which is now up to 5.4 
million tonnes per annum. Soda 
ash is used in the manufacture of de- 
tergents and glass. 

"Soda ash is one of our core busi- 
nesses and has been the backbone of 
the company. This is a timely ac- 
quisition and is taking place at a 
time when the rupee is strong,” says 
Homi R. Khusrokhan, Managing 
Director, Tata Chemicals. Though he 
declined to give details on the global 
pecking order for soda ash, it is esti- 
mated that this buyout will place 
Tata Chemicals in second position, 
after US-based FMC Chemicals. This is 
Tata Chemicals’ third purchase in 
the global soda ash sector—in 
December 2005, it had acquired a 
majority stake in the UK-based 
Brunner Mond Group; this was fol- 
lowed up by a purchase of a 33 per 
cent stake in Morocco’s Maroc 
Phosphore SA in March 2005. 


FEBRUARY 24 2008 BUSINESS TODAY 55 


bt current 


Along with Gcip comes a sub- 
sidiary, General Chemical (Soda 
Ash) Partners (GCSAP), which has 
mining and manufacturing facili- 
ties at Green River in the us state of 
Wyoming. More importantly, Tata 
gets access to the world's largest 
reserves of trona—of around 67 
billion tonnes—which is a key in- 
gredient in making soda ash. “GCIP 
has nearly 100 years of extractable 
trona," says Khusrokhan. 

GCIP's majority shareholder is 
Harbinger Capital Partners, a Us 
(Alabama)-headquartered private 
equity player. The company had 
revenues of $400 million (Rs 1,600 
crore) for 2007, with capacities 
across America, Africa, Europe and 
Asia. GCIP is also a debt-free com- 
pany. “The acquisition will give us 
ownership of another low-cost 
source of soda ash. This will insu- 
late Tata Chemicals from any 
downward risk and will also give us 
access to global customers," points 
out Khusrokhan. Besides, the cost 
of manufacturing natural soda ash 
is about half that of making syn- 
thetic soda ash. 

The acquisition is being funded 
through a combination of debt and 
equity. Commenting on the process 
of valuation, Khusrokhan explains 
this was done taking into consider- 
ation the projected cash flow. He 
adds that margins in the soda ash 
business are at their all-time highs. 
"Generally, EBITDA (earnings before 
interest, tax, depreciation and amor- 
tisation) margins are high in this 
business—upwards of 35 per cent. 
To that extent, the payback for this 
acquisition will be quite fast," thinks 
Jigar Shah, Senior Vice President 
& Head of Research, Kim Eng 
Securities (India). 

It isn't just Tata Chemicals that 
has been on the global takeover 
trail. Nirma, another soda ash 
manufacturer, recently acquired 
US-based natural soda ash prod- 
ucer Searles Valley. 

KRISHNA GOPALAN 
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Reverse Revenue Stream 
Tech Mahindra is in a sweet spot as it doesn't depend on the US. 


ECH MAHINDRA IS IN A UNIQUE 
position in the Indian rr in- 


"We are looking out for 
growth in continental Europe. 


dustry. While most of the industry Scandinavia is a region we are se- 
makes its revenues in greenbacks — riously looking at. It's tough to 
and wishes that it was making more grow organically in Scandinavia 
in other currencies, Tech Mahindra as there are regulatory issues there. 
earns close to 70 per cent of its Language is also an issue and, 
revenues from Europe—of which therefore, we are looking at ac- 
about 61 per cent come from  quisitions," says Rajesh 
British Telecom. As a result, a bulk — iramani, General Manager, 
of its Rs 970.4 Sales and Mar- 
crore third-quar- & _ keting, Tech 
ter revenue came Mahindra. 





in British pounds. 
That still does 
not mean that 


Tech Mahindra has no worries on 
ery ee eee 
the 24 





ment, not overtly concerned. The 
вее or 
li kra 








Tech 
Mahindra 


“Israel is an- 
other geogra- 
phy that we are 
looking to grow in,” he adds. 
Asia also has been a key area of 
growth for Tech Mahindra, in 
particular markets like Indonesia 
and Thailand. Tech Mahindra's 
revenues grew 33 per cent, 22 per 
cent and 46 per cent in the us, 
Europe and rest of the world re- 


 gion, respectively, in the third 
quarter. The company has 23,155 
bs audet of which 18, 448 were 





{SESS oce RIPE 
No Empty 
Bucket 


Has ibibo captured the 
imagination of netizens? 


BIBO'S THREE-TV COMMERCIAL SERIES 
| өе Balti Nahi Bolti (the bucket 
doesn't speak!) may take some time 
to sink in with Indian audiences 
who are still trying to figure out the 
connection between a bucket and 
this social networking site that's 
backed by Cape Town (South 
Africa)-headquartered media con- 
glomerate Naspers. But ibibo’s CEO 
is upbeat. *We touched a million 


T.V. MAHALINGAM 


users in January and now that we 
have reached a critical mass and 
build a brand that is both quirky 
and unique, we have decided to 
take things forward," claims Ashish 
Kashyap. At the time of writing, 
ibibo had *1,190,365 friends, 
283,702 questions, 728,041 an- 
swers, 4,076,184 blogs and 437,995 
photos" prominently displayed on 
the homepage. 

Apart from new products and 
services, Kashyap has envisaged a 
three-pronged revenue model that 
will reduce the portal's dependence 
on advertisements. So, while tradi- 
tional advertising will now be meas- 
ured on a performance-based matrix, 
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Over the last few months, the 
social networking site has increased 
its offerings to include numerous 
‘local social utilities’. So, apart 
from features like blogs and pho- 
tos, ibibo has now added a social 
search product called Sawaal, 
which enables users to find things 
and answers by asking questions 
within the social graph. 

Local Opinions, another social 
search application, enables users to 
find products, services, businesses 


the company is also optimistic about 
serving targeted advertising on its 
various social platforms; this entails 
ad placements in blogs, polls, games 
or other such community-based plat- 
forms. Similarly a *call me' applica- 
tion enables ibibo friends to make 
free local and STD calls to each 
other. According to Kashyap, more 
than 45,000 users have currently 
installed this application, which will 
have a 10-second advertisement be- 
fore the call connects. 


The Colour of Money 
Now, a real estate fund that's fastidious about its investors. 


SMALLWORLD.NET IS A PRIVATE 
До community. Ап only- 
for-members closed networking 
portal, its creator tells visitors: 
"To join, you need to be invited by 
a trusted member. If you have no 
friends who are members yet, 
please be patient." Obviously, the 
site has a long waiting list. 

The only-by-invitation concept 
is slowly gaining currency offline 
too, what with several real estate 
companies offering flats and villas 
in cities like Bangalore and 
Gurgaon to a select clientele. And 
perhaps for the first time, a private 
equity real estate firm has launched 
a by-invitation-only *land bank- 
ing fund" for the domestic market. 
Red Fort Capital Advisors has 
launched its first domestic fund 
of $250 million (roughly Rs 1,000 
crore), which will look at rede- 
velopment and affordable hous- 
ing projects in key urban centres. 
What makes it unique? Well, it 
doesn't want any or every investor. 
"By inviting only some interested 
parties, we would like to manage 
the quality of investors. We are 
looking for people who believe in 
the long term as against investors 
who are looking for a one-year 
exit option. The land bank ap- 
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proach is for long-term players 
only,” says Subhash Bedi, Director, 
Red Fort Capital Advisors. 

Like so many others, Red Fort 
hopes to ride on the India growth 
story and its multiplier effect on 
real estate, which offers tremen- 
dous opportunity for domestic in- 
vestors. The fund will focus more 
on land banking and land acquisi- 
tion, which is the key to high in- 
vestment returns in the real estate 
sector. The investment will be in 
under-valued land for residential, 
commercial, IT, retail and hospi- 
tality projects and the focus will be 
on key cities across India. 

Red Fort Capital India 
Advisors, a part of the Cayman 
Island-based Red Fort Capital, 
has about 10 investors, including 
government institutions, insur- 
ance companies and pension 
funds. Last month, Red Fort an- 
nounced a Rs 400-crore invest- 
ment plan for Chennai, in resi- 
dential as well as hospitality proj- 
ects. [t has already invested more 
than Rs 7,500 crore in Indian 
projects in 2007. The investments 
take the form of joint ventures, 
joint developments, equity, and 
mezzanine capital. 

PALLAVI SRIVASTAVA 


SATISH KAUSHIK 





ibibo's Kashyap: One million & counting 


and the like in a hyper-local vicin- 
ity and also read, write and so- 
licit opinions and reviews on the 
same. Ibibo also has a feature 
called Polls, which enables users to 
start up a poll, invite friends to 
vote on the same and also pub- 
lish the poll on their myibibo or 
export the poll as an application 
on any other web property. 

The website also claims to of- 
fer a number of ‘first of its kind’ 
services in India. One of them is 
OneFamily, which enables extended 
family and family friends (spread 
across the world) to connect and 
collaboratively manage their fam- 
ily network. Another feature is 
Dwaar, a collection of verticals that 
enables users to find and compare 
across various categories—all with a 
single-door access. 

Ibibo, which made news last year 
for awarding bloggers a total of 
Rs.1.5 crore in prize money to cre- 
ate content under the “Great Indian 
Blogger Hunt", is also betting on 
applications. The company’s in- 
house team is ready with nearly 120 
widgets and Kashyap says 100 
would be uploaded in March. *Most 
of these applications," he says, 
“would have a marketing alliance 
with brands." 

PALLAVI SRIVASTAVA 
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HDFC Bank retains its top slot, but that apart there are 
several surprising gainers and losers in the 14th 
Business Today-KPMG survey of best banks in the country. 





MOST PRODUCTIVE BEST ASSET QUALITY MOST EFFICIENT USER OF CAPITAL 





N A YEAR WHEN QUITE A FEW OF THE MIGHTY BANKS IN 
the us stood humbled and humiliated, things were rather 
uneventful for banks in India. While almost every banker 
in the country turned jumpy at the word subprime, few lost 





i : TOTAL SCORE 
sleep over it. For good reason. The domestic economy con- 
| , HDFC Bank 2,513.05 
tinued to grow, housing prices more than held up (now, HSBC 2 283.93 
though, there are signs of softening in some cities), con- Indian Overseas Bank 2 276.74 
sumers bought more goods and services (a lot of those on 
; үн ; ABN AMRO 2,253.30 
credit), and foreign investors continued to pour dollars into the Jis Bank ^ 244 19 
country. As a result, Indian banks were on a roll last year. ms 
But, as the 14% Business Today-KPMG survey of India's Best Standard Chartered 2,190.96 
Banks reveals, there’s one bank that continued to roll better than all State Bank of Hyderabad 2,153.28 
others: HDFC Bank. Once again, for the fifth year in a row, the Aditya Union Bank of India 2 116.34 
Puri-led bank beat 76 others to emerge as the #1 player in the in- ICICI Bank 21144 
dustry. How does it do it? After all, HDFC Bank isn't the biggest pri- ! wis 
vate bank in the country; ICICI Bank is. It isn't the most profitable Indian Bank 2,083.33 


(measured in terms of operating profit per employee) big private Big Banks definition: Balance sheet size of over 
bank; Citibank is. And it isn’t the most efficient user of capital (meas- Rs 24,000 crore, and more than 10 branches 
ured in terms of return on capital employed); state-owned bank, the 
State Bank of Travancore is. 

So, what makes Puri’s HDFC Bank the top dog? The fact that 
across the more than two dozen parameters that the BT-KPMG 
study considers, HDFC Bank is a more consistent performer. That is, TOTAL SCORE 
the 13-year-old bank manages all aspects of its business much bet- Punjab & Sind Bank 1. 355.26 
ter than other banks do. It's a difficult balancing act to do—for exam- YES Bank 1289.54 
ple, ensuring both growth and quality of assets—but HDFC Bank seems to ET. 





have figured out how to do it (See The Leader Seals Its Spot, on page 76). Karur Vysya Bank 1,257.71 
However, HDFC Bank retaining its top position isn't the most surpris- Bank of Rajasthan 1,220.95 
ing part of the BT-KPMG study findings this year. Rather, it’s ICICI Bank's drop City Union Bank 1,214.16 
from #2 to #9. Historically a close competitor of HDFC Bank on our rank- Centurion Bank of Punjab 1 207.91 
ings, ICICI has slipped several notches, widening the gap between itself and Msn 
its archrival. Does it mean that HDFC Bank is stealing a march over the K.V. Kotak Bank 1,156.10 
Kamath-led icici? Ironically, no. What the numbers reveal is only the Nainital Bank 1,151.53 
aggressive strategy that the latter, already India's biggest private bank, is Tamilnad Mercantile Bank 1 140.26 
following to increase its lead. — ^ 1.098.08 


Consider: the three-year compounded annual growth rate in deposits 
at ICICI is a whopping 50 per cent compared to HDFC Bank's 31 per cent; its Medium Banks definition: Balance sheet size less 
three-year CAGR growth in advances, too, is a high 47 per cent compared co ап Rs 24,000 crore, and more than 10 branches 
HDFC Bank's 38 per cent. So, what ICICI is doing is focussing on growth, tak- 
ing on slightly more risk than HDFC Bank in the hope that cornering cus- 
tomers will not only allow it to cross-sell more products to them 





TOP 5 
TOTAL SCORE 
DBS Bank 603.39 
er ee | REE JPMorgan Chase Bank 583.20 
IDBI Bank 62.80 Indian Bank 14.14 
ICICI Bank 50.14 IDBI Bank 13.73 Bank of America N.A. 974.70 
Axis Bank 41.04 | Camara Bank 13.50 Scotia Bank 538.07 
ABN AMRO 39.79 Federal Bank 13.4 Calyon Bank 515.07 
HDFC Bank 30.96 Indian Overseas Bank 13.27 Small Banks definition: Balance sheet size greater 
Fioures in per cent Figures in per cent than Rs 3,000 crore but less than Rs 24,000 crore, and 
less than 10 branches 
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\ MONG THE SMALL BANKS (BALANCE SHEET SIZE LESS THAN 
РА 24,000 crore), YES Bank comes in at #2 right be- 
hind Punjab & Sind Bank. That means it has beaten other 
relatively young banks such as Rana Talwar's Centurion 
Bank of Punjab, Uday Kotak's Kotak Mahindra Bank, and 
the Hindujas’ Indusind Bank to emerge as the fastest 
growing bank. Of course, the fact that YES Bank has a 
smaller balance sheet (Rs 11,103 crore) than either 
Centurion (Rs 18,483 crore) or Kotak (Rs 19,915 
crore) helps, but there’s no denying that Rana Kapoor- 
founded YES Bank is not just clipping, but also well dif- 
ferentiated in the industry. “We have clearly positioned 
ourselves differently from the rest. We have adopted a 
knowledge-driven approach that goes beyond the tra- 
ditional realm of banking,” says Managing Director & CEO 
Kapoor, referring to the bank's diversified portfolio, 
which has specific focus on sunrise sectors such as 
food and agriculture, biotechnology, life sciences, and in- 
frastructure. YES Bank is also moving deeper into financial 
services in areas such as investment banking, asset 
reconstruction, asset management (read: mutual funds) 
and also private equity. "We are looking at organic op- 
portunity in all our businesses," says Kapoor, former head — 
.. of Rabo India Finance. 
| ANAND ADHIKARI 





(and hence higher profit), but also make it more ex- 
pensive for its rivals to break away customers from its 
fold. icici’s focus on growth is evident from its cost-to- 
income ratio. At 53.25 per cent, compared to HDFC 
Bank's 46.32 per cent, ICICI's cost-to-income ratio is the 
highest among the top 20 big banks. 

Is there a risk to ICICI’s aggressive growth strat- 
egy? There is. The biggest is that the quality of its assets 
may get compromised. Already, the bank has a relatively 
high net NPA-to-net advances ratio of 1.02 per cent, 
which is lower than, say, Standard Chartered's 1.43 per 
cent, much significantly higher than HDFC Bank's 0.43 
per cent. The challenge for ICICI, then, as it moves 
furiously to build heft in the market place will be to en- 
sure that it does not lend to less-than-ideal customers. 
Industry experts don't expect that to be a major issue; 
they say that the bank has already learnt how to man- 
age unsecured lending much better than several of its ri- 
vals, and will only get better in the years ahead. 

Among the large foreign banks, HSBC emerges as the 
surprise leader. It has jumped three places from last year 
to #2, making it the best foreign bank in the country. 
What is Маша! Lal Kidwai, the bank's CEO, doing 
right compared to her MNC competitors? To put it 
simply, she has a strategy that is not too different 
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UMESH GOSWAMI 


Axis Bank's Nayak: Surging ahead 


HAT WOULD YOU CALL A BANK THAT HAS GROWN ITS 

profits at 30 per cent or more in 28 of the last 30 
quarters? At the least, a consistent performer. But what 
has earned P.J. Nayak-led Axis Bank (formerly UTI 
Bank) its distinction as the fastest growing big bank is its 
equally impressive growth in other areas such as deposits, 
and loans and advances. Overall ranked #5, Axis has 
grown at a five-year CAGR of 38 per cent. “We want to 
be known as an Asian Bank," says Nayak, Chairman and 
Managing Director. "In the last year and a half, our over- 
seas operations have accounted for 7-8 per cent of our 
business, which will account for 15-20 per cent in 
the next couple of years." Currently the bank is present 
in Singapore, Dubai and Hong Kong, with a represen- | 
tative office in Shanghai. In the domestic market, the 
growth strategy is to diversify capital market operations 
and grow inorganically as and when opportunities 
arise. "Apart from normal banking operation (including 
core banking and non-interest income), we would like 
to take advantage of the strong capital market by ven- 
turing into private equity, broking, asset management 
and insurance businesses," says Nayak. The only hitch: 
Nayak is due to retire mid-2009. 





MAHESH NAYAK 


from Puri's at HDFC. Both of them are growing their 
banks nicely, but at the same time ensuring that their as- 
sets generate good returns and don't turn bad. Result: 
HSBC's net NPA-to-net advances ratio is a low 0.43 per 
cent, compared to 1.02 per cent of Citibank and 1.43 
per cent of Standard Chartered. Its return on assets at 
1.54 per cent is the second highest among the top 10 
big banks (Standard Chartered tops at 2.32 per cent). 
As Kidwai explains (See Jumpstart on page 84), the 
bank's strategy of expanding its portfolio of services has 


DSP Merrill Lynch 
The Chosen One 


DSP Merrill Lynch Ranked India's No.| 
Equity House for 2007* 


* Raised more than US$13 bn in 2007 
Largest IPO out of India: DLF US$2.26 bn 
Largest ADR IPO out of India: Sterlite ADR US$2.02 bn* 
Largest Indian Equity Offering out of India: ICICI Bank Add-on US$4.94 bn 


* Largest sole bookrun deal out of India: Indiabulls Real Estate GDR US$400 mn* 














*"For CY 2007 as per Dealogic. Indian Domestic and International Equity Offerings include IPOs, FPOs, le 230 Rights 
Offerings - ADRs and GDRs." 

2007: Best Domestic Equity House by Euromoney. 

"Lead managed by Merrill Lynch. 

SEBI Regn. Nos. Stock Broking: BSE- INB/INF 011259232, NSE- INB/INF231259236, OTC- INB201259232: Underwriter: 
INUO00000605: Merchant Banker: 1NIM000002236, Portfolio Manager: PM/INP 000000589, Depository Participant 
IN-DP-NSDL-223-2001. Registered Address: DSP Merrill Lynch Limited, Mafatial Centre, 10th Floor, Nariman Point, 
Mumbai - 400 021. Tel: (91-22) 6632 8000. Fax: (91-22) 2282 1827. Website address: www.dspmi.com 
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NAND KUMAR 


Federal Bank's Venugopalan: Improving balance sheet 


UR STRENGTH IS TECHNOLOGY COUPLED WITH HUMAN 
touch," says Federal Bank Chairman and Managing 
Director M. Venugopalan. No wonder his Kerala-based pri- 
vate sector bank once again ranks as the most efficient 
big bank in this year's BT-KPMG study of best banks. The 
bank has been consistently profitable. "We do not go for 
blind volume growth. The increase in our cost of deposits 
is among the lowest, while our rate of yield on ad- 
vances is high. This has protected our net interest mar- 
gin and ensured steady increase in profits," explains 
Venugopalan. Federal bank is among the first tradi- 
tional banks to use IT to the hilt. All its branches are au- 
tomated and networked. According to Venugopalan, his 
bank follows an aggressive provision policy to keep its bal- 
ance sheet insulated from future shocks. "We have cov- 
ered 85 per cent of our NPAs with provisions," he says. 
Alongside its banking activities, the bank is active in dis- 
tribution of third-party mutual funds, and life and non-life 

insurance products that fetch its fee-based income. 
K.R. BALASUBRAMANYAM 


paid off handsomely. 

The other consolidating trend that this year's study 
reveals is the growing improvement in the performance 
of large public sector banks. In fact, there are four 
PSU banks in the top 10 this year—no mean achieve- 
ment. What's happened is that the better-run psu banks 
have managed to rein in their NPAs and at the same time 
focus on growth and efficiencies. 

Finally, who are the category winners? Punjab & 
Sind Bank emerges as the best small bank (balance 
sheet size less than Rs 24,000 crore), Axis Bank and YES 
Bank take the title of the fastest growing big (balance 
sheet size in excess of Rs 24,000 crore) and small 
bank, respectively, while Federal Bank and Karur 
Vysya Bank retain their honours as the most efficient big 
and small bank, respectively. 
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ARUR VYSYA IS ONE OF THE OLDER PRIVATE SECTOR PLAYERS 

but a relatively new convert to technology (it introduced 
core banking solutions in 2005). Just the same, the 
Tamil Nadu-based bank has lost no time in leveraging 
technology to expand and become efficient. Currently, the 
bank has 281 branches (and will expand to 300 in next 
two months), 279 ATMs of its own including 18 in rural 
areas and 108 in semi urban areas, and piggybacks on 
10,000 other ATMs. Still, the bank is keen to build its 
physical presence. It plans to increase the number of 
branches to 300 shortly and create a pan-India presence. 
"We find value in increasing branches and this is reflected 
in our results," says Chairman P.T. Kuppuswamy, adding 
that such a strategy also helps Karur reach out to cus- 
tomers who are not computer savvy. Karur also runs a tight 
ship. Its NPA as a percentage of net advances in 2006- 
07 was a minuscule 0.23, although the more recent fig- 
ure puts it at 0.05 per cent. “We are in no hurry really, but 
in the next quarter we can bring it down to zero," says 
Kuppuswamy, whose bank also had one of the lowest 
cost-to-income ratios of 41 per cent. 


NITYA VARADARAJAN 





T'S BEEN A DRAMATIC STORY 
| of tumaround at Punjab 
& Sind Bank. Even three 
years ago, the public sec- 
tor bank was a laggard. 
But ever since the govern- 
ment bailed it out with an 
infusion of Rs 500 crore, it 
has grown from strength to 
strength. Result: from #7 
in the small bank category 
(less than Rs 24,000 crore 
in balance sheet size) in 
our 2006 rankings, it has 
vaulted to the #1 posi- 
tion. In between, it has 
reported impressive cash 
recovery, crushing its non-performing assets from 17.7 
per cent of advances in March 2005 to 1.11 per cent as 
on December 31, 2007. Says R.P. Singh, Chairman & 
Managing Director: "The bank has recovered Rs 1,578.46 
crore in the last two-and-a-half years." 
MANU KAUSHIK 
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KAMEN SAKKAR 


The Indian banking system will have to deal with mind-boggling 
paradigm shifts in a complex global environment in the 


years ahead. amir WAGH, RAVI TRIVEDY AND SANJAY AGGARWAL 


ITH YET ANOTHER YEAR OF HIGH ECO- 
nomic growth, the Indian economy con- 
tinues on a sustained upwards trajec- 
tory. The GDP growth has averaged 8 per 
cent over the past four years, deter- 
mined by three key macroeconomic factors: 
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ш Changing demographic profile—60 per cent of 
India’s population is expected to be below the age of 40 
years by 2015; 

@ Structural change in the Gop—with over 60 per cent 
of the contribution coming from the services sector. The 
higher contribution from services, coupled with high 


growth in the industrial sector and improved per- 
formance of the agricultural sector are de-risking 
India’s economic model and building a strong foun- 
dation for continued growth; and 

m Booming capital market and increased employment 
opportunities are resulting in higher disposable in- 
comes, higher consumption and greater appetite for risks. 

The expected impetus to the infrastructure seg- 
ment is likely to further broadbase the economic 
growth in the years to come. The development of the 
debt market and the role of financial intermediaries in 
routing national savings to fund the massive require- 
ments of the infrastructure segment will play a critical 
role in sustaining the growth momentum. 

The underlying structural, demographic and eco- 
nomic changes have put India on the global map as one 
of the fastest growing economies. The relatively slower 
pace of growth in the developed world and increasing 
de-coupling of the emerging economies is expected to 
alter the world economic order in less than two 
decades. The sustained economic growth provides 
banks with significant business opportunities for rapid 
growth driven by clear strategic choices. While some 
banks have aggressively focussed on pure growth to cre- 
ate size and mass, others have focussed on the quality 
of growth. These widely divergent strategic approaches 
are likely to establish leadership positions for the future. 

While growth brings great opportunities, it also 
creates significant new challenges for the Indian 
banking system—challenges that, we believe, have the 
potential to fundamentally change the structure of 
the indian financial services industry, particularly 
banking. This article discusses three key impact ar- 
eas—the capital management challenge, managing the 
convergence of financial services and finally, mas- 
tering the challenge of liabilities. 


Management of Capital 

Banks are guzzlers of capital. In many ways, for 
banks, capital is not just a source of funds, but an en- 
abler for growth. A study of the advances growth vis- 
à-vis the capital adequacy reflects a requirement 
for larger infusions of capital at shorter time fre- 
quencies in order to sustain the growth momen- 
tum (See The Growth Matrix). 

The Indian Banks Association estimates that the col- 
lective capital requirement of public sector banks alone 
is likely to be around Rs 1.5 lakh crore over the next 
two years. The total capital requirement for the bank- 
ing system, thus, may well be over Rs 2 lakh crore. This 
high requirement for capital is driven by: 

m High business growth; the credit flow from the 
banking system is expected to grow at more than 
20 per cent; 


ii Growth in risk-weighted assets exceeding internal cap- 
ital generation; 

B Aspirations of many banks to compete in the 
global arena; 

li Structural issues like the liquidity reserve requirement, 
which, in the case of Indian banks is 32.5 per cent (the 
comparable regulatory requirement for Chinese banks 
is 11 per cent). Regulation is a bottleneck as incremental 
resources flow into the reserve requirements, rather than 





The advances growth rate compared to the capital adequacy 
position of some large banks. 
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A comparative position of the growth in advances versus RoA for some 
leading banks in 2005-06 and 2006-07. 





Growth in advances (%) 
Source : Annual Reports — March 2006 & 2007 


being put to productive use through growth in credit; 
m Higher provisioning for standard assets. For example, 
for housing loans of over Rs 25 lakh, the risk weight has 
been increased from 75 per cent to 125 per cent; 

ii Implementation of BASEL П norms, has resulted in, ad- 
ditional capital requirements to cover operational risk 
under Pillar І and Residual risk under Pillar II; 

B Incremental capital requirements of subsidiaries, 
particularly, insurance subsidiaries; and 
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A study of fee income versus RoA indicates that banks that offer value- 
added services tend to have a higher proportion of fee-based income, 
and, thereby, higher returns. 
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Proportion of fee-based income (%) 
Source : Annual Reports — March 2007 


B In the case of large public sector banks, higher 
provisioning for retiral benefits that include gratuity 
and pension. 

The capital requirement figures are staggering com- 
pared to the capital these banks have raised in the 
past. Given the requirements, there is also the likelihood 
of banks overcrowding the capital markets with public 
offers. This overcrowding is likely to impact the resource 
raising capacity, in particular, of the weak banks. This, 
we believe, is likely to be the single-most critical driver 
for consolidation in the banking system. In many ways, 
the year ahead may well be the year of forced mergers 
for the banking system. The weaker banks, in order to 
attract capital and sustain growth, may have to under- 
take rapid restructuring across their operating models, 
asset portfolios, technology architectures, as well as 
development of human resource competencies. 

As the market for hybrid instruments is not well de- 
veloped, equity instruments will be the preferred route 
for the banking system to raise capital. Indian banks may 
have to take a cue from their Chinese counterparts— 


THE NEW MODELS 


New players are adopting different strategies in order to make an impact. 
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who have raised $37 billion (Rs 1.48 lakh crore) of cap- 
ital over the past two years (the Industrial and 
Commercial Bank of China raised $19 billion, or 
Rs 76,000 crore, in October 2006 through a single is- 
sue)— to actively tap the global markets to raise re- 
sources. The success of Indian banks in raising capital 
from the global markets is expected to be driven by the 
larger Indian growth story and may potentially re- 
quire a structural change in the shareholding pattern. 


Convergence in Financial Services 

The expected deregulation in the financial services 
landscape after 2009, the high valuations in the capital 
markets, and high growth rates in retail financing and 
product distribution have attracted a number of play- 
ers, both global and domestic. The new entrants are tak- 
ing the non-banking finance company route to create 
financial services plays. With redefined business mod- 
els, these players are likely to shape the future of fi- 
nancial services and banking. With segmented cus- 
tomer models, wide distribution reach, lean operating 











BUSINESS MODEL NATURE OF ACTIVITY PARTICIPATION 

Distribution Company Distribution of investment products like mutual funds, Companies with large agent network 
Reach and penetration retail financing products like mortgage lending, and т Insurance companies 

Target segment: Mass retail non-collateralised assets like credit cards, and personal loans ва NBFCs promoted by global banks 
Wealth Management Portfolio advisory and investment across different на Broking companies 

Wealth creation; asset classes, Portfolio tracking [ESQ TAREA кака institutions 
Target segment: Affluent population | 

Consumer Lending Consumer lending focussed on supporting the main business ва Indian corporate : 
Captive companies promoted by line e.g. auto finance, consumer durables im Global manufacturing companies 
Indian corporate houses | 
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structures, and a targeted set of product proposit- 
ions—funded by capital raised through private eq- 
uity—the new players are targeting new pockets of prof- 
itable and affluent customers. Traditional Indian banks 
are being severely challenged in attracting and retain- 
ing profitable customers, in the face of this onslaught 
(See The New Models). 

Banks that are unable to reorient themselves and at- 
tract and retain profitable customers are likely to see 
their returns (RoA) under pressure, despite the growth 
in business. A study of the growth in advances versus 
RoA reveals that while most banks have shown growth 
over the last two-to-three years, this has not necessar- 
ily translated into improved returns for stakeholders (See 
How They Fared). 

Banks that are able to realign their business and op- 
erating models in terms of distribution reach, com- 
petitive and value-added product offerings and dif- 
ferentiated customer services are likely to be successful 
in protecting their turfs and in retaining and attracting 
profitable customers. These banks are likely to achieve 
healthy growth, in terms of composition of income (fee 
income versus funds-based income), and improved 
returns—RoA; ROCE; and RoE (See Profitable Growth). 

To meet the challenge emerging from the conver- 
gence in the financial services sector, banks will have to: 
E Segregate their competencies—manufacturing (prod- 
uct development), operations and distribution; and 
п Forge alliances to build competencies in each of the 
above mentioned areas based on their relative strengths. 


Management of Liabilities 
Management of liabilities is a critical driver for growth. 
Banks that are able to attract low-cost deposits and 
maintain overall lower cost of borrowings will have the 
flexibility to define their asset books and, thereby, at- 
tract new customers. A study of the gains or losses in 
market share of low-cost borrowings reveals that the pri- 
vate banks are gaining incremental market share at 
the expense of public sector banks (See The Big Picture). 
The ability to attract low-cost deposits and maintain 
market share will no longer be determined by size or 
reach in terms of number of branches. The ability to 
attract low-cost deposits, in future, will be increas- 
ingly determined by the ability to offer value-added 
services such as: 
im Life-cycle and diversified investment options in terms 
of asset classes ranging from mutual funds, reality, 
commodity, bullion, etc; 
B Offering customers the ability to execute their own 


SUBPRIME CRISIS: 





ears of easy liquidity and a low interest rate regime 

fuelled an economic boom across the globe, driven 
largely by credit expansion and a significant rise in asset 
prices. However, the problem of plenty began to surface 
in the US mortgage economy, with disastrous conse- 
quences. Mortgage prices in the US dropped 40 per cent 
in less than a year. 

The slowdown in the US mortgage sector is now 
spreading to the rest of the world. Economists predict that 
the US economy could shed two percentage points of 
growth in 2008, even as the Federal Reserve endeavours 
to contain the crisis and prevent a full-scale recession. 
The worst hit has been the banking sector, which has 
seen its collaterised structured obligations melt with the 
rapidly falling mortgage prices. Several large global fi- 
nancial institutions have written off billions of dollars in 
order to clean up their balance sheets, and sacked those 
who did not see it coming. 

The European Central Bank and Bank of Japan are 
struggling to prevent the contagion effect of the US mort- 
gage segment from reaching their shores. But, it is too 
early to pass judgment on whether they have suc- 
ceeded. We have already seen significant write-offs from 
some large banks in that part of the world and there is 
probably more to come. The spread of this contagion to 
other developed economies may not only affect the 
global banking system, but could also have an impact 
on global economic growth. 

Indian banks have been relatively unaffected by the 


. crisis. The Reserve Bank of India (RBI) has acted swiftly 


in stemming speculative advances to the real estate 


. sector to control spiralling real estate prices. The steady 


hikes in the interest rates, CRR (increased from 5.5 
per cent in January 2007 to 7.5 per cent in November 


. 2007) and risk weights for provisioning have so far 


been effective. However, most indicators, including US 
economic trends, policy outlook, and stock market 


. volatility, indicate that the storm may not have passed yet. 


The lessons from the subprime crisis highlight the 
need for banks to be cautious against expansionary 


. forces and bring back the focus on fundamentals 


that include: 

m Robust risk management and governance framework; 
m Consistent credit assessment and approval standards; 
m Concentration limits against exposures and underlying 


collaterals. 





The booming capital market and increased employment opportunities are resulting in 
higher disposable incomes, higher consumption and greater appetite for risk. 
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CAGR for growth in gross NPAs vis-à-vis advances for some large banks. 
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trading and investment options; 
ш Portfolio advisory and tracking; and 
ш Management of wealth across different asset classes. 
Banks that are able to move up the value chain and 
bundle CASA (Current Account and Savings Account) ac- 
counts (a source of low-cost deposits) along with 
value-added products and services will most likely be 
able to maintain and consistently raise low-cost deposits. 
This will mean moving into non-traditional banking ar- 
eas. It may, however, be pertinent to point out that 
moving up the value chain is a difficult proposition and 
a number of banks will find their ability to do so being 
constrained by: 
ш Flexibility of its operating model; 
m Technology architecture, backbone and customer 
delivery channels; and 
ш Competence of human re- 
sources to manage new business 
areas. 


Asset Quality and Impact 
of the SARFESI Act 


Non-performing assets (NPAs) 
are a double-edged sword that 
affects income recognition, 
while the provisioning on the 
NPAs impacts the profitability 
and earnings of banks. The 
study reflects critical trends with 
regard to improvements in NPAs 
(See Quality of Assets). 
Traditionally, a large chunk 
of NPAs in the banking system 
have been with regard to cor- 
porate exposures. Public sector 
banks, in particular, were sad- 
dled with bad corporate expo- 
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Sanjay Aggarwal (R), Head, Financial 
Services and Ravi Trivedy, Executive Director, 
Advisory Services, KPMG 


sures. The last three years have seen a significant im- 
provement in the NPAs of PSU banks, with gross NPAs 
as a proportion of total advances show a declining 
trend. Significant improvement in NPAs and recoveries 
can be attributed to: 

i Improvement of the legal framework and promul- 
gation and implementation of the sARFESI Act, which 
has made recovery procedures relatively easy and 
quick; 

B Hiving off of bad assets to asset reconstruction 
companies; 

B A robust recovery in the business environment 
resulting in an improvement in the debt repayment 
capacity of borrowers; and 

ш Improved valuation of the underlying collateral. 

Some of the smaller banks, particularly those 
classified as *weak banks", have also benefited sig- 
nificantly from the environmental changes. The im- 
proved position of the NPAs has been one of the key 
reasons for the turnaround of these banks. 
However, the aggressive growth in retail assets 

and, specifically, non-collateralised assets like credit 
cards and personal loans over the last two-to-three 
years is likely to present a new challenge to the 
banking system. The first signs of recovery weakness 
in retail exposures are clearly on the horizon. Given 
the challenges in the retail recovery framework, the 
banking system will have to look beyond. 
Strengthening the loan origination framework and en- 
suring generation of healthy credit will be critical for 
a healthy retail portfolio. The banking system critically 
needs systemic initiatives with regards to: 
E Strengthening credit checks in the pre-verification 
process; 
E Strengthening the operational 
controls system for early detec- 
tion of delinquent accounts; and 
m Establishment of credit bu- 
reaux for sharing information 
of delinquent customers and 
defaulters. 





Conclusion 

We believe that each of the 
trends highlighted above will in- 
dividually, and in tandem, shape 
the future and rewrite the rules 
of the Indian banking landscape. 
Banks that are able to innovate 
to keep up with emerging mar- 
ket trends are likely to be more 
successful and will establish long- 
term leadership positions. The 
fun is about to start. Ш 
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The Leader 
Seals its Spot 


HDFC Bank has emerged as #1 for the 5th year 
running. What is the secret formula that keeps it 
ahead, year after year? ANAND ADHIKARI 

















OCAL LADS SANTOSH SAMBARE AND SHYAM NAIKWADI, | ADITYA PURI | Managing Director, HDFC Bank 
both in their late twenties, can easily pass off as 


executives of some marketing company touring We are gradually scaling up our hub-and-spoke 
the dusty villages of Maharashtra's Sangamner | model. Rural India is a massive opportunity" 
taluka, between Nashik and Pune, which, in some 
ways, they are. Attired in black trousers and white | bile point of contact to HDFC Bank's many small rural 
shirts with HDFC Bank logos, the duo rides a new black | customers. They carry account opening and loan 
Hero Honda provided by the bank—acting as a mo- | application forms and cover distances of 
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50-100 km every day to reach out to customers in 
nearby villages. Sambare and Naikwadi, who joined 
HDFC Bank in February last year as executives in its 
Rural Initiative Group, underwent a brief training in 
Ahmedabad before being “unleashed” on the field. 
Every branch in rural areas has two such executives 
covering nearby areas. That's just one of the *spokes" 
of its new business model. The bank has also tied up 
with various cooperative banks and credit societies 
(called Business Correspondents in HDFC lingo) in 
remote villages to place its Point of Sales (POS) ter- 
minals in them. Rural customers can perform normal 
banking operations, like depositing or withdrawing 
money, at these points. 

Combine these elements, and bingo, you have a cost- 
effective rural model that is helping India’s second- 
largest private sector bank penetrate into the country’s 
rural heartland (see The Hub-c>-Spoke Model). “We are 
gradually scaling up our hub-and-spoke model. Rural 
India is a massive opportunity,” says Aditya Puri, 57, 
who has been the Managing Director of the bank 
since its launch in 1994. 


Profitable Growth 


His strategy of pursuing profitable growth outside the 
urban and corporate banking segments, even while 
consolidating HDFC Bank's position in the traditional seg- 
ments, is paying dividends at a time when many ag- 
gressive private and foreign banks are in the grips of a 
slowdown. In the first nine months (April-December) 
of 2007-08, it has already crossed the previous year's 
figures, with revenues of Rs 8,893 crore, a net profit of 
Rs 1,119 crore, advances of Rs 71,387 crore and 
NPAs at 0.40 per cent (see The Big Picture). “We have 
no strain in terms of NPAs in our portfolio in any of our 
businesses," says Puri proudly. The bank's NPAs are 
much lower than the industry average of 2-3 per cent. 

It is also gaining market share in private banking, re- 
tail banking, credit cards and most of the other verti- 
cals it is present in. And it is doing this without really 
breaking into a sweat. That is just one of the reasons 
why it has retained its top position in the 
Business Today-KPMG Best Bank Survey for the fifth 
consecutive year (see Tbe Best Banks 2007). 

In the 13 years of its existence, HDFC Bank has 
built a strong portfolio of products suited to the 
needs of every customer. What's relatively new are its 
“rural products" (see Rural Product Basket). But this 
is not something that HDFC Bank discovered; arch-ri- 
val ICICI Bank was the first to bet big on the rural 
heartland through its FMCG-style franchisee model. 
And the psu banks have been targeting rural cus- 
tomers for decades with mixed success. 

The beauty of HDFC Bank's rural model is the in- 
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The numbers look good, but net interest margins have stagnated. 
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telligent use of Pos machines, both for credits and 
debits. *The cost of the Pos terminal that connects 
customers to the bank ranges from Rs 6,000 to Rs 
10,000. The high-end terminals, with biometric recog- 
nition systems, cost upwards of Rs 25,000; so, we 
don't use them,” says C.N. Ram, Head (IT), HDFC 
Bank. The bank has already extended its network of pos 
machines to 46 small towns and villages over the last six 
months. *We plan to reach 100 centres over the next 
2-3 months," says P.V. Ananthakrishnan, Head (Capital 
Markets & Commodity Business Group) at the bank. 

The bank's first brush with the rural market was 
two-and-a-half years ago when it plunged into the 
commodities financing busi- 
ness. The growing presence 
beyond the top 10 cities 
started bringing in business 


banking clients (traders, part- ; 5» A 


HDFC Bank has successfully expanded its geographical spread. | 


p ә имә 
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nerships or companies with 
less than Rs 50-crore 


Branches (creat eS ERENT 62 


Group), HDFC Bank. 

Puri is also very optimistic about his bank’s micro- 
finance portfolio. HDFC Bank offers loans of less than 
Rs 12,000 to landless farmers through self-help groups 
and already has 1.8 million customers in this segment. 
“Our goal is to grow that figure to 10 million by 
2010,” says Puri. 


Strongly Placed 

Today, the bank is strongly positioned across the spec- 
trum of banking products—from the top-end wealth 
management business to microfinance. It has also sig- 
nificantly accelerated customer acquisition at its 750- 
odd branches. “Our products 
now cut across the spectrum 
and cater to every segment,” 
says Rahul N. Bhagat, 
Country Head (Retail 
Liabilities & Direct Banking 
Channel) at the bank. It has 





turnovers) and SMEs (com- ай Loans i 4 8 also successfully broadbased its 
panies with turnovers of be- Depost: a 36 geographical spread. “Today, 
tween Rs 50 crore and Rs Figures as on March 2007 All locations outside top 9 cities in India MOTE than 40 per cent of our 


450 crore). Over the last two 
years, its SME portfolio has 
grown almost 100 per cent. 
It initially entered the auto 
ancillary and FMCG sectors 
and then widened its pres- 
ence to industries such as 
textiles, entertainment, real 
estate, etc. “SMEs have been 
growing exponentially; that 
is evident from the fact that 
several of them have moved 
up the ladder and emerged as 
fairly large companies,” says 
Ashima Bhat, Head 
(Emerging Corporate 








Reaching out: Sambare (pillion rider) and Naikwadi 
are the prongs of HDFC Bank's rural foray 
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HDFC Bank's 
Sangamner 
branch (top): It 
was selected 
last April to 
pilot test the 
bank's new 
delivery model 


Source: HDFC Bank 


deposits come from non-met- 
ros," says Paresh Sukthankar, 
Executive Director at the 
bank, who was recently in- 
ducted on the board. Then, 
almost 50 per cent of its retail 
loan portfolio comes from 
outside the 10 cities. The 
"Beyond Metro" strategy is 
not restricted to the banking 
platform only. Puri has also 
chalked out a big-time ex- 
pansion plan through two 
subsidiaries, HDFC Securities 
and the newly set up NBFC, 
HDFC Bank Finance. *We 











Time for reality check: A client withdrawing money 
from a POS terminal, 30 km from Sangamner 
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— Visit your bank 
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you are, anytime. 





Net Banking at its best. 


Access your account wherever you are. Register today 
and unleash the power of technology. 


24565 


Get a world of free benefits: 


e Internal funds transfer . Receive account summary 

„ Statement of Account . Cheque & Cheque Book status enquiry 
„ CASA/Term Deposit/Loan Account details 

‚ Stop Payment of Cheques. Enquiry about Forex transactions 





Regd. Office: Erode Road, Karur - 639 002. www.kvb.co.in 
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ЯШ Regional Head, Corporate Banking, South 


He is credited with kicking off the microfinance 
business for the bank four years ago 


want to be a one-stop shop—broking, demat and bank 
accounts for people in both urban and rural India," says 
Puri. HbFC Bank Finance, which will be launched in 
April across 40 cities, will offer small-ticket loans, in- 
cluding car and home loans. “I expect the two sub- 
sidiaries to grow very fast," says Puri. 


The Way Forward 


Puri is planning ahead. He has a team working with net- 
working major Cisco on offering customers a “next-gen- 
eration experience". *We can now turn around loan 
proposals much faster," he says. By that, he means 
that loans will be processed in a couple of days or, in 
some cases, like an auto or personal loans, instantly. 
There are also path-breaking initiatives in mobile bank- 
ing where it is working with leading telecom companies. 
"The way forward for the hub-and-spoke model is to 
enhance its reach beyond the Pos and bring mobile 
banking and smart card-based systems into play," says 
Ananthakrishnan. 


The bank is eyeing a large share of the emerging opportunity 
in the SME segment. 


SME advances (Rs crore) 
10,000 





5,000 


2004-05 sara 10,000 
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2007-08* | | 16.000 


Source: HDFC Bank 
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Head (Commodities & Agri Business) 


He has been with the bank for 12 years now and 
started the HDFC Bank's Capital Markets Group 


That's not all. Puri, who was CEO of Citibank, 
Malaysia, prior to joining HDFC Bank, is also eyeing the 
investment banking space. “To start with, we are 
looking at raising long-term debt for the corporate sec- 
tor and also advising companies on M&As,” he says. 
The bank is also excited about having received licences 
to set up branches in Bahrain and Hong Kong. It 
will tap NRIs and raise short- to medium-term fi- 
nance for onward lending to India Inc. *We will 
come out with a billion-dollar medium-term note is- 
sue in Bahrain very shortly," says Puri. The only 
missing link in its portfolio is the private equity busi- 
ness, where HDFC Bank has genuine limitations due to 
restrictions on capital market exposure. Says Puri: “If 
at all we do look at private equity, it will have to be 
through the partnership model." 

Will the bank require additional capital to fund its 
ambitious growth plans for itself and its subsidiaries? 
Sukthankar shakes his head. *We are comfortably 
capitalised today, with a capital adequacy ratio of more 
than 13 per cent," he says. Then, he adds, the very 
high level of Tier-I capital provides enough room 
for funding future growth. But the biggest challenge 
for Puri will be to maintain the bank's asset quality, 
since the rural market is traditionally considered 
risky due to the non-availability of credit histories; it 
is also prone to wide fluctuations in the event of 
droughts or crop failures. Then, competition is getting 
tougher and margins may shrink in future. 

But given the strength of its balance sheet and 
brand equity, Puri is confident of maintaining his track 
record in the years ahead. 8 
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The exuberance of youth 


And 101 years of experience 





Yes, this is our outlook at National Insurance where 
we take all steps to deliver our best. Our rich past and 
the continued trust and confidence of our customers 
inspire us to create innovative insurance products, to 
meet the changing needs. We are committed to serving 
our 137 lac customers with more than 200 different 
insurance products, through our extensive network of 
about 1,000 computerised offices and a dedicated team 
of over 16,000 skilled personnel. 


Insuring assets. Ensuring smiles. 


e Accorded "AAA/STABLE" rating by CRISIL 


* Won CNBC Awaaz Consumer Award 2007 for the 
most preferred non-life insurance brand 


e Won HSBC Best Institutional Solution Award for 2007 


* Pioneer in Bancassurance. Tie-up with 23 banks 


Tie-up with Maruti and Hero Honda, India's strategic 
automobile majors for providing vehicle insurance 
* Tie-up with NGOs in reaching out to the rural sector 
with various insurance schemes 








Insurance is the subject matter of solicitation 


National Insurance Co. Ltd. (A Govt. of India Undertaking) l 
Registered & Head Office: 3 Middleton Street, Kolkata 700 071 


www.nationalinsuranceindia.com 
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Jumpstart 


HSBC | From #5 to #2 is a big jump іп any rankings—more 
so for HSBC, which has powered ahead on the back 
of sheer growth in deposits and profits. KRISHNA GOPALAN 








PHOTOGRAPHS BY UMESH GOSWAMI 
RY THIS QUIC K QUIZ: WHICH WAS THE FIRST BANK | NAINA LAL KIDWAI Country Head, Indias HSBC 
to have an ATM in India? 
Answer: HSBC (then known as the Hongkong and | “We have moved from being a wholesale bank 
Shanghai Banking Corporation), in 1987. into one that is into more diversified segments” 

If that comes as a bolt from the blue, another sur- 

prise, albeit of a lesser magnitude, would be HSBC | in the three years before that, HsBC was at #2, #7 and 
perched comfortably at the #2 position in the latest sur- #9 positions, respectively. 
vey of India’s Best Banks. Last year, it was at #5, and So, how has this transformation come about? “The 
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big change has been that we have moved from being a 
wholesale bank into one that is into more diversified 
segments," says Naina Lal Kidwai, Group General 
Manager and Country Head, India, HSBC. By her esti- 
mates, HSBC with a workforce of around 32,000 is 
the largest foreign employer in the financial services sec- 
tor. This large workforce is across businesses which, 
apart from the bank, include the asset management 
company and a joint venture with Canara Bank and 
Oriental Bank of Commerce for life insurance. “Apart 
from that, we have a very large in-house BPO and soft- 
ware development operations," adds Kidwai. 

A look at the numbers reveals that its sheer growth 
propelled HSBC to the runners-up position. On the 
overall growth parameter, for instance, HSBC is sitting 
pretty at #4. Break that down and you'll realise that 
its deposit growth of 39.55 per cent, growth in op- 
erating profits of 50.53 per cent, a three-year cu- 
mulated average growth rate of 28.87 per cent of to- 
tal deposits and 33.95 per cent growth of loans and 
advances has propelled HSBC into the top four on 
the growth parameter. Operating profit per em- 
ployee, too, has been robust, with the bank enjoying 
the #3 slot on that front. Quality of earnings too, has, 
been the bank's strong point; it's at #2 position on the 
front of return on assets, and on top of the heap on 
the sub-parameter of net interest income/average 
working fund (AWF). (see It’s Heady Up There). 

HSBC’s decision to look at more segments has 
been among the more important business decisions 
that the bank has taken. For Kidwai, it has been the best 
decision that the bank has taken in the last two years. 
“Our entry into the small and medium enterprises 
(SMEs) and middle market segments is merely a reflec- 
tion of our faith in Indian entrepreneurship,” she em- 
phasises. Interestingly, this is the kind of profile that 
HSBC has in countries like Mexico, Brazil, Turkey and 
Malaysia. “This is quintessential HSBC playing in all seg- 
ments,” adds Kidwai. 

The importance attached to commercial banking at 
HSBC is hardly understated and it is clear that the bank 
is looking to spot the small businesses of today, which 
will become the big players of tomorrow. In the past, 
HSBC stuck it out with the then small players like 
Infosys, Biocon and Bharti with whom the bank has 
merely strengthened its relationship over time. “It is im- 
portant that we do recognise that smaller-sized cor- 
porates create much value for the organisation over their 
lifetime. After all, large companies start out as small 
ones," says Puneet Chaddha, HSBC’s Head of 
Commercial Banking, India. His target is clear—to 
make commercial banking a dominant component of 
the bank. “It could potentially account for nearly half 
of the bank’s revenues,” adds Chaddha. 


Kidwai admits readily that having a limited 
branch network—this is on account of Reserve 
Bank of India regulations—has not been the easiest 
thing though it could still be an advantage. That also 
explains why the bank lags at #20 on the parameter 
of overall size. (Also dragging HSBC down is the pa- 
rameter of capital adequacy, where the London- 
headquartered bank is at near-bottom, with a rank of 
32). However, over time, the bank has managed 
to handle very strong distribution networks and 
electronic and internet-based products. “We were 
able to put the challenge of the bricks and mortar 
business behind us,” she says. Today, HSBC has a net- 





HSBC has matched up well to the leaders across most parameters. 
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work of 47 branches which is the second-highest 
among all foreign banks. 

There has been a lot going on at HSBC's other busi- 
nesses as well. Kidwai points out that HSBC did the 
largest convertible issue ever out of India, in February 
2007 (the issue size was $1 billion). That was for 
Reliance Communications. Overall, the sense of opti- 
mism about businesses like investment banking and cap- 
ital markets is hard to miss and the officials at the 
bank speak of these areas growing significantly over 
time. Clearly, the India story is something that HSBC is 
extremely bullish about. “India is interesting because it 
offers both scale and diversity. It offers large markets 
that straddle POs, local currency bonds, equity and rates 
derivatives, private equity and cross-border M&As,” 
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says Tarun Kataria, Managing 
Director, Head of Corporate, 
Investment Banking and 
Markets, India. He expects this 
business to grow organically in 
healthy double digit rates. *In 
three years, one can easily expect 
the existing business to double,” 
adds Kataria. 

If Kidwai had it her way, she 
would certainly want to have a 
broader branch network. This 
becomes an imperative in an en- 
vironment in which non-banking 
entities are running away with 
the retail market. “Today, 78 
per cent of people rely on debt 
or borrowing from the non-for- 
mal sector. Of the rest, just 14 
per cent come to banks,” ex- 
plains the Country Head. 

But that’s still a market 





| PUNEET CHADDHA Head (Commercial Banking), HSBC 


“It is important that we do recognise that 
smaller-sized corporates create much value for 
the organisation over their lifetime" 
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If it's at #2, it's for ample reason 


e Has strong equity in the Indian markets. HSBC 
has been in the country since 1853, as 
Mercantile Bank in its earliest avatar 





e A diverse medel in India, which includes activities 
like asset management, electronic data 
processing, private equity, securities and capital 
markets and, of course, commercial banking 





e Has a strong client portfolio among corporates. 
Unilever, for example, is HSBC's client in 17 
countries, including India 





e The foray into the small & medium enterprises 
and middle markets has been a big story. Over time, 


the bank expects this to be a huge business 


e Has a very large workforce, which totals around 
32,000 today. It is estimated that HSBC is the 
largest foreign employer in the financial 
Services sector 











worth going after, in an inno- 
vative manner. HSBC Pragati is a 
case in point where personal 
loans of up to Rs 50,000 are 
doled out with options of flex- 
ible repayment over a 12-48 
month period. "Interestingly, 
in our branches in our cities, 
half of the people walking into 
our branches are walking into a 
bank for the first time in their 
life. They have never borrowed 
from a bank," says Kidwai. 
Asset management likewise is 
another huge area where ap- 
proximately $14 billion is man- 
aged. Out of this, around $4.5 
billion is managed out of India 
while another $9 billion is man- 
aged from abroad. 

Keeping a clear and contin- 
uous customer focus has been 
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ШШШ: (Personal Financial Services), HSBC 


“We are looking to grow our personal financial 
services business on an organic basis by 
40-45 per cent over the next five years" 
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two-tone golf shoes: Rs. 5,000 
hand-made golf clubs: Rs. 35,000 s 
learning the rules of the game from your boss: priceles. 


‘This offer can be availed only by calling the MasterCard Golf Concierge at the number provided. Other conditions apply. 
MasterCard is the registered trademark of MasterCard International Inc. 


Enjoy exclusive access to 
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new MasterCard Titanium сага.“ 





(es) Special retail offers at luxury 
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an overriding theme at HSBC. According to Rajnish 
Bahl, Head of Personal Financial Services, India, HSBC, 
over the next 10 years, would want to be a preferred 
bank for a majority of India’s banked population. 
Under personal financial services comes branch bank- 
ing, debit and credit cards, mutual funds and insurance. 
HSBC’s Systematic Investment Plan (sip) had around 
10,000 investors a year ago. That number is now at 
1.25 lakh. “On an average, we are looking to grow our 
business (this is for the entire personal financial services 
business) on an organic basis by 40-45 per cent over the 
next five years,” adds Bahl. 

For HSBC, the benchmark is competition and Kidwai 
makes no bones about it. “We need to learn continu- 


ТАРИМ KATARIA vo Investment Banking & Markets/ HSBC 





“India offers large markets that straddle IPOs, 
local currency bonds, equity and rates deriva- 
tives, private equity and cross-border M&A” 


ously from what is happening out there to make sure 
our practices are the best compared to them,” she 
states. “New babies like insurance (a business that’s ex- 
pected to roll out by the year end) will find their feet in 
five years. That apart, SMEs and consumer finance will 
be major mainstay activities,” adds Kidwai. The scenario 
today is impressive with HSBC’s cash management and 
trade business accounting for 5-6 per cent of the coun- 
try’s trade; and the custody business rustling up a 45 per 
cent market share. “Eventually, we would like to be 
among the top 3-5 operators in whichever space we 
can,” sums up Kidwai. Going by current growth rates 
that could well be the case. в 











ABN AMRO’s Sanyal: Struck a goldmine in M&A deals 


OR MEERA H. SANYAL, 2007 WAS A REMARKABLE YEAR 
Fun a lot of things came together for ABN AMRO 
(Rank: #4). The bank was involved in two of India's 
largest cross-border transactions—tTata Steel's $12-bil- 
lion buyout of Corus and Hindalco's $6-billion acquisi- 
tion of Novelis. There was a lot more that took place as 
well. As Sanyal, Executive Vice President, Country 
Executive—India & Chairperson ACES (ABN AMRO 
Central Enterprise Services, which is the 100 per cent 
subsidiary of ABN AMRO Bank N.V. to provide operations 
and IT processing services to business units of ABN 
AMRO globally), puts it: “At the end of 2007, | think the 
market has recognised our leadership in various busi- 
nesses like M&A, ECM and transaction banking.” 

ABN AMRO has been in India since 1920 and today 
has a network of 28 branches in 21 cities. This is not just 
in the larger cities but also includes Tier Il and Tier III 
cities like Nasik, Panipat, Kolhapur and Salem. During 
the course of this year, that presence will expand to Agra, 
Jalandhar and Jodhpur. The seeds for these expansion 
plans were sown a long time ago. “In the early '90s, we 
took our first steps from being a specialised diamond bank 
to becoming a full-fledged commercial bank with a 
wide range of offerings on the corporate side. With the ac- 
quisition of Bank of America, we made our big foray into 
retail banking,” says Sanyal. 

For now, the more important part is how ABN's buy- 
out by a consortium led by Royal Bank of Scotland 
plays out globally. Sanyal thinks it will be a strong 
combination. “In terms of product areas and client cov- 
erage, it becomes a top five bank in the world," she says. 
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BRNKS State-owned banks now mean business and this is amply 


reflected in their dramatically improved rankings in this 
year's survey of best Indian banks. к.к. BALASUBRAMANYAM 
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N YOUR NEXT SURVEY, WE WILL BE IN THAT SLOT,” DE- 
clares T.S. Narayanasami, Chairman and Managing 
Director, Bank of India, referring to Indian Overseas 
Bank's pre-eminence among Psu banks in the 
Business Today-KPMG survey for 2006-07. He is not 
moaning IOB's rise from the seventh position in 2005- 
06 to third among the 35 large banks in India. In fact, 
he is glad about it, since he headed the bank during the 
year it shone in the survey. And for the psu pack, too, 
it's a big leap forward. The highest ranked psu Bank be- 
fore this survey was Corporation Bank, which clocked 


88 BUSINESS TODAY FEBRUARY 24 200 


ш A A ИС эы 





VOL M zd "TT 
С. KESHAV RAJ 


(third from left)/ CMD/ Indian Overseas Bank 


“Even if the financial sector is opened up, | don't 
think foreign banks will make a beeline to India" 


in at #6 last year; it has slipped to #12 now. 

In June 2007, Narayanasami moved to Bank of 
India, which has climbed to the 15th place from #24 
last year. He is determined to pip not just his PSU 
peers to the post but private banks as well. And he has 
numbers on his side. Bot posted a 100 per cent rise in 
net profit in the second quarter of this financial year 





only to do an encore in the 
following quarter. ^For the 
first time a PSU bank has re- 
ported 100 per cent rise in 
net for two successive quar- 






ters," he beams. How does Indian Overseas Bank 
he do it? “I scout for busi- Union Bank of India 
ness after keeping my so- Indian Bank 

cial banking commitments. Bank of India 

The balance corpus avail- Canara Bank 

able is used for strengthen- Vijaya Bank 

ing the bottom line.” As to Central Bank of India 
the challenges ahead, he — * "percent 


says: "We have no issues, 
really. We are encashing our global visibility and reach. 
Our credit growth has been robust and net interest mar- 
gin has grown very impressively." These, along with its 
all-round efficiency and strong commitment towards the 
stakeholders, he feels, will make Boi the best-per- 
forming PSU bank in the country. 

Narayanasami's successor and present CMD of IOB, S. 
A. Bhat, believes his bank's core strength is its 
home-grown IT technology platform. This is what dif- 
ferentiates IOB from the other psu banks. Bhat is confi- 
dent that 108 will stay the course and stave off compe- 
tition from private and foreign banks as well. “Even if 
the financial sector is opened up, I don't think foreign 
banks will make a beeline for India immediately. When 
they do come, it will take time for the competition to 
mature. By then, psu banks, too, will have started con- 
solidating," he says. Bhat is aware that the youth is 
drifting towards next-generation banks; so, he is also try- 
ing to win them back. 


New Beginning 
But the gambit is slightly dit- 
ferent for Union Bank of India 
(UB), which has climbed 10 
places to #8 this year. Its 
Project Nav Nirman, launched 
last year, focuses on technol- 
ogy and business processes to 
reach its customers in the 
quickest possible time. “We 
have invested a huge amount 
of time and money in 
reskilling people so that when 
a customer visits a branch or 
reaches us over the internet or 
ATM or through phone, he 
gets a similar kind of serv- 
ice," says CMD M.V. Nair. 
Nair had set one-and-a- 
half to two-year timeline for 


The relatively small state-owned banks have outperformed the big daddies of the sector 
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the changes to come through—it is working on things 
like offering a committed timeline for services like 
home loan or car loan deliveries in 3-4 days failing 
which it will pay penalties; changing the branches into 
sales and services outlets and ushering in 100 per cent 
core banking solution across all (2,300-odd) branches, 
etc. He is certainly surprised by the BT-KPMG findings. “1 
did not anticipate this. The real results for our efforts 
should come in 2007-08. Your next survey will rank UBI 
higher." Nair, who is the former CMD of Dena Bank, says 
his ambition is to make UBI a world-class bank by 2009. 

Equally impressive is Indian Bank's climb, from 
20th spot to the #10 place in the overall rankings and 
fourth among PSU banks. The dramatic surge in its 
ranking has come about in its centenary year. CMD 


Т?Л. Canara Bank 


Rao is surprised at the bank's ranking, given 
the rise in business per employee since last year 
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M.S. Sundara Rajan is 
proud that his bank remains 
a common man's bank—it 
did not revise interest rates 
when others did in 
February 2007. *Yet, our 
net interest margin is 3.70 
per cent as of March 
2007,” he smiles. How did 
he pull it off? “When others 
were busy mobilising high- 
cost deposits, we went 
about disbursing loans with 
better yields,” he says. 

In micro-credit, for 
which the bank has an ex- 
clusive branch, the average 
rate of recovery is 99.5 per 
cent. Its “common man” 


Bank’s growth. One, the 
run-up to the IPO in 
February 2007 brought 
about tremendous 
changes in the bank's 
business style and a sense 
of increased accounta- 
bility to shareholders. 
Two, before he took 
over in June 2007, 
Sundara Rajan was the 
bank's Executive 
Director, and partici- 
pated in all important 
decisions that his prede- 
cessor took. *There was 
a unity of thought and 
action. I did not tinker 
with what my previous 
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strategy reveals unending рш у Chairman did. There was 
business opportunities. The CMD/ Vijaya Bank no need to." 
CMD says only 40 per cent "Consolidation should happen because size For Vijaya Bank, 
Indians have access to bank- does matter. But it should not be the merger of which has jumped two 
ing; this means there's mas- a strong bank with a weak bank" spots to reach #26, the 
sive room for growth to- focus was on NPAs. Its CMD 
wards the base of the pyra- Prakash P. Mallya ex- 
mid and that’s the market for his bank to tap. plains: “When the banking sector as a whole regis- 
tered a growth of more than 30 per cent during 2005- 
The IPO Boost 06, our bank grew at just 16 per cent, the lowest of all.” 


Two factors, Sundara Rajan explains, spurred Indian — But it is clearly looking up since last year. “I concentrated 
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i CMD/ Bank of India CMD/ Indian Bank 
“For the first time a PSU bank has reported 100 “Only 40 per cent Indians have access to 
per cent net up in two successive quarters” banking, and our bank will tap the rest” 
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on recovery of NPAs. We did 
extremely well in 2006-07. 
Our gross NPA came down 
from 3.17 per cent in 2005- 
06 to 2.21 per cent in 2006- 
07. It has slipped further to 
1.96 per cent now." 

Mallya places more faith 
in men than machines. *The 
person behind the machine is 
more important than the ma- 
chine itself. When private 
and new generation banks 
arrived on the scene, it was 
generally thought that they 
would eat into the businesses 
of Psu banks. But 75 per cent 
of banking is still routed 
through psu banks. But it's 
good that the private banks 
are there. Their presence has 
actually spurred the psu banks 
to improve their quality of 
services,” he says. 


Banks That Didn't Shine 


There are several psu banks, 
including some heavyweights, 
that have fallen in the 2006-07 
rankings. At the bottom of the 
list is UCO Bank, down three 
positions from #32 last year. It 
is closely followed by Central 
Bank of India, Dena Bank, the State Bank of Indore, and 
others. But the most noteworthy fall has been by the big 
three—State Bank of India, Canara Bank and Punjab 
National Bank. At #29, spi, the largest bank in the 
country is down 12 places, followed by Canara Bank, 
which has fallen 9 places to finish 23rd and PNB, which 
has slipped seven slots to the 20th position. That some 
of the big private sector and foreign banks like ICICI Bank, 
Standard Chartered and Citi Bank, too, have slipped in 
their rankings, though not as sharply, should provide 
some comfort to the psu banks. 

Canara Bank will bounce back, says the CMD of a ri- 
val bank. In December 2007, the bank embraced a new 
logo in a symbolic attempt to shed its stodgy past and 
to signal that it is changing with the times. The bank’s 
CMD M.B.N. Rao is surprised at the rankings, pointing 
out that business per employee has risen to Rs 5.62 
crore from Rs 5.04 crore a year ago. It is also earning 
more on its corpus following the recent rebalancing of 
its business portfolio. It has reduced both high-cost 
deposits and low-yielding corporate loans. 
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MV. NAIR ovo Union Bank of India 


"The real results for our efforts should 
come in 2007-08. Your next survey will 
put UBI in a better place" 


Central Bank of India's 
CMD H.A. Daruwalla is sat- 
isfied that her bank has per- 
formed well in the last three 
quarters. "We have been 
on the right trajectory and 
are keeping an eye on the 
quality of assets." The 
bank's net was up 29 per 
cent at the end of the 
December quarter. She has 
introduced an HR plan un- 
der which performing of- 
ficers can move up the hi- 
erarchy by jumping a level. 


Consolidation 

is the Key 

However, several challenges 
remain for PsU banks, in- 
cluding stiff competition 
from private banks and is- 
sues of scale that will be- 
come critical when the sec- 
tor is expected to be 
thrown open next year. 
"We are never on a com- 
mon platform. While pri- 
vate banks have to follow 
only Reserve Bank of India 
guidelines, we have to, ad- 
ditionally, follow those of 
the government," 
Daruwalla says and also points out to the hidden costs 
that many private banks slap on customers. *Psu banks 
are doing tremendously well despite all odds. Value un- 
locking and consolidation will result in a further im- 
provement," she feels. Vijaya Bank's Mallya agrees 
and says India needs not more than six or seven major 
PSU banks, as against 27 now. “Consolidation should 
happen because size does matter. But it should not be the 
merger of a strong bank with a weak bank. A strong 
bank should merge with another strong bank.” What will 
happen to the weaker banks? “Private sector banks 
will hopefully take care of them,” he laughs. 

Clearly, new generation banks have an edge over the 
PSU ones. The average employee age in private sector is 
29-30 years, while it is 48 in psu banks. “As you grow 
in age, your reflexes slow down. They cannot easily 
handle technological changes as youngsters can. If I am 
asked to ride a two-wheeler now, I cannot manoeuver 
it the way I did in the prime of my youth," says Mallya. 

The point seems to have already been taken by 
many PSU banks. Ш 
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It can be grim, as the recent credit turmoil in the 


West indicates. Back home, it's not time to panic, 
but to take stock of sticky assets. MAHESH NAYAK 


HE YEAR 2007 WAS EASILY THE WORST FOR US 
banks in a long time. The big boys like Cingroup, 
Bank of America and JPMorgan Chase grabbed 
most of the headlines for big hits in profits 
(from the third quarter onwards), thanks to their ex- 
cesses in the credit market. But, it's not just the mega- 
banks that have been hit. Indeed, the pain is being 
felt across the industry. Profits sunk by almost a fourth 
in the third quarter, three banks actually went under, 
and the Federal Deposit Insurance Corporation (which 
provides insurance to depositors in failed banks) had 65 
banks on its list of troubled ones (up from 47 a year 
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Chairman & Managing Director/ Axis Bank 


“We only deal in large-ticket loans and with 
people who have a track record with the bank” 


ago). Analysts fear this could be just the beginning of a 
long-drawn bust-up in the Us banking sector. 

Back home, of course, the situation isn't that alarm- 
ing—not by a long way. Yet, it may just be the time for 
CEOs of Indian banks to take stock. For, the first signs 
of stress are beginning to show on their balance sheets. 


Levels of non-performing assets (NPAs) of banks with as- 
sets size between Rs 10,000 crore and Rs 24,000 crore 
(that's 54 banks in all) have risen to nearly 1 per cent. 
And if there are some big names that haven't made it to 
the top half of the 14th ВТ-КРМС Best Banks Survey, the 
deterioration in the quality of their assets is one big rea- 
son for the indifferent showing. The high-profile banks 
to lose out on the charts include ICICI Bank, Standard 
Chartered, Citibank, State Bank of India, Centurion 
Bank of Punjab and IndusInd Bank (see Bad Moon 
Rising). 

Says Tarun Bhatia, Head 
(Corporate & Government 
Ratings), CRISIL, a credit rating 
agency: “Increasing exposure 
to high-risk customers and rising 
interest rates have been the rea- 
son for deteriorating asset qual- 
ity.” As of March 2007, unse- 
cured loans (personal loans and 
credit card debt) form 17 per 
cent of the total outstanding re- 
tail loans, compared to 6 per 
cent in 2004. “Following the 
increasing exposure to high-risk 
customers, we see gross NPAs in 
retail loans rising to 4 per cent 
over the next two years, from 
2.7 per cent as of March 2007,” 
adds Bhatia. 

However, there may be a 
quaint regulatory situation that’s 
contributing to an exaggerated 
picture of bad debt; banks that 
are buying bad assets for a 
song—in a bid to turn them 
around and sell them for a 
chunky profit—are also seeing 
this business of asset recon- 
struction being dumped into 
the NPA cauldron (see It’s Not 
That Bad). Says Bhaskar Ghose, 
former Managing Director & 
CEO, IndusInd Bank: “With ARCs 
(asset reconstruction compa- 
nies) still not comfortable in accepting retail bad debts, 
most of the banks have got stuck with bad retail assets, 
thereby increasing the NPAs on their books." 


Rise in Bad Debt 

ARCs aside, there's little doubt that bad debt is rising. 
With competition increasing, banks are reaching out to 
untapped clients, such as the self-employed and bor- 
rowers from smaller cities. This has increased their 





portfolio risk. Pressure on credit off-take is also com- 
pelling banks to increase their exposure to unsecured 
loans in a bid to increase yields. (As on January 4, 
2008, non-food credit by scheduled commercial banks 
had moderated to 22.2 per cent, or Rs 3,82,155 crore, 
from 31.9 per cent, or Rs 4,16,418 crore, a year ago.) 
A slowdown in housing loans, too, has forced banks to 
push riskier (but higher-yielding) unsecured debt. Avers 
Rakesh Jha, Deputy СЕО, ICICI Bank: “It’s been а con- 
scious decision to increase our exposure to unsecured 


loans in line with market trends. It’s a high-risk high-re- 


BAD MOON RISING? 


Banks with NPAs of over 1 per cent of net advances. 
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ward segment where yields range from 16-20 per 
cent, much higher than those with other bank loans." 
This is due to a lower growth in the housing mortgage 
loans. In the past two years, the unsecured loans on the 
books of ICICI Bank (ranked #9 in BT-KPMG Survey) have 
surged from 7 per cent in March 2005 to 15-16 per 
cent in March 2007. This has also increased the NPAs of 
the bank to 1.4 per cent (of net advances) in the first 
nine months ended December 2007, up from 1.02 


FEBRUARY 24 2008 BUSINESS TODAY 95 


bt best banks 


per cent in March 2007. 
Clearly, the mouth-water- 

ing yields in unsecured loans 

are seducing bankers, many of 


BETTER THAN THE REST 


Indian banks are carrying less baggage than their counterparts in the region... 
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nkers, many of 2006 
whom are looking for ways to 2005 766 у 
mitigate the risk that comes 2004 68] 971 2159 — 





along with such debt. Axis Bank 


' : NPAs include regulatory NPL, restructured performing loans and си assets 
(#5) is one such bank that's 


increasing its exposure to this .. although problematic assets" are decreasing in most of these countries. 
loan segment, even as it seeks to ИШАНИ NL NN INDONESIA MALAYSIA 
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minimise defaults. Says P.J. BER Des ) 
Nayak, Chairman & Managing 2005 29 mv. E or 2 lU lU. 
Director, Axis Bank: “We only 2004 28 23. os 15. 
deal in large-ticket loans and *Problematic assets include not only regulatory NPL but also other problematic assets such as a portion of special mention loans, restructured 
with people who have a track performing loans, foreclosed properties and securities **For India, 2006 refers to fiscal year ended March 2007 Source: S&P 
record with the bank. The 

problem arises mainly in the 

small-ticket segment.” A prudent NPA level of 0.42 
per cent may be one reason why Axis Bank can afford 
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H.A. Daruwalla, Chairperson & Managing Director, 
Central Bank of India: *Due to defaults in personal 


to test the waters of riskier loans. 

Not every other bank believes in or is in a position 
to be as adventurous. Central Bank of India (#34) 
has slowdown its exposure to unsecured loans. Says 


loans, we have rebalanced our portfolio with a focus on 
small & medium enterprises and retail credit, which are 
backed by collateral. In addition to this, we have 
ramped up our recovery efforts, which have resulted in 





Former MD & CEO/ Indusind Bank 


“With ARCs still not comfortable in accepting 
retail bad debts, most of the banks have 
got stuck with bad retail assets" 





"Due to defaults in personal loans, we have 
rebalanced our portfolio with a focus on 
small & medium enterprises" 
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| R.K. BANSAL Bl IDBI Bank 


“The rupee appreciation and a slowdown in the 
business cycle will impact corporate lending to 
companies in sectors like textiles, auto and 

sugar, putting further pressure on rising NPAs" 


our NPAs coming down." For Central Bank, NPAs for the 
nine months since March 2007 have come down to 
1.22 per cent from 1.70 per cent. 


Gross NPAs on the Rise 


However, with delinquencies across all retail asset cat- 
egories rising, CRISIL expects gross NPAs to surge further 
in 2008-09. Gross NPAs in housing loans, car and com- 
mercial vehicle loans are expected to rise to 2.7 per cent 
(2.2 per cent in March 2007), 3 per cent (2.3 per 
cent) and 5.5 per cent (4 per cent), respectively. “The 
rupee appreciation and a slowdown in the business cy- 
cle will impact corporate lending to companies in sec- 
tors like textiles, auto and sugar, putting further pres- 
sure on rising NPAS,” says R.K. Bansal, CFO, IDBI Bank. 

Compounding the banks’ woes is the self-imposed 
clampdown on recovery, thanks to recent controversies 
related to strong-arm tactics being used by banks on bor- 
rowers. Yet, the good news is that Indian banks compare 
well on a regional basis on the NPA front (see Better Than 
the Rest). But, then again, the crisis in the West is a warn- 
ing signal for banks to clean up their acts. As Ritesh 
Maheshwari, Senior Director (Financial Institutions 
Rating), s&P Asia, points out: “Bad decisions are taken 
during good times and when the going gets tough 
problems start to emerge. Rising exposures to unsecured 
loans as well as a slowdown in corporate loans and in 
housing loans will put some stress on the balance sheets 
of Indian banks. But, it's not a doomsday situation.” 8 





Kotak Bank's Bhatt: Buying, revamping & selling 


F THE LIKES OF KOTAK BANK AND STANDARD CHARTERED 
Bank have taken a hit in this year’s Best Banks’ rank- 
ings, their apparent inferior quality of assets has plenty to 
do with that dull showing. However, it's not as if their bad 
debt is out of control. Rather, these banks are in the busi- 
ness of buying up distressed assets cheap, revamping them 
and selling them at a smart profit. Only problem? The 
Reserve Bank wants such assets to be reported as NPAs. 
Says Jaimin Bhatt, Group CFO, Kotak Bank: "Thanks 
to RBI norms, a lot of the distressed assets we buy are 
reported as NPAs." As per the guidelines laid by Reserve 
Bank of India, any purchase of distressed assets that has 
been on the books of the seller for less than two years 
will be considered as NPA on day one of purchase. For 
assets older than two years, the buyer has to recover at 
least 10 per cent of the total value in the first year and 
complete the total recovery within three years of pur- 
chase; else the asset will automatically tum into an NPA. 
"Resistance of the borrower to recognise change in 
ownership and the necessary court process delays re- 
covery in the first year, thereby classifying these assets 
as NPAs," adds Bhatt. Kotak, today, has a portfolio of 
200-250 distressed assets bought at Rs 600 crore, and 
valued today at some Rs 10,000 crore. Standard 
Chartered Bank is the other bank in India that has 
bought distressed assets on its balance sheet. Stanchart 
has bought distressed assets worth around Rs 250 
crore in the past two years since it started this activity. 
Says Anurag Adlakha, CFO (India & South Asia), 
Standard Chartered Bank: “We purchase NPAs from 
other banks, with the aim of turning them around and 
realising gains." That may explain an NPA to net ad- 
vances ratio of 1.43 per cent. However, even if you take 
out the asset reconstruction business, Stanchart's NPAs 
are still high, at 0.92 per cent. 
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How We Ranked the Banks 


S IN THE RECENT YEARS, THE B7-KPMG 

survey methodology has been mod- 
ified to address some of the questions 
that came from the banking community. 
We also met up with a few of the fi- 
nancial sector regulators, who gave in- 
valuable inputs towards making this 
survey more holistic in form and content. 

The changes in the survey method- 
ology have been in the grouping of banks 


based on the size of their balance sheets 
as well as the parameters used. We 
have grouped the banks into four main 
categories as against three categories in 
the previous years. This was done with a 
view to give due recognition to the fact 
that the industry has grown at a certain 
base level. 

On the parameters, in addition to an 
analysis of the performance for the last 
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Figures in bold in each cell are inter se ranks 
ROCE: Return on Capital Employed 


CASA: Current Account Savings Account 


financial year, we decided to gauge the 
performance over last four years. 

The Data: The data for the study was 
based on the published annual reports 
of banks and ЕВ! reports. All the figures 
used were as reported for the financial 
year 2006-07, 2005-06, 2004-05 
and 2003-04. 

The Universe: The ranking covers 77 
scheduled commercial banks that had 


Balance sheet size more than Rs 24,000 crore 


ТВЕЯСІН 
PRODUCTIVITY AND EFFICIENCY 


Cost Operating 
Avg. Asset Profit 


Employee 
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provided their annual reports at the 
time of conducting the study. 

e Some banks have been excluded from 
the study. 

e Sangli Bank has been excluded from 
the survey on account of its merger 
with ICICI Bank which came into effect 
on January 22, 2007. 

e Bharat Overseas Bank and Lord 
Krishna Bank have also been excluded 
from the study due to their acquisition by 
Indian Overseas Bank and Federal Bank, 





* The 2006 rankings were published in the issue of Business Today dated February 25, 2007 


respectively. Bank of Ceylon been ex- 
cluded due to non-availability of data. 
e In the case of YES Bank, we have 
taken 2-Year CAGR instead of 3-Year 
CAGR (in case of Growth Parameters) as 
the bank commenced activities in India 
only in November 2004. 

e In certain foreign banks, due to zero 
NPAs, the NPA coverage has been 
graded at 100 per cent thereby accord- 
ing them the highest rank in this category 
e For the purposes of computing 3- 
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У See How We Ranked the Banks 


Year CAGR for JPMorgan Chase Bank, 
the initial value has been taken as one 
despite the bank having nil loans and 
advances in 2003-04. 
The Ranking Parameters: 
The BT-KPMG ranking study consists of 
three broad categories: 
e Growth 
e Size 
e Strength 

These were further subdivided into 
26 parameters as explained below: 


bt best banks 


Growth 

e Growth in Deposits: From 2005-06 to 
2006-07. 

e Growth in Loans and Advances: From 
2005-06 to 2006-07. 

e Growth in Fee Income: Growth in 
Fee Income (Income from Commissions, 
Exchange, Brokerage -- Miscellaneous 
Income) from 2005-06 to 2006-07. 
e Growth in Operating Profit: From 
2005-06 to 2006-07. 

e Absolute increase in market share of 
Deposits: Basis points increase in mar- 
ket share of deposits (market share-total 
deposits of all banks forming a part of the 
survey) from 2005-06 to 2006-07. 

e Absolute increase in market share of 
CASA: Basis points increase in market 
share of CASA (market share-total CASA 
of all banks forming a part of the survey) 
from 2005-06 to 2006-07. CASA- 
Current Account Savings Account. 
There were other 3-year growth param- 
eters such as deposits, loans & advances, 
and operating profit that were considered. 


STRENGTH 

Quality of Assets 

e Total NPA Growth Ratio: Additions to 
Gross Non-Performing Assets during the 
year expressed as percentage of the av- 
erage net advances. 

@ NPA coverage: NPA Provisions as at 
year end expressed as a percentage of 
Gross NPA at year-end. 

e Net NPAs/ Net Advances: The Gross 
NPAs net of provisions expressed as a 
percentage of net advances. 
Productivity and Efficiency 

@ Cost to income ratio: Operating ex- 
penditure expressed as a percentage of 
operating income. 

e Cost to average asset ratio: Operating 
expenditure expressed as a percentage of 
average assets. 

e Operating profit per employee: 
Operating profit divided by the total 
number of employees. 

e Absolute increase in return on assets: 
Basis points increase in return on assets 
(net profit over total assets) from 2005- 
06 to 2006-07. 

e Percentage increase in ratio of 
Operating Profit to Total Income: Growth 
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in ratio of operating profit to total income 
from 2005-06 to 2006-07. 

Quality of Earnings 

e Return on Assets: The ratio of net 
profit to total assets for the FY 2006-07. 
e Fee Income to Total Income: Fee in- 
come includes commission, exchange 
brokerage, plus profit on exchange and 
miscellaneous income, expressed as a 
percentage of total income. 

e Retum on Capital Employed: Reported 
net profit divided by the average net 
worth of the bank. 

e Net Interest Income to Average work- 
ing funds: Interest earnings as a per- 
centage of AWF (total average assets of 
the bank less average of other liabilities). 
Capital Adequacy 

e Capital Adequacy: The capital-to-risk 
weighted assets ratio, as published by 
the bank for 2006-07. 

The Process 

The banks were grouped into sets based 
on their balance sheet size and number 
of branches in order to create a compa- 
rable pool. Each set has been ranked in- 
dependently. There are four sets of banks: 
e Set A - 35 Banks with balance sheet 
(b/s) size » Rs 24,000 crore 

e Set B - 19 Banks with b/s size <= 
Rs 24,000 crore and branches > 10 
e Set Cl - 9 Banks with b/s size >= 
Rs 3,000 crore and branches <=10 





e Set C2 - 14 Banks with b/s size < 
Rs 3,000 crore and branches <=10 
Rank: The composite rank for each bank 
was arrived at by combining its ranks on 
each of the 26 parameters, using a weight 
for each parameter. To compute a bank's 
total score, it was assigned a score for each 
of the 26 parameters, based on its ranks 
on the parameter. For example, a bank in 
"Set A" with a rank of 1 eamed a score of 
35 (as there are 35 banks in the com- 
parison set), a rank of 2 eamed a score of 
34 and so on, down to the rank of 35, 
which earned a score of 1. The score 
under each parameter was then multi- 
plied by the weightage assigned to that 
parameter. The results were aggregated 
to compute each bank's total score, 
which gave us the final ranks. 


The KPMG Team comprised: 

Sanjay Aggarwal, Head - Financial 
Services; Ravi Trivedy, Executive Director, 
Advisory Services; Manoj Kumar Vijai, 
Executive Director, Audit ; Apurva Mehta, 
Associate Director, Advisory Services; 
Amit Wagh, Associate Director, Advisory 
Services; Divya Arora, Executive, 
Financial Services; Nishita Jain, Analyst, 
Financial Services; Parvez Lalani, Analyst, 
Markets Group; Tarini Fernandes, 
Analyst, Markets Group; Enrica Colaco, 
Analyst, Markets Group. 


From Back to Front: (Left to Right) Amit Wagh, Apurva Mehta, 

Tarini Fernandes, Parvez Lalani. (Middle row, Left to Right) Ravi Trivedy, 
Enrica Colaco, Naresh Makhijani, Akeel Master. (Foreground, Left to Right) 
Nishita Jain, Manoj Kumar Vijai, Divya Arora 
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Т Punjab & Sind Bank 
YES Bank 

3 | Karur Vysya Bank 
16. Bank of Rajasthan 
8 City Union Bank 

4 Centurion Bank of Punjab 
2. Kotak Bank 

9. Nainital Bank 

Ө Tamilnad Mercantile Bank 
5. Karnataka Bank 
South Indian Bank 
State Bank of Saurashtra 
7 ING Vysya Bank 
Indusind Bank 
Dhanalakshmi Bank 
21) Development Credit Bank 
13 


Lakshmi Vilas Bank 


719 


Catholic Syrian Bank 





IER 18 Ratnakar Bank 


NPA: Non-Performing Assets 
**OPTI: Operating Profit/ Net Income 
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У See How We Ranked the Banks 
Note: In the case of YES Bank we have taken 2-year CAGR instead of 3-year CAGR (in case of Growth Parameters) as the bank commenced activities in India 
only since November 2004 and thus has not been in operation for four years in order for us to assess their 3-year CAGR 
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CAGR: Compounded annual growth rate 
AWF: Average Working Fund 


Figures in bold in each cell are inter se ranks 
ROCE: Return on Capital Employed CASA; Current Account Savings Account 


NPA: Non-Performing Assets 
**OPTI: Operating Profit / Net Income 
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ICICI Bank 3,44 658.11 ICICI Bank 5,8/4.41 
Canara Bank 16596105. Punjab National Bank 3,230.65 
Punjab National Bank 16242250) Canara Bank 291247 
AN [) THE Bank of Baroda 14314617 | HDFCBank — 2,805.00 
Bank of India 141,636.99 Вапк of Baroda 2,415.01 
IDBI Bank 1 10383933 | Bank of India 2,394.99 — 
Union Bank of India 1,02,677.88 Standard Chartered 2,337.95 — 
Central Bank of India — — __ 9300808 iy Citibank N.A. 2,180.45 
HDFC Bank 91,235.61 Union Bank of India 2,000.83 


Figures in Rs crore Figures in Rs crore 
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У See How We Ranked the Banks 


* The 2006 rankings were published in the issue of Business Today dated February 25, 2007 
Note: We have not included last year's rank as we have created new clusters for this category 











ABN AMRO 7505 | ICICI Bank 0.5971 Citibank N.A. ^ TM 
Bank of Maharashtra 67.96 Axis Bank 0.455] Standard Chartered 0.32 
Indian Bank 9203 | HDFC Bank 0.2869 HSBC 0.29 
ICICI Bank 51.07 IDBI Bank 0.1985 ABN AMRO 0.29 
HSBC 50.53 | Corporation Bank 0.1105 ICICI Bank 0.18 
HDFC Bank 4176 | Union Bank of India 0.1058 Axis Bank 0.14 
State Bank of Bikaner and Jaipur 41.20 - Bank of Maharashtra 0.1031 HDFC Bank 0.13 
Bankofindia = _ 40.78 State Bank of Mysore 0.0168 IDBI Bank 0.12 
Citibank N.A. 38.26 Federal Bank 0.0161 Corporation Bank 0.10 
Syndicate Bank 37.16 Dena Bank 0.0137 Federal Bank 0.09 
Figures in per cent Figures in basis points Figures in Rs crore 


Aspiring е world class: f 


HINK HARYANA, THINK 
Gurgaon. That is, think 
‘big’—big global companies, 
big buildings, big brands, big 
investments and big plans. 
That sometimes also translates into 
big problems. Last fortnight, it was 
just that for Kamna Saxena, a resi- 
dent of Gurgaon who works in 
Delhi. The 27.7-km Delhi-Gurgaon 
Expressway had just been inaugu- 
rated. And instead of zipping past, 
the cars (1.25 lakh of them on any 
given weekday) crawled up to the 
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toll gates inch by inch, minute 
by minute, sometimes for more 
than half-an-hour. Unusual? Not 
really, when you live in 
Gurgaon—Haryana’s, indeed 

India’s, showcase city of pros- 
perity. Traffic snarls at virtu- 
ally every traffic light and 

power failure lasting many 






Bhupinder Singh Hooda 
Chief Minister, Haryana 


The state has Rs 70,000 








hours is quite routine. crore of investment in the 
Yet, the city and the pipeline and Rs 28,000 

state remain an irresistible crore is said to have 

magnet for investors. Chief been invested over 


Minister Bhupinder Singh the last three years 


JITENDRA SHARMA 


State Chief. Minister: Bliupinder Singh 
Hooda wants Q turn the'$30- billion 


^ eager bul Karjana has ei 
challenges to overcome. 
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Hooda says: *There is Rs 70,000- 
crore of investment in the 
pipeline." He claims that the last 
three years have seen some Rs 
28,000 crore being invested in 
the state. 

No surprise then that Hooda 
expects the state to post an 11 
per cent economic growth during 
the Eleventh Five Year Plan pe- 
riod (2007-2012). There is clearly 
enough going on for the state 
(see Infrastructure Projects in 
Haryana). 





The chief minister recounts 
how one of the oldest corporate 
denizens of Gurgaon, Japan's 
Suzuki Motors, has voted with 
its money for Gurgaon and for 
Haryana by investing more than 
Rs 9,000 crore over the last two 
years. "Osamu Suzuki told me 
that any penny that Suzuki in- 
vests in India will be invested in 
Haryana," Hooda says, before 
adding that Haryana has been 
the recipient of more than 70 per 
cent of all Japanese investment 


NIHSOV”A HSIAIVS 


ч ar " 
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HARYANA AT A GLANCE 


93 per cent of Fortune 100 companies 
have an address in Gurgaon. 


Area: 44,212 sq km 
Population*: 235.69 lakh 


Net state domestic product (SDP)* : 
Rs 76,614 crore 


Per capita net SDP*: Rs 36,423 (per capita 
net national product is Rs 22,553) 


Annual growth rate of net SDP: 10.8 


40% of the National Capital Region (NCR) 
falls in Haryana and 30% of the state is 
notified National Capital Region 


Registered working factories: 9,636 ^ 

Basic minimum wages: Rs 3,510 per month 
Overall Literacy Rate: 67.91"* 

Road density per 100 sq. km: 52.14 km 

* Estimated mid-financial year 2006-07 

# For 2006-07 at 1999-2000 prices 

^ For 2006-07, as of December 31 

** As per Census 2001 


Source: www.haryana gov in and www haryanaindustries nic in 


HOW HARYANA COMPARES 


It's much smaller than Uttar Pradesh, 
but comparable with other neighbours. 


District Domestic Product at current prices 
(2006-07) 

All India 32,54,807 
Haryana 1,12,749 
Uttar Pradesh 2,95,375 
Punjab 1,14,236 
Rajasthan 1,39,928 


Figures in Rs crore Source: District GDP of India, 2006 
07, Indicus Analytics, www indicus.net 


HARYANA'S TOP DISTRICTS 


Faridabad and Gurgaon are the 
main engines. 

Faridabad 14,437 
Gurgaon 13,593 
Hisar 7,543 
Sonipat 6,841 


Figures in Rs crore for 2006-07 Source: District GDP of 
India, 2006-07, Indicus Analytics, www.indicus.net 
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in India. Such vote of confidence has 
now prompted Hooda to aim for a 
$130-billion (Rs 5.2-lakh crore) 
economy over the next decade. 
Another old Gurgaon and 
Haryana proponent, Rajiv Singh, 
Vice Chairman, DLF, shares part of 
this vision: *We believe Gurgaon 
will be the showpiece of the new 
urban India in the next 10 years. 
Economically, the SEZs of Reliance 
Industries and DLF with the Manesar 
area will collectively make this area 
the largest generator of jobs in the 
country.” DLF intends to pump in 
another Rs 20,000 crore or so into 
the state in the coming 5-8 years. 
Industry heavyweight Reliance 
Industries is planning to invest an- 
other Rs 25,000 crore in its SEZ in 
the state. The company estimates 
the SEZ will attract additional in- 
vestment of over Rs 1 lakh crore 
once fully operational as well as 
provide six lakh direct jobs. 


Advantage Haryana 

Clearly, the state which abuts Delhi 
from three sides has an unbeatable 
locational advantage. And in case of 
Gurgaon, that advantage is height- 
ened because it is close to the Delhi 
airport. That allowed the initial pi- 
oneers in Haryana to set up base in 
Gurgaon. "The state, bordering the 
National Capital from three sides, 
offers excellent location to start 
any industry. Gurgaon and 
Manesar, where many of the man- 
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Ё КМР Expressway: Encircles Delhi while 
linking NH 1, 10 and 8 and the industrial 
units in the SEZs to industrial concentrations 


| within NCR. To be completed in July 2009. 


COST. Rs 2,545 crore 


`2 Reliance SEZ* (Jhajjar): 12,500 acres 

each of multi-product SEZ at Gurgaon and 
Jhajjar to be implemented over nine years in 
three phases. COST: Rs 25,000 crore 


E Unitech SEZ* (Kundli-Sonipat): To be 


implemented in two phases over an area of 











" 10,000 acres. The area will be increased to 


20,000 acres. COST. Rs 22,000 crore 


4 DLF SEZ* (Gurgaon): To be developed in 
four phases over an area of 12,500 acres. 
COST. Rs 26,000 crore 


5 DLF SEZ* (Ambala): To be developed in 
two phases over 3,000 acres. 
COST: Rs 1,950 crore 


“6 Nanocity* (Panchkula): Tobe — 
implemented in two phases over 11,000 acres. 
COST: Rs 1,846 crore 


-T Petrochemical Hub (Panipat): To be 
developed by Indian Oil Corp. over 4,000 
acres in two phases till 2016. 

COST: Rs 3,730 crore 


4 European Technology Park* 
(Faridabad): To be implemented in two 
phases by Dutch Haryana Business Consor- 
tium, The Netherlands. COST. Rs 1,448 crore 


* Haryana State Industrial and Infrastructure Development Corp. 
gets 10% sweat equity in these projects; Source: Haryana Govt. 


Added fillip: Delhi-Mumbai Industrial Corridor: 
Haryana is one of the six states through which the 
1,483-km project connecting the two metros will pass. 
An investment region of 200 sq. km and an industrial 
area will be set up during 2008-2012. The project 
(completion by 2016) is expected to quadruple exports 
in five years as port connectivity gets enhanced. 


ufacturing units of various compa- 
nies are located, are in the 
proximity of the international and 
domestic airports," says Pawan 
Munjal, Mp & CEO, Hero Honda 
Motors. Lured by these advantages, 
Hero Honda set up the first mo- 
torcycle manufacturing plant at 
Dharuhera in 1984-85. 

Pramod Bhasin, President and 


CEO, Genpact, says, “Today, 
Haryana has added other business- 
ready cities like Sohna and 
Manesar, to its credit. Most im- 
portantly, the government has 
been extremely supportive from 
the very beginning. The state re- 
alised fairly early about the vast 
potential of the rr and ITES industry 
and developed policies that pro- 
vided many investor-friendly in- 
centives for this industry. We are 
bullish about Haryana because it 
has adapted to the needs of our 
industry and new businesses very 
swiftly—with supportive infra- 
structure practices and telecom 
bandwidth that are essential to our 
business." 

Ashok Kapur, Chairman and 
Managing Director, Krishna 
Maruti, an auto parts supplier to 
Maruti Suzuki, agrees. Kapur, who 
has since 1985 set up around 20 
companies in Haryana, says: “I 
have managed to set up these com- 
panies without ever having really 
met a single government official. 
That speaks for the state.” 

The investor-friendly govern- 
ment and administration extends to 
the maintenance of peaceful in- 
dustrial relations too. Former 
Maruti Suzuki India MD Jagdish 
Khattar, who battled over a three- 
month strike at Maruti's Gurgaon 
plant, says the overall environment 
over the years has been excellent. 

Haryana also ends up scoring 
over neighbouring Uttar Pradesh 
due to commonly held perception 
of better law and order situation. 

Add to it the weight that history 
carries. When a particular industry 
develops in a region, the ecosys- 
tem that springs up in support 
makes it difficult for subsequent fa- 
cilities to locate elsewhere. When 
Maruti Suzuki was looking to ex- 
pand, the location of the plant close 
to its existing plant was a no-brainer 
as 70-80 per cent of its suppliers 
were within 100 km. Add to it cost 
efficiencies from well-managed 
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inventories and vendors. 

And this virtuous cycle continues 
with the SEZs. ^Haryana is amongst 
the leaders in most of the new tech- 
nology and export-oriented indus- 
tries such as auto and auto com- 
ponents, apparels, IT and ITES serv- 
ices and other knowledge-based in- 
dustries," says Shrivallabh Goyal, 
President, Reliance SEZ Haryana. 


Advantage Others 


For Haryana, success seems to have 
bred a sense of complacency and 
also aggressive competitors who 
have come up with far superior in- 
frastructure and lower costs to woo 
investors. Read: neighbour Uttar 
Pradesh with Noida and Greater 
Noida, Rajasthan with its Bhiwadi 
option and a score of other states 
with interesting tax benefits. 

Haryana's minimum wages— 
the highest in the country at Rs 
3,510 per month—have led many 
of the export-oriented labour in- 
tensive industries to scout these al- 
ternate destinations. A.K. Bansal, 
CMD, Hanung Toys and Textiles, 
says: *My wage costs are at least 15- 
20 per cent lower than those of a 
comparable unit in Haryana." 
Hanung has all its units in Noida 
and Uttarakhand. 

Add to it the high land prices 
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Mukesh Ambani 
CMD/ Reliance Industries 






which increase the cost of setting up 
business for the small entrepreneur, 
and Haryana seems like an increas- 
ingly expensive destination. “It is al- 
most like killing a business by out- 
pricing the infrastructure,” says 
Samir Chopra, Founder Director 
of call centre Cybiz, and President, 
Business Process Industry 
Association of India. He cites 
Ireland as an example. Ireland, de- 
spite its inherent advantages in the 
BPO space, lost its edge to low-cost 
destinations such as Eastern Europe 
and, eventually, to India mainly 
due to exorbitant costs. These con- 
straints are showing themselves up 
in investment decisions too. Despite 
considering Haryana, Honda Siel 
Cars India (HSCI) moved to 
Rajasthan as it did not get a large 
enough plot of land at good loca- 
tion. “There has been considerable 
improvement in infrastructure de- 
velopment, especially in Uttar 
Pradesh and Rajasthan, where we 
have our plants,” says a Honda 
spokesperson. 

Haryana’s infrastructure, 
whether it is urban infrastructure or 
power supply, has clearly not kept 
pace with its growth. The infra- 
structure problems for now are get- 


ting solved through what Amir 
Ullah Khan, Director, India 


Osamu Suzuki 
Chairman and CEO/ Suzuki Motors 
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Development Foundation, calls 
stealthy privatisation. “Uncertainty 
over electricity supply is solved by 
using captive plants or generator 
sets. Water is almost always ground 
water pumped up using the same 
generator sets. Security is entirely 
through private agencies. For an 
industry trying to compete with 
the Chinese, these high costs are 
suicidal but there is little choice.” 
However, there is a limit to the 
private sector capacities as well. So 
much so that inverter manufac- 
turer Su-Kam Power Systems, 
which ideally should be a benefici- 
ary of power cuts, also finds itself 
on the backfoot in Haryana. 
Kunwer Sachdev, CEO, Su-Kam, 
says his customers are complain- 
ing as “there is hardly any power to 

charge even the batteries”. 
Notwithstanding these glitches, 
most of the investors and businesses 
which have ever been in Haryana 
are willing to be patient. It still re- 
mains by far the best destination 
in India. Though chief minister 
Hooda promises the metro, the 
road linkages and the 5,000-Mw 
capacity in three years, among other 
things, it is quite clear that all this 
and more will have to come very 
quickly. Clearly, the benchmarks 
are rising. The global investors who 
are still keen on making Haryana 
their home cannot and will not take 
anything less than absolutely the 
world's best. So when Chief 
Minister Hooda says, “It is my pas- 
sion and ambition to make Haryana 
the #1 state,” it cannot just be in the 
country. Here, international bench- 

marks аге in order. 8 
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OMAN ABRAMOVICH, ALEXANDRE GAYDAMAK AND DEPOSED 
Thai premier Thaksin Shinawatra now have Indian clones, 
aka Mukesh Ambani, Vijay Mallya, Shah Rukh Khan and 
Preity Zinta, among others. For, the last four are among the 
chosen few granted franchisee rights over teams in the 
Indian Premier League (IPL) that will “own” the demi-gods of Indian 
and world cricket like Sachin Tendulkar, Rahul Dravid, Sourav 
Ganguly, Yuvraj Singh, Mutthiah Muralitharan and Adam Gilchrist. 

By the time this issue hits the stands, cricket's (or, at least, IPL’s 
version of it) new owners will be getting ready for a huddle with the 
Board of Control for Cricket in India (BCCI) on February 8 and 9 to 
discuss the modalities for player auctions. These won't come 
cheap—the 80 icc-ranked players already contracted by BCCI will cost 
$100,000-400,000 (Rs 40 lakh-Rs 1.6 crore) per season. Lesser mor- 
tals, like the Ranji players, can expect $50,000 (Rs 20 lakh), while 
rookies will pocket $20,000 (Rs 8 lakh). 

This begs the question: apart from lording over some deified 
sports superstars, what exactly are the franchisees looking for? 
Admits Mohit Burman, Chairman, Dabur Pharma, who, along 
with Apeejay's Karan Paul, Bombay Dyeing's Ness Wadia and 
Bollywood glamour girl Preity Zinta, won the bid for the Mohali 
team for $76 million (Rs 304 crore): “This will be a good market- 
ing platform for any company that associates itself with IPL and we 
will associate the team with whichever company makes sense and not 
only with brands owned by any consortium member." 


Milking the Game 

Indeed, nothing sells in India like cricket and Bollywood—and 
mixing the two is any marketer’s aphrodisiac. This, perhaps, explains 
the presence of Shah Rukh Khan and Juhi Chawla, who along 
with her husband Jay Mehta, now own the Kolkata team, which they 
bought for $75.09 million (Rs 300.4 crore). “King” Khan, the 
shrewd marketer that he is, has already roped in Anaita Shroff 
Adajania as the uniform designer for his team—perhaps pinning 
hopes on adding a dash of Bollywood bling to cricket. 

Given that it will be a Twenty20 format, adding the glamorous 
blurbs like cheerleaders will come naturally in a bid to at- 
tract greater hordes—both in stadia and television. “We are 
looking at this venture as a serious busi- 
ness proposition and we will be field- 

ing all our creative and marketing re- 
sources—a necessity for us, as we don’t 
have deep pockets,” asserts Fraser Castellino, 
CEO, Emerging Media, the London-based Manoj 
Badale-promoted company that partnered with 
Lachlan Murdoch’s company Illyria, to win the Jaipur 

franchise for $67 million (Rs 268 crore). Emerging Media has 
F been a long-standing investor in cricket through its subsidiary 
ives! ors in Cricket (ПС). The company has a partnership with 
cestershire County Cricket Club and had staged the first ever in- 

ational club Twenty20 championship in 2006 and will be 
ing on this expertise to see it through i in this new venture. 

E ing, of course, will get a major leg-up in this whole carnival. 
ay Rekhi, мр & President, United Spirits: “For us, this is go- 

























Sourav Ganguly 


THE SHOPPING CART 


The eight successful bidders have paid $723 
million for the right to own teams in IPL. 


Franchisee Owner/Team/ Cost 


*Badale is Chairman of Emerging Media 
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ing to be a great marketing platform. It will be a brand 
promotion and marketing vehicle to mount one of 
our various brands." He adds that since the group 
owns so many brands, it will not be looking at third- 
party brands for sponsorships. And Burman says IPL will 
also be a good platform for Indian brands to tap the 
overseas market, given the fact that the league's main 
attractions will be the presence of internationally- 
renowned cricketers playing in the domestic circuit. 

Sunil К. Alagh, Chairman, SKA Advisors, a mar- 
keting consultancy firm, explains: *There is definitely 
scope for Indian brands to ride IPL into foreign markets. 
For instance, the team that has Sachin Tendulkar can 
leverage his goodwill to take brands overseas." 

It's not just the franchisees, but even BCCI which 
stumbled onto a sitting duck of a gold mine. *Globally, 
owning teams is a big business. In India, too, we feel this 
sector will emerge as a thriving business in future," says 
Lalit Modi, Vice President, BCCI, Chairman of its 
Marketing Committee, who expects each of the fran- 
chises to be worth $400-500 million (Rs 1,600-2,000 
crore) after 5-10 years. Indian cricket's pashas, of 
course, also need to thank the Subhash Chandra-pro- 
moted Indian Cricket League (ICL) for rousing them 
from their slumber. 


Will It Be Profitable? 


It may well be a case of sour grapes, but one of the los- 
ing bidders insisted that making money on IPL will be a 
big challenge. “For one, the bids are too high. Secondly, 
there’s not much scope of leveraging your brands as the 
title sponsorship of the team is not in the bidder’s 
name,” says Kishore Biyani, Chairman, Future Group, 
which lost all the five teams it had bid for. Biyani’s 
charge does hold water. While all the franchisees were 
unanimous that it will take at least 3-4 years for them 
to break even, Modi pointed out that none of them 
could name a team after themselves. “No corporate 
names will be allowed. Teams will have to carry the 
name of the city followed by another name,” he asserts. 

For all those multi-hued jerseys and pyjamas on and 
off the field, it will be the colour green that will matter 
most. Most franchisees, still recovering from the 


SHARES OF SPOILS 









RANCHISEES HAVE TWO STREAMS OF REV- 
ایا‎ and local. The first 
(which the BCCI will share with teams) in- 
cludes media rights and sponsorship, while 
the second (teams keep the entire amount), 
includes stadium ticket sales, local sponsorship, 
concessions, merchandise, et al. 

It is apparent that until the league, which kicks off 
on April 18, picks up critical mass and builds equity in 
its local markets (this takes anywhere from 5-10 years 
in an evolved market), the teams will be heavily reliant 
on central revenues to sustain themselves. This in- 
cludes 80 per cent of TV revenues for the first five 
years and 60 per cent for the next five—split eight 
ways for the eight franchisees. 

Fixed expenses for the franchisees includes 10 per 
cent of the winning bid payable annually for 10 years. In ad- 
dition, each franchisee has to spend a minimum of $3.3 mil- 
lion on its team—which will comprise at least 16 players. 


euphoria of their wins, are at the drawing boards, 
busy finalising their revenue streams in accordance 
with BCCI's directives. Explains Farokh Balsara, Head 
(Media Practice), Ernst & Young: “Apart from the 
revenue streams chalked out by BCCI, franchisees can ex- 
plore the medium of internet and mobile games, music 
and other merchandise and revenues through special TV 
programming.” 

Television rights, gate revenues and sponsorships will 
form the bulk of the revenues for the franchisees (see 
Shares of Spoils), though the returns may not be huge ini- 
tially. Himanshu Mody of Zee Sports and the man at the 
helm of ICL, is not very sure how IPL can become an eco- 
nomically viable proposition. He says: “I am not sure if 
there is any financial sense in the broadcasting rights and 
franchisee rights sold by IPL. They claim the broadcast 
rights have been sold at $1 billion (Rs 4,000 crore) for 
a period of 10 years. Of this, the rights for the first five 
years is worth only $305 million (Rs 1,220 crore), 
while those for the sixth to the tenth years are $613 
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packed program which will cover a broad spectrum of 
topics related to commercial real estate. The program wi! 
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million (Rs 2,452 crore)." Mody's assessment may not 
be entirely free of bias, but it does seem to warrant 
creases on the foreheads of the franchisees. 
According to BCCI's Modi, franchisees are free to 
rope in PE investors to bankroll their initial invest- 
ments and at a later stage, even float equity. “It’s their 
asset and team. They are free to operate it as any other 
business," he says, adding that there's no bar on the fran- 
chisees selling their teams to another buyer should 
such an offer come their way. There were even media 
reports saying that some such offers had been made. But 
all the franchisees that Br spoke to dismissed these as 
rumours. Castellino of Emerging Media says: “No 
one has approached us to buy the Jaipur team." 
Stock analysts tracking the media sector, mean- 
while, are waiting and watching how IPL pans out. 
Girish Swar, Senior Analyst tracking the media sector at 
Anand Rathi Securities, says: “I have not yet studied how 
the EPL (English Premier League) model or the NBA 
(National Basketball Association) in the US works. But 
honestly, I do not see a point in these teams getting listed 
on the stock market as the revenue potential is very lim- 
ited. It is just one game and one team. Maybe after five 
years or so, if these companies expand their scope to in- 
clude other sports, then their listing will make sense.” 
This may be an extreme view, but most analysts feel that 
it is too early to speculate on these aspects and every 
player will have to wait and watch to see how the 
business aspect of team ownership progresses. But the 
one party that is merrily giggling away to the banks is 
BCCI, which has pocketed a neat $1.75 billion (Rs 7,000 


crore) by way of television rights and franchise bids. 


Lessons for Indian Sports 

Team buyouts may be old hat in the Us and Europe, but 
the phenomenon is still a nascent phenomenon in 
India. “It will mean reach and support for local-level 
sports teams in future and while a good beginning 
has been made with cricket, we will hopefully see this 
happening in other sports in the country as well," 
says Mahesh Ranka, General Manager, Relay 
Worldwide, the sports arm of media-buying firm 
Starcom Mediavest. 





WHAT'S ICL UP TO? 





ROBABLY STUNG BY THE HYPE OVER IPL, ICL HAS BEEN GAL- 

vanised into action. According to Himanshu Mody of 
Zee, ICL is also looking at roping in corporate sponsors and 
the option of companies owning the respective ICL teams. 
"We have our sponsorship plans in place and will hit the 
market soon with these plans," he says, refusing to 
reveal much else, 

Clearly on the backfoot, Mody though puts up 
a brave front. "Not having BCCI's support or 
its recognised players is not a hurdle for us. 
According to me, every product has a place 
and eventually it will find its due recogni- 
tion," he points out. By 


Player fee: Each player will be up for grabs on an annual 
basis. A rookie will pocket a minimum of $20,000, a Ranji 
player a minimum of $50,000 and ICC ranked players from 
$100,000-400,000. “Icon players” (Tendulkar, Ganguly, 
Dravid and Yuvraj) will not be auctioned and will have to 
play for their “home” cities. They will be paid 15 per cent 
more than the highest paid player in their respective 
teams. 

Prize money: IPL will offer $5 million (Rs 20 crore) in prize 
money; the winners will pocket $2 million (Rs 8 crore). 
Key factor: Where IPL scroes over ICL is in the num- 
ber of international cricketing legends, among them 
Sachin Tendulkar, Mutthiah Muralitharan, Shane 
Warne, Glenn McGrath. 


According to Anirban Das Blah, Vice President, 
Globosports, a Bangalore-based sports management 
company promoted by tennis star Mahesh Bhupati, out- 
side of the World Cup, IPL is the biggest cricket prop- 
erty and can be equated to the NBA league in the US and 
major European soccer leagues like the EPL and the 
German Bundesliga. “It’s the beginning of corporati- 
sation of sports and professionalisation of players in 
India,” he says. 

So, will the model be replicated for other sports, 
which are, literally, cricket’s poor country cousins? 
“I think a lot will depend on the success of this venture. 
More investors will take to other sports like football and 
hockey if iPL is successful," says Burman. 

Will iP. work? We'll have to wait for a definitive an- 
swer to that. But given the passion that cricket ignites 
in India—and given the fact that some of the country's 
most successful businessmen have invested money up- 
front—it’s fair to say that it has a better than fair 
chance of hitting pay dirt. Ш 
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BEYOND THE US 


slammed by a dearer 
rupee and a US slow- 
down, Indian Т makes 
a push for foreign 
geographies, mainly 
Europe. But Asia, too, 
might be a significant 
market in the future. 
T. V. MAHALINGAM 


HEN INDIA'S LARGEST П 
services company, Tata 
Consultancy Services 
(TCS), announced its 
third quarterly results 
in mid- January, a couple of things 
stuck out like the nudist on the late 
night shift. For one, even though 
North America still accounts for 
the bulk of TCS's revenues at 49.5 
per cent, growth from the region 
was just 2.2 per cent. In sharp con- 
trast, Europe, which accounted for 
29.2 per cent of the IT major's topline, 
grew a whopping 24.2 per cent. In 
fact, Europe's contribution to the 
company's revenues has jumped to 
28.5 per cent for 2007-08 from 23.1 
per cent in 2004-05. 

Take a look at the company's 
deal pipeline and the trend strength- 
ens. “I would say that of the top 
25 deals we are pursuing maybe 
one-third is in the us, one-third in 
the UK and Europe and one-third 
in the rest of the world," says N. 
Chandrasekaran, Chief Operating 





Fresh faces: A ICS 
facility in Uruguay 


Officer, TCS. Overall for TCS, North 
America grew at 2.2 per cent, UK 
at 4.9 per cent and Europe at 24.2 
per cent. And the company’s growth 
in emerging markets like Latin 
America, APAC and India were above 
the company average. 

That seems to be the scenario 
with most other Tier-I Ir compa- 
nies—robust growth coming from 
geographies beyond their terra 
firma—North America. Europe, for 
example, accounted for 28.6 per 
cent of Infosys's revenues during 
N Chandrasekaran/ С00/ TCS 
“Of our top 25 deals, maybe one-third is 


in the US, one-third in the UK and Europe 
and one-third in the rest of the world" 
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Wipro in Finland: Europe's 
new outsourcing hub 





the last quarter compared to 22.1 WHERE ARE THEY HEADED? 

per cent for the same period three From Continental Europe to Taiwan, these are the markets that 
years ago. Be it Infosys, Wipro, Indian IT companies are looking at tapping. 
cerned. In fact, the us will continue 


Satyam, HCL Technologies, the push 
to remain ‘the engine of growth for 


for growth in geographies other 
the IT services industry.’ However, WIPRO SATYAM 





than the us is gathering steam. This 
is not to say that the US is a dead 
horse as far as the industry is con- 








the fact remains that the Indian IT Continental Europe Canada Scandinavia 
industry has been reducing its de- Eastern Europe (Hungary Continental Europe Germanic & Romanic Europe 
pendence on the us and is likely to Latin America (Uruguay, Brazil) Asia Pacific Japan 
continue doing so. China West Asia China 
Like Satyam Computer Services’ India India 


Chief Strategy Officer Shailesh Shah 


says: “Over the last three years, we INFOSYS HCL TECH PATNI 


have significantly enhanced pres- Continental Europe Continental Europe (Germany, Continental Europe 
ence in Europe and Asia-Pacific, Australia Nordic, Benelux region) (The Netherlands, Sweden 
Africa. In the last one year, we have Japan Australia Germany, France) 
worked hard to increase presence in China New Zealand Japan 

Latin America. In particular, West Asia Japan Australia 
Scandinavia, Germanic Europe and Singapore south America 
Romanic Europe are critical to our Malaysia 

future... In the case of Asia-Pacific, Note: All the above mentioned companies are reasonably well entrenched in the UK and the U 


we clearly have presence leader- 
ship.” Satyam is also eyeing growth lot of investments are going in the Us less attractive. | wo, as a de 
in markets like Japan, South Africa, there,” says Wipro's Chief Financial risking strategy it works better to in 


India and China. Officer, Suresh Senapathy. vest in several geographies. Finally, 
Wipro, too, is eyeing other pas- So, what's driving these com- the bulk of the contracts in the US 


tures. “The Us market remains a panies to explore new hunting market are second or third genera- 
huge opportunity. At the same time, grounds? The answers are simple. tion outsourcing contracts. Europe, 
there is so much more opportu- Like Europe-based analyst for оп the other hand, is still relatively 
nity to grow in Canada, the Ovum Research, Samad Masood, new to outsourcing." That means 
European markets, Asia-Pac, West says: “One, the appreciating rupee тоге first generation outsourcing 
Asian and Indian markets that a against the dollar has made selling in contracts, which translate into more 
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Suresh Senapathy / CFO/ Wipro 
There is so much more opportunity to grow in Canada, the 
European markets, Asia-Pac, West Asian and Indian markets 


profits for Indian rr companies. 
For now, every major Tier-I and 
even most Tier-II players are looking 
at expanding in Europe, especially 
continental Europe. The reasons are 
obvious. According to TPI, а global 
sourcing advisory firm, Europe leads 


in both the number and 
total value of contracts 
signed globally. TPI data 
reveals that in 2007 
Europe exceeded the 
Americas in both the 
number of outsourcing 
contracts awarded in the 
region and in total value. 
The year saw 220 con- 
tracts Signed in Europe, 
yielding a total value of 
€32.7 billion (about Rs 
1,91,260 crore). In com- 
parıson, 194 contracts 
were signed worth a to- 
tal value of €21.3 billion 
(about Rs 1,25,582 
crore) in the Americas. 
"Western Europe has 
been the fastest growing 
market for offshore for 
the last two years and is 
likely to continue to re- 
main so for the next two 
years. So, this is a market 
that the Indian providers 
will have to invest in— 
they cannot afford to ig- 
nore it, regardless of 
what happens in the us," 
says Partha lyengar, 
Gartner’s Head of 
Research for India. 
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Kris Gopalakrishnan/ CEO/ Infosys 
He says ideally half of Infosys’ revenues should come 
from outside the US 


He adds that the fact that 
Europe provides a bit of risk miti- 
gation from the Us for both revenue 
as well as currency only makes the 
reasons more compelling. 

In the past, the UK has been syn- 
onymous with Europe for Tier-I 


EUROPE RISING 


Indian players. But that's changing as 
they are pushing into continental 
Europe, which has been relatively 
more conservative to outsource. 
"Today a bulk of our European rev- 
enues 15 coming from the UK,” says 
Suresh Sundaram, Vice President 


The contribution of Europe and the rest of the world (minus US) has 


been growing surely but steadily for Тіег-1 players. 


TCS FY2004 
Americas - 59.2 
Europe 23.1 
India 122 


Rest of the World 4 


INFOSYS FY 2004 
North America 65.5 
Europe 20.3 
India 1.2 


Rest of the World 13 


HCL TECHNOLOGIES FY 2004 


Americas - 61.03 
Europe — à 2229 
Inda — 8.21 
Rest of the World 8.47 
WIPRO FY 2004 
Americas 49 
Europe — _NA 
India 32 


Rest of the World 19 


SATYAM FY 2004 
North America 13.34 
Europe 1371 
Rest of the Word 10.98 
Japan 1.97 
Figures are % of revenues *Rest of ti 
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26 
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FY2007 
96.2 
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FY2007 
63.3 
26.4 
16 
87 


FY2007 
54.63 
29.95 
A 
8.31 


FY2007 
64. 
31 
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РҮ2007. 
64.53 
18.69 
16.78 
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“HCL accounts 


(Corporate Marketing), 
HCI Technologies. 
“However, we are start- 
ing to see traction and 
success in Continental 


032008 Europe too in verticals 
94.2 like financial services, 
29.2 retail, and high-tech 
9.4 services. We have pres- 
1.2 ence in Germany, 
Nordic and Benelux reg- 
032008 ions,” adds Sundaram, 
62.3 who admits that despite 
28.6 having European oper- 
12 ations since 1999, it was 
13 only in 2005 that HCI 
Q2 2008+ began to see serious 
55 traction in Europe. 
287 That's something that 


almost anybody who has 
done business in Europe 


15.3 | : 

will vouch for—the long 
03 2008 gestation period tor do- 
62 ing business, thanks to 
32  Europe'sunique culture 
NA of doing business. Like 
6 — lyengar says: “There are 

bigger language and cul- 
032008 tural challenges to ad- 
60.02 dress in Europe than 
2052. they had to face in the us 
1946 ог the uk. The largest 
NA* markets are Germany 


year differently 


and France, which are 
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both quite challenging markets for 
Indians to crack. Even issues like 
visas, immigration etc., are a chal- 
lenge in these markets." 

However, these have not de- 
terred Indian companies, even the 
relatively smaller ones like Patni, 
from having a go at the lucrative 
market. “We have been a bit be- 
hind compared to our peers in the 
European market but we hope to 
grow rapidly from now on," says 
Surjeet Singh, CFO, Patni Computer 
Systems. “Overall, in three years, 
we expect our non-US revenues to 
account for 35 per cent of our total 
revenues, from about 22 per cent at 
present.” Satyam, too, expects its de- 
pendence on the Us to come down 





Vineet Nayar / СЕО/ HCL Technologies 

HCL 15 seeing traction in Continental 
Europe, in verticals like financial 
services, retail, and high-tech services 


considerably—from 57 per cent of 
its revenues in Q3 in 2007-08 to less 
than 50 per cent. 

At the earnings call of its re- 
cently announced quarterly results, 
Infosys CEO S. Gopalakrishnan an- 
nounced that ideally he would like 
to see the US contributing half of 
the company’s revenues, Europe 
at 30 per cent and Asia-Pac (in- 
cluding Japan) at 20 per cent. He 
did not, however, set a timeframe 
for achieving that. 

To strengthen their thrust into 
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THE OPPORTUNITY WITHIN 


NDIA IS NO LONGER JUST THE PROVIDER 
of high-quality, low-cost talent to the 
world's outsourcers. If a recent re- 
port by TPI is to be believed, India is 
the market that is driving outsourcing 
growth in the Asia-Pacific region. 
According to TPI, the APAC out- 
sourcing market grew considerably 
in 2007, powered by increased de- 
mand from Indian companies. In 
APAC, even though the number of 
contracts signed in 2007 grew by a 
mere 4 per cent, their total contract 
value grew 30 per cent year-on-year to 
$12.8 billion from $9.9 billion, even 
as annualised revenues registered a 13 
per cent upswing, nearly double the 
global average. APAC was the only ge- 
ography to show an increase across 
every one of these parameters. 
Traditionally, Australia, Japan and 


Furope, Indian companies are hiring 
senior talent, ramping up sales and 
marketing staff and even looking 
at acquisitions. In mid-2007, Patni 
poached Brian Stones, a consulting 
industry veteran from ACS and who 
has worked for more than 28 years 
in Europe, to head operations in 
that continent. Satyam appointed 
Peter Heij, the former Managing 
Director of Logica CMG's Managed 
Services Business, to head its conti- 
nental European operations nearly 
two years ago. 

Even though Europe might be 
the main area of thrust for most 
Indian rr companies looking for ge- 
ographical spread, the Asia-Pacific 
region and West Asia too are areas 
of focus. Like Iyengar says: “Japan 
and Australia in the APAC region, 
and South Korea and Taiwan are 
also emerging (as markets) slowly.” 
Then, there’s China. Iyengar says 
Indian companies will have to make 
plans for most of these markets for 
the longer term. While Tcs already 
has a Jv in China, Wipro has a sig- 
nificant presence in Japan. Satyam is 


India have topped the list of out- 
sourcing markets in the region. But a 
booming economy and a drive to 
maintain profitability levels have seen 
Indian companies almost double the 
value of outsourcing work during 
2007. According to TPI, the total 
value of contracts signed by Indian 
buyers has grown to €3.9 billion in 
2007, up from €2.2 billion in 2006. 
According to TPI, Accenture, HP, IBM, 
and Wipro are winning much of the 
Asia-Pacific deals. "Traditionally, Indian 
companies with the exception of a 
few like TCS and Wipro have been shy 
of tapping the Indian market citing 
lower margins. Some of them are pay- 
ing the price of that. But now, almost 
everybody wants a piece of the action 
locally. 2008 is likely to see a lot of 
that," says an industry watcher. 


ramping up in Japan, which it con- 
siders a *very critical market." 

But it's not like Asian markets 
are without their challenges. *In 
China, one has to be choosy about 
the work one takes on," says the 
marketing head of a leading IT 
services company. "There is a lot of 
ambiguity and a lack of clarity 
when it comes to the contracts in 
that region," he adds. Indian firms 
will also have to tailor their solu- 
tions for each market. Like Iyengar 
says: "The providers' tendency is to 
first apply the ‘us model’ and if 
that fails then look for tweaks. 
This will not work. They need to 
look at each market as a fresh mar- 
ket and create a customised model 
for that market. This has proved to 
be a challenge so far for the 
Indians—look at their lack of suc- 
cess so far in Japan.” Now, of 
course, Indian IT companies are 
under greater pressure to make al- 
ternative markets work. 8 

ADDITIONAL REPORTING BY 
E. KUMAR SHARMA IN HYDERABAD, 
RAHUL SACHITANAND IN BANGALORE 
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For fluctuating ECGs, there's medical insurance. 
For fluctuating commodity prices, there's MCX. 


Whatever threat you may face, chances are you have the 
option of insuring against it. But what about your business? 
Is it protected against the singular and constant threat of 
fluctuating commodity prices? Commodity exchanges 


provide the opportunity to hedge against this price uncer- 


sms MCX to 57333 
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Hedge in the futures market on IVI 





tainty by offering a transparent platform where buyers and 
sellers can lock-in a mutually acceptable price and protect 
themselves from unfavourable price movements. It's an 
assurance your business can't do without. At MCX, we are 


proud to provide it. 
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entrepreneurs has emerged onthe sm 
scene, armed with management 
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Harsha Moily says people thought he was out to make a statement for his father, Veerappa Moily, former Karnataka CM 
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N AN INDUSTRY THAT IS BARELY 12 YEARS OLD IN THE COUNTRY, THE SEC- 
ond generation of microfinance entrepreneurs has already burst onto 
the scene. What's different about Microfinance Entrepreneurs 
Ver 2.0? Most of them are either MBAs or have given up lucrative 
corporate jobs; unlike the previous generation of microfinance in- 
stitutions (MFIs), which typically started as non-governmental organisa- 
tions (NGOS) without any proper structure or business model, the newer lot 
is registered either as non-banking finance companies (NBFCs) or Section 25 
companies, which essentially is a non-profit structure in a corporate form. 
Also, none of them is looking at microfinance as teary-eyed charity. Surc, 
they love working with the poor, but what they offer is financial services for 
the poor and, often, are funded not by grants but professional investors. 
Accordingly, they are leveraging technology, hiring professionals, improvising 
on existing MFI models, and looking beyond the traditional microfinance bas- 
tion—and, indeed, pure microfinance itself—of south India. Says S. 
Viswanatha Prasad, whose two-year-old fund, the Bellwether Microfinance 
Fund, is the first of its kind; “We want to help build the next generation of 
MFIs by expanding the (microfinance) pie." Adds Sitaram Rao, an industry 
expert: “They are all fiercely independent and some of them are using their 
lives’ savings to start microfinance in remote regions.” So, just who are these 
new kids on the Mri block? One of them was a principal architect of 
Vikram Akula's sks Microfinance, another is the son of a former Chief 
Minister, two others helped build Cashpor, a up-based Mri, vet another 
worked with a leading financial institution before diving into microfinance, 
while the other three boast of equally impressive track records. Take a look: 


RURAL MARKET MAKER 


Harsha Moily uses microfinance to create a rural market place. 


Ш HARSHA MOILY, 36 
Year of Founding: 2005 
Focus: Microfinance and related 


N A VACATION FROM HIS JOB AT 
the London offices of Lombardi 
Odier, a boutique private equity 
firm, Harsha Moily found himself 


looking for a wav to enter the bur areas such as insurance 
e mi rss vinis It Current Size: 27,000 customers for 
> у C & à . * * 

B 5 = у micro-credit 


was March 2005 and the industry 
was red-hot. Rather than join one of 
the many mushrooming outfits, 
Moily, son of former Karnataka 
Chief Minister Veerappa Moily, de- 
cided to branch out on his own with 


Current Equity: Rs 1.45 crore 
Funding Plans: Rs 8 crore from a 
US-based VC and high networth 
individual 


MokshaYug Access, an MFI that fo- 
cusses on not just microlending but 
also creating a rural market for in- 
surance and retail in Bagalkot, north- 
western Karnataka. Rather than du- 
plicate the business model of existing 
MFIs, Moily decided to offer a 
broader basket of services to his cus- 
tomers, including insurance. “We 
are just over two years old and have 


a long way to go in this industry," 
says Moily, whose dancer-wife is 
also a director with the firm. [ust 
the same, Moily, an MBA from 
Thunderbird, has ambitious goals 
for his start-up. He wants to have at 
least 100,000 customers in three 
years and expand his services to in- 
clude retail and lifestyle products. 
RAHUL SACHITANAND 
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BANKER OF THE GT ROAD 
Manab Chakraborty's Mimo Finance 
lends to the poor of Uttarakhand. 


ONDNESS FOR AND FAMILIARITY 
E with Uttarakhand settled the is- 
sue of where Manab Chakraborty 
would set up his MFI after he de- 
cided to return to India in 2005. A 
development sector professional 
with 30 years of experience span- 
ning Asia, Africa, North and South 
America, Chakraborty, 52, runs an 
MFI with a difference. MIMO, which 
is the brand name and Shah Sandhu 
Finance—the firm's name, does not 
make any hard and fast distinction 
between productive finance and 
consumption finance. “I am even 
keen to sell gold to my clients. Since 
we are not allowed to collect sav- 
ings, gold could be an excellent 
medium for our clients to invest in 
an asset," he says. 

Uttarakhand needs help. 





Sengupta with Arohan beneficiaries 





M SUBHANKAR SENGUPTA, 34 
| Year of Founding: 2006 

Focus: Urban poor in eastern India 
| Disbursals: Rs 16 crore 
.. Plans: To reach 250,000 clients with 
a loan portfolio of Rs 100 crore + 
Current Equity: About Rs 2 crore 
Funding Plans: Looking at equity 
infusion from institutional sources, 
and borrowings from banks 
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Chakraborty offers financial services to the urban poor in northern India 


Ш МАМАВ CHAKRABORTY, 52 
Year of Founding: 2006 
Focus: Microfinance for women in 
urban and peri-urban areas 
Disbursals: Rs 5.76 crore 
Plans: 4 lakh clients by 2011 
Current Equity: Rs 1.19 crore 
Funding Plans: Looking at long-term 
investors 





Chakraborty says more than 35 per 
cent of the state’s population of 
about 85 lakh people live below the 


URBAN INNOVATOR 





poverty line. “We want to expand 
along the Gr Road because the poor 
in urban and urbanising areas need 
financial services as much as the ru- 
ral poor,” says Chakraborty. His 
ambition is to reach 4 lakh cus- 
tomers in three years and a million 
by 2015—mostly in northern India. 
“Microfinance is very satisfying. You 
help others and you help yourself,” 
says the man who owns 30 per cent 
of the MFI. 

KAPIL BAJA] 


Kolkata-based Arohan is tapping the urban poor. 


HE BEST MANAGEMENT TIP THAT 

Shubhankar Sengupta received 
was not at the Institute of Rural 
Management Anand (IRMA), where 
he studied, but from Vijay Mahajan, 
Indian microfinance pioneer and founder 
of BASIX. “Don’t read management 
books, read good literature,” was 
Mahajan's constant refrain at BASIX, 
where Sengupta worked for 8 years, ris- 
ing to senior management level before 
he quit in 2006 to set up ANG 
Resources (Arohan is its brand name). 
Mahajan’s point: think out of the box. 

Sengupta has taken the advice 
to heart. While the rural poor are un- 
doubtedly a bigger market for MFIs, 
the 34-year-old's Arohan has chosen 
to focus on the urban poor. For good 
reason. Remarkably, 25 per cent of 
West Bengal's population is estimated 
to live in Greater Kolkata—that is 


within 50 km radius in the districts of 
North & South 24 Parganas, Howrah, 
Hoogly & Nadia—creating one of the 
world's largest human habitats (nearly 
25 million). Arohan's urban clients 
range from microentrepreneurs to 
small and marginal farmers to wage 
labourers. So far, the MFI, which has 
been funded by Mahajan's flagship 
firm Bhartiya Samruddhi Finance and 
angel investor-cum-journalist 
Swaminathan S. Anklesaria Aiyar, 
has a customer base of 23,000 with 
a cumulative loan disbursement of 
Rs 16 crore (loans typically range 
from Rs 5,000 and Rs 10,000 each). 
What's next for Arohan? "It's time to 
scale up—from raising the loan limits 
to bringing in more innovative products 
to expand geographical coverage 
area," says Sengupta. 

RITWIK MUKHERJEE 
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Celebrating 10 Years of Working Behind the Scenes Successfully. |t's been 10 years since FedEx 
landed its first ever all-cargo flight in India. Today, with 16 weekly all-cargo flights to and from India, FedEx 
operates the largest number of international flights among express carriers in the country. Connecting 
India to key business destinations across 220 countries within 48 hours and committed to providing you 
with the best shipping experience possible — from the moment we answer your call to the moment we 
deliver to your customer. 


To see how FedEx will work behind the scenes to provide outstanding 
experiences visit exnerience tedey com ar call 1800 22 6161 
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COMRADES IN ARMS 


Two friends and a common mission. 


AKESH KUMAR DUBEY AND ANUP 

Kumar Singh were just 11 years 
old when they first met in school 
near Allahabad. Over the 25 years 
since, they've done many things 
together, including help found 
David Gibbon's Mri, Cashpor, in 
1997, and more recently (2006) 
their own microfinance outfit, 
Sonata Finance. "After eight years 
of working with Cashpor, one day 
E RAKESH DUBEY, 36 & 
ANUP KUMAR SINGH, 36 
Year of Founding: 2006 
Focus: Families below poverty line 
Disbursals: Rs 35 crore 
Plans: Lend Rs 1,000 crore by 2013 
Current Equity: Rs 1.97 crore 
Funding Plans: Talking to Sidbi and 
other investors to raise Rs 16 crore 
in additional equity by 2012 


UNIVERSAL LENDER 
Kishore Kumar Puli is looking beyond 


micro-credit, and the poor. 


T'S 30 MINUTES TO 1 P.M. AND KISHORE 

Kumar Puli is getting anxious. We 
are on our way to the Rajiv Nagar 
slum near Mancherial town of Adilabad 
district, some 300 km north of 
Hyderabad, and Puli, 36, is keen to 
keep his appointment time of 1 p.m., 
and understandably so. Rajiv Nagar is 
where the business plan of Puli's 
Annapurna Financial Services is un- 
folding. Formerly with ICICI Bank as its 
regional head (Microfinance division) 
for Karnataka, Puli set up shop barely 
five months ago but has racked up 
4,500 clients to whom he has lent 
over Rs 3 crore. 

What makes Annapurna different 
from other MFIs, the MBA from 
Hyderabad's Osmania University, says, 
is that it is looking at both poor and 
near-poor clients (for example, per- 
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Singh and Dubey’s hybrid MFI model uses both agents and the SHG concept 


we decided to start a new MFI in 
central Uttar Pradesh, as this part of 
the world needs more than one in- 
stitution to feed the huge demand,” 
says Dubey. Singh is the CEO, while 
Dubey is the CFO of Sonata Finance. 

Thanks to their long experience 
in the industry (the duo has trained 
at Grameen Bank in Bangladesh, 
besides Nepal and south India), 
Singh and Dubey have come up 
with a hybrid model for their МЕ! 
that uses both agents and the self- 
help group (SHG) concept. Here’s 


Ш KISHORE KUMAR PULI, 36 
Year of Founding: July 2007 
Focus: The poor in rural and peri- 
urban areas, and also educational 
institutions in villages 
Disbursals: Rs 3.5 crore 
Plans: Disburse Rs 300 crore by 2013 
Current Equity: Rs 2 crore 
Funding Plans: Have an equity base of 
Rs 10 crore by 2013; also tap banks 
and other partners for debt 


sonal loans for Class IV government 
employees), and also rural educa- 
tional institutions. “The bottom line 
is we intend to offer as many products 
as possible to serve the needs of var- 
ied segments of the clientele,” says 
Puli, who's also done a longish stint at 
Vijay Mahajan’s BASIX. 

Like some of the other MFIs fea- 
tured in this story, Annapurna is lever- 
aging IT to lower costs and improve de- 
livery and service. Puli's goal is to 


A. PRABHAKAR RAO 
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how: The agents are used to help 
get groups of customers, and the 
groups themselves are allowed to be 
larger than Grameen Bank's limit of 
five and closer to SHG’s size of 10. 
"The idea is to give greater flexibility 
and reduce costs," says Singh. 
Sonata has over 30,000 clients and 
a total outstanding of Rs 16.2 
crore—a growth of over 300 per 
cent in one year. In August 2007, 
Sonata even acquired another MFI to 
get a toehold in Madhya Pradesh. 
E. KUMAR SHARMA 


Kishore Puli is targeting near-poor too 





halve transaction costs to 7-8 per 
cent and grow from four branches to 
70 over the next five years. “We want 
to reach out to the untapped and 
under-served regions and hit total dis- 
bursals of Rs 300 crore in that time,” 
says the laptop-toting Puli. No wonder, 
he is a man in a hurry. 

E. KUMAR SHARMA 
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Kunam plans to leverage IT to track the customer household's performance 


DELIVERING HOPE 


Praseeda Kunam serves one of 
India's poorest districts, Rewa. 


HEN PRASEEDA KUNAM 

X returned to India in 2003 
after a four-year stint abroad, she 
wasn't sure what she wanted to 
do: go into the corporate main- 
stream or do something else. As 
fate would have it, Kunam, who 
has an MBA and a Master's degree 
in Information Management from 
Washington University in St. Louis, 


SPEEDY MONEY 
4,500 customers within a month of 
launch? This man has done it. 


OR 4 MONTHS BEFORE HE SET UP 

UPDB Microfinance (soon to be re- 
named Equitas), Pathangi Narasimhan 
Vasudevan visited several microfi- 
nance NGOs and visited their ‘markets’ 
to find a value-added niche for his 
Start-up. As it turns out, it was time 
well spent. In just a month of being 
set up, Vasudevan's Chennai-based 
microfinance NBFC has disbursed 
loans of Rs 5.50 crore to 4,500 cus- 
tomers in and around Chennai. "That's 
because we bring professionalism to 
the table," explains the 45-year-old 
Vasudevan, who quit a Rs 55-lakh- 
per-annum job with Development 
Credit Bank to launch UPDB. 

Smart use of IT is what drives 
UPDB's spectacular performance. It 
has introduced a centralised pro- 
cessing system at the corporate office 
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got an offer from Vikram Akula's 
SKS Microfinance to take charge 
as Director of Operations in 
Hyderabad. After working with 
SKS for two-and-a-half years, 
Kunam, 33, moved on to join ABN 
AMRO Bank to help MFI start-ups to 
build capacity, “but I missed being 
closer to the field and decided to 
set up a development initiative of 
my own,” she says. 

Rustling up Rs 8 lakh, Kunam set 
up Samhita Community Develop- 
ment Services as a Section 25 com- 


Ш P.N. VASUDEVAN, 45 
Year of Founding: December 2007 
Focus: Microfinance and other 
products 
Disbursals: Rs 5.5 crore 
Plans: Reach 150,000 customers in 
the first year alone 
Current Equity: Rs 7.5 crore 
Funding Plans: Looking for PE funding 


so that the various branch offices can 
focus on selling and send the docu- 
ments to the head office by courier. A 
web-enabled software in turn hooks 
up all the 9 branches with the cen- 
tralised database, giving the branch 
managers access to application status, 
customer payment details etc on a 
real-time basis. This has resulted in 
lower overheads at branches and, ul- 
timately, lower cost to customers. 
“We offer loans at 25 per cent with a 
rebate of 2.5 per cent for prompt 
payments because | don’t want to 


KESAV RAJ 


G, 


B PRASEEDA KUNAM, 33 
Year of Founding: October 2007 
Focus: Rural poor women 
Disbursals: Rs 3.7 lakh 
Current Equity: Rs 8 lakh 
Funding Plans: Is in talks with 
Opportunity International, Australia , 
and Michael and Susan Dell 
Foundation 





pany. “Our entire approach is geared 
towards establishing the microfi- 
nance distribution channel and using 
it to deliver various non-financial 
services that are so desperately 
needed by the poor,” says Kunam. 
Courtesy her husband, Balachander 
Krishna Murthy (an IIT and 
University of Chicago alumnus), 
Kunam plans to leverage IT to track 
her customer's performance on so- 
cial, economic and health fronts. 
“The possibilities are endless, but 
we will take one step at a time," 
says Kunam, who picked Rewa be- 
cause the region ranks low on most 
development indices. 

E. KUMAR SHARMA 


Creditors take vows to repay dues 





pass on high costs of overheads to 
customers,” he says. No wonder the 
customers are queuing up. 
Vasudevan's next brain wave: ESOPs 
for the field force, which typically 
comprises high school graduates. “It 
is to make them understand that they 
would participate in the profit,” says 
Vasudevan. This is one gesture his 
team wouldn't have too much trouble 
understanding or appreciating. 
NITYA VARADARAJAN 


KEEP WALKING 


Adam Scott. Johnnie Walker Classic Champion 2005. 


JOHNNIE WALKER 





PETER SANDS 
GROUP CHIEF EXECUTIVE 
STANDARD CHARTERED BANK 


IKE IT IS FOR MANY OTHER 
global CEOs, India is an 
important destination for 
Peter Sands, Group Chief 
Executive of London- 
based Standard Chartered Bank. But 
Sands, 46, a former McKinsey con- 
sultant, has a special connection 
with the country: His mother, Susan, 
was born and educated in India. 
Over the years, those personal ties 
have persisted—so much so that 
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Sands, a Harvard University alum- 
nus, applied for a “person of Indian 
origin” (PIO) status last year. That 
apart, India is among the top three 
markets for Standard Chartered, 
contributing nearly a third of the 
bank’s global profits. In 2006, 
Standard Chartered in India reported 
profits of more than $400 million, 
and expects to have done better in 
the year gone by. Last year, too, 
Standard Chartered struck a deal 





to acquire stake in UT! Securities 
even as it got American Express’ 
banking business in India as part of 
a global deal. Not surprisingly, then, 
Sands has been paying a lot of 
attention to the country. He’s been 
to India four times in as many 
months since October 2007. During 
his trip in December, Sands spoke to 
BT's R. Sridharan and Shalini S. 
Dagar on the (then impending) 
global financial markets turmoil 




























and tbe fallout on emerging markets. 
Sands updated some of bis responses 
on e-mail subsequently. Excerpts: 


Is the subprime turmoil over? How do 
you see it evolving into the future 
and how does it affect Standard 
Chartered, which is largely an emerging 
markets' bank? 

You will continue to see turmoil in 
the global credit markets and global 
financial markets. There is a lot of 
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pressure in the inter-bank markets. 
Certainly, it is an advantage not to 
be affected by the sub-prime market. 
So, we are well placed relative to 
what is going on. But we are not 
complacent at all, because nobody 
should be complacent about the 
powers of the forces that are sweep- 
ing the global financial markets. No 
market or player can be completely 
immune to such forces. We are ex- 
tremely vigilant about potential 
effects. Most financial problems are 
hard to predict. We don’t pretend to 
know. Our direct exposure to the 
subprime issue is extremely limited. 
If anything, the turbulence creates 
for us as many opportunities as it 
does challenges. 


What are the opportunities that you 


are seeing in the market? 

If you are very well capitalised and 
very liquid, and we are both, then 
you are in a position to support 
clients. On the other hand, some of 
our competitors are constrained in 
their abilities to support clients. 
So, we are stepping in to help 
clients and complete transactions, fi- 
nance themselves. Hence, there are 
opportunities. 


So, any opportunities for acquisitions... 
Oh! We have been busy on the 
acquisitions’ front. I don't think 
there are too many banks which 
would have done the number of 


“Standard Chartered 
Listing in India 
Is a Possibility” 








acquisitions that we have done in 
the past six months. I admit most of 
them have been quite small, but 
there is no doubt that the playing 
field for acquisitions is a little less 
crowded than it was before, mainly 
because many players in the world 
financial services sector aren't ex- 
actly in a position to be writing 
cheques for acquisitions. 


There is a new kind of acquirer on the 
global financial services scene with not 
just Chinese banks, but even sovereign 
wealth funds and private equity players 
acquiring a lot of muscle. How does all 
this affect the playing field? 

There is a fairly fundamental shift in 
economic power from the West to 
the East and that is reflected in the 
strength of the Chinese banks and 
the buying power of the sovereign 
wealth funds. It's something that the 
West will have to adjust to and get 
used to. Sovereign wealth funds are 
really a significant development in 
the way world capital markets work 
because they really have so much 
capital to invest. We actually see 
them as clients. They are institutions 
that we can advise on financial strate- 
gies and we are actively supporting 
the sovereign wealth funds. 


Standard Chartered itself has evoked a 
lot of interest about the acquisition of 
the Temasek stake (since the interview 
Temasek has increased its stake in the 
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bank by 1 per cent to 19 per cent). 
Does StanChart remain a perennial ac- 
quisition target, especially in the context 
of the global shifts in capital? 

As chief executive of Standard 
Chartered, you get used to these 
stories. It is hard for us to get terri- 
bly excited about it. But what it 
reflects is that we are quite a unique 
player. There is no one quite like us. 
We view Temasek's investment as a 
vote of confidence in our manage- 
ment and our strategy. We welcome 
Temasek as a long-term investor. 








Barclays. The other way around is 
for institutions such as ourselves to 
start raising capital in places like 
India and China, which is certainly 
a possibility. 


So, how soon will you raise capital in 
this region? Growth in these markets, 
too, is quite rapid... 

There is no timetable. We are not 
capital-constrained in any way. In 
the long run, as capital markets of 
Asia develop, I think we may well 
be looking at listings in other places. 


"The playing field for — 


acquisitions is a little 

less crowded than | 
before, mainly because 
many firms aren't 
exactly in a position to 
be writing cheques for 
acquisitions" 








It’s not for me to say whether we're 
a takeover target. Our focus is on de- 
livering superior financial perform- 
ance and return to our shareholders. 


The cost of capital for the emerging 
market banks is extremely low. How 
does this affect a bank such as yours? 
It is an interesting reversion of the 
old trend when the western insti- 
tutions had lower cost of capital. It 
depends on how sustainable or long- 
lasting it will be. The effective cost 
of capital for an Indian bank or a 
Chinese bank, given the P/E ratings, 
is quite low compared to that of a 
bank listed in London or New York. 
Then the question is will that last or 
will you find the sources of capital 
going to West, which they are do- 
ing. You've seen the deal with China 
Development Bank investing in 
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We have done it before. We opened 
a second primary listing in Hong 
Kong in 2002. We were the first 
among western companies to do 
so. And I wouldn't rule out other 
places, potentially Mumbai or 
Shanghai. Who knows? It is pre- 
mature. We are looking at it. 


Two India-related transactions—the 
acquisition of IFCI (in a consortium) 
and the sale of the AMC business—did 
not materialise in the last few weeks. 
How difficult does this make doing busi- 
ness in India, especially since both 
organic as well as inorganic growth for 
foreign banks is heavily regulated? 

No doubt we want more branches in 
India, but I think the government 
and the regulators have done a com- 
mendable job opening up the fi- 
nancial sector in the way they have 


over the last few years. India presents 
huge opportunities, and I think be- 
cause of our Indian heritage, product 
capabilities and relationships, we 
are well placed to take advantage of 
the opportunities. Our focus has 
been on organic growth and the 
numbers speak for themselves—our 
2007 first-half India profits were 
more than the 2005 full-year profits. 
We (the consortium) decided to pull 
out of the IFCI bid after completing 
the due diligence—so we are not 
disappointed in any way. We had in- 
tended to sell the AMC last year, but 
the obligation was not on us to se- 
cure regulatory approvals. In hind- 
sight, now is not a bad time to sell 
the business—the asset management 
company has performed very well 
over the last year and has substan- 
tially grown its AUM (assets under 
management) and equity portfolio. 


How do you now chase similar oppor- 
tunities (like IFCI) in India? 

India is a priority market for us 
and we will look at every opportu- 
nity to grow here, organically as 
well as inorganically. Our options to 
grow through acquisitions are cur- 
rently limited because of regula- 
tion, but we will be open to pursu- 
ing strategic opportunities such as 
UTI Securities. 


What has been the cost of the deal 
with UBS falling through for StanChart? 
How soon do you expect to close the 
sale now with a new buyer, and how 
does this affect valuation of the business? 
We expect to close the deal soon. I 
don't think what happened with 
the earlier arrangement will have 
any negative fallout on the valua- 
tion. Now is not a bad time to divest 
the business—the AMC's assets under 
management have risen almost 50 
per cent since our decision to sell in 
2006, several of its equity funds 
are now among the best-performing 
in the industry, and the size of the 
equity portfolio has jumped to 35 
per cent of the overall AUM. 
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Call: 1800 209 8765* now to fix an appointment 
E-mail: mysolutions@tatacommunications.com 
For more information 

Visit: www.tatacommunications.com 


* Toll free number can be dialled from any service provider. 


Our Suite of Solutions 


* Global VPN Services 

* Ethernet WAN Services 

+ Internet Access Services 
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New opportunities emerge almost unexpectedly, sometimes from 
nowhere. At such times you need the ability to overcome 
constraints when your business requirements expand. Our Insta "CC 
on-demand hosted contact centre solution provides you quick 
set-up with advanced features like predictive dialling, 
performance based call routing, IVR and world-class voice and 
e-mail multimedia solutions. 


With Insta "CC we go beyond just connectivity 
* Fast Deployment 
* Zero CAPEX, Pay-per-use 


* Flexible infrastructure totally managed by Tata Communications 


Powered by CosmoCom"", this ready-to-roll service allows you to 
scale the number of seats as you grow and focus on your core 
business leaving the technology worries to us. 
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What is the value that the AmEx ac- 
quisition brings to StanChart in this 
region as well as in India? 

American Express Bank has more 
employees in India than anywhere 
else in the world. It has two busi- 
nesses—a transaction business for fi- 
nancial institutions, dollar, euro and 
yen clearing. This is already very big 
business for us. They have great 
product capabilities. We did not have 
the euro and the yen clearing. We 
were eighth- and they were ninth- 
largest dollar clearers, together we are 
sixth. These are very scale-intensive 
businesses, so there are considerable 
synergies in bringing these businesses 
together. Reinforcing what is already 
a core business for us. The other 
business that AmEx has is private 
banking business. And we launched 
our business early 2007. Effectively, 
by acquiring their private banking 
business, which has over $22 billion 
assets under management and 10,000 





clients, we have accelerated what we 
have been planning to do by 2-3 
years. There is a logical fit as a lot of 
that business is across Asia. 


How do the regulatory issues affect the 
AmEx transaction in India? 

You will appreciate that we're in the 
midst of closing the deal and hence 
can't comment. We are very excited 
about the opportunities that this 
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transaction holds for us, particu- 
larly in India. American Express 
Bank provides Standard Chartered a 
unique opportunity to add capabil- 
ity and scale in two strategically im- 
portant businesses—it significantly 
accelerates our financial institutions 
business and fast-tracks develop- 
ment of our nascent private bank. At 
the same time, it enhances our foot- 
print in a number of key markets, 
like in India. 


StanChart, though, has managed to 
wrap up the UTI Securities deal. How 
do you expect the benefits to accrue to 
the bank in the coming years? 

UTI Securities is a strategic invest- 
ment, and we have the option to 
increase our holding. The acquisition 
is in line with our strategy of seeking 
‘capability’ targets: that is, businesses 
which expand our specialist or 
product offering as opposed to ge- 
ographic reach. UTI Securities’ equity 


| "We see India as 


——— see - 
strategically centra 
Standard Chartered. It 
is a priority market for 
us. We will take 
advantage of whatever 
opportunity we can see" 











broking business gives us a significant 
transactional capability for our 
wealth management and private 
banking clients; and an initial public 
offer (IPO) management capability 
for our wholesale banking clients. 


If the Indian market opens up in 2009, 
what sort of banks would StanChart 
be interested in? 

It is quite difficult to know quite 


how 2009 would unfold at this point. 
We see India as absolutely critical, 
strategically central for Standard 
Chartered. So, we are very committed 
to building our business. And we will 
take advantage of whatever oppor- 
tunity we can see, Our primary focus 
in India, as in the rest of the world, is 
actually organic growth. We think 
the most effective way and the most 
sure way for delivering shareholder 
value is to drive new products, ca- 
pabilities, new services for customers. 
When we make acquisitions, we look 
at them as platforms for growth rather 
than just buying growth. 


Do you see China letting go of its cur- 
rency? And how do you see movements 
in the region? Do you see most curren- 
cies in this region strengthening relative 
to the dollar? 

China will not let go of its cur- 
rency, but over time, vou will see 
the renminbi strengthening. Middle- 
Eastern currencies will also streng- 
then over time. The dollar has pre- 
dominantly weakened against the 
euro. For macro-economic adjust- 
ments to go further, the dollar will 
have to weaken further against the 
Asian currencies. 


Strengthening rupee, high oil prices... 
How much stress can the Indian econ- 
omy take, strong as it may be? 
The Indian economy has huge mo- 
mentum. Every economy is subject 
to risks and challenges from macro- 
variables such as energy prices and 
currency. However, if India con- 
tinues to work away at some of the 
internal constraints to growth... 
addressing issues such as skills short- 
ages, infrastructure, accelerating 
agricultural growth and others. | 
would actually argue it probably 
makes more sense to get focus on 
those things and getting real traction 
on those things rather than spending 
too much time on things that you 
can't control anyway. 8 
(For the unabridged interview, log on to 
www.businesstoday.in) 
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One of the 8 Global Challenger Companies in India* 


We might be one of the largest cement companies, but we believe this is just the beginning. Our counterparts at the world's 
leading index provider Standard & Poor's, second our beliefs. And when they featured us in the S&P Global Challengers List", 
2007 as a "Global Challenger", they made it official. It's a distinction that portrays our true potential and marks our arrival at 
the international level. Moreover, what makes it special is we are the only cement company amongst eight Indian companies g 
to bag an honour of such stature. . 


As a "Global Challenger", we are poised to challenge the world. 


www.acclimited.com *S&P Global Challengers List", 2007 
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The New Laws 
of Investing 


[he stock market has changed. 
Here's what you should know about 
the changing dynamics of the market. 


RISHI JOSHI 


N JANUARY 22, 2007, WHEN 
the stock market hit the 
10 per cent circuit filter 
for the third time in its 
history, it sent a chill through the 
market. The last time trading was 
suspended was on May 22, 2004, 
and before that on May 17, 2004. 
But despite the eerie coincidence 
of the dates and months, they were 
all sparked off by massive global 
sell-offs. While most analysts feel 
this is a transient phase and that 
the bulls will bounce back, the fact is 
that the stock markets are being in- 
fluenced by a host of domestic and 
global factors. Besides, there are 
more market participants than ever 
before—like hedge funds, pension 
funds, mid-term foreign funds, apart 
from the rising number of domestic 
high net worth and retail investors. 
That apart, a host of brokerages 
are giving diverse calls, and target lev- 
els of stocks differ widely between 
brokerage houses. An investor’s risk 
appetite is swinging rapidly from 
extreme optimism to bouts of pes- 
simism. Just when investors were 
making their way back to the market, 
it has taken a sudden sharp U-turn. 
For retail investors, it’s time to learn 
how to swim with the sharks, 
Institutions control the table: Over 
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SEE-SAW MARKETS 

Share prices Sensex ^^ Mid-cap | Small-cap 
fell sharply gy, 11.37 

in January, 3.42 
but recouped 

part of 

the losses 

thereafter, -18.72 nn 220 


Bl Fall between Jan. 10-22 (%) 
Bl Rebound between Jan. 22-29 (5; 






Jan. 10, '08 Jan. 22, '08 
W Sensex MB Mid-cap index Ш Small-cap index 


the last couple of years, the Indian 
markets have been getting institu- 
tionalised. The share of domestic 
institutions and foreign investors in 
the market's daily turnover has in- 
creased from 20-25 per cent to 
nearly 50 per cent during this period. 
Says Manish Chokhani, Director, 
Enam Securities: “The market par- 
ticipants are changing. Large hedge 





funds, sovereign funds and interna- 
tional emerging market funds now 
influence the market significantly." 

FIIs alone made a net investment 
of about $17 billion (Rs 68,000 
crore) in Indian stocks in 2007. This 
was significantly higher than the net 
investments of domestic mutual 
funds, which pumped in about $1.7 
billion (Rs 6,800 crore). But do- 
mestic institutions could emerge as 
major investors in stocks soon. 
According to estimates by brokerage 
firm Sharekhan, insurance companies 
are likely to invest $5 billion (Rs 
20,000 crore) in the Indian stock 
market in the last quarter of 2007- 
08, while mutual funds are likely to 
pump in $4 billion (Rs 16,000 crore) 
over the next few months. Analysts 
feel that more participants will make 


Jan. 29,108 the markets safer for retail investors. 


On the other hand, as more for- 
eign investors enter, the capital mar- 
kets get increasingly influenced by 
global developments. The recent 
bloodbath on the bourses is an in- 
stance of how adverse news flow 
from the international markets can 
impact domestic markets as well. 
Globalisation has its share of draw- 
backs: today, a day trader not only 
has to understand the implications 
of the RBI's Governor's actions, he 





also has to take cues from the 
Chairman of the us Federal Reserve. 


Says Raamdeo Agarwal, Mp, Motilal 
Oswal: “An investor has to analyse 
news flows from across the world. 
Everything from the prices of com- 
modities globally, the rupee-dollar 
rate to the state of the world econ- 
omy have a significant influence on 
our stock markets". 

Speculation is easier: For the day 
trader and the speculator, the mar- 
ket has dramatically changed over 
the last couple of years. The deriv- 
atives market is booming. Turnover 
in the futures and options market on 
days can almost touch Rs 1 lakh 
crore, much more than the cash 
market. For speculators, it gives 


ALL FALL DOWN 


Stock valuations globally are down following the recent 


market carnage. 


Index Jan 10, '08 


Source: Bloomberg, P/E as on 2008 EPS 


P/E (x) 





great leverage since trading is done 
by only paying an upfront margin of 
about 20 per cent (on an average). 
Critics claim that this makes 
market less transparent and more 
prone to instability and specula- 
tion. Their supporters say that de- 
rivatives improve an investor’s abil- 
ity to manage risks and increases 
liquidity. But retail investors must 
make sure that they are able to dili- 
gently research both the derivative 
and the underlying asset, and watch 
out for excessive speculation. 
Volatility is now endemic: In a glob- 
alised economy, the market takes 
cues from different sources. The 
state of the US economy, crude prices, 
the subprime crisis, the health of the 
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Use derivatives to hedge cash market portfolio — 
Don't invest in obscure mid-cap and small-cap stocks 
Market dips are an opportunity to accumulate quality stocks. 


FEBRUARY 24 2008 BUSINESS TODAY 


TEN RULES FOR INVESTING 


e Avoid trading in a volatile market 

e Do your homework before investing — 
e Ве patient—over the long term it's rewarding 

e Buy shares of companies with sound fundamentals 
e Don't over-extend yourself in the futures market —— 
- | 
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Make stock-specific investments—don't just invest in sectors 
Invest in high growth stocks with good long-term potential - 


Indian economy—all these factors 
impact the market and make it dif- 
ficult to take a call on the direction of 
the market in the short term. Says 
Ramesh Damani, member, BSE: 
“High levels of volatility are here to 
stay. There will be occasional bouts 
of pain as the market corrects.” 
One of the main reasons is the 
influx of hot money into the Indian 
stock markets through the ЕП route. 
Excessive flows of speculative cap- 
ital make the market unpredictable. 
The recent market crash on January 
21 and 22, for instance, saw Fils as 
net sellers of more than Rs 4,500 
crore. Recently, market regulator 
SEBI introduced new curbs on 
participatory notes on derivatives by 


SHRIYA PATIL 






147 


bt money 


RACHIT GOSWAMI 


Ramesh Damani/ Member/ BSE 


"High levels of volatility are here to 
Stay. There'll be occasional bouts 
of pain as the market corrects” 


Fils to moderate inflows into the 
country. 

Primary markets don’t set the tone: 
The primary markets were on song 
in 2007 with 112 companies list- 
ing on the exchanges last year, mak- 
ing India the fifth-largest IPO market 
in the year. If you were to include 
the FPOs that raised funds from the 
primary market, then the total 
amount mobilised will add up to 
well over Rs 40,000 crore during 
2007. This, of course, had a lot to 
do with the boom in the secondary 
markets as primary markets take a 
cue from the secondary 
markets. But lately, the IPO market 
seemed to take centrestage as in- 
vestors watched grey market pre- 
miums to make investment deci- 
sions. The grey market premiums, 
however, have fallen significantly. 
Some iPOs—Emaar-MGF and 
Wockhardt Hospitals—have even 
reduced their price bands. Grey mar- 
kets don't set the tone for the success 
of an IPO and market watchers have 
a word of caution for investors. Says 
Chokhani: “Investors should com- 
pletely disregard the grey market. It’s 
an unofficial market and can be mis- 
leading. Instead, focus on the fun- 
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Raamdeo Agarwal/ MD/ Motilal Oswal 


‘An investor has to analyse news 
flows from across the world. Every- 
thing affects our stock markets” 


damentals of the company.” 
Smaller stocks are hit harder: In 
the recent market fall, mid-cap stocks 
bore the brunt of bear hammering. 
In three days the BSE Mid-cap in- 
dex lost over 2,000 points, between 
January 17 and January 22. Before 
the market meltdown, however, 
mid-caps were in great demand and 
outperformed the frontline stocks. In 
December alone, the BSE Mid-cap 
index had risen 14 per cent com- 
pared with a 5 per cent rise for the 
Sensex. Clearly, investing in mid- 
cap stocks in an uncertain market is 
a risky bet as they tend to be more 
volatile. Says Chokhani: *Mid-cap 
stocks are high beta stocks and tend 
to fall out of favour very quickly in 
a declining market.” 

The need for caution is even 
more essential, since several smaller 
stocks were frozen on the lower 
circuit during the market crash. 
This means there were only sellers 
for these shares and no buyers. This 
is because liquidity tends to vanish 
more quickly in these stocks. What's 
more, they don't bounce back as 
quickly as the large caps. 

Mid-cap shares are considered 
an attractive investment avenue be- 


INVASOD HSAWN 


cause their growth rates are usually 
very high. On the flip side, these 
are shares of relatively small com- 
panies and their revenues and prof- 
its may be more volatile than in 
large companies. Also, the availabil- 
ity of mid-cap shares for trading in 
the secondary market is limited in 
comparison to large-cap shares. The 
free-float factor, as it is called, is a key 
to active trading in shares, since in- 
vestors want an easy entry and exit. 
The promoter holding in these com- 
panies is usually high, and they have 
very little public shareholding. All 
these factors make investing in mid- 
cap shares more risky. 

Valuations are always correct: 
Among emerging market indices, 
the Sensex is on the higher side of 
valuations. Even after the recent 
market meltdown, it is trading at a 
trailing P/E multiple of around 23— 
higher than other indices like Hong 
Kong’s Hang Seng or Korea’s Kospi, 
which are trading at multiples of 
around 15. Analysts, however, feel 
that the valuations are not unjustified 
due to the strong underlying fun- 
damentals of the Indian economy. 
Says Damani: “The Indian growth 
story is still intact and this is the 
reason for the premium given to 
Sensex valuations.” On estimated 
forward earnings for 2007-08, the 
Sensex is trading at a P/E of 18, which 
analysts feel is a fair valuation. 

But the problem arises when in- 
vestors forget to watch the valua- 
tions. Just before the crash, the 
Sensex was trading at 28 times cur- 
rent earnings and over 20 times 
forward earnings. Little wonder it 
corrected so sharply. The recent 
market crash has shown that stocks 
can even correct by 50 per cent. 
Retail investors usually get carried 
away by the momentum and buy 
when institutions are selling. But 
the easiest way to avoid nasty sur- 
prises in the stock market is to ulti- 
mately watch the price. It’s the 
tried-and-tested way of reducing 
the risks to your financial health. 


Tyeb Mehta Krishen Khanna 


Amrita Sher-Gil B. Prabha Manjit Bawa 
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The Devil in 
Derivatives 


Do you make use of 
futures and o options in 
your strategy? Watch 
out; the turnaround is 
unpredictable. 

AMIT MUKHERJEE 





FEW WEEKS AGO, WHEN THE 
А market went тоза П 


with buy-side futures were saddled Five questions you must ask before you dabble in futures and options. 
with huge losses. As the markets 

closed for an hour and margin calls What are derivatives? 

got triggered, brokers unloaded out- Derivatives are financial instruments whose value is derived from the value of 
standing positions, further com- ап underlying asset. They generally take the form of contracts under which 
pounding investors’ losses. Many the parties agree to make payments to each other based on the value of the 
asset at a particular point in time. The main types of derivatives are 

futures, forwards, options and swaps. 





stocks plunged more than 50 per 
cent in the two days of carnage. 
Among BSE 500 companies, as тапу How does it work? 


as 66 companies crashed more than You just pay an upfront margin, which is decided by the stock exchanges and 
50 per cent from their 52-week which varies periodically, and take a “leveraged” position for one, two or 
highs, whereas 24 stocks tumbled ^ three months. In case the stock moves up, you get the profit margin. In case 
more than 60 per cent. The melt- е stock goes down, you might loose the entire margin money or even more 
down hit more than two-thirds of in case the net loss exceeeds the margin money. 
BSE 500 stocks by 30 per cent. And 
the worst hit in the toppling markets 
were derivatives traders. 

“The derivatives market is not 


What is the margin system? 

The National Securities Clearing Corporation (NSCCL) has developed a com- 
prehensive risk containment mechanism for the Futures & Options 

2 segment. The most critical component of a risk containment mechanism for 
for the faint-hearted,” says — NecCI is the online position monitoring and margining system. The actual 
Chiragra Chakr avarty; Principal margining and position monitoring is done online, on an intra-day basis. It 
Consultant, Pricewaterhouse- uses the Standard Portfolio Analysis of Risk (SPAN) system for the purpose of 
Coopers, explaining that deriva- margining, which is a portfolio-based system. 

tives provide "leverage" to a port- ——————— i 
folio. When an investor buys stock What are the risks involved? | 
or index futures, he pays only the An individual or a corporation should carefully weigh the risks of using 
derivatives since losses can be greater than the sums put in these 
instruments. It should be understood that derivatives themselves are not to 
be considered investments since they are not an asset class. Investors pay 
only a part of the value of the underlying asset and settle the remaining 


x: buys a standard "i ? } kg ae when a contract expires. Hence, when asset prices move sharply, profits 
utures contract, which is trading u, losses can be huge. 


at Rs 2 OOO per ЛО gu, (ne + a ا‎ ae 

posure comes to Rs 11 lakh. But Who can participate? 

unlike buying from the spot mar- Anybody with an appetite for risk can participate іп the derivatives fharket— 
ket where the investor would have it can be an individual, a broker or a company. 

had to pay the entire Rs 11 lakh 





margin money upfront instead of 
the full value of the asset. For ex- 
ample, say, an investor “goes long” 
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REDUCE GLOBAL WARMING 


The threat of global warming is looming large. Thanks to unbridled 
chemical emissions, heat emissions and depleting green cover. On our 
70th anniversary, we resolve to boost our CSR activities. Because, asa ^ 
concerned global corporate, the world's well-being becomes our priority. 


www.cglonline.com 
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money 


upfront, in a futures contract, he 
pays only the margin of 4 per cent 
(of Rs 11 lakh) or Rs 44,000. For 
equities, the margin varies from 
25-50 per cent. 

While investors in futures can 
earn huge profits in a bull market, 
when the tide turns, this leverage 
costs a fortune. *But what tends to 
go wrong is that, with such low 
margins, they usually mismatch their 
risk appetite," says Chakrabarty. 
The classic mistake investors make 
is to think that the margin money is 
all that they have to pay for the 
contract. “As investors have to pay 
only the margin money upfront, 
they don't understand the risks in- 
volved when they take the lever- 
age," says Surya Bhatia, Consultant, 
handling investment portfolios for 
Asset Managers. As a result, due to 
the lower margins, investors buy 
many more contracts than they 
can handle. So if the market price, 
say for gold, falls below Rs 11,000 
per 10 gm, the losses mount man- 
ifold. This has to be settled with 
the exchanges. 

In a frenzied sell-off, margin 
calls get triggered fast. For exam- 
ple, Reliance Natural Resources 
(RNRL) crashed 70 per cent from its 
peak in just 10 trading sessions. 
Those who would have gone 


RUN FOR COVER 


Open interest in Nifty futures dipped sharply after markets crashed. 





The open interest, which signifies the number of futures contracts that are currently trading, was at significantly 
higher levels than the traded quantity. After the crash, investors hastily exited futures contracts, 


Source: NSE 


“long” and bought the futures on 
January 8 at Rs 250 (per unit) at 
20 per cent margin, would have 
lost 3.5 times the invested capital 
by the mid-session of January 22, 
2008. Investors in IFCI, MRPL, Essar 
Oil, as well as many other liquid 
mid-cap stocks in the derivatives 
segment, faced similar losses. 


Margin Call 


Theoretically, margin money is cal- 
culated based on the daily-weighted 


average of stock prices for the past 





Chiraga Chakravarty/ Principal Consultant/ PricewaterhouseCoopers 


“If the losses are rising, don't wait for the market to turn back. Rather, 
book the loss and square off the position’ 


one year. Says Bhatia: "But it is 
possible that margins can get 
breached by volatile stock move- 
ments. We have seen that happen 
from time to time and investors 
end up paying much more than 
the margin money to cover their 
losses." And as margins are calcu- 
lated daily, investors have to make 
up the losses, or provide additional 
collateral on a daily basis. “Investors 
should be prepared to pay at least 
double the margin money in case of 
such volatile trading sessions," 
Bhatia warns. 

*Another habit to watch out 
for is the decision of not booking 
losses," says Chakravarty. When 
the markets are down, a wait- 
and-watch policy does help at 
times to recuperate losses, but 
luck does not favour everyone. 
Studies also show that investors 
have a habit of holding on to los- 
ing portfolios. Says Chakravarty: 
*First things first, if the losses 
are rising, don't wait for the mar- 
ket to turn back," he says. 
*Rather, book the loss and square 
off the position." It's the classic 
stock market mantra and it still 
rings true—cut your losses and 
let the profits run. 
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La Manga Golf Club - SC View across stream & 16th green 
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WORLD 

CORPORATE The World Corporate Golf Challenge, now in its 12th year, with 30 participating 
PP Cee countries links corporate golfers from around the globe through national! 
events with local sponsors like TAKE Solutions, the title sponsor in India. The 
winning team from each country contests the World Final held annually at 
prestigious international locations including the La Manga Club - Spain, Half 
Moon Resort - Montego Bay, Jamaica and Le Touessrok, Mauritius. 





Official qualifier for the 
World Corporate Golf Challenge 


REGIONAL 1 Saturday, January 19th at Bombay Presidency Golf Club, Mumbai 
REGIONAL 2 saturday, January 26th at Eagleton Golf Resort, Bangalore 
REGIONAL 3 Saturday, February 2nd at Jaypee Greens Golf Resort, Greater Noida 
Promoted By REGIONAL 4 Saturday, March 1st at Aamby Valley Golf Course, Lonavala 
3 Y NATIONAL FINAL Sunday, March 2nd at Aamby Valley Golf Course, Lonavala 
3 L WORLD FINAL July 2008 at The La Manga Club, Spain 





www.rishinaraingolf.com Entry by Invitation Only 
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The World in Your Portfolio 


International funds can deliver or lag those in domestic markets—it 
depends on how well you diversify. NITYA VARADARAJAN 


F YOU ARE LOOKING FOR GROWTH 
[ч the Indian shores, con- 

sider international funds. They 
have made a small beginning in 
India through feeder funds, 
which invest their corpus in 
different overseas mutual 
funds, some even invest 
directly overseas. For Indian 
investors, they offer the much- 
needed overseas flavour. 

There's a case for look- 
ing overseas. Consider the re- 
cent crash that caught every- 
body unawares. One key rea- 
son, according to Nilesh 
Shah, Deputy Managing 
Director, ICICI Prudential AMC, 
was the sudden exit of foreign 
investors to China. The 
Chinese market was over- 
weight, but valuations there 
slipped till it came to levels 
similar to the Indian markets. 
Sensing an entry point, the 





RAMEN SARKAR 
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Fils rushed to capitalise by rapidly 
pulling out of India. 

Money flows to different coun- 
tries or assets depending on their 
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attraction and prices. All assets 

may not move in a similar fash- 

ion. So, diversifying to a limited ex- 

tent can help mitigate the risks 
of exposure. 


Separate Ways 

How much should you diver- 
sify? Fund managers have 
unanimously capped this at 
10-15 per cent of the total 
portfolio as the India story is 
unfolding nicely. And how and 
where should you invest? 
There are a couple of things 
you must watch out for. First, 
how similar the overseas as- 
sets move to, say, the Indian 
stock market. “Look out for 
the countrywise correlation,” 
says Sanjay Prakash, CEO, HSBC 
Mutual Fund. A low correla- 
tion, which essentially meas- 
ures the statistical relationship 
between two markets, between 


* 
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SPECIFIC PURPOSE OR THEME 
FUNDS: This type of fund invests in a 
particular sector, commodity or an 
emerging theme overseas. An exam- 
ple of this fund is the DSP Merrill 
Lynch World Gold Fund, which in- 
vests exclusively in gold mining and 


FUNDS: As the name suggests, this 
fund invests in a mix of domestic and 
overseas market. The tax laws allow 
funds with at least 65 per cent equity 
exposure a tax break and the balance 
35 per cent can be invested in other 
instruments. Fund houses, therefore, 
have launched hybrid funds, which 
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invest the balance 35 per cent in 
Overseas assets 


PURE OVERSEAS FUNDS: Here, the 
entire corpus is invested in overseas 
assets, which could be either com- 
modities or equities in one or many 
countries. The tax treatment of this 
fund, however, is similar to that of a 
debt fund as they don't meet the cri- 
teria of having a minimum exposure 
of 65 per cent in domestic equities 


EMERGING MARKET FUNDS: This 

is a flavour of the season in the 
country at the moment. These funds 
invest in emerging markets across 
the globe. The allocations to different 
countries are done in accordance 


THE GLOBAL FUNDS PRIMER 
The menu of international funds open to resident Indians is expanding. 


with a fund's benchmark index. For 
instance, if the India weight of a 
particular index is, say, 9 per cent, 
the emerging market fund will invest 
9 per cent of its corpus in India 





DEVELOPED MARKET FUNDS: Like 
emerging markets, these funds 

invest in a basket of developed 
markets. Here again, the allocations 
are done as per the benchmark the 
fund follows 


PURE COUNTRY FUNDS: This fund in- 
vests in a particular country and is 
popular abroad with investors looking 
for investing in one country. This type 
of fund, however, has yet to make its 
debut in the domestic market 
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GLOBAL FUNDS AT YOUR DOORSTEP 
Investors have responded well to international funds, but watch where you want to invest. 


1 Month’ 2 Months Since 


Inception’ 


Launch 


Scheme 


Corpus 
31, '07) 





DSP Merrill L 





Kotak Global 


Tata Indo-Global Infrastructure Fund-Growth 


^ In Rs crore 


economies is ideal. For instance, 
the statistical comparison of the 
Indian and Russian markets stands 
at 0.27. "If the Indian index moves 
up by 10 per cent, then the Russian 
index will be up too, but the in- 
crease would be about 2.7 per cent," 
he says. 

On the other hand, funds 
should have clear operational ex- 
pertise and domain knowledge of 
the countries they are investing in. 
Also look for the fund's investment 
objective and see that it matches 
yours. Fund managers should 
clearly explain the rationale to in- 
vest in different countries. 

One must also look at the kind 
of sectors and opportunities the 
countries or a basket of countries of- 
fer. Not all countries have the kind 
of sectoral diversification India has. 
Says Yogesh Kalwani, Senior Vice- 
President, Motilal Oswal: *Look at 
whether funds are heavily oriented 
to a specific sector in a country for 
want of better stocks. If the partic- 
ular industry suffers a setback, there 
could be value erosion." 

A stock like Samsung, for in- 
stance, can be purchased only on the 
Seoul Stock Exchange. Likewise, 
domestically, there aren't opportu- 
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World Gold Fund-Growth 
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Sanjay Prakash/ CEO/ HSBC Mutual Fund 


"Look out for the countrywise 
correlation. A low correlation 
between economies is ideal 


nities in refining or mining plat- 
inum or gold as these metals are 
not available here. “Such commod- 
ity funds can be a great idea," says 
Sridhar Parthasarathy, Assistant 
Vice President and Head (PMs & 
Research), DBS Cholamandalam 
Securities. Precious metals nowa- 
days provide a good hedge against 
equity risk. Says Shah: *Brazilian 
and Russian markets are better 
known for their commodities." 
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*Returns in per cent 


Nilesh Shah/ Dy MD/ ICICI Prudential AMC 


“Brazilian and Russian markets 
are better known for their 
commodities 


Unlike domestic mutual funds, 
there are many new international 
funds that are yet to be launched 
in India. However, the tax treat- 
ment of investments in interna- 
tional funds with an exposure of 
over 35 per cent in overseas eq- 
uities is similar to a debt fund. 
But like any investment, keep 
tabs on the environment for over- 
seas assets—the weather con- 
stantly changes. 
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The Core of AII 


PROHTS 


BAIN & COMPANY 


HEN BUSINESS TODAY GOT 


management guru, and 

author of books such as 
Profit from the Core, Beyond the 
Core and Unstoppable, Chris 
Zook, to speak to some of the sen- 
tor management of Indian com- 
panies on profitable growth, the 


result was an hour-and-a-half of 


riveting dialogue. Zook also heads 
Bain & Company's Global Strategy 
Practice and leads the Bain Growth 
Project. BT’s Executive Editor 
Brian Carvalho and Bain India 
Partner and Managing Director, 
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Ashish Singh, moderated the dis- 
cussions that followed. Excerpts: 

Zook kicked off the discussions 
with three “bold guesses” based 
on Bain research data. “One, less 
than one in 10 companies will 
achieve sustained profitable 
growth. Seventy per cent of com- 
panies will fail to achieve targets 
they are shooting for,” began 
Zook. And finally, less than one in 
four growth initiatives pushing 
away from the core will succeed. 
“That’s the end of the bad news. 
Everything else is good news,” he 


Author Chris Zook on what it 
takes to achieve profitable 
growth and what lies beneath 
‘the core’ of all companies. 
T.V. MAHALINGAM 


PHOTOGRAPHS BY NISHIKANT САМЕТ 


added. Bain data for the period 
between 2001-06 also revealed 
that only 7 per cent of Indian com- 
panies attained profitable growth. 

Zook believes that most com- 
panies that fail to grow do not 
properly recognise, define or utilise 
their “core.” So, what is the “core” 
of a company? To quote from 
Zook’s book Profit from the Core, 
business can be defined as “that set 
of products, capabilities, cus- 
tomers, channels and geographies 
that define the essence of what 
the company is or aspires to be 


to achieve its growth mission." 

That's easy, most people 
would say. But Zook disagrees. 
“As trivial as that sounds, in all 
my experience, І have seen that it 
is one of the most difficult ques- 
tions that companies fail to 
answer—what is their core?" 
says Zook. 

Zook cites the example of op- 
tical products giant Bausch & 
Lomb, that started off in the oph- 
thalmic business way back in 1853. 
Over the next 120 years, the com- 
pany grew its business step by step. 
By 1973, it had grown to $235 
million (Rs 940 crore) in sales and 
was way ahead of competition in its 
instrument and lens business. It was 
then that the company introduced 
the contact lens in the market. By 
the mid-80s, the company's share of 
new lens fittings rose to 40 
per cent of the market, several times 
larger than its nearest competitors. 

"And yet the management 
team began to take the core for 
granted," says Zook. *The com- 
pany did not treat its core as an 
optical business that deeply un- 
derstood opticians and lenses. 
Instead, they thought the core of 
the company was distribution of 








small items to professionals like 
dentists and people treating skin, 
and people treating hearing defi- 
ciencies," says Zook. So, Bausch 
& Lomb got into several busi- 
nesses like hearing implants, skin 
lotions, etc., by paying a high pre- 
mium on the new businesses. This 
despite the fact that contact lenses 
were not fully penetrated. “They 
took their eye away from the core. 
Today, B&L is #4 in the contact 
lens business and exited every sin- 
gle non-core business it got into at 
a loss," says Zook. 


Contrasting Strategies 

Zook also points out to contrasting 
strategies adopted by leaders in 
the semiconductor space as an ex- 
ample of a keen understanding of 


the core. In the late "90s, the semi- 
conductor industry went through 
a major slump. Samsung was 
among the companies that was 
hit. By 1998, the situation was so 
bad that the company's Chairman 
Kun-Hee Lee reportedly told his 
employees: *We are facing the 
worst crisis ever... where survival 
itself is uncertain. | am ready to 
give up my money, honour and 
life to overcome the crisis." 
Fortunately, things did not come 
to that. By 2005, Samsung's mar- 
ket value had skvrocketed to $78 
billion (Rs 3.35 lakh crore then) 
from $2 billion (Rs 7,000 crore 
then) in 1996. The secret of 
Samsung’s success—focussing on 
its core. The company shut down 
34 businesses, sold another 42 low 
value-added businesses and shut 
down 250 major internal invest- 
ment projects. Instead, the com- 
pany put all its energies and re- 
sources into Samsung Electronics, 
which contained its semiconductor 
businesses and its consumer elec- 
tronics. 

Daewoo, on the other hand, 
chose a different path. They were 
facing problems similar to 
Samsung’s during the same 
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period. “Remarkably, they chose 
the opposite course. They decided 
to grow by expansion... They 
added 14 new businesses to their 
portfolio, kept 275 subsidiaries— 
many of which were distant fol- 
lowers. Couple of years later, they 
were the first major chaebols to 
go bankrupt," says Zook. 


Beyond the Core 

The next logical question is this— 
given that you have a strong core, 
how do you go beyond that? 
"Take the 25 great business dis- 
asters of the last 10 years, and 
just try to look at if external fac- 
tors were responsible. Was it an 
economy collapse? Was it a prod- 
uct deficiency? We concluded that 
75-80 per cent were because of 
growth strategies that overreached 
and went haywire," says Zook. 

Zook illustrated this point by 
pointing out to the expansion 
strategies of two sports footwear 
giants—Nike and Reebok. It 
might be erroneous to assume 
that defining the cores of these 
companies might be easy. 
Products for sportsmen, one 
might assume. Zook, who holds 
Nike in high regard, differs. “If 
you talk to them, they define 
their core by four main capabili- 
ties—they are their epicentres for 
profitable growth. One, their sup- 
ply chain from Asia. Secondly, 
the brand and how to use that. 
Third, their ability to manage 
sports icons—they think they do 
that better than anybody else. 
Finally, knowledge of design," 
says Zook. 

In the late '80s, both Reebok 
and Nike were neck and neck 
when it came to focus and prof- 
itability. However, Reebok wan- 
dered away from its core over the 
years by getting into areas like 
walking shoes, soft products like 
fashion wear, etc. “Over 20 years, 
Reebok barely sustained them- 
selves in the twilight of capital- 
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ism and then were mercifully put 
out of their misery by being ac- 
quired by Adidas," says Zook. 
Another example that Zook 
cites is that of semiconductor gi- 
ant Intel. After being a market 
leader for nearly two decades, 
thanks to its relentless focus and 
profitability, Intel moved away 
from its core in the late '90s. 
"During internet period, Intel 
moved farther and farther away 
from the core, making invest- 
ments with a huge amount of 


cash. They made over 250 in- 
vestments from digital cameras, 
internet service companies they 
were buying. 250 investments 
proved very distracting...it be- 
gan to suck some of the best peo- 
ple from the company, it sucked 
resources, sucked attention from 
management team," says Zook. 
AMD, which was almost nowhere 
in the picture till then, began 
chipping away at Intel’s core of PC 
microprocessors. 

Zook concluded his half-hour 
long presentation by raising three 
pertinent questions that compa- 
nies should ask themselves as they 
go through their stages of growth. 
"One, do you really understand 
what your core is? Two, are you 
using the success factors fully? 
Finally, do you have hidden assets 
that you may not be fully utilising 
for growth?" sums up Zook. 

To a question from BT's 
Executive Editor Brian Carvalho 
about his advice for Indian en- 
trepreneurs looking for invest- 
ing in *hot industries' like oil and 
gas, retail, etc., vis-à-vis their fo- 
cus on the core, Zook had the 
following to say: *Hot industries 
are not unknown to other people. 
They are industries that a hun- 
dred other people are studying. 
It's like love at first sight. Only 
once you get closer, you see the 
issues. My advice is to deeply un- 
derstand the core, be wary of 
making investments that are two 
steps beyond the core. Make a 
few small bets. Don't bet 
the company." 

To a question from a member 
of the audience about what India's 
core was, Ashish Singh, Bain India 
Partner and Managing Director, 
said: "It's hard to pinpoint what 
the core of a country is... It prob- 
ably is the large domestic econ- 
omy we have. The other thing in 
India, and also probably in China, 
is the spirit of entrepreneurship, 
risk taking." Ш 
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A lot has already been done, 


But a lot still needs to be done.... 
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PRESIDENT - BRAND MARKETING 


PIDILITE is a US$ 500m Indian multinational operating on 4 continents and having 
a CAGR of over 15% pa over the past 10 years. To strengthen our existing brands 
and to build new brands we are looking fora President - Brand Marketing. The job 
involves providing direction to all brand management activities, including developing 
new & exciting advertisements and taking our brands to international markets. 


Please apply ONLY if you have a proven track record of creating successful brands 
and enhancing existing ones. Quite obviously, we will prefer candidates who have 
had a stable background. 


This position will report to the Managing Director and will be Mumbai based. 
Needless to say, the compensation package for our top performers is better 
than the best. 


We would love to hear from you and meet you. E 
To begin with, please e-mail your resume to our 
Executive Director, to apurva.parekh G pidilite.com Pidilite 











FIGHTING CRUNCH 


Accounting for lalent 


It's a war for talent at the Big Four of accountancy. Here's how you 
can make the most of it. SAUMYA BHATTACHARYA 


SANGEETA SINGH 
(standin centre) 


Executive Director (HR), 
MG India 


[X MONTHS BACK, PABANI SENGUPTA, 
7 

36, decided to go on maternity 
leave. Nothing peculiar in that 


except that she wanted the three-month 
leave for adopting a seven-month-old 
child. Sengupta is Manager (Financial 
Advisory Services), Pricewaterhouse- 
Coopers (PwC) India, that, incidentally, 
did not have any such provision in its 


AM 


ъ 


"Salaries have gone up exponentially. It's fashionable 
now to expect a 30 per cent increment every year 


HR policy. “We were facing such a sit- 
uation for the first time and it took us 
exactly 30 seconds to decide that this 
leave should be granted," Says Rohit 
Bhasin, Executive Director, PwC. 
Sengupta brought her bundle of joy 
Prapti home from the Missionaries of 
Charity in December last year. Though 
the company has offered to give more 


THE HOT SKILLS 
OF THE MOMENT 


- 
LL 





Domain competence 
Entrepreneurship 
Global experience 
M&A expertise 
Exposure across cultures 


Leadership potential 


Firms are tweaking their HR policies to offer 
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leave to her. she says: “I don't think 
| will need that. Mv daughter is 
Ww ell settled alreadv." 

[hat is the reality of account- 
ancy talent crunch for you. Firms 
are tweaking theii policies to 
offer never-betor¢ ncentives, саг- 
rots, compensations and growth 
opportunities to the limited talent 
pool available. “In the war for tal- 
ent, it is important that organisations 
nurture talent,” says Roopen Roy, 
Managing Director, Deloitte & 
Touche Consulting India, while 
Bhasin calls it “cultivating a sense of 
belonging". Currently, people mo- 
bility is high, and that has implica- 
tions on hiring people of the right 
calibre. For these accountancv firms, 
hiring is a challenge and retaining 


people, a Herculean task. 


Numbers Say It All 


[he numbers speak for themselves. 
Hirings across the firms vary but 
iur entities аге look- 


10.000) 


[1 ре г. the fe 


ing at taking on ciose to 


people across practices in the year 


[he hunting ground: pre- 


20058. 








ROHIT BHASIN 


Executive Director, 
PwC India 


SANDEEP KOHLI 


National Director- HR, 
Ernst & Young 


mier institutes like B-schools and 


the Institute of Chartered 


Accountants of India (ICAI) while 
one-third of the hirings happen 
through employee referrals. 

All Big Four firms 
India with multiple entities and have 


operate in 


a mix of onshore and offshore busi- 
nesses. For its part, Deloitte hired 
about 3,100 people during 2007 
and its target for hiring in 2008 15 
3.800. “Our current people count 1 
around 8,750. This will go to at 
least 12,000 by 2010," says Roy. 
Ernst & Young has 5,000-plus 
employees in India. This year, the 
firm has grown around 40 per cent 
in headcount in 2007 and intends to 
CONTIN UC with this accelerated 
growth. KPMG is 2,900 people- 
strong and added a thousand em 


plovees in 2007. Some part was 


"There is so much growth across all service 
firms, we need people across the spectrum 


"The investment we make in employees 15 huge 
and we need to provide wholesome experience 





new hire and a large part was r« 

placement. “It’s not easy getting 
gO d pct iple. The bulk of our peo 
ple are CAs and a lot of them mov 
to industries and banks. So, thé 
pool continues to become smaller 
and smaller," says Sangeeta Singh, 
Executive Director (HR), КРМ" 

India. PwC employs close to 5,000 
people in India. The number ot 
people hired in India in 2007 was 
near 1,500. *We see a 15-20 per 
cent increase in the number of peo 


ple hired," adds Bhasin. 


It Pays to be a Specialist 

While the openings are at all level- 
entry and lateral—the evolving 
needs of clients have resulted in 
certain domain competencies be- 
coming more crucial than others. 
pwc has a team of 250 people that 
takes care of merger and acquisition 
(M&A) services. Specialisation across 
industry verticals is hot—be it oil 
and gas or pharma. “There 1S so 
much growth across all service firms, 


never-before incentives to the limited talent pool 


| 
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ROOPEN ROY 


centre, foregt 


Managing Director 
Deloitte & Touche 


we need people across the spec- 
trum," says Bhasin. 

While Ernst & Young assesses a 
person on the values it lives by, 
what could clinch it for the con- 
tenders is entrepreneurial spirit. 
"It's crucial at all levels how much 
you are going to go beyond, go ex- 
tra mile for your organisation,” says 
Sandeep Kohli, National Director 
(HR), Ernst & Young. In most cases, 


the talent acquisition is a sub-set of 


a mechanism working globally. 
Deloitte is specially looking for peo- 
ple who have had experience 
abroad. "As India goes global, we 
require people who have global ca- 
pability," says Dhananjay Bhansod, 
Chief People Officer, Deloitte. 
For those who are ahead of the 
curve, these firms offer compensa- 
tion and a clear-cut growth path. 
While salaries have been increas- 
ing over the last five years, these 
have gone up exponentially now. 
Five years ago, the annual increase 
in the salary was about 10-15 per 
cent; today this has gone up to 25- 
30 per cent for top talent. Singh 
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“In the war for talent, it is important that 
organisations nurture talent" 





points out: "Salaries have gone up 
exponentially. It's fashionable now 
to expect a 30 per cent increment 
every year. In our industry, they are 
astute with numbers after all." At 
Deloitte, salaries have increased 
upwards of 25 per cent per an- 
num. However, Roy points out: 
"We know that compensation 
alone does not retain talent. We 
have implemented a career model 
called Global Excellence Model 
(GEM) to help talent blossom in 
Deloitte—an individual does not 
look to Deloitte only for a job, 
one looks for a rewarding and 
stimulating career." 

All the firms are banking on 
this something extra to lure tal- 
ent. The reason: in the war for 
talent, it is important that organi- 
sations not only get but also nur- 
ture talent. While Ernst & Young is 
banking on “cross-functional mo- 
bility and global connect", Bhasin 
says: "There is a huge exposure 
that you get in a firm like pwc. 
It's a highly entrepreneurial model 
at that stage." 
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Diversity, the New Buzz 

By some conservative estimates, the 
attrition rates at the Big Four are be- 
tween 15 and 20 per cent. To slow 
down the revolving door, the firms 
are playing the diversity card to 
rope in fresh talent. Interestingly 
enough, they are increasing their 
intake of women employees, lur- 
ing them with incentives like flexi- 
timing and motherhood-friendly 
policies of that sort that benefitted 
Sengupta of PwC. 

Around 25 per cent of Pwc and 
KPMG employees are women while 
at Ernst & Young, the percentage of 
women employees is 31 per cent. 
“There’s a sense of sensitisation that 
they bring to the profession,” says 
Singh, adding that the percentage of 
women in KPMG is targeted to go up 
to 30 per cent by 2010. 

At Deloitte, 32 per cent of em- 
ployees are women and the distri- 
bution is fairly uniform across 13 lo- 
cations. “The way it is growing, the 
day is not far when we will have a 
50:50 ratio,” says Bhansod. 

While people are the biggest as- 
sets for these firms, the growth op- 
portunities being offered at present 
are unprecedented thanks to the 
challenges being faced by them. Says 
Kohli: “The investment we make 
in employees is huge and we need to 
provide wholesome experience so 
that they do not need to move.” 
This wholesome experience gets re- 
flected in cross-functional mobility 
being offered. 

Global exposure works as an 
attraction as well. In the next 
three years, Deloitte will hire al- 
most 50,000 people on a world- 
wide basis and it is focussing on 
diversifying its talent pool and 
thinking strategically and long- 
term. “Deloitte has placed a large 
bet on India which, we believe, is 
paying off well and India will be a 
talent pool into which Deloitte 
will continue to dip,” says Roy. 
For the job seekers, the world is 
the oyster for now. 








For High Fliers Only 


Airport integrators in demand. 


MALL AND BIG AIRPORT PROJECTS MUSHROOMING ACROSS 
S the country would have one thing in common—an 
Airport Integrator. This CEO-level post requires the 
skills of planning and decision-making. Bigger players are 
looking for integrators with experience abroad. “With 
mega airport projects coming up across the country 
through the public private partnership model, 
(Hyderabad, Mumbai, Delhi) and more greenfield air- 
ports planned, airport integrators are in demand by 
the infrastructure turnkey companies who have ac- 
quired the rights to these airports,” says Rajesh Kumar, 
Deputy General Manager (Knowledge Management 
& Business Development Team), TMI Group. Airport in- 
tegrators are required to liaise with software product de- 
velopment companies to bring down turn around time 
for activities like landing, boarding among others. 8i 
PALLAVI SRIVASTAVA 


FACT BOX 


WHO'S HIRING: Infrastructure turnkey companies like 
L&T, GMR, Emaar 


WHO'RE THEY HIRING: MBAs and postgraduates who have 
worked with international airports for five-to-seven years 


AT WHAT LEVELS: Senior levels 


AT WHAT SALARIES: Close to Rs 1 crore or more per 
annum for somebody who has worked as an Airport 
Integrator in any of the top five airports globally 


WHAT ARE THE NUMBERS LIKE: With a flurry of activity 
happening around airport construction and modernisa- 
tion, this profile is going to be very hot from this year. 
International airports and the smaller ones coming up 
across the country would need airport integrators 





COUNSELLING 


HELP 
TARUN! 


Q: | am working with the editorial department of a 24-hour 
news channel. | have the option of doing an MBA in 
Media Management from London. Is a general programme 
in management better than a specialised one? 

A general management programme will give you an 
advantage in terms of choosing a career while a spe- 
cialised one will give you an edge over your com- 
petitors. If you are keen on a career in media, you can 
go ahead with an MBA in Media Management as this 
would make you stand out vis-a-vis other applicants. 
However, if you are not too sure about a career in 
media, then the general MBA gives you flexibility. 


Q: | have done my graduation in Geology and wish to be- 
come a Geologist employed in oil and gas exploration. 
What are the institutes offering higher studies in this 
area? What are the prospects? 

Most universities have Geology departments that 
offer PG courses. You can also do an MTech (in 
Geology, exploration and earth sciences) from IIT. 
There are government as well as public and private 
sector jobs available in India and abroad, especially in 
countries where there is recent oil exploration activ- 
ity (Middle East, South America, etc). Go to bttp:// 
wiwiw.employmentnews.gov.in/article.btmlzaid — 165. 
Answers to your career concerns are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 


Search for a job with a Monster 
by your side 


Monster has the best employers hiring online... 
Post your Resume for FREE Today 


Sharp search. Right jobs. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Asahi India Glass Ltd., Head 
Materials, Gurgaon, 13 - 16 Years, Job 
ID: 4675794 

Responsible for procurement activities for 
major categorized bulk materials and 
engineering materials meeting core- 
engineering specifications including global 
procurement. 


Bharti Airtel Limited, DGM - Head 
VAS & Service Provisioning, 
Gurgaon, 9-15 Years, Job ID: 4859395 
As head of VAS for mobility business, Design 
a strategy & planning for ease of VAS 
activation, ensuring highest level of customer 
satisfaction & provide common process 
experience to customer for VAS activation 
across the country. 


Cadila Pharmacauticals, AGM/ 
DGM - Taxation, Ahmedabad, 7 - 13 
Years, Job ID: 4895414 

Responsible for preparing computation of 
total income of all group companies, Firms, 
Trust, Individuals for Income Tax Return 
filing, planning and calculation of Advance 
Income Tax payment of all group companies, 
Firms, Trust, Individuals. 


Compare Infobase Ltd., Assistant 
Vice President (Marketing), Delhi, 
7-10 Years, Job ID: 4314985 

The candidate should be able to lead from 
front his team of sales & marketing personals 
in varied aspects of business i.e. Portals, 
Products, Projects & E Commerce. 


Firstsource Solutions Limited, DGM - 
Corporate Communication, Mumbai, 
7-15 Years, Job ID: 4916920 

Applicant should have Bachelor’s degree in 
any discipline from a reputed university 
preferably from one of India’s leading metros. 
Having 7 + years exp. as Practice Head in a 
leading PR agency. 


IDEB Projects (P) Ltd., St. GM/ GM - 
Tendering, Bangalore, 15 - 18 Years, 
Job ID: 4900769 

Aspirant should be Graduate/ Post Graduate 
in Civil Engineering with 15 - 18 years of 
experience in tendering in a reputed 
consultancy/ civil construction organization. 


Jamcracker Software Technologies 
Pvt. Ltd., Regional Sales Head, 
Bangalore, 7 - 15 Years, Job ID: 
4254326 

Responsibilities for this role include 
prospecting for new business, detailed 
qualification of sales opportunities, 
management of the sales cycle, and 
negotiation of contracts and licensing 
agreements. 


Kaizen SRA Technologies Pvt. Ltd., 
Deputy Manager, Hyderabad, 8 - 15 
Years, Job ID: 4901240 

Entrant should be B.E/ B. Tech/ MBA/ MS - 
Stats; knowledge of Traffic Engineering, 
trucking, call routing, Centrex & call 
accounting is required. Proficiency in 
managing BPO Voice Infrastructure. 


Maytas Infra Pvt. Ltd., GM - Projects, 
Hyderabad, 14 - 24 Years, Job ID: 
4881076 

Applicant will be responsible for Preparation 
& Monitoring of Construction Programmes 
& Schedules, overall Project Management 
including Co-ordination with the Clients, 
Architects, consultants & Contactors. 


Media Travel Technologies Pvt. Ltd., 
Head Finance, Hyderabad, 15 - 25 
Years, Job ID: 4892411 

The candidate must have hands on experience 
with all aspects of Financial Accounting, cash 
flow management, reconciliation of accounts 
payable and accounts receivable and 
management reporting. 


Nous Infosystems Pvt. Ltd., Sr. 
BDM/ GM - Managed Services/ 
RIM, Bangalore, 8 - 18 Years, Job ID: 
4903936 

Person should have Bachelors degree in 
Engineering with 8- 12 years or more of selling 
complex IT services mainly on selling 
Managed Services/ Infrastructure services. 
OS2I, Head - HR, Pune, 7 - 16 Years, 
Job ID: 4876337 

Responsible to manage a human resources 
department, overseeing administration of 
hiring, retention, termination, personnel 
records, legal compliance, performance 
management, compensation, benefits. 


Overnite Express Limited, Head . 
Regional Operations, Chandigarh, 

7-12 Years, Job ID: 3753402 

We expect you to bea Graduate/ Postgraduate 
with over 8-10 years of requisite exp, 
preferably in courier. Responsible for leading 
your team successfully through consistently 
increasing work and time challenges. 
Pacifica Companies, GM/ DGM - 
Projects / Construction, Chennai, 

13 - 16 Years, Job ID: 4874425 

The entrant would be responsible for over all 
coordination with consultants from Site 
locations. You would also be responsible tc 
ensure timely completion of the project and 
hand over to the Marketing Team. 

Saflow Products (P) Ltd., Finance 
Head/ Chief Accountant, Mumbai, 

7 - l1 Years, Job ID: 4911514 

Candidates must be C. A. Inter/ ICWA/ 
B.Com/ M.Com with 5-10 years of 
experience in accounts and finance. He should 
be competent to handle accounts finalisation 
and have knowledge of Vat, Service Tax, 
Income Tax, TDS, PF, etc. 

Tata Autocomp Systems Limited, GM 
/ DGM - Taxation, Pune, 12 - 18 Years, 
Job ID: 4898395 

Required CA candidate having 12 - 15 years 
exp. of handling direct & Indirect taxation. 
Experience of handling compliances, 
assessments, appeals & revisions up to 
tribunal level. 


Ventures HRD Centre, Section Head - 
Advanced Materials, Chennai, 10 - 20 
Years, Job ID: 4917506 

Aspirant should be B.E, B. Tech-In metallurgy 
or M.E, M. Tech/ PhD in Materials 
Technology with knowledge in advanced 
Steel/ Alloy process technology, component 
development using alternate materials, 
advanced material processes, testing, data and 
design analysis. 

World Vision India, Director - 
Government Relations, Delhi, 10 - 15 
Years, Job ID: 4904713 
Responsibilities include liaise with 
International agencies, Embassies and other 
such agencies for highlighting the work of 
World Vision India to them, and link key staff 
and assist in resource mobilization. 


To Know how to apply for these jobs, go to finance Ln a 3 pe. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Accenture, SAP ABAP - Manager, 
Pune, 10 - 14 Years, Job ID: 4916636 
Responsible to manage the resource 
requirements in terms of hardware, software 
and people, ensuring optimum utilization of 
resources. Able to monitor process 
compliance, through sample checks, and take 
corrective action in case of non-compliance, 


Bootstrap Technologies Pvt. Ltd., 
System Administrator, Hyderabad, 
1-3 Years, Job ID: 4918834 
Responsibilities include: Mail Server 
Administration, DNS, DHCP, Terminal 
Services, IIS, Call Management/ Call 
Assigning, Server Hardware handling, LAN 
AND WAN Trouble Shooting, Desktop 
Trouble shooting etc. 


BrickRed Technologies, Software 
Developer - Perl, Noida, 2 - 3 Years, 
Job ID: 4919964 

Person should have excellent Perl Framework 
knowledge with at least 1 year software 
development experience using Perl You 
should have good SQL knowledge, able to 
write complex SQL queries. 


Byzan Systems Pvt. Ltd., Application 
Analyst, Mumbai, 2 - 5 Years, Job ID: 
4919258 

Responsible for business requirement 
gathering, analysis, testing and 
implementation of different operational and 


internal processes. You should have thorough 
knowledge of SDLC. 


Conseco Data Services (India) Pvt. 
Ltd., Java Programmer, Hyderabad, 
3-5 Үеагѕ, Job ID: 3934997 

Required Java candidates with |2EE, JSP and 
EJB with Struts Frame work on Websphere, 
MS SQL Sever2000 and Oracle 9i skill set. You 
should be able to analyze the requirements, 
design and develop/ code the application 


Capgemini Consulting India Pvt. 
Ltd., PeopleSoft CRM, Bangalore, 
2-5Years, Job ID: 4904952 

Entrant must have 2-5 years of PeopleSoft 
CRM Technical experience with strong 
experience of Application Packages, 
Application Engine and online 
enhancements, 
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Gramar Infotech, Siebel 
Configuration / Analytics), 
Bangalore, 4 - 7 Years, Job ID: 4914306 
Responsible for customizing the Siebel 
application by configuring the Siebel Tools in 
Data, Business and User Interface layers, 
configure and customizing special objects 
such as Drill Down, Toggle, MVG applet etc. 


i-flex Solutions Ltd., Oracle 
Developers, Mumbai, 2 - 6 Years, Job 
ID: 4645500 

Candidates having exposure to features like 
External Tables, SQL*Plus Reporting, 
Oracle/ SQL Loaders, Oracle XE, Tuning of 
OS Kernel would be preferred over others. 


Inter Globe Technologies Pvt. Ltd., 
TPF - Software Engineer/ Senior 
Software Engineer, Chennai & 
Gurgaon, 2-5 Years, Job ID: 2354889 
Candidate should be well versed with TPF/ 
TPFC, TPFDF & Assembler. You should have 
ability to clearly explain issues of reliability, 
scalability, and extensibility. 


IP soft India Pvt. Ltd., Senior SQL 
Server DBAs (2005) Bangalore, 4 - 14 
Years, Job ID: 254603 

Aspirant should have 5+ years of supporting 
multiple MS SQL Server (SQL Server 7/SQL 
Server 2000/SQL Server 2005) with large 
databases in a 24x7 production environment. 


Kopera Software, Software Project 
Lead (Embedded/ Linux), Pune, 

7 - 11 Years, Job ID: 4919366 

Person would be responsible to contribute in 
development of various components and 
modules to create networked consumer 
electronic audio/ video/ media products 
from scratch. 


Nucleus Software Exports Ltd., MQ 


Administrator, Noida, 2 - 5 Years, Job 
ID: 4877140 

The candidate should have proficient 
knowledge of MQ Clustering/ WAS 
Clustering/ WAS ND/ Integration (WAS/ 
MB/ MQ)/ MB knowledge. 
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Oakton Ltd., .Net Tech Leads/ Sr. 
Developers, Hyderabad, 5 - 7 Years, 
Job ID: 4914158 

Responsibilities include working under the 
guidance of the Development Manager to 
ensure all deliverables within Functional 
Iteration are delivered and managing a team of 
application developers. 


Raffles Solutions, Oracle Apps Tech ~ 
MFG, Bangalore, 4 - 8 Years, Job ID: 
4915391 

Candidate should have good Technical 
knowledge in Distribution/ Manufacturing 
Modules, having 3+ relevant years experience 


in oracle apps Distribution or Manufacturing 
Modules. 


TVS Infotech, SAP - ABAP - Project 
Manager, Chennai, 5 - 10 Years, Job 
ID: 4477137 

Skills required experience of at least 5 vears in 
SAP ABAP, BDC, Reports , ALV, 


Smartforms, Scripts and experience in IDOC, 
ALE, BAPI, BADI is very much Desired. 


Walson Services Pvt. Ltd., Software 
Engineer, Bangalore, 3 - 4 Years, Job 
ID: 4917198 

Applicant should have worked in Web based 
technology and understand the Architecture 
& designing aspects. You should be able to 
manage team deliveries, Technical, Design & 
Analysis. 


Wipro Infotech, Module Lead, Delhi, 
2-4 Years, Job ID: 4755527 

Person have should Telecom project delivery 
background in OSS system implementation at 
least 1 live client project. You should have 
strong experience in MetaSolv ASAP 
platforms - Hands on technical roles, 


Zenith Software Limited, Sr. Software 
Engineers - Java/ J2ee, Bangalore, 
4-5 Years, Job ID: 4915920 

The Ideal Candidate will have at least 3.8 to 4. 
5 years experience with hands on experience in 
the following skill set: Core Java, |2EE, MVC 
Architecture, Design Patterns etc. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Aptech Ltd., Trainer - Credit Cards, 
Bangalore, 1-3 Years, Job ID: 4904051 
Require Graduate with 2+ years of direct sales 
experience in selling credit card; personal 
loans; Home Loans; Car Loans in a Direct 
sales Associate of a banking organization. 


Atos Origin India Pvt. Ltd., Sales 
Manager, Mumbai, 5 - 7 Years, Job 
ID: 4276729 

Candidate should have familiarity with newest 
technologies like Java, XML, vXML (not 
coding level), Telecom BSS; specially Telecom 
Billing or CRM (preferable); OR Telecom 
Value Added Services (VAS). 


Cani Merchandising Pvt. Ltd., 
Director Channel Sales, Delhi, 8 - 12 
Years, Job ID: 4907514 

You should have University degree in 
business, computer science, or engineering, 
MBA highly desired. Having knowledge of 
Contact Center, Self Service, and/or Unified 
Communications (Messaging or 
conferencing) portfolios. 


Ciena, Global Network Services - 
Proposal Support Manager, Delhi, 
5-12 Years, Job ID: 4630486 

Responsible to create, build and centralize a 
new database of all Global Network Services 
(GNS) RFP/ RFI responses and any other 
relevant internal approvals or supporting 
documentation required to meet internal/ 
external audit reviews. 


Comart Lithographers Ltd., Manager 
Business Development, Mumbai, 3 - 5 
Years, Job ID: 4090174 

Candidate must have 3 to 5 yrs experience in 
Digital Printing/ Packaging/ Advertising 
company with good communication & 
presentation skills. You must be Computer 
proficient and should be able to make MIS 


report. 


Emergent India, Sales Manager, 
Bangalore, 3-7 Years, Job ID: 4912451 
You should have ability to maintain positive 
business generation and ensuring portfolio 
profitability in the territories assigned, 
manage relationships with bank/ other 
channels. 


Eurobond Industries Pvt. Ltd., Vice 
President - Sales and Marketing, 
Mumbai, 8 - 10 Years, Job ID: 4811414 
Person should have experience in Managing 
Business Alliances, Corporate, 
Communication and Public Relations. You 
should be Post graduate, with specialization in 
Marketing. 


Icreon Communications, Assistant 
Manager (Sap B1), Noida, 2 - 8 Years, 
Job ID: 4368257 

Candidate should possess min 3 years of exp. 
in positioning Software Solutions with 
excellent Communication & sales skills 
especially making sales calls, presentations 
and closure of the sales. 


Lancesoft India Pvt. Ltd., Sr. Business 
Development, Bangalore, 3 - 7 Years, 
Job ID: 4908030 

Entrant will be responsible for creating new 
markets for Recruitment & Staffing and IT 
Product services in the area of IT, Non-IT & 
ITES/ BPO domains. 


Matrix Laboratories Ltd., Manager/ 
Sr. Manager - Business Development, 
Hyderabad, 5 - 12 Years, Job ID: 
4731731 

Individual shall essentially look after and 
promote business interest in Latin America 
and grow business further. You will be 
responsible to coordinate with existing 
customers on a regular basis to expand 
business volumes. 


Patni Computer Systems Ltd., 
Business Analyst, Mumbai, 3 - 6 


Years, Job ID: 4917032 
Aspirant should have 3-5 years of experience 
in Insurance Company " Sales and 


Underwriting", having excellent knowledge 
of Life, Annuities domains in New Business, 
Policy Admin or General Insurance (P&C or 
Health) in policy admin and claims. 


Procentris India Pvt. Ltd., Business 
Development Executive, Mumbai, 
3-10 Years, Job ID: 4458085 

Position requires Networking, and Network 
Security knowledge along with basic 
knowledge of Operating Systems like 
Windows, LINUX, UNIX etc. 


Rambus Chip Technologies (I) Pvt. 
Ltd., Sr. Business Development 
Manager, Bangalore, 10 - 15 Years, 
Job ID: 3037026 

Responsibilities include lead design win 
strategy development and execution for 
targeted customers through analysis and 
understanding of the customet's markets and 
their key business and technical challenges. 


RMSI Private Limited, Manager 
International Sales/ Marketing, 
Delhi, 4-10 Years, Job ID: 4905150 

The person should have good communication 
and presentation skills. He/ she should have 
good logical and analytical thinking ability. 
Knowledge of GIS software sales. 


Salora International, Retail Manager, 
Delhi, 6 - 7 Years, Job ID: 4920573 

Skills required achievement of primary, 
secondary, tertiary & market share targets, 
ensuring 100% CAF compliance, desired 
service frequency to retail, good visibility at 
the retail, good trade relations etc. 


SAS Institute (India) Pvt. Ltd., 
Business Manager - Mid Markets, 
Bangalore, 5 - 8 Years, Job ID: 2966006 
Person would be responsible for Planning and 
implementing growth plans for SAS, through 
sales in Upper mid-market and Medium 


Enterprises segments. 


Uni Klinger, Sales Engineer/ 
Executives, Chennai, 1 - 10 Years, Job 
ID: 4914948 

Responsible to ensure targeted sales figures 
are met by regular order inflows at best 
possible price & commercial terms 
simultaneously gaining & retaining satisfied 
customers for the organisation. 


Usoft Technologies (I) Pvt. Ltd., Sales 
Manager, Delhi, Gurgaon, 3 - 5 Years, 
Job ID: 3951683 

Applicant should have good understanding of 
the complete sales cycle right from 
prospecting to delivery. You will be 
responsible for the delivery of the agreed sales 
plan. 


To know how to apply for these jobs, go to finance jobs listing page. 


Submit your resume on monster.com 


and let monster work for you 
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Finance Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


ACL Wireless Ltd., Manager - 
Finance, Noida, 6 - 11 Years, Job ID: 
4904195 

Person should be M. Com preferably CA/ 
ICWA/ CS with knowledge of MS office, Tally 
and Indian GAAP is necessary. He/she shall 
act as an Interface with statutory and internal 
auditors of the organization. 


Auchtel Products Ltd., Accounts 
Officer, Mumbai, 3 - 13 Years, Job ID: 
2769465 

Ideal candidate will be a B.Com graduate with 
at least 3 years experience in Accounts 
Department of manufacturing firm, 
preferably a chemical company. 


AXA Business Services Private Ltd., 
Associate - Expense Reporting, Pune, 
1-2 Years, Job ID: 4922769 

Person should have good knowledge of 
accounting. You should have min. of 1-2 years 
exp. in accounting. He/she should have 
excellent knowledge of using MS Excel and 
should have a reasonable understanding of 
accounting standards. 


Ballarpur Industries Limited, 
Manager - Corporate Accounts, 
Gurgaon, 5-9 Years, Job ID: 4883140 
Applicant should have knowledge of Direct 
taxation for tax audit, having hands on 
working of Deferred Tax liability. You should 
have knowledge of computers & exposure to 
work in ERP (Oracle 111). 


CentrumDirect Limited, Research 
Associate/ Equity Analyst, Mumbai, 
2-5Years, Job ID:4827971 

Responsible to compile data from multiple 
sources and develop detail financial model to 
develop opinions on sectors. (Sectors like: IT 
& Telecom, FMCG, Real Estate, Oil & Gas, 
Cement, Metal, Engineering etc.) 


Jobseekers - To apply for above jobs 


|. Logon to www.monster.com 


homepage 
3. Click the "Go" button 
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Exim Corporation, Assistant 
Manager - Accounts, Mumbai, 


3-4 Years, Job ID: 4444068 


Candidate should have operational knowledge 
of Tally, Excel, Book-keeping, Entries, 
Balance sheet preparation and Banking. He/ 
she should have good oral and written 
communication skills. 


Firepro Systems Pvt. Ltd., 
Accountant/ Finance Executive, 
Mumbai, 1 - 2 Years, Job ID: 4901913 
Applicant should be B.com with 1-2 yrs 
experience in Bank reconciliation, payable and 
receivable in a contracting co. Having 
knowledge of Project Payable, Receivables 
and knowledge of Tally-7.2. 


Genpact, Analyst/ Senior Analyst, 
Delhi, Gurgaon, 2 - 3 Years, Job ID: 
4861869 

Candidate must be responsible for all finance 
and accounts related functions such as 
Wholesale Banking and Cash Management. 
You must have minimum 2 years of 
experience in banking or finance. 


Hexaware Technologies Limited, 
Chartered Accountants, Mumbai, 
3-10 Years, Job ID: 4916775 

Person should be qualified CA's with 
experience between 3-10 yrs (Post 
Qualification). You should have good 
exposure to MIS, Accounting, Taxation, 
Audits etc. 


Leighton Delhi, Finance & 
Administration Manager, Delhi, 
Gurgaon, 8 - 10 Years, Job ID: 4681990 

Entrant will be responsible to ensure 
compliance with all statutory requirements 
and corporate policies in areas of accounting, 
taxation, human resource and administration. 
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McDonald's India (N & E) - CPRPL, 
Asst. Manager/ Sr. Executive - 
Finance & Accounts, Delhi, 1 - 2 
Years, Job ID: 4232050 

Require C.A with 2 yrs experience in industry 
involving spearheading a wide spectrum of 
accounts activities encompassing finalization 
of accounts, direct and indirect taxes, and 
accounting operations. 


Microsoft India Development Center, 
Financial Analysis and Control, 
Hyderabad, 8 - 10 Years, Job ID: 
4414662 

Responsible to ensure all appropriate 
accounting processes are in place for timely 
and accurate delivery, including but not 
limited to accruals, chargeback models, and 
support services from SMSG F&A. 


New Horizons India Ltd., Accounts 
Executive, Delhi, 2 - 4 Years, Job ID: 
4890882 

Required urgently accounts executive for 
world's largest IT training company, having 
hands on experience on daily accounting 


work. B. Com degree compulsory. M. Com 
will be bonus. 


Sanjivani Remedies Ltd., Senior 
Accountant, Mumbai, 9 - 18 Years, 
Job ID: 4895086 

The candidate shall be responsible for routine 
accounting work like JV, vouchers, Bank 
Reco., Sales Bill, Ledgers étc. You shall have 
sound knowledge and expertise for ST, CE, 
VAT,IT submissions. 


Welspun Group, Sr. Manager - 
Internal Audit, Mumbai, 6 - 10 Years, 
Job ID: 4735909 

Responsible to work in close coordination 
with Operations, SCM, Finance and Category 
to ensure implementation of audit 
suggestions and rectification of process 
deviations. 


Employers - To buy Monster products and services 


Call us at 1800-419-6666 


email us at sales@monsterindia.com 
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© Bharat Petroleum Corporation Limited куШ 


- 
Petroleum (A Govt. of India Undertaking) 


Energise your Career with a Fortune Global 500 Company 


Bharat Petroleum Corporation Limited is a Fortune 500 and a leading Navratna Public Sector 
Company with an All-India presence engaged in Exploration of Oil & Gas, Refining, Marketing 
and Distribution of Petroleum Products. 


We are looking for HR & Legal Professionals in the Middle / Junior Management levels to 

join as – 

MANAGER (HR) / DEPUTY MANAGER (HR) with minimum 7-12 years relevant experience 
AND 

DEPUTY MANAGER (LEGAL)/ ASSISTANT MANAGER (LEGAL) with minimum 3-7 years 

relevant experience. 


For more details, refer to the Employment News dated 16th February 2008, or visit our website www.bpcicareers.com 
to view details and apply under "Current Openings" 


Important Note : Only online applications will be considered. Interested candidates may apply online 


latest by 9th March 2008. 
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Work underway at Vedanta Alumina’s 1,215-MW coal-fired power plant in Jharsuguda 


Land of Good Deals 


Locals are willingly giving up land to embrace industrialisation in Jnarsuguda, 
discovers BT’s RITWIK MUKHERJEE, who is mistaken for a landbuyer himself. 


. ADM (M YQ 
Jharsuguda, 360 km off 
Bhubaneswar 

IFE IS FULL OF SURPRISES AS 1 
discovered on my trip to 
Jharsuguda, a mineral-rich 
! district in Orissa that looks 
well set for a changeover. The 
changeover was expected ever since 
Jharsuguda became part of Naveen 
Patnaik government's Master Plan 
for cities beyond Bhubaneswar; 
what is unexpected is the reaction of 
locals. While land acquisition con- 
jures up images of stiff resistance 
and violence elsewhere, Jharsuguda 
over the last 2-3 years has experi- 
enced a smooth transition from 
agriculture or no agriculture to in- 
dustry and is now fast emerging as 
an industrial hub. 

The town, till recently famous 
only for its airport built during 
World War II, is home to the likes 


of Vedanta Alumina, Bhushan 
Steel and Power, 5р5 Power & 
Steel, SMC Power Generation, Jain 
Steel & Power, Action Ispat, 
Eastern Steel and Power, L&T, 
NTPC and still counting. 

“If you know how to take along 
local people with you and if you 
are equally concerned about their 








PHOTOGRAPHS BY SHAMIK BANERJEE 


livelihood, you shouldn’t have any 
problem when you need land for in- 
dustry,” says a senior Vedanta offi- 
cial. The company has already built 
“Ma Sambaleswari Nagar”, the re- 
habilitation township for 148 dis- 
placed families and is building a 
state-of-the-art hospital. A 
spokesman at the district collec- 
torate, which acquires land for the 
government, points out: “These 
places were never known for their 
fertile land. So, if the local landown- 
ers find that they actually stand to 
gain by offering their land to in- 
dustry, why would they resist?” 
Some other companies like Jain 
Infra and Jain Steel & Power have 
taken the other, equally smooth, 
route of purchasing the land 
directly from the owners. “It’s al- 
ways easier to buy the land di- 
rectly from the owners. You pay 
them the right price and get pos- 
session of the land,” says Pradip 
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Sen, Group Senior Vice President, 
Jain Group of Industries. 

We (BT lensman and I) get a 
feel of what the local people have 
in mind, as we get down from our 
hired car at a village called 
Bhashma, on the banks of river 
Ib. The locals muster around us 
to find out if we are prospective 
landbuyers. They also ask us if we 
plan to carry out some develop- 
ment work like bridges—quite a 
contrast to the reporter's experi- 
ence some months ago at Singur. 
They animatedly tell us that their 
neighbours have already sold their 
land for a good price to *some 
company". The group of locals, 
however, is not clear how this land 
will be used. 

Jain Group's Sen elaborates on 
that. "There will be a modern town- 
ship—possibly the first satellite 
township with a nine-hole golf 
course in the state on the banks 
and surrounding the river," he ex- 
plains. The township in the midst of 
lush green meadows also promises 
to have a bird sanctuary, jogging 
and cycling tracks, a stadium and 
provisions for various indoor games, 
veterinary clinic and kennel club, 
public library-cum-reading hall, 
space for post office and govern- 
ment offices, commercial complex, 
shopping malls, schools, hospitals, 
bungalows and apartments. 

Not surprisingly, the locals are 
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hardly complaining. Says Shapath 
Pathan: “We were working with a 
local brick field for small daily 
wages. But with these large com- 
panies coming up with large proj- 
ects, things look brighter for us." 
Another local Sushil Dash seconds 
him promptly: *At the end of the 
day, what matters most is how 
comfortable we are with what we 
earn and how much we can send to 
our families." 

The surprises don't end here. 
As we stand at what the locals call 
"The China Town" at Jharsuguda, 
we encounter a large number of 
Chinese engineers and support staff. 
There are as many as 700 Chinese 
engineers and support staff from 
SEPCO Electric Power Construction 
Corp. of Shangdong, China, one 
of the largest power companies in 
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China. $ЕРСО is building a 1,215 
MW coal-fired power plant for 
Vedanta Alumina and this 700- 
strong workforce is working at the 
aluminium smelter plant here. 

“We don’t feel we are so many 
miles away from our home. We 
live together like a community. We 
speak Chinese, eat Chinese cuisine, 
celebrate Chinese occasions and we 
watch Chinese television pro- 
grammes,” says W.Wang of SEPCO’s 
Comprehensive Department. There 
are more expats, though not size- 
able, from Australia, Germany and 
France, we are told. 

As we move towards Jharsuguda 
Airport, built during World War II 
and now almost defunct except for 
private jets used by large industries, 
the sprawling facility also offers a 
story of transition. Union Civil 
Aviation Minister Praful Patel has al- 
ready announced plans to upgrade 
facilities at Jharsuguda Airport, an 
official at Jharsuguda Development 
Authority says. 

As part of the Master Plan, the 
state government has also approved 
setting up of a model satellite city be- 
tween Sambalpur and Jharsuguda 
to meet the needs driven by rapid in- 
dustrialisation in the area. The local 
development authority has reserved 
a 2,000-acre site for this purpose. 
This township will have provisions 
for 24-hour solar energy supply and 
an eco-friendly environment. 

As the first flight from this min- 
eral-rich district of western Orissa 
promises to take off shortly, so does 
the place itself. w 





Between the Beans 


A journo takes a look inside the world's best-known 
but controversial coffee marketer. SANJOY NARAYAN 


DEALLY, Г” HAVE PREFERRED TO READ STARBUCKED 


—— while sitting around in a Starbucks café, perhaps 
Little. Brown and Co sipping a frappuccino, the Starbucks-invented 
Pp: 207 ° mating of a frappe and a cappuccino. No such luck 
Price: $13.95 here in Delhi. Or, for that matter, anywhere in India 
(Rs 558) because the ubiquitous coffee seller with its trademark 


mermaid logo does not have operations here. Pity. 
Journalist Taylor Clark’s well-researched, witty and 
largely objective account of how one company has 
been the vanguard of the gourmet coffee revolu- 
tion in America and many parts of the world is 
probably best appreciated when you can see and 
feel the influence of Starbucks. 

The growth of Starbucks has been phenomenal. 
When former housewares salesman Charles Schultz 
bought the small Starbucks chain in 1987, it had 
11 stores. Today, it has $7.8 billion (Rs 31,200 
crore) in revenues, 40 million customers a week 
and more than 15,000 stores. From a purely 
American phenomenon, Starbucks has now become 
a global brand—it has operations in 42 countries. 
But the hugely successful coffee chain has also been the object of crit- 
icism. Clark, who met more than a hundred sources and spent countless 
hours reading the work of other authors, deals with five thorny issues re- 
lated to the company. These are accusations that a) Starbucks drives lo- 
cal independent coffee houses and cafés out of business; b) the company 
exploits coffee growers in poor developing countries; c) generically cof- 
fee is bad for health; d) Starbucks exploits its employees and, finally, e) that 
Starbucks is homogenising the world by destroying cultural diversity. Apart 
from the fifth accusation, which Clark seems to subscribe to, Starbucked, 
by and large, attempts to disprove all of these charges, often quite con- 
vincingly. And, although his investigative journalism is to be lauded, it may 
seem that Starbucked lets the company off the hook pretty easily. 

Yet, Clark's prose never seems hagiographical. A 297-page tome 
that is practically only about one coffee chain surely cannot be a riveting 
read? But Starbucked is. The first half more than the second. Here, 
Clark traces the history of coffee and how it became a cultural phe- 
nomenon in America quite suddenly. He also explores curiosities—like why 
did Seattle become the epicentre of this fast-growing coffee culture and 
why doesn't Starbucks have a significant rival? It is in the second part that 
things get a bit tiring—this is where Clark attempts to tackle the ethical 
issues that surround the coffee retailer. Contrast that with 1999's seminal 
Uncommon Grounds: Tbe History of Coffee and How It Transformed Our 
World by Mark Pendergrast who, in a 21-page chapter towards the end 
of his 458-pager, treats us to a quick account of Starbucks, its origins and 
heady growth. Of course, as well as doffing his hat to Pendergrast, in 
Clark's account of Starbucks there is certainly a more contemporary 
brew albeit with an extra dollop of sweetened whipped cream as topping. 








Kamal Nath - 
Tata McGraw-Hill 


Pp: 230 
Price: Rs 550 


S INDIA'S UNION MINISTER OF 

Commerce, Kamal Nath oc- 
cupies a unique perch from which 
to tell the unfolding India Story. In 
that sense, /ndia's Century is an 
opportunity lost. Of course, no 
one expects Nath to give a candid 
insight into policy making as it 
really happens, but the book's 
problem is greater: despite its pre- 
dictable title but an interesting 
strap (the Age of Entrepreneurship 
in the World's Biggest Democracy), 
it goes all over. It seems the author 
could not make up his mind about 
what he wanted his work to be: an 
autobiography or a story of our 
times. The book even reads like a 
long talk that Nath may be in- 
clined to deliver to college stu- 
dents on a rainy afternoon. That's 
actually a good thing for a book to 
have, except when it gets thin on 
substance and big on generali- 
ties. The most interesting bits in it, 
not surprisingly, relate to global 
trade. Here, Nath does a better job 
of explaining the pulls and pres- 
sures that dominate world trade 
talks. Explaining why agriculture is 
a sensitive issue even for the de- 
veloped economies, Nath says 
that "agriculture seems to repre- 
sent the collective ego of the 
Western world". Perhaps Nath 
should have just devoted the book 
to world trade dynamics. 
Depending on how he and his 
party fare in the general elections 
due next year, the Minister may 
yet get to do such a sequel. 
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One Nation... One Indian... One Honour... 
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Anil Dhirubhai Ambani Group 
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OF THE YEAR 
2007 


In Partnership with 


Hindustan Times 





CNN-IBN Indian of the Year 2007, in partnership with 
Hindustan Times, is an award that recognises extraordinary 
Indians who have contributed to the society and the country ina 
calendar year, and in the process help build Brand India. CNN- 
IBN Indian of the Year 2007 is declared after going through an 


unparalleled and unquestionable four-tier selection process. 


The nominees are shortlisted by the Network 8 Editorial board 
that comprises of Raghav Bhal, Editor Network!8, Rajdeep 
Sardesai, Editor-in-Chief CNN-IBN, Senthil Chengalvarayan, 
Managing Editor CNBC-TVI8, Sanjay Pugalia Editor CNBC 
Awaaz and Ashutosh Managing Editor of IBN7. The shorlist is 
then ratified by the jury and then goes into voting. Here, while 
the citizens get to vote where the nominees popularity gets 
gauged, there is also an electoral college consisting of 
contemporary Indian leaders from various walks of life, who also 
vote. The electoral college vote, which represents the 
intelligentsia of the country, gets equal weightage as the popular 
vote. There are six winners from the following categories - 
Politics, Business, Entertainment, Sports, Public Service and 
Global Indian. One of the six winners is anointed the CNN-IBN 
Indian of the Year 2007. This is the culmination of a 2 month 


process, which is pan India and truly multimedia, including new 
age media communities like youtube, secondlife, orkut, 
facebook... 


There were two thought provoking town hall discussions 
conducted by Rajdeep Sardesai in Mumbai and Bengaluru, which 
got the debate started on identifying the winners. This was taken 
to another level, when all the four news channels of Network 18, 
the country's largest and most influential news network, lead by 
the respective editors went on to debate "Who will be the one?" 
from the category winners. 


The Grand Finale, a fantastic event of a scale never seen 
anywhere in India, and was attended by the who's who of the 


capital, who came from all fields of work to applaud the 





success of the extraordinary Indians who were being recognized 
and awarded, showing the acceptance of this platform as an 
institution which stands for credibility and substance. 





"Awards like these are very cathartic exercises for a television news organization... Do you divorce 


a person's achievement from his or her legacy? If yes, how much? Are we in the business of selecting 


saints or to select people who made an impact and have a contribution? There were many passionate 


debates around these questions through which we came to certain conclusions...” 


Raghav Bahl 


An Impact Feature 


Life Time Achievement Award - R.K. Laxman 


Wit, satire, irony, comedy, buffoonery, imagery, 
observation, interpretation. If there is one man, one 
genius, who has been failed by the best Thesaurus in 
the world, it is R K Laxman. No amount of superlatives 
can do justice to what has now been the staple of 
millions of Indians, every morning for the last 60 years. 
You Said It. The pocket cartoon which immortalized 
the man with a dhoti and a black chequered coat. A 
man, who has never opened his mouth since India got 
Independence. A man, who has watched everything 
and silently taken it all in his stride, the common man. 


R K Laxman's common man. From Nehru's speeches, 





to Indira's cult status, from Emergency to the days of 
Jan Sangh. And from Raj Narain's political antics to Rajiv Gandhi's attempts at speaking Hindi, К К Laxman's cartoons have been as 
incisive and emphatic as the swish in the 'x' in his signature below them. Simply put, he is best political and social commentator 
India ever produced. He is the one man who ensured every urban Indian woke up with a huge smile, every single morning for the 
past 60 years. For being the only person in India who gave the common man a character and an identity, CNN-IBN is proud and 


honoured to present the Lifetime Achievement Award to R K Laxman. 


"| thank the organizers for choosing me as the recipient of this prestigious award... Mrs. Kamala Laxman on his behalf - | would like to 


thank CNN-IBN for recognizing what he has done for the last 60 years and for giving this valuable award...” 


CNN-IBN Indian of the Year-2007 - E. Sreedharan 
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For showing the country how a strong work ethic and 





quiet discipline ensures unprecedented success and 
timely implementation of large projects. In the 
process, he has changed the face of mass urban 
transportation, not just in the national capital, but also 
offered a model for the rest of the country to emulate, 
and for millions of commuters to benefit from. From 
the Konkan Railway to the metro project, he has spent 


а lifetime making the seemingly impossible come true. 


“In all these we had put together 2-3 values as our pillars 
for organizational values; the integrity of individuals; 


professional competence and that time is money...” 


"When | saw every Indian achiever of the year | remembered a famous saying Thyagaraja Keerthana, 
Endaro Mahanubhavulu. ..which means that the great human beings, the great souls, we all salute them! 

| salute the great event... 

Friends when | see all of you, some young people here; you will ask yourself how all these achievements 
came... from RK Laxman to Indian of the Year... how did they achieve? It looks to me that they had 4 
things in common for all; they had a great aim in life; they went on acquiring knowledge; sweat and hard 


work; they were not afraid of problems... they defeated all problems and succeeded..." 
Dr. АР] Abdul Kalam 


An Impact Feature 


CATEGORY WINNERS 


P Chidambaram - Politics 


2 | 








Рог being an astute economic manager despite coalition 
pressures and ensuring our growth story continued to be on a 
positive track throughout the year, making India one of the 


most sought after economies of the world. 


"Politics is about bringing everything together so we can make 
our country a great country. Great in sports, great in business, 
great in knowledge, great in invention, great in fostering peace 
and harmony. All this can be brought together only by politics. 
And therefore | am quite proud to be in politics and proud to call 
myself a politician. I'm also happy that someone as unsparing and 
scathing like Network18 recognizes politicians as a category 


deserved to be awarded occasionally...” 


Shimit & Jaideep - Entertainment 
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Shimit: for directing arguably India's best idea film of the year, 
and showing how a simple thought, if handled well, can 





successfully achieve both popular and critical acclaim. 


Jaideep: for scripting a story which raised critical systemic 
questions, yet at the same time managed to entertain and 
inspire the nation, making Chak De a virtual mass 
inspirational slogan. 


“Film-making is perhaps опе of the most collaborative things 
mankind has ever invented. So we are aware that we stand here 
as representatives of two groups of wonderful people who 
touched our work and made it what it is... Maharaj Krishan 
Kaushik for opening your camp, your training, and your heart and 
the hearts of your players to us, and for showing us what 
patriotism team spirit and determination is in every day's work 
and not grand concepts. . . 


And of course all the unsung heroes of daily activities... the 
backbone, the real centre forward for the team Shah Rukh Khan: 
whose experience is far superior than ours... So he helped us 
incredibly and without him we wouldn't be here...” 


O. P. Bhatt - Business 





For showing, how despite constraints of being a public 


sector undertaking, an organisation can be successfully put 
on the global map, show improvement in results and 
consequently flex enough muscle in the ferociously 


competitive banking sector. 


“I feel truly honoured especially for a public sector person this 
recognition has come for the first time... | am humble and this 
award puts on me a great duty as for the rest of my life | have 
to live as the CNN-IBN Indian of the Year. And after winning 
this award we owe it to the award to strive and to rise; to 
come within the top 10 banks of the world...” 


An Impact Feature 





For being one of India's greatest ambassador of 


sportsmanship and now the undisputed World Champion 
in Chess, thereby making it a hugely popular sport in 
the country. 


“I would like to thank CNN-IBN for making me the Indian of the 
Year. As you know 2007 was a very special year for me. So it's just 
a perfect year and | think this award really caps it and makes it a 
nice finish for 2007 which will be a very special year for те..." 


- Public Service 
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Imagine a government project which finishes оп time. 
Imagine, a multi-thousand crore project which is completed 
without the scent of scandal, bribery or kickbacks. Imagine a 
government project which runs efficiently, makes you smile 


and compares with the best in the world. It's happening. 
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Nandan Nilekani 


Deepak Parekh 


Soli Sorabjee 
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Shobhana Bhartia 


Ahead of time, without fuss, fanfare and with an efficiency 
which would put many corporate houses to shame. The man 
leading the charge, E Sreedharan, plucked out of retirement, 
and architect of Konkan Railway and now Delhi Metro Rail. 
Being wooed and begged by state governments to help them 
set up similar engineering and efficient marvels in their state. 
Perhaps one of the most low profile achievers in India, 
E Sreedharan is now virtually an Indian middle class hero. 
For being the man who gave India one of its smoothest rides 
ever, E Sreedharan is CNN-IBN's Indian of the Year for 
Public Service. 
“This is a very proud moment for me. It's a great honour, its a 
great recognition to receive the CNN-IBN award The Indian of 
the Year for Public Service. We are happy that whatever we have 
done has been recognized by the country at large and in fact the 
award that I'm receiving today is the award for Delhi Metro Rail 


Corporation and not to me in person. .. " 


- Global Indian 





For piloting one of the largest foreign direct investments in 
2007 and ensuring Indian cellular operators are being forced 
to raise their bar with the entry of Vodafone, the world's 
largest mobile operator. 

"| hope this award is an inspiration for young people because 
everything is possible. Work hard, push the envelope, and if 
this kid from Pachmarhi, Madhya Pradesh can do it, so can 


you! Cheers..." 


= 





Kiran Bedi 


Mohan Lal 


An Impact Feature 


Where will India's 
next generation of icons 
emerge trom? 
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believe it or not. 


YOU WILL FIND DIAMONDS 


in the latest issue of 


MONEY TODAY. 


n "2" 
NEL S 
=> ү 


Just pick up tbe latest issue of Money Today, answer a few 


simple questions and enter the get rich with Diamond contest. 





An Impact Feature 






па "Our sole aim for these awards really Decause tnere are numerous 
6; 


wards, has been to try and make them as credible as possible 
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This is not a star parade. This is not necessarily about being famous 


its actually we would like to believe about real achievement; and as 
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their own small or big ways have truly made a difference in /00/. 
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INNOVATORS 
INC. 


Innovators Inc. 
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Paul Basil and his Rural Innovations Network are helping grassroot innovators 
bring their ideas to fruition—and the market. NITYA VARADARAJAN 


DVERSITY PRODUCES THE BEST 

LY innovators, they say. Anna 

A. № Saheb Udgave, 75, is a farmer 
from Belgaum district in Karnataka 
but that no longer is his sole claim to 
fame. A victim of severe drought 
from 2002 to 2004, Udgave cre- 
ated a rain gun that could simply 
harness groundwater and spray it 
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across fields covering a particular 
distance in all directions. That’s not 
all: The rain gun uses 50 per cent 
less water than the regular irriga- 
tion mechanisms. Called the Varsha 
Rain Gun, the instrument has since 
become a huge hit with the receptive 
farmers in the region and made 
Udgave a household name. 





A history graduate, Meghanathan 
has developed a semi-automatic 
brick-making machine. This 
would reduce labour drudgery 
while increasing production. This 
machine is awaiting technology 
transfer to an SME before it goes 
into full-scale production. 


Or take the case of J. Meghan- 
athan, 30, a resident of Pinayur, a 
small village 55 km from Chennai. 
A history graduate, Meghanathan 
has three acres of land. Sheer in- 
terest in mechanics (he had some 
work experience with packaging 
industry) had helped him design a 
low-cost packaging machine for 
water and other liquids, a design 
which to his chagrin, was “lifted” by 
a bigger company four years ago. 
Wiser after the incident, the com- 
pulsive innovator has now made a 
brick-making machine. His idea: 
to make a machine that increases 
productivity through some form of 
automation and yet keeps it sim- 
ple; resulting in better efficiency 
and profits. Meghanathan’s brick- 
making machine has found more 
buyers for technology transfer than 
he ever imagined. 

Both Udgave and Meghanathan 
had great ideas but without one 
common factor, they would have 
remained just that. The ideas 
needed modifications to make 
them work effectively—and then 
they needed to be sold. That’s 
where Rural Innovations Network 
(RIN), a non-profit NGO, came into 
the picture and turned such inno- 
vations into viable products. 

That, though, has been a com- 
plicated task, vouches Paul Basil, 
Chief Executive Officer and 
Founder, RIN. A mechnical engi- 
neer, Basil was busy working on 
development programmes for im- 
proving agricultural productivity in 
Kerala before zeroing in on the idea 
of RIN. “For this, RIN had to de- 
velop a sustainable model for it- 
self, which would in turn be useful 
to the rural community,” says Basil. 

While Basil decided to target 
innovations and innovators, it was a 
journey from the scratch with the 
idea of keeping it simple. “We de- 
cided to focus on areas relating to 
water, agriculture, dairy and en- 
ergy, while other areas were looked 
on case-for-case basis,” he says. 
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Paul Basil, CEO & Founder 
Î Rural patie network 
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RIN's role was anything but sim- 
ple in translating ideas to reality. 
“We had to first search for the in- 
novators, identify those innovations 
which could work. Then we realised 
that we needed the resources to in- 
cubate them, before we help with 
patenting and technology transfers." 
Also, the small and medium enter- 
prises (SMEs) that undertake the man- 
ufacturing of the product themselves 
wanted help after the technology 
transfer for the initial sales push. 

“In such cases, we find venture 
capitalists that could partner the 
entrepreneur and sometimes en- 
sure that the retail buyer has enough 
money to acquire the product," 
Basil points out. 





This learning came through 
stages, but Basil got a good hind- 
sight into the cycle. Innovators were 
identified through business plan 
competitions for social entrepre- 
neurs organised by Tata 
Consultancy Services (TCS); through 
innovation patent gazettes; the 
more recent Lemelson Recognition 
and Mentoring Programme (L-RAMP) 
Innovation Awards Programme by 
RIN-IIT Madras advertised in local 
language papers and scanning data- 
bases of other social networks. For 
instance, Udgave was identified 
through the last route, while 
Meghanathan approached L-RAMP 
after being guided by a friend. 
Among the most successful SME 
entrepreneurs that have partnered 
with RIN is Servals Automation that 
helped popularise the Vincent 
burner for kerosene stoves, which 
sells 25,000 units a month and the 
Varsha rain gun. This company is 
one of the contenders for 
Meghanathan’s semi-automated 
brick-making machine. 
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RIN, meanwhile, has also 
worked out feasibility of such proj- 
ects. “If the machine is sold for un- 
der Rs 10 lakh, it would become 
feasible," says Zubaida Bai, Associate 
(Innovation Incubation), RIN. 
"Sometimes we have to educate our 
innovators on market conditions 
or they think they could price their 
invention anyhow,” she says. 

Yet, another product which 
has reached prototype is P. 
Kumar's (a farmer in Dharmapuri 
district with a 50-acre holding) 
self-driven, fuel-run Weeder. 
Developed at a cost of Rs 45,000, 
this gadget is a great substitute 
tor labour and it runs about 80 
minutes on one litre of kerosene 
or petrol. Kumar is busy fine-tun- 
ing the product with the help of 
IIT Madras to bring the cost down 
to a more affordable Rs 30,000. 

Once products like these are in 
place, RIN contributes its might tow- 


E 
— A farmer using the rotary 
| extraction machine 
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ards sales through its village-level 
retail stores called Samriddhi. There 
are live demonstrations of prod- 
ucts with help close at hand for 
trouble-shooting. “The field-level 
demonstrations are very impor- 
tant—tt is not enough to showcase 
a product,” Basil says. 

That’s not all. RIN has also in- 
troduced a talent development pro- 
gramme—for students who arein- 
terested in working on innovatiess 
but are currently held up on ac- 
















P. Kumar 
Innovation: Fuel-driven weeder 


count of financial constraints. It 
is also shortly launching a pro- 
gramme for mid-level managers 
of companies. 

“NGOs have a heart but lack 
professional approach, while cor- 
porates have the latter but lack 
the former. We want to bring in a 
marriage of both," says Basil. The 
programme is already popular 
with the young and restless ex- 
ecutives wanting to add rural ex- 
perience to their portfolios. 
"Many are willing to work with us 
for a year or two before their next 
big break," says Basil. 

For now, RIN innovators con- 
tinue to thrive and there's recogni- 
tion at hand as well in the shape 
Of L-RAMP recognition awards, con- 
stituted jointly with жт Madras. 
Quite often, necessity makes them 
invent—like an innovator who de- 
veloped paralysis spraying chemical 
pesticides, which prompted him to 
develop a herbal pesticide. Or the 
person who invented a stem 
injection route for banana planta- 
tions as an alternative to spraying 
medicines. 

But there are others like the 
more ambitious K. Murugan of 
Tuticorin who plans to scale up his 
banana synthion separator (this re- 
moves silky thread from the ba- 
nana stem)—and is waiting to put 
up a factory costing several crores. 
"I would like to do my bit for rural 
employment," he says. That, by all 
accounts, will help the spread of 
Rural Innovators Inc. 8i 
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A Phone That 
Takes You Places 


This new mobile phone guides you to your destination. 


HE NEW NOKIA 6110 NAVIGA- 

tor is probably the first 

smart phone with not just 
a GPS (Global Positioning System), 
but with built-in satellite navigation. 
That is, besides every other func- 
tion of a smart phone—camera, 
music player, internet browser, 
Bluetooth, organiser, et a/—it can 
guide you to drive or walk from 
point A to point B in eight Indian 
cities (for a price, you can down- 
load maps for cities anywhere else, 


too). Using the GPS navigation Sys- 
¢ (6$) company that recently merged 


tem is a breeze as the 6110, a 
phone, has a single b 
tion for the syste evice en- 
gages with satelfftes to find your 
current position and, if you enter 
the address of your destination be- 
sides the mode of transportation 
(drive or walk), it can visually as 


era- 











well as aurally guide you to where 
you want tO go. 

The navigator function works 
well—this writer tested it in Delhi, 
Mumbai and Bangalore—and you 
can use an easy-mount holder to at- 
tach it to the windscreen of your 
car. The voice guidance comes not 
with an alien westernised accent 
but with what seems like Indian 
voices speaking in English or Hindi 
and is fairly easy to follow. The 
maps—supplied by Navteq, the 
Geographical Information Systems 


with Nokia—are fairly accurate al- 
though in some of the NCR areas, 
like Gurgaon, the details are absent. 

As well as navigation, the 6110 
dc. s everything else fairly well. Its 
audio quality is superband it has a 
good music player (although the 









earphones that come with it are 
ordinary). The message reader fa- 
cility, which enables you to listen to 
your text or e-mail messages read 
out, is a nifty new feature but the 
software's encounters with some 
words and names can be quite 
hilarious! 

All in all, for around Rs 
14,500 (plus Rs 390 for a car- 
charger and Rs 2,070 for the easy 
mount holder), you get a neat lit- 
tle phone that's also a guide map. 

SN 





Another Low-cost Wonder? 


HCL has launched a low-cost laptop, but it isn’t revolutionary. 


ET US EXPLAIN WHY WE DO 

not think HCL’s MiLeap X-se- 

ries laptop is a revolutionary 
piece of engineering. It is an Intel 
Classmate PC wearing an HCL logo. 
Don’t believe us? We actually got 
both machines and without their 
fancy faux-leather outfits, they’re 
the same in every way. Well, there’s 
one difference really: 














HCL's machine runs Edubuntu, a 
version of Ubuntu Linux optimised 
for school kids and the Intel ma- 
chine with us was running 
Windows XP. 

At Rs 13,990, however, the 
HCL machine is attractive. Think of 
this as the ultimate e-mail-on-the- 
move machine. Sure, the seven- 
inch screen is rather 
small for a laptop, 
but it beats any e- 
mail-enabled mobile 
phone hollow. Even 
with a data card for 
around Rs 2,500, the 
machine is still 


cheaper than most BlackBerrys, 
Nokia E-series or Windows 
Mobile devices. 

But the screen is very small, and 
that is strange considering that there 
is so much grey space around the 
screen. The biggest drawback comes 
in the form of in-built storage of 2 
GB. If you load Windows ХР on it, 
there is barely 800 мв left. The de- 
vice has two UsB-slots and an SD-card 
slot for additional storage mem- 
ory, but with mobile phones ofter- 
ing so much these days, one would 
have expected more. And that ulti- 
mately is the device's problem. 

KUSHAN MITRA 


193 


FEBRUARY 24 2008 AUSINES 


bt treadmill 


Smart Running Tips 


EGULAR READERS OF TREADMILL KNOW THAT THE AUTHOR OF THIS 
В ~ isn't a huge running enthusiast. Sure, this column always es- 

pouses the view that running is a great form of cardio-vascular ex- 
ercise and that the ideal exercise regimen is a good combination of cardio 
and strength (or weight training) sessions but Treadmill really (and some- 
what ironically, considering its name) doesn't do too many installments ded- 
icated to running. Yet, with the growing popularity of running—witness 
the droves of people who turn up to participate (and/or ogle at celebrities) 
at the Mumbai Marathon or the Delhi Half-Marathon—there could be a 
case for more attention to running as a subject for this column. 

The best thing about running is that you don't need any fancy equip- 
ment or a gym. Just some good running shoes, sensible clothes in keep- 
ing with the kind of weather outside and you're good to go. The problem, 
however, is that not everyone runs sensibly. In running, as in every 
other kind of exercise, proper technique is essential—otherwise you 
run the risk of injuring yourself. 

Here are some tips on good form while running. 
1. Head: Hold it erect with your eyes focussed at a point on the ground or 
the track that is around 100 feet away. 


2. Shoulders: Should be square (not hunched forward) and stay leyk y 


(not swinging forwards or backwards}. i 
3. Arms: Should swing free with elbows bent at 90 
degrees with the forearms. While moving t^; . cms, 
try to keep forearms parallel to the gro*1^.. Hands 
should be in relaxed fists with thumbs un forefingers. 
4. Hips: Should not swing*frem side to side and 
remain level. 

5. Legs: Knee should lift only moderately and the feet 
should land directly under the hips. 

6. Feet: Should always land on balls of the feet for a 
spring action and not on the heels. 

While these are form factors that you should 
keep in mind while running, there are other points 
that help. A slight forward lean while running shifts the centre of mass of 
the runner to the front of the foot thus avoiding it from landing on the heel 
as well as reducing the braking effect that landing on the heel may have. 

Unlike walking, when at all points of the movement at least one foot is 
in contact with the ground, while running we really jump from one leg to 
another. And, at the mid-arc, both feet are off the ground. Running involves 
the bodyweight hitting the ground and taking off from it intermittently. This 
involves a great deal of shock during the impact of the foot on the 
ground as well as when it is off the ground. Without proper technique such 
shock can result in injuries. 

So, although running is a cheap and easy way of exercising, without 
proper technique it can wreak havoc on the body—joints and the spinal 
column. Keep that in mind when you take off. Happy running! 
MUSCLES MANI 





11Vd МҮМЅҮНЯ 


write to musclesmani@intoday.com and read the Treadmill blog 

at www. businesstoday.in 

Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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HOW TO TAKE CARE 


OF YOUR EYES 


F YOU'RE ONE OF THOSE AVID COMPUTER 





users who squints at the screen 


all day, and even if your're not, read 
on. Eye strain is something that affects 
all of us. But with a little care, we can 
avoid the discomfort, and make both 
work and play more enjoyable. 


Why do eyes dry out? Says Dr H.K. 
Tewari, Senior Consultant, Sir Ganga 
Ram Hospital, New Delhi: "If you 
blink 15 times a minute under nor- 
mal circumstances, then you do so 
only five-to-six times while sitting 
before a computer monitor." The re- 
duced rate of blinking decreases 60 
per cent of the oil secretion that lu- 
bricates our eyes, thus, increasing 
evaporation from the eye surface. 
Result: irritation, itching and dis- 

The remedy: make a con- 
¬ effort to blink. 







lenses, you may 
think that your cyes are protected 
by the solution you added to moisten 
the lenses, but that solution will pro- 
tect you only for 10 minutes. Eyes dry 
quicker for contact lens users. Says 
Dr Rishi Mohan, Senior Consultant, 
Fortis Hospital, New Delhi: "Avoid us- 
ing contact lenses while working on 
computers as they tend to increase 
the dryness of the eyes." 


Precautions: Follow the 20-20-20 
rule. Says Dr Mohan: "After every 
20 minutes of work, look 20 feet 
away from the computer screen for 
20 seconds. This will also give your 
eyes a chance to refocus." 


Maintain distance: Maintain a good 
distance from the computer screen. 
Says Dr Tewari: “Sit approximately 
22-28 inches away from it. The cen- 
tre of the computer screen should be 
4-5 inches below your eye level." 


Right posture: Check your posture 
from time to time to ensure the 
above. Says Dr Mohan: "Use ad- 
justable chairs so that you can main- 
tain good posture by adjusting it to 
your needs." 

MANU KAUSHIK 
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Designer Dreams 


DILIP CHHABRIA IS NOT LETTING AGE SLOW HIM DOWN. 
At 54, after showcasing a concept super-car called 
the Ambierod at the recently concluded Auto Expo 
in New Delhi, Chhabria now wants to set up an 
Auto Design Institute in Pune. He has been har- 
bouring this idea for a while, and his reasoning is 
quite simple: “The auto industry in India is going 
to quadruple over the next few years and will 
need 25 million jobs to be filled by 2015.” Even 
though his institute will start with an intake of just 
60 students, DC—as he is better known—plans 
to ramp it up to 340 students annually and will 
work with automotive manufacturers to specifically 
tailor courses. “But we are still ironing out the 
details." Even though none of DC’s designs made it 
to mainstream, some of his students could 
become the next ‘hip’ auto designers. 


Game for More 
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Mittal's Mettle 


NO SURPRISES ON THIS FRONT. STEEL TYCOON LAKSHMI 
NIWAS MITTAL has cemented his position as one of 
the wealthiest CEOs in the world. Next only to 
Berkshire Hathaway CEO Warren Buffett, Mittal, 57, 
ranks second with a net worth of $32 billion in the 
latest list published by the Forbes magazine. Mittal 
shares the list with Ambani brothers, Mukesh and 
Anil, and Wipro's Azim Premji. Mittal's empire, 
employing more than 200,000 people, spans 
Romania, Bosnia, Algeria, Trinidad, Indonesia, 
Kazakhstan, China, the us and Canada, and—after 
the Arcelor takeover—has established a large pres- 
ence in continental Europe. His company controls 
10 per cent of the total steel production and is 
three times the size of its nearest competitors. No 
wonder, Mittal invariably finds his pride of place 
among the richest with ease and regularity. 
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Cashing in on Heritage 


HE IS THE RICHEST INDIAN IN SWEDEN, THE SINGLE- 
biggest sponsor of sports in the country, and also its 
"hotel king". Yet, 42 years ago when BICKY 
CHAKRABORTY left India to enroll at the University 
of Stockholm for a degree in social sciences, he 
hadn't the slightest ambition of achieving any of 
these titles. But as luck, and his genuine interest in 
Swedish people and their heritage, would have 
it, Chakraborty, 63, has ended up becoming the 
best-known Indian in Sweden. His Swedish Kroner 
| .3-billion empire (2008 estimate) comprises ho- 
tels, pubs, and a soon-to-be-launched budding 
'functional food' firm. His claim to fame as hote- 
lier is that he only invests in run-down heritage 
properties and turns them around. What's the 
secret of his success? “I succeeded because I cashed 
in on my Indian values of compassion and inte- 
grity," says Chakraborty, who has also set up a 
150-bed hospital in Howrah, Kolkata. 


Old Haunt 


Devil's Dilemma 


GULU MIRCHANDANTI'S POSITION SEEMS TO BE Gi 
ting unenviable by the day. The 62-year-o 
Chairman of Mirc Electronics, who has presided ove: 
the Onida empire while his elder brother Son 
brother-in-law Vijay stayed in the background, is 11 
choppy waters. The reason: his executives are takin; 
flight. Sensing trouble back home amidst the lon; 
drawn family feud, top and middle level execu 
tives are now moving to greener pastures. Executives 
heading prime divisions of Mirc Electronics has 
moved to various brands in the retail and services seg 
ment. The exodus seems to be triggered by Onida’ 
eroding market share amidst the ongoing fight 
The company is barely managing to stay afloat i: 
competitive environment of thin margins, 

high promotional costs and fierce 
competition from South Korea's 
global consumer durable behe- 
moths LG and Samsung. Onida's 
state is best reflected in its per- 
formance on the bourses and in its 
market cap, which is barely Rs 
340 crore. However, it appears the 
company is seeking a valua- 
tion of Rs 600-800 crore. 
Though it boasts of being 
the third-largest CTV brand 
in the country, it holds 
just 10 per cent market 
share. While Mirch- 
andani could not be 
reached for comment, 
for now the brand is 
stuck between the devil 
and the deep blue sea— 
from the heady days of 
being the owner’s pride. 
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FAWZAN HUSSAIN 


The Tightrope Walker 


AGA VENUGOPAL REDDY HAS ALWAYS KEPT HIS CALM IN UNEASY SITUATIONS. 

Unfazed by the conflicting signals emanating from both North Block and the 

Us Federal Reserve in the run-up to the quarterly monetary policy review in 
January, the 21st Governor of Reserve Bank of India (RBI) did just what he thought 
was most appropriate at this juncture: he left key rates unchanged. 

Clearly, inflation was the top priority for Reddy, who wanted to avoid any asset 
bubble in the Indian economy where supply is yet to catch up with the rising demand. 
To that extent, Reddy, a 1964 batch officer of the Indian Administrative Service, has 
kept North Block happy as the ruling UPA government also cannot afford to go to the 
general elections in May next year with inflation spiralling upwards. 

In fact, ever since Reddy landed at the corner room in RBI Building on Mint Street 
in September 2003, he has always been faced with one or the other situation arising 
out of explosive GDP growth, soaring crude oil prices, rising rupee against the us dol- 

| lar, hot ЕП inflows and record forex reserves. But he has dealt with all these without 
creating any hullabaloo, except over the rit inflows, where he reportedly sug- 
gested a tax on inflows. The Finance Ministry later denied the move. 

But Reddy's biggest tests lie ahead, as he nears the end of his five-year term in 
September. It may not be easy for him to keep rates unchanged over the long 
term as the full impact of the financial crisis in the Us begins to be felt across the world 
and particularly in Asia. Also, with many state elections due in 2008, Reddy will have 
to keep a strict vigil on the appreciating rupee to keep exports from collapsing. How 
he stands up to these challenges will be keenly watched by experts in India as well 
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Shot on location at a prototype of the duplex apartment 


The kitchen opens onto 
an outdoor deck at our 


$924 sqft duplex apartment 
at Windmills of You! Mind 
in Whitefield, Bangalore 
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WE HELP ORGANISATIONS AROUND 
THE WORLD ACTUALLY GET 
THINGS DONE. 


On every continent, in practically every industry, IBM is helping 

businesses rethink the way the world works. From intelligent 

power networks and advanced water modelling to smart 

vaccines and green data centres, we are applying innovative 
START CONSERVING thinking to help solve real-world problems. 


IBM helps companies like CenterPoint 
Energy create intelligent utility networks 
that can help provide greater service 
reliability and promote energy efficiency 
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Learn from companies that have innovated, implemented and gro" 
year on year. For more information, log onto ibm.com/in/ibmforu 
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Geographic have teamed ^ 
IBM helps implement IBM and The Scripps 


up on the Genographic START EXCEEDING 


systems that allow 
healthcare organisations 
to share critical medical 
information in real time. 
which can lead to better 
care for thousands 

of patients. 


Project – a five-year study 
using over 200,000 DNA 
samples to map how 
humankind has populated 
the globe and to uncover 
the genetic roots we 
all share. 


IBM's globally integrated 
delivery model helps 
companies rethink their 
business Structures — 
allowing thern to Optimise 
resources, Cut costs and 
expand into new Markets 


Research Institute are using 


supercomputers to help 


determine which of tl е опе 


billion possible mutations 
of the avian fly VITUS are 
the most infectious so that 


vaccines Can be developed 


before Outbreaks happen 


convenient. 
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